














CHICAGO, FEBRUARY 25, 1905. $2.00 Per Year 


(ESTABL.1876.) NGE cE 


256 276 CLASSON AVE BROOKLYN.NY 


Season is ppm C HAI 4 Atlas Bolt & Screw (0, 


CLEVELAND, 0. 
Now Here a ren eka 


. Stove Bolts 
If you want the best, send ne Stove Rods 


your orders to es > Stove Rivets 
Mica Bolts 
Columbus Bolt Works, ONEIDA Fancy Nats 
Columbus, O. COMMUNITY Register Pins 
Oneida, N.Y. Hinge Pins 


and kindred articles 
for the 


























“The man who whispers down a well : 

sans Always On To f About the goods he has to sell, STOVE and RANGE 
Se Any weak spot in your roofs see peeeer ees Gs Ses = 

Vege should be attended A Like one who climbs a tree and hollers.” 


| BLACK DIAMOND FILES AND RASPS 


mense loss on short notice. 

American Elastic 
American Seal Roof Paints, Metallic and ite, 
preserve and protect. None better, none just as PERFECT—ALWAYS 
good. Prices are right even if the quality is the 


se al 
sy ama TWELVE MEDALS AT INTERNATIONAL 


Agencies: J. L. PERKINS & CO., 235 Lake St.. EXPOSITIONS 
: CHICAGO, ILL. AWARDED 
STOCKHOFF SUPPLY CO., 107 N, Main St.. 


ST. LOUIS. MO. G. & H. BARNETT CO. 
’ , Black Diamond File Works PHILADELPHRIA 


‘TRIUMPH’ CHAIN 


HAS TWICE THE STRENGTH OF WELDED. 
SEND FOR! FREE SAMPLES, TABLE OF TESTS AND ASK QUESTIONS. 























Ww wo SS 
HE BRIDGEPORT CHAIN CO., Bridgeport, Conn. 


OVER TEN MILES OF CHAIN PER DAY. WE LEAD. 
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“If a man can write a better book, or preach a better sermon 
or make a better mouse trap than his neighbor, though he. build his 
house in the woods, the world will make a beaten path to his 
door.’'—Zmerson, 


CINDERELLA BASE BURNERS 








Are Made in Pittsburgh 


Pittsburghers do not use base burners—they can’t—their fuels 
are gas and soft coal. 


WE ARE PRACTICALLY IN THE “BASE BURNER 
WOODS”’—YET we are the most extensive makers of Base 
‘Burners in Penn. 


“‘Cindérella Quality” has attracted the public, and they com 
to us for the goods. 


We make several grades, but only one quality—prices vary 


with the ornamentation—all are five-flued—all are double heaters— 
all have duplex grates—no tools required to remove grates or 
fire pots. 


THEY NEVER FAIL 


The. Pittsburgh Stove & Range Co. 


) Af Pittsburgh. Pa. 


Western Agency—W. D. Sager, 38 to 40 Michigan Street, Chicago, Il. 
A Good Place to Get Your Money's Worth 

















NEW IDEA 


Quite a large number of New Idea 


















Furnaces have been sold. to cus- 


tomers who had been thinking of in- 


stalling steam or hot water. New 
Ideas readily fill the wants of those 


whoare looking for something better. 


Flave you received the 


New Idea Literature? 


THE SCHILL BROS. CO., 


CRESTLINE,  OH10 | 
Oaks, Steel Ranges, Steel Cooks, Cast Ranges, etc. 
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THE PLACE TO BUY 


5ca and 10c Goods 























Is at at LYON BROTHERS, Chicago 


We bear the reputation of being the [pioneer house for startling leaders in 
these goods. Year after year for more than a third of a century we have been sell- 
ing the biggest and snappiest values in 5c and 10c merchandise that the world- 
wide market produced, and for 1905 we are showing a line that outclasses even our 
own former selections. We have canvassed the market thoroughly and offer the 
cream of the world’s product. For the convenience of merchants interested in 
these goods we have classed them in 


Three Eciaplate Assortments 
As follows: 














5c and (0c Goods 2 00 Bo, Se and (5c 
j plete 
s K for Stock for 




















Go, 100, 160, 200 and 260 Goods 00 
Complete Stock for 


On receipt of your application we will send you a complete list of either or all 
of the above stocks. They include positively the biggest sellers and the greatest 
values obtainable in the world. In many items the value is so extraordinary that 
merchants sell them for more than the above prices, thus increasing their retail 
profits. We positively guarantee that every article in either list is one of merit, 
and of unusual selling qualities. 

We urge thetradeto write us for full information concerning these stocks, which 
will have our prompt and careful attention. It is a well-known fact that we always 
save the trade money, and we can save you money on these goods if given an 
opportunity. . 











Wall Paper Sample Books for 1905 "esa, 


Our new line of Wall Paper is now ready for the trade, and merchants are re- 
quested to write us for sample books and price list of our complete line. We 
have a superb variety of patterns and a wide range of prices that will interest you. 















IK 


LYON BROTHERS Maaingn, Marks CHICAGO 


Largest Wholesalers of General Merchandise in America. Positively no Goods Sold to Consumers 
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| “Fine and Dandy” on Dress Parade, 
Perfect in Action onthe Firing Line, 
Tried and Not Found Wanting. 











The United States Government 
 World’s Fair | 
Charter Oak Steel Range 


A STRONG COMBINATION 


The Charter Oak has been awarded many medals at Fairs during the 
fifty-four years it has been before the public, and we are used to that sort of 
a thing, but we are particularly proud that the United States Government 
officials selected the Charter Oak Range with which to make its meat tests 
by cooking demonstrations at the World’s Fair. And we are gratified that 
all those engaged in making the cooking experiments and meat tests were so 
thoroughly satisfied with the manner in which the Charter Oak Range did 
its work. 


WE HAVE THE EVIDENCE! 


And Invite Correspondence 


Charter Oak Stove and Range Co. 


ST. LOUIS. MO. 
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“IT SHOWS IN THE FINISH” 


Looking for Quality 


@ There is much of your reputation as a Stové Dealer that comes from the 
quality of the Base Burner which you sell. It is the Highést Grade Stove in 
general use, and often, to thé buyer, is the most important and costly piéce of 
furniture in his house. It should be a perfect stove, dependable and satisfactory 
in every way; if not, your reputation suffers. 

@ We pledge you our reputation that Moore’s Base Burners are right and 
dependable, and, in addition, they have that correct appearance which is so 
absolutely essential in attracting the eye of the buyer and clinching a sale. 

@ Are you looking for a better line of Base Burners for your 1905 tfade? If 
so; let us know it early. We are placing agencies now. 


THE EASY LINE TO SELL 
JOLIET STOVE WORKS, Joliet, Illinois. 
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Capital Globe Range 


MADE IN KOKOMO 


A new, medium priced range that has 
proven a deserved favorite with the trade. 


Body — three thicknesses — steel — 















asbestos — steel. 
Square and full sized oven. 
Oven top brace of special design. 


Oven bottom guaranteed against 
buckling. 


Interchangeable top plates. 
Draw-out duplex grate, &c. 


Special nickle pro- 


cess finish. 


The Hot Blast 
Fire Box can be 
completely removed 
in thirty seconds. It 
has a heavy sectional 
lining. Superheated 
air is jetted through the slots in 
= . the linings and mixed with un- 
, burnt gas, producing perfect 
combustion. An air chamber 
back of the lining prevents the 
», accumulation of ashes and guides 


* | them to the ash pan. 


WRITE FOR CATALOGUE. 


We make Steel Ranges, Steel Cooks, 
Heating Stoves, Hotel Ranges, and Outfits. 


The Globe Stove @ Range Co. 


Kokomo, Indiana 
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RIVAL CLERMONT 


A New, Improved, Attractive 
Quick Selling Range 




















FOR HARD, SOFT COAL OR WOOD 


There are lots of people, and they’re right 
around you too, who are nursing ranges of poor 
construction; ranges that don’t bake evenly, that 
heat the oven slowly, consume an enormous 
amount of fuel and burn out fifteen grates a year. 

These people are ready to buy a better range. 
They are only too anxious. But the dealer has 


got to produce a range that really is better. 


Ghe Rival Clermont 


=) is absolutely the finest and most 
satisfactory steel range on the 
market to-day. Our reputation 
as makers of ‘‘honest goods only” 
is behind that statement. We 
ask. only for a chance to prove 
our statement. We want you to send usa 
sample order, We want you to sell just one in 
your community. That one sale alone will 


explain why we claim that Rival Clermont 
Steel Ranges open up an entirely new field for 


ay et dealers. 


GEM CITY STOVE CoO. 
DAYTON, OHIO 


STOVES STEEL COOKS CAST COOKS CAST RANGES 





TAMALAS 
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One of | Built for | | 


The Nine & Business 


New Patented 
Construction ATH-A-NOR 
SERIES 

























































That renders the burn- 
ing of all kinds of fuel 
nearly perfect. Fsfecial- 
ly valuable in burning 
the cheapest kinds of fuel, 
namely slack in soft coal, 
pea coal in hard coal, and 


ATH-A-NOR. Webster's. Una- 
bridged Dictionary gives the defi- 
nition of Ath-a-nor as follows: “‘A 
digesting furnace formerly used in 
chemical operations so constructed 
as to maintain a uniform and dur- 
able heat.’’ 


lignite. 

The Greatest 
wks Heating Stove 
sia Yet Invented 

Over 150 . 
Stoves ordered Send for 

of us by the 

first eight Catalogue 
dealers who and 
examined the Price List. 
Ath-a-nor. 





Our advice to the most enterprising, up-to-date and progressive Stove Dealer in your city is to 
copy, sign and send the following order at once: 


City. 





Fiebeger Heating Co., 
Akron, O. 

Ship us as soon as possible, as sample, at your best price, 1 No. 35 Round cast body Ath-a.nor. (On 
receipt of same the progressive dealer will set this up and put fire in it at once and note results. ) 

Ship about March Ist, 1905, as sample, 1 No. 36 Ath-a-nor Square. 

Ship about August 15th, 6 Ath-a-nors, ‘with exclusive sale for this city, sizes and styles to be specified 
by me by April 1st, after receipt of sample stoves, I to reserve the privilegeof cancelling the last 6 by April 1st. 
in which case The Fiebeger Heating Co. to have the privilege of ordering above samples away and placing 
agency elsewhere. 

Signed 








Address 


FIEBEGER HEATING CO., Akron, 0. 


Patented in the United States and Canada and patent applied for in England. 
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Moore’s 
Stoyes 
ways 
Please 


- Se 
“IT SHOWS IN THE FINISH” 


1905 Base Burner 


Looking for Quality 


@ There is much of your reputation as a Stove Dealer that 
comes from the quality of the Base Burner which you sell, 
It is the Highest Grade Stove in general use, and often to 
the buyer, is the most important and costly piece of furniture 
in his house. It should be a perfect stove, dependable and 
satisfactory in every way; if not, your reputation suffers. 
@ We pledge you our reputation that Moore’s Base Burners 
are tight and dependable, and, in addition, they have that 
correct appearance which is so absolutely essential in attract- 
ing the eye of the buyer and clinching a sale. 


@ Are you looking for a better line of Base Burners for your 
$905 trade? If so, let us know it early. We are placing 
agencies now. 


THE EASY LINE TO SELL. 





JOLIET STOVE WORKS, : Joliet, Illinois. 4 





THE 


Matchless Steel Ranges 


atiiediridiiniasensimenenentenentenmmmentiaanmeeneell 
HIGH GRADE AT RIGHT PRICES 


Stimulators of Dull Business 


“THE MATCHLESS”’ combine 
Weight, Style, Finish and Work- 
manship. 


**THE MATCHLESS” have weight 
where most needed, in the body, 
oven and fire box. 





We Have One Dealer in Every Town. 
We Don’t Sell Datings. 
Qur Terms Are Net Cash {§ Days. 


Giomioua ‘Teingieds-... 0000 
Full Nickel Trimmed .... $18.90 


WRITE FOR CATALOG 


Landay Steei Range Co. 


Manufacturers 
2615 N. 15th Street, 








ST. LOUIS 




















Top Cooking 
Surface 30x36. 
OVEN: 

12 inches high. 
17 inches wide. 
21 inches deep’ 


Six 8-inch lids. 


Balanced oven 
door. 


Capacity of 





Reservoir 
15 gallons. 






NO. 118 R. WEIGHT 390 LBS. 
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Dangler Gasoline and 
Blue Flame Qil Stoves 


Received the Grand Prize, Very Highest Award, 
and Gold Medal at World’s Fair, St. Louis. 








Simplicity and perfect operation are the features that con- 
tribute to the strength and durability of DANGLER BLUE 
FLAME OIL AND VAPOR STOVES. 

DANGLER Stoves are constructed according to the safety 
requirements of the National Board of: Fire Underwriters, 
and are on their list of permitted stoves. 


Write for catalogs, prices, and particulars. 


DANGLER STOVE CO. Div. 


AMERICAN STOVE CO. 
Cleveland, - - Ohio. 


WESTERN BRANCH, 308 No. FIRST STREET, ST. LOUIS, MO. 


JOBBING AGENCIES: 
JACOB RETTERER, 167 Lake St., Chicago, Ills. L. J. WEBER, Dayton, Ohio. 
JANNEY, SEMPLE, HILL & CO., Minneapolis, Minn. HOME STOVE CoO., Indianapolis, Ind. 
F, A. KLAINE CO., Cincinnati, Ohio. HAMMER-BRAY CO., San Francisco, Cal. 
ENTERPRISE MFG. & COMMISSION CO., Kansas City, Mo. 














A NEW 


HIGH GRADE 
SIX HOLE 
SQUARE OVEN 


CAST RANGE 


Hard Coal, Soft Coal, Wood. 
oO al Design 
tiful Ornamentation 
' Splendid Quality 
Square Top or Bracket Reser- 
voir, Cast High Shelf or 
Steel High Closet 





YOU CAN’T HELP LIKING IT! 
If you have not acopy of the ‘‘Eclipse”’ 
latest catalogue (No. 21), write for it. 


THE ECLIPSE STOVE CO. . 


MANSFIELD, OHIO 








“Il AM iT” The “Eclipse” New Square Oven Cast Range 
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J EWEL GASOLENE STOVES 


For 1905 


Grand Prize and 


Gold Medal 
Highest Award 


















Y» CHICAGO - - 1893 





GENERATOR STOVE 
The tanks are all brass ST. LOVIS ~ - 1904 The tank bottom is brass 


JUST AS GOOD AS JEWEL GASOLENE STOVES ARE 


JEWEL STEEL RANGES and ACME AIR TIGHTS 


Write for catalogue and discounts 


GEORGE M. CLARK @ COMPANY 


DIVISION AMERICAN STOVE COMPANY 
JEWELS ARE JUST RIGHT CHICAGO. 


VAN’S 


Patent Improved Wrought Steel Portable 


RANGE 


For Hotels, Restaurants. Public 
Institutions, Boarding Houses, 
and Private Families. All kinds 
of Hotel Implements for culinary 
purposes. Manufactured and for 
sale by 


The John Van 
RangeCompany 


419 Elm and 410, 412, 414 and 416 
Home Streets 


CINCINNATI, = - = = = 


PARIS - - 1900 f ¢ ) & 
EVAPORATOR STOVE BUFFALO - - 1901 @ 
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At, prices that make the most 
profitable seller of any maille- 
able. range on the market 


OUR PROPOSITION 


We will ship a sample Monarch 














Malleable Range for examination 









































and comparison to a dealer in any 
Four sizes of ovens territory in which we are not now A_ polished steel 
in famil es. is ° 
A full a, oe as represented and if it does not meet Duplex draft that 
ranges with his entire approval it may be meaner the Mon- 
‘ re a success 
é A 4 convenient. returned at our expense for freight where ieee te. 
pouch fred. both ways. Ask for “OUR PLAN” | A guaranteed oven 
A flush contact res- , thermometer 
ervoir that will and prices. , 
actually boil the The finest and most 
water po a nickel 
plating. 
A polished top re- | Malleable Iron | the emoothest and ® 
most carefully made 
~_ Range Company of malleable ranges. 
Beaver Dam, Wisconsin 
the Ine Tne 











With Flush-Top Encased 
Copper Reservoir. 









The Reservoir Attachment _ >) —— _ 
on this Range has all of 7 tt 






the latest improvements. 














Write for Cat. and Dist. 


and secure agency. 









The Wm. Miller Range and Furnace Co. 


CINCINNATI, O. 
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IMPERIAL GOLD $19.00 
COINENAMELED wen Gon 


STEEL R ANGE Accompanies Order 


For 8-20 or 9-20 add $2.00 to above price. 
BODY—Black enameled steel plates secure- 











We also make other kinds of steel and cast 
riveted and braced. 


ranges, cook stoves and base burners. 
Write for prices and catalog. 
I 
FIRE POT—Linings heavy and durable. 
GRATE—Duplex, adapted for burning all 


THE CHICAGO 
oveinsctinel aa, STOVE WORKS 


RESERVOIR—Cast Iron Enameled in a Biue island Avenue 
cast iron rust-proof casing. and 22nd Street, CHICAGO. 


BORN’S 1905 RANGES 


In variety of sizes, patterns and finishes, will fully meet the demands of the 
trade. The well known features of quality and convenience have all been 
retained and new ones added. New nickel ornamentation; new fire box and 
pouch feed; mew reservoir construction; new style warming closet; and other 
improvements that can’t be described here. Send for full information. 


THE BORN STEEL RANGE COMPANY 


CLEVELAND, OHIO 




















s 











3 We're Enlarging Our | 
: Facilities 


our domestic and export trade in 
‘CHAMPION and MARQUART STEEL 7 
RANGES taxed our facilities 
beyond the limit. We had to 
have room for more men— 
more machines—more mater- 
- ial. In spite of big demand we 
are shipping promptly. Can 
we send you our catalogue ? 
















—~ 7 ) 
Vp aancnmmise, 
7 


Sees CHAMPION STEEL RANGE == 


CO., Cleveland, 0. * * urorn oma nr as 





















“tis true “DETROIT” VAPOR STOVES 
t adve ng 
pat user 10th SEASON 
into poor We make high grade Vapor Stoves only, with our 
merchandise, celebrated double ring “DETROIT” burner, 
but good which has no equal. Twenty-eight styles to select 
merchandise from. We call your special attention to our selection 
often becomes of Cabinet Ranges, good bakers, none better. 
poor for the Quick seller. 
pean Ae ated Send for Catalogue K and Secure Agency. 
kiithinia ee dine The Detroit Vapor Stove Co. 
Detroit, Michigan 
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IN NEVW/ DRESS 
aiio,:,- ax PEORIA LEXINGTON 


Bc C3 


wae = STEEL RANGES 


ARE THE ACME OF PERFECTION IN 
FAMILY STEEL RANGES 




























Still maintain the 

lead, having more 
practical points of 

genuine merit than any 
steel ranges on the markets. 


Made of best heavy anti-rust 
planished steel, 


In all styles. 


With 15, 17, 19 and 21-inch 
ovens. 


IT WILLPAY YOU TOINVESTIGATE 


Culter & Proctor 
Stove Co., Peoria, Ill. 


KENDALL 


PATENT 


AIR BURNER 


A Magazine Feed Base Heater 
for Soft Coal 























Study the Sectional View, Write 
for Prices and Secure Exclusive 








Sale in* Your Territory. 








=) | |,| Every Stove Guaranteed 














Holds Fire 36 Hours 


when directions are followed. 











MANUFACTURED BY 


LAFAYETTE STOVE FOUNDRY CO} 


LAFAYETTE, IND. 
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VINCENNES, INDIANA 

















RETORT OAK 


Nos. 166, 188, 222 


Magazine Stove 
for Soft Coal 















The dealer who can con- 
trol a 


GOOD SPECIALTY 


has the advantage of his 
competitors. 


THE RETORT OAK 


is the 
Greatest Specialty 


in heating stoves in the 
market. 


Its reputation is firm- 
ly established and no 
mistake can be made 
by making it your 


LEADER 





Write us for Cata- 
logue and prices for 
1905. and wait for our 
travelers who start 
out January 9, 1905. 


We will have them see you. 


MARION STOVE CO. 


MARION. INDIANA 





Pertinent Points 
About 
“Thatcher” Pins 


The pins on the 
‘“*THATCHER” Fire 
Pot give about one- 
third more radiating 
surface. Not only do 
they double the amount 
of warm air—but double 
the life of the Fire Pot 
by carrying off the extra 
heat. One other point 
—the straight sided 
Fire Pot means a clean 
fire right up to the iron 
and that means no 
waste heat. 

The “THATCHER” 
selling plans _ bring 
“THATCHER” deal- 
ers business they would 
not get otherwise. We 
would like to go into 
detail with you —a 


postal does it. 


Thatcher 

Furnace 

Company 
240 Water St., New York 


Works: Newark, N. J. 





























A 


. - ” 


_ 


¥ 


- 


CRAY SOIR gece Oe oe RE Se NN Name 
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The Akron Air Blast 
] ig! Reliable 
































Attractive 
5 st Substantial 
RYE @ Up-to-Date 
Trade-Bringing 
_Trade-Holding 





——— 


— 


Sa ae 


We are the Originators of “Air Blast” Furnaces. 
It Has Many Imitators 


Tens of Thousands in Successful Operation 


If the furnace you sell does not heat properly, nor eco- 
nomically, write for the agency of the Akron Air Blast 





ener mnenmaimianed 


Factory Capacity 
5,000 Furnaces 
Per Year 











‘May &@ Fiebeger, Akron, Ohio 


MANUFACTURERS Established 1880 
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ROBINSON 


Tubular Furnace 



















Hard Coal 
or Wood 





If you're after a good furnace, 
a durable and powerful furnace, a fur- 
nace that will give you a chance to 
talk facts to your customers instead of 


hot air, The Tubular will meet your 





requirements. 


Re aS eC) 
5 Ow 






Crescent Furnace 


Hard, Soft Coal 
or Wood 


Eclipse Grate 
Two-Piece Fire Pot 
Double Feed Doors 


Crescent Flue Radiator 


It sells when the price is a big item 











GET OUR NEW CATALOG. 


Robinson Furnace Co. 
107 Lake Street $3 CHICAGO 
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TRIUMPH 


HOT AIR FURNACES 











Are Medebh=—" ( 


MANY STYLES 








nd in 


MANY SIZES 


JOHN KONTNY, Western Agent 


65-67 N. Desplaines St., CHICAGO 


THE CRAIG-REYNOLDS FDY. CO. 


DAYTON, OHIO 


Mfrs. Triumph Furnaces, Triumph Hot Water and Triumph Steam Heaters 
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Radiant Home 
Force Draft Furnace 


With Original Patented Force Draft 
Ring and Slotted Fire Pot 


Burns all forms of Soft Coal, 
Slack, Coke, etc., with per- 
fect combustion, and gives 
more heat with less fuel and 
requires less attention than any 






other furnace. 





Forms the only perfect retort made 





The air passes through the cells 
at every point around and through 
the fire and thus mixes the proper 
amount of oxygen with the gases 
and smoke. All burn fiercely with 
intense heat. 


Is practically Indestructible 


ONLY CORRECT METHOD for BURNING ALL FORMS of SOFT COAL 


Original Slotted Fire Pot. 
Patented Force Draft Ring. 
One-Piece All Cast Radiator. 
Extra Large Double Feed Doors. 


Made in Four Sizes— 
822, 324, 326, 328. 


Also a Medium Priced Furnace with 
Steel Radiator. 


A Great 


GERMER STOVE COMPANY 


Maxstoturers ot Strictly High Grade Stoves, Ranges and Furnaces 


951361 Howes Benen Chtceds Main Office and Foundries: ERIE, PA. 


Leader 
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THE CELEBRATED 


“Richardson” Boilers 


(for Steam or Water) 





















“Richardson” Boilers for steam 275 to 5,400 ft. capacity 
“ water 400 “ 8,500 “ 


Several thousand in use heating to perfection 
The Boiler for the trade to handle— Easily sold—Easily set 
They PLEASE the PEOPLE WHO BVY Boilers 
| Prices are Right 


Send for descriptive Catalogue and look into the merits 
of the Up-to-Date Boiler 


Richardson @ Boynton Co. 


84 Lake St., CHICAGO 234 Water St.,. NEW YORK 
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BOYNTON 














» FURNACES, STEAM and HOT WATER HEATERS 


Have stood for an honest value for 56 years. They have always worn well—they have required very 
few repairs—they have given out plenty of heat'with a small expenditure for fuel—they have given a 





























steady rather than a 
spasmodic heat—and 
that’s why dealers 
have found them a 
desirable line to 
handle. Many a dealer 
has found that the 
handling of Boynton 
heaters has been a 
big help in building 
him up a reputation 
for the best work. 


‘Shall be pleased to 


send you a catalogue 
and price list. 























Ghe BOYNTON FURNACE CO. 


147-149 Lake St., CHICAGO 


207-209 Water St.. NEW YORK 











IT LIES LOW 


BUT 


IT WEARS THE CROWN 


ttttt 





THE CROWN 
LOW DOWN, 
WARM AIR 
FURNACE 








MARCH-BROWNBACK STOVE CO.,”°™Sx°"™ 


When you consider economy of 
fuel, simplicity of construction, easy 
management, cleanliness, good selling 
powers, good paying powers, it is safe 
to say that the 


Crown Low Down Furnace 


should be crowned king of all. Every- 
body seems to think so. Our sales are 
exceeding all anticipations. Do you 
want to know why? Our.new furnace 
book is ready. 
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THE MAJESTIC 


Combination all Cast Iron 


Warm Air Furnace 


adapted for burning either hard or soft 
coal, or wood 24 inches in length, hori- 
zontally. The products of combustion 
travel 22 feet inside the casing before 
passing to the chimney. 


























Our heaters are very heavy and durable, 
weighing from 1,500 to 3,000 lbs. 


Our double square steel casing is a 
beauty, and allows but a very little heat 
to escape in the basement. If it is an 
honest, durable, economical heating 
apparatus you are looking for, write for 
our catalogue and prices. 


The Chappell Furnace Co. 


FRONT VIEW Nos. 30 and 40. Morenci, Michigan 


JAHANT 


CAST and STEEL RADIATORS 


Ask About 


The Vibratory Grate 











SEND FOR A CATALOG Pam 


ROHRBACHER @ ALLEN, Akron, 0. 
‘‘A Good Old Firm” 


implies experience, steady. industry, lasting powers. 
It means unflinching honesty in the manufacture of its 
product. It means that the product is good all the way 
through—that the people beliéve in it. The 


ROSSIUS FURNAC 


has attained its present perfection through years of study, 
experiment, elimination. It is a furnace for both dealer 
and consumer. Our catalog will tell you why. 


THE JOHN GROSSIUS FURNACE CO. 


409-411 East 8th Street, - - Cincinnati, Ohio 
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PE SRBL HOLES 


MANUFACTURED rie i 
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UTICA HEATER ED > 


UTICA.N.Y. 

































BOILERS, 
FURNACES, 
RADIATORS 

& SUPPLIES. po 


ae) 


WHEN A DEALER SAYS: 


‘fT HAVE BEEN IN THE FURNACE BUSINESS FOR 42 YEARS, and 
have sold a good many kinds of furnaces, and I believe that YOU HAVE THE BEST 
ALL-AROUND FURNACE that I have ever sold. IT GIVES ME LESS 
TROUBLE THAN ANY FURNACE I HAVE EVER SOLD. Your furnaces are 


giving perfect satisfaction here.” BE ASSURED 


that he not only understands his business, BUT 
HE KNOWS A GOOD FURNACE WHEN 
HE SEES IT. The SCIENTIFIC yet SIMPLE 
CONSTRUCTION of the 


PATRIC FURNACE 


accounts for the absence of trouble and the PER- 
FECT SATISFACTION they afford the user. 
Satisfy yourself on this point by letting us mail to 
you a copy of the ‘‘RED BOOK” which we will 
mail free of charge on application. 


INVESTIGATE CAREFULLY 


THE COKING AND SMOKE-BURNING 
MAGAZINE. A great trade-winner. 


The Patric Furnace Co., 
SPRINGFIELD, OHIO 
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SECTIONAL VIEW : 
Showing inside and outside casings, and itive cap 
attachment over the flues through which warm 
air is forced to distant rooms. 














ALLURING PROFITS 


Occasionally we hear of a dealer who is‘selling this or 
that Furnace because he can buy them a few dollars cheaper 
than any other line. 


That’s false economy. 


The KELSEY WARM AIR GENERATOR may cost 
you a few dollars more than your present line of Furnaces, 
but the KELSEY is worth every cent you pay for it, and 
your customers will gladly pay the small difference, because 
the KELSEY will very soon repay this additional cost in 
added comfort, decreased fuel bills, and in its freedom from 
annoying dust, gas and smoke. 


Yet the profit side of the KELSEY has attractive in- 
ducements to energetic Heating men; and the KELSEY will 


~ goon build up a very profitable and satisfactory Heating busi- 


ness in any community for any live dealer. 
Let us send you our Exclusive Agency Proposition. 
It’s interesting—and it’s free. 
“‘There’s only ONE Warm Air Generator!”’ 


KELSEY HEATING COMPANY, SYRACUSE, N. Y. 


New York City: 
156 FIFTH AVENUE COOK & VAN EVERA CO., 38 E. Lake St., CHICAGO, ILL. 


JAMES SMART MPG. CO., Ltd., Brockville, Ont., Sole Makers for Canada. 


Western Sales Agents: 








The Wise 
Furnace Co. 









GET A CATALOG. 























Akron, Ohio 
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HERE’S A STRAIGHT SHOULDER HIT 





WE GUARANTEE the MUELLER, all 
cast double radiator furnace, to contain 
MORE direct HEATING SURFACE than 
any other furnace made. This is a broad 
guarantee to make, but we are willing to 
back it. 


Furnace dealers can gain an enviable reputa- 
tion by installing MUELLER furnaces. 
They are the right kind, the kind that always 
work as they should. 


Now is the time to write about the agency, 
also for catalogue and prices. 


Get our prices on registers. 


L. J. MUELLER FURNACE CoO. 


ESTABLISHED 1857 


191 REED STREET MILWAUKEE, WIS. 








GILT EDGE FURNACES 


are manufactured by R. J. SCHWAB @ 
SONS CO. the furnace men, of Mil- 
waukee, Wis., and are sold by them 
exclusively to the sardware trade. 
If you are having any trouble with 
the furnace that you have been 
handling, or you. want the agency 





for the most complete line of first class furnaces 
manufactured, write them. 








i 
Sa 
Sw 


PERFECTION 
Ventilating School Room Heater 


for Township Schools. 


Superior to any made in this country. 


THE MONARCH FURNACE, 


made of heavy annealed steel, has 
a very large radiating sugface, has 
our patent revolving grate, is 
easy to operate; is absolutely gas 
and dust tight,and manufactured by 


KRUSE & DEWENTE:R 


427-429 E.-Washington St., Indianapolis,"Ind. 
Send for Catalogue and Price\List 
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Ge HORSE-SHOE FLUE 


It is suspended from the dome and raises and lowers as 
the furnace expands or contracts from the heat or cold. 
There are thus no strains on the joints. It is near the 
base at the point of admittance of cold air. It heats the air 
rapidly and prepares it for the great heated surface above. 
It is provided with a clean-out door at each end that the 
accumulation may be readily removed. 


The Enterprise Furnace 


is by far the most scientific, practical, and economical 
furnace on thé market to-day. Won’t you let us tell you of 
its many other features ? We have had only one dissatisfied 
customer in over twenty-five years, and he didn’t give us half 
achance. Isn’t that a proud record ? 


C.W. SHUMWAY @ SONS 


Batavia, Illinois 





~ 
> 








The FARQUHAR FURNACE GOVERNOR | 


apted to all Hot Air Furnaces, is operated by the expansion of the fire box itself. It is auto- 
— ¢, strong and positive. 
We guarantce that as the furnace body becomes heated the govern-r will grotealiy, ower ns 
raft door an 


open the check 
valve until the 
furnace reach- 
es the desired 
temperature, 
holding them 
Steady in that 
position until, 
from accumu- 
lation of ashes 
or exhaustion 
of fuel, the fur- 
nace begins to 
cool, at which 
time. it, will 
gradually open 
the draft door 
and close the 
check valve. 


Meat-recugror ©, 
MANUFACTURER, 
WILMINGTON, OHO. 





For further information 
address 








= 






Hart & Crouse Co. 
UTICA, N. Y. 


Royal Heaters 


235 Water St., 
New York. 


79 Lake St., 
Chicago. 






Steam, Hot Water, 
Hot Air Furnaces, 
Radiators. 
























THE TORRID ZONE 


Steel Furnace riveted like a boiler. 
proof, gas tight. 


WHY? 


Does the TORRID ZONE made in Mar- 
shalltown sell against all competition, aad 
business increase every year 
IN PENNSYLVANIA 
IN COLORADO 
IN TEXAS 
and all intervening territory as wel as ex- 
ceedingly large sales in Iowa, Nebraska, 
Illinois and Minnesota. 

Write us and find out. 


The Lennox Furnace Co. 


MARSHALLTOWN, IOWA 
Farwell, Comex, Kirk & Co., North- 


Dust 








C. J. Johnson, Dell Rapids, 
South Dakota, writes: 


“Through the service of your 
paper I have just hired a tinner."’ 
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THE NEW HERO 


Declared by all Eibudee men who have seen it to be the best 
furnace made for Large Buildings or Combination Heating. 








It is an all cast iron 
Furnace as durable 
as the hills and is . 


made in three sizes; 





portable or brick set. 


It has a deep Ash 
Pit with Triangular 
Grate Bars. No cog 
wheels or bolts. Fire 
Pot and Dome deeply 
corrugated inside and 





out. 


These corrugations. 
increase the radiating 
surface about fifty per 
cent and add fully as 
much to the strength 
of the casting. 





The large DOUBLE FEED DOORS, suitable for coal 
or wood, are a great convenience. 

The Radiator is made in one piece and all products of com- 
bustion have to pass through it before reaching the Smoke-pipe. 

All Cup Joints. 

It cannot leak gas. 

We stake our reputation as furnace builders on the satisfactory 
qualities of this our latest product. 


THE CHAS. SMITH CO. 


101 LAKE STREET, CHICAGO 
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El During all the years the FRONT RANK Furnace has 

) FE | | been.on the market, we have never received a complaint against 
if ay its wonderful heating power and durability. 


FRONT RANK FURNACES 


are made to please. Their freedom from cast iron fire pots, their long, vertical fire travel, 
their durability, their ease of operation, their economy in fuel, all are good points in 


Over 8,000 FRONT RANK Furnaces are in successful use in St. Louis. 
aT] Send for our Catalogue and Exclusive Agency Terms. 


SMS HAYNES-LANGENBERG MFG. CO. 
\. 2301-2309 Lucas Ave., ST. LOUIS, MO. 

















Send for Catalogue 


EMPEROR FURNACES 


FOR WOOD 


SIMPLE SAFE 
ECONOMICAL IN FVEL 


The Best and Cheapest Line of Wood Furnaces. Fur- 
nished for either Brick or Galvanized Iron Casing 


BERGSTROM STOVE CO. 


DURABLE 


NEENAH, WIS. 





MONCRIEF 


‘All Cast Iron. 


Moncrief Duplex Grate. 

La: Radiating Surface. 

Double Fire Pot. 

Large Grate Surface. 

Top Return Flue, 

Simplicity, Durability, Economy. 
Cleanliness in Use. 


HENRY & SCHEIBLE CO. 


6-8-10 Long St., Cleveland, O. 
Sales Agent—.'. C. KIMMEL, 3314 East 15th St., Kansas City, Mo 


















hy) WARMTH 
i) ON THE FLOOR 
ER THE ONLY FLOOR 


WARM REGISTER 
MANUFACTURED 












/) C. H. FOSTER 


3403 Bell Ave., ST. LOVIS, MO. 


MAKER LARGEST LINE 
OF WALL REGISTERS 
















Strength 
Energy is 
Hope 
Energy is 
Life 












Put it in Your \ 
Advertising 



















Persistency 
is Might 


Persistency 
is Progress 


Persistency 
is Success 









Add it to Your 
Advertising 
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The Waterloo Side Wal ~ eg 


Solves the 
Dry Air Problems 


The warm air passing under 








x 


a dy 













the water reservoir radiates moist- 
ure throughout each apartment. 
Is elegant in finish and 
moderate in cost. 


WRITE FOR CATALOG 
AND PRICE LIST. 


WATERLOO REGIS TER CO., weterico, tows. 


Floral City Furnaces [coon money 


FOR 
were designed to meet 


rere designed to GOOD JOBS 


that would burn hard Is the best basis for establishing 
coal, soft coal and wood trade. We help getit. Ask ushow 
equally well. Some im- 
portant changes have 
recently been made and 
it will be to your advan- 
tage to secure our latest 
catalog. 




















Canton 
Perfect Blast Heaters 


3 


THE BONNOT COMPANY, Canton,0. 











Tireless care, skilled 
workmanship and per- 
fect castings unite in 
making these furnaces 
reliable. 


Monroe Foundry & Furnace Co. 
MONROE, - MICHIGAN. 


s-e8@ 


If you 
haven’t 
our 
catalog 








Overton’s Adjustable Stovepipe 














ipe which can be locked at 


A telescoping apover’ 
any desired length aves cuttingthe pipe. Any- 
one can adjust it without toole or trouble. Used 






with ordinary stovepipe. Your customers need 
it, especially those living at a distance. Sold by 


SILVER’S, jobbers, or write to 
BROOKLYN The Dunlap Mfg. Co., Dunlap, Ia. 


600 DIFFERENT SPECIALTIES "{24,2er,** <co 
Household Inventions and Bath Fixtures,  ®ROOKLYN, N. Y. 


se 3: & 3: oe 3+e4 
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Best and Strongest Elbow Made 


Cut is one-half actual size. 
Measures only 15 inches on 


back. 

Has slips 2 inches long. 

Occupies no more space 
coiledthanthe Common Pieced 
Elbow. 

Weighs fifteen Ibs. to the 
dozen in 6 inch size. 


Costs less for freight than 
any other Corrugated Elbow 
with same length of slip. 

Made in Common Smooth, 
Uniform Color Iron, Refined 
Iron, Wellsville Polished Steel 
and Wood’s Planished Iron. 











Uniform Color Iron is designated 
by i a mapauacturers as “‘Blued 
Steel,” “Smooth Blue Steel,” 


EXCELSIOR 
and is a highly finished beautiful 


material. On receipt of 26 cts. in 


> MADE BYE. sioR stamps to pay postage we will mail 
THEE wack CO, you a half Elbow showing con- 

STEELE CHICAGO struction and will credit this 

amount on your first order. 


We also make the BEST NESTED STOVE PIPE in the market and absolutely 


the BEST FURNACE PIPE AND FITTINGS 
CATALOG ON APPLICATION 








FURNACE MANUFACTURERS 


WHY DO YOV VSE CAST IRON CASING RINGS WHEN YOU CAN BUY STEEL ONES? 


We make the best that is made. They cost less and are much stronger, lighter, neater 
and better all around than cast iron rings. Write us for samples and prices. 


THE WALWORTH RUN FOUNDRY COMPANY, Cleveland, 0. 


FURNACE DEALERS 


Can you afford to make your own 


PIPE and FITTINGS 


Note the following Net Prices: 
100 each 8” 9” 10” Reversible Elbows, 4 Pc 
Ic Tin for $40.20 
100 feet each 8” 9” 10” Tin Pipe Ic for $21.60 


Send for Complete Catalogue 
and Discounts. 


Michigan Safety Furnace Pipe Co. 


39-41 E. ATWATER STREET, DETROIT, MICH. 
Manufacturers of Safety Wall Pipe and Single Pipe and Fittings in both Tin and Galvanized Iron. 
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The New 
American Elbow 


Do not order your Elbows 
until you see this article. 
Write at once for sample. 


NATIONAL ENAMELING &STAMPINGCO. 


MILWAUKEE CHICAGO ST. LOVIS 
NEW ORLEANS NEW YORK BALTIMORE 


Not More Than 4,000 Years Ago 


our antediluvian ancestors made their own clothes, their own shoes, if they had any, and their 
own axes. Each man killed his own game and cooked his own food. He did everything. About 
150 years ago men commenced to specialize. They found it was more economical, more profit- 
able, more desirable in every way, to concentrate their efforts upon one specialty and to 
stick to that specialty. 


GILT EDGE FURNACE PIPE AND FITTINGS 


are the result of concentrated effort. The makers make nothing else. The machines are built 
for no other purpose. They are cheaper and better than any produced by retailers, who have a 
thousand and one other things to attend to. Weare sending out an interesting little booklet 
explaining the matter in more detail. We want every dealer to get one. It contains a great 
deal of good, wholesome advice in a very few words. 


FARWELL. OZMUN. KIRK & CO., St. Paul. Minnesota. 


Repairs! Repairs! 
Repairs! Repairs! 


Always repairs is the wail of the cast iron 


furnace user. The popular furnace dealer 
is the one who installs 


American Steel Furnaces 


which are made of heavy steel, riveted tight 
like aboiler. You know heavy steel ranges 
cost much more than cast iron ones, but will 
last much longer with little or no re- 
pairs. They are clean, absolutely free 
from leakage of gas or smoke. 

The firepots do not crack like cast iron 
ones and are much cheaper in the end. 


The American FurnaceCo. kK 
’ 1911-13 Pine Street - ST. LOVIS, MO. >= 


Write for prices and secure the ag bef 
Large Radiators, Fasy to Clean Out. the other fellow dots 0 aad Burn Hard or Soft Coal or Coke. Large Doors. 


Sym SOR ZAP 
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Buffalo, Hlinois, 
November 21, 1904. 

































4 
-] Henson Robinson Co., “" 
4 Springfield, Illinois. ‘che pata G “eau iN wien” (alla ee 

= Ml : 
<4 Dear Sirs :— / aes iintee HE 
33 I enclose you school order NRAUPL AY, uli mye i 4 
3 for two hundred Wie Ps 
Xe and fifteen dollars ' ey 
* in payment for | ae 
324 Round Oak Furnace, 
3 This is the second , 
a one that we have \ be 
; purchased of you ' | 
~ within two years, 
Rss and we are more 

¥ than pleased with them. 
ey Yours respectfully, 

J.C. O°CONNOR, 
Clerk, School Board. 


\ 





The above is a verbatim 
copy of letter sent to 

our customers at Springfield 
and forwarded by them to us. 
It is a pretty good sign 

7] when you can sell the same 
#4 parties the second furnace. 

24 =©6 “* Warmth and Comfort,” 

“4 = ©our furnace catalogue, 

7 sent on request, 


Estate of 


P. D * 

e BECKWITH 
: Dowagiac 

3 Mich. 


Bi ‘* The great Niagara Falls, Fritzie.”” 3 
4 MAKERS OF GOOD “ Vonderful! Vonderful 1!” a 


GOODS ONLY 


eee, eine ce ecee sees TEES REET LEE NOTE es Ses tee 




























ESTABLISHED 1880. 





Representative of the Stove, Tin, Hardware, Heating 
and Ventilating Interests. 


PUBLISHED EVERY SATURDAY. 


Tams of SusscripTion 1n THE UNITED STATES, THEIR POSSESSIONS, AND 
Canapa, (Invariably in advance): One Year, Postace Parp, 4 
In Foreign Countries Excerpt Canapa, One YEAR, Postace Pap, $4.00. 


Address all Letters, communications and remittances to 


DANIEL STERN, Pvsuisuer anv Proprietor, 


69 DEARBORN STREET, CHICAGO, ILL. 


Entered at the Chicago Post Office as Second Class Matter. 
fais Parer 1s a MEMBER OF THE CHICAGO TRADE PREss 
ASSOCIATION. 


CHICAGO, FEBRUARY 25, 1905. 











Exports from the United States to Cuba in the cal- 
endar year 1904, the first year under the new reciproc- 
ity treaty, were larger than in any earlier year in the 
history of our trade with that island, and were 38.9 
per cent in excess of those of the immediately preced- 
ing year. Practically every article of importance ex- 
ported to Cuba showed an increase in 1904 compared 
with 1903, and in the few articles showing a decrease 
the reduction in value was, in some cases at least, due 
to lower prices, while quantities were greater than 
those of the preceding year. Flour, cattle, lard, lum- 
ber, coal, boots and shoes, corn, cotton cloths, mineral 
oils, and furniture, in the order here stated, form the 
largest items in the exports to the island during the 
year. 








THE year 1904, says Insurance Engineering, was a 
conflagration year, breaking all previous records for 
property destroyed by fire, with an aggregate loss of 
approximately $250,000,000. In round numbers, this 
is an increase of $115,000,000 over the year 1903. It 
is true that this great increase was caused by a series 
of conflagrations in different sections of the United 
States and Cunada, but that fact may be neglected 
when it is re;‘nembered that the conditions that were 
responsible fer them exist quite generally in the more 
important cities. In this connection we would point 
out that this same year was one in which the various 
state hardware associations paid larger dividends than 
ever before. The crux of the matter would apparent- 
ly be the statement that mutual insurance is best for 
the retail hardware dealer. 








LEADING commercial movements, as indicated by re- 
ports received by the Department of Commerce and 
Labor, through its Bureau of Statistics, were not so 
heavy in the aggregate during 1904 as in 1903, al- 
though in many instances distinct improvements were 
manifested toward the close of the year. The volume 
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of wheat traffic was necessarily restricted by the small- 
ness of the crop, and the foreign withdrawals of that 


cereal were the lightest in many years. Flour also 
moved in smaller quantities, owing to the same gen- 
eral conditions, the decrease in the size of its exports 
being especially worthy of note. Live stock receipts 
and shipments were slightly larger than for either of 
the two preceding years, but iron and steel movements 
were greatly depressed most of the year, although a 
rapid recovery to better conditions was witnessed dur- 
ing the last two months. Freight rates, in the main, 
were apparently well maintained, although important 
changes occurred in some localities. 








Ficures of the trade of the United 

Cuban Trade.>'2tes with Cuba under the reciprocity 

treaty are published by the Department 

of Commerce and Labor through its 
Bureau of Statistics. These statements include two 
sets of figures: (1) the report of the United States 
Government showing the total value of its imports 
from and exports to each country of the world, in- 
cluding Cuba, during the full calendar year 1904, and 
(2) the report of the Cuban Government, showing its 
imports from and exports to each country of the world 
during the first half of the calendar year 1904. As 
the reciprocity treaty with Cuba began practically with 
the beginning of the year 1904 (December 27, 1903), 
the figures of the year or half year 1904, compared 
with those of the corresponding period of the preced- 
ing year, give an opportunity to compare the trade un- 
der the reciprocity treaty with that of corresponding 
periods of the year or years immediately preceding. 

The figures of the United States Government show- 
ing its total imports from and exports to each coun- 
try of the world show that the imports from Cuba in 
the calendar year 1904 under the reciprocity treaty 
were $74,950,992 in value, against $57,228,291 in 1903. 
This indicates an increase of practically eighteen mil- 
lion dollars, or 31 per cent.- During that same period 
our total imports from the West Indies, including 
Cuba, but excluding Porto Rico from consideration, 
grew from $74,890,690 in 1903 to $89,561,026 in 1904, 
an increase of but fourteen and one-half million dol- 
lars, or 20 per cent. Thus the entire increase in our 
imports from the West Indies occurred in the trade 
with Cuba, the imports from the other West India Is- 
lands showing in practically every case a decrease as 
compared with the preceding year. The total imports 
into the United States in 1904 were $1,035,909,197, 
against $995,494,327 in 1903, an increase of forty mil- 
lion dollars, or but 4 ‘per cent. Thus the imports from 
Cuba increased 31 per cent while the imports from 
other sections of the West Indies were decreasing, and 
the total imports into the United States from all coun- 
tries were increasing but 4 per cent. 

The figures of Cuba’s trade with other countries 
are also given and show in practically all cases a 
larger percentage of increase in imports from those 
countries than of imports from the United States. 
From the United Kingdom, for,example, the increase 
in imports is 34.5 per cent; from Spain, 23.8 per 
cent; from France, 48.4 per cent, and from Germany, 
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39.9 per cent; while from the United States the in- 
crease is but 12.8 per cent. Thus in the case of each 
of the countries named the percentage of increase in 
impcrts during the first six months of 1904 was 
greater than that in imports from the United States. 
(.cmparing the imports during the first half of 1904 
with those of the corresponding period of 1903, Cuba 
increased her imports from all countries 22.8 per cent, 
her imports from countries other than the United 
States 30.3 per cent, and her imports from the United 
States alone 12.6 per cent. In the first half of 1903 
the United States supplied, according to these figures, 
42 per cent of the total imports of Cuba, and in the 
corresponding period of 1904 39 per cent. 








To PpILoT a new business _ successfuily 
Establishing +t}, ough the difficulties incident to its es- 
Pw sry tablishment in a foreign country it is 
necessary to take local conditions into 
consideration. It should be the aim of the trader not 
merely to consider the bare necessities demanded by 
unprogressive industries, but to further the general 
prosperity of the country. Too great conservatism is 
contrary to the trader’s self-interest, which should lead 
him to see what is good in the old, but at the same 
time to be ever wakeful in observing the attractive 
aspects of the new. Thus an appreciation of the bene- 
fits of industry would be of great advantage to many 
foreign countries, particularly in Asia, if it would lead 
those who consider labor degrading and oppressive 
to take an interest in mechanical substitutes for old 
methods. The introduction of agricultural machinery, 
even the simplest, would ameliorate the condition of 
the husbandman and promote an increase of that class. 
Even more desirable would be the introduction of the 
lathe, the loom, and many other contrivances whose 
hum and clatter have never disturbed the ancient re- 
pose of races who had a history in the days when the 
Druids performed human sacrifices in England. 
Countries are made stationary or retrogressive as 
much by the lack of commercial rivalry as by the igno- 
rance and indifference of the governing powers. But 
the questions of economic and industrial conditions of 
the national life, which so largely determine the quan- 
tity and quality of trade, hardly ever come into the 
merchant’s calculations; he regards only the present 
condition of the retail trade. This unreasoning neg- 
lect has been too often in the source of loss and dis- 
appointment. It has accumulated stocks without buy- 
ers, and made supply the medium of arresting demand, 
thus giving to the world a commercial paradox. Few 
countries are similarly situated in regard to needs and 
the conditions of climate, intercourse and means of 
approach ; the people also have peculiar customs, insti- 
tutions and tastes; their domestic and social habits 
and customs largely influence their requirements. To 
exclude these considerations would be to ignore the 
first principles of trade. They are more importa 


than the display of wares in the bazaars and market 
places. 

, Systematic observations should be made of the home 
life and ordinary appearance of the different trades 
and professions, for it is the individual who determines 
Classes are most punctilious in 


what he shall wear. 
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the particular form of their garments where religious 
doctrine asserts its pre-eminence over private judg- 
ment. But although the figure and the appearance 
may be the same, the quality of the material may be 
of great variety, depending largely upon the means 
of the wearer. 

The newcomer should also diligently observe the 
length of time goods are on show, and if he finds, as 
is frequently the ,case, that certain articles remain in 
the same place for months or even years, he may safe- 
ly conclude that they are either too dear for ordinary 
use or unsuited for purposes of decoration, and should 
be excluded from his list. Another important matter 
is that the merchant should know his customers, their 
standing and reputation for commercial character and 
morality. Furthermore, he should use discretion in 
accepting acivice, and not follow blindly the captivat- 
ing plausibility of one class nor the indifference of an- 
other. . 

A common and disastrous mistake made by a new 
arrival is to aim as early as possible at large sales. To 
dispose of goods is easy at all times, but the settlement 
of accounts by the purchaser is often attended with 
many excuses and unsuspected delays. The trader in 
concluding .a bargain, on credit, whether large or 
sniall, should remember that it has two sides, and al- 
though mutual interests may be evenly considered, yet 
the customer is responsible for the one that requires 
the nicest adjustment. 

3efore settling the nature and extent of a business, 
a careiul and comprehensive survey of the conditions 
of the country should be made. The investigator 
should observe the various existing agencies, native and 
foreign, the habits, customs and manners of the peo- 
ple, the methods and the general results of trading, 
existing opportunities and openings in new directions, 
the prospective expenditures required and the delays 
before a profit may be realized, the present resources 
of the-country, and the possibility of further develop- 
ment. Such a tentative examination would enable the 
trader to adjust his supplies to the demands of the sit- 
uation and obviate the losses, disappointments, and 
failures which have overtaken many needed and hope- 
ful enterprises. 


The fitness of the agent is of more importance than 
is generally supposed, for in the exercise of his trust 
something more than a mechanical or routine educa- 
tion is required. Experience is a most valuable pos- 
session ; he should also be pliant to accommodate him- 
self to circumstances, business peculiarities, habits and 
customs different from those of his previous experi- 
ence. Penetration, resource, ingenuity, discrimina- 
tion, industry, and devotion are the primary character- 
istics required in conducting a commercial establish- 
ment in most countries where commercial standards 
are inferior to our own. The man intrusted with large 
discretionary powers in such an undertaking should 
have some more substantial interest in the business 
than a yearly salary or an uncertain commission, such 
as a pecuniary investment or the more coveted position 
of a qualified partnership. He should be so placed as 
to know and feel that not only the name and reputa- 
tion o1 the firm is in his safe-keeping, but that his fu- 
tur> prospects are bound up in its success. 











RANDOM SKETCHES. 
BY SIDNEY ARNOLD. 

Tue cotton industry of British India and its growth 
in recent years, discussed in a report just received by 
the Department of Commerce and Labor through its 
Bureau of Statistics, is of especial interest to the peo- 
ple of the United States at the present time in view of 
recent developments regarding the cotton producing 
and manufacturing industries of this country. The 
report shows that the number of mills in India at the 
end of the fiscal year 1903-4 (year ending March 31, 
1904) was 204, against 137 in the fiscal year 1893-4, 
and in 1903-4 the number of spindles was 5,213,344, 
against 3,539,681 in 1893-4. The number of persons 
employed (daily average) was 186,271 in 1903-4, 
against 130,570 in 1893-4. The nominal capital and 
debentures in 1903-4 amounted to about 65 million dol- 
lars, of which 50 million dollars was paid up. The 
production of yarn in the mills for 1903-4 is reported 
at 556 million pounds, against 430 millions in 1895-6, 
the earliest available year; the quantity of woven 
goods in 1903-4, 132 million pounds, against 83 mil- 
lions in 1896-7, the earliest available year. 


* *x* * 


THE growing demand for india rubber for use in 
manufacturing in the United States is illustrated by 
some figures just presented by the Department of Com- 
merce and Labor through its Bureau of Statistics. 
They show that the value of india rubber imported 
into the United States has grown from 10 million 
dollars in 1884 to 44 millions in 1904, and that the 
total value of india rubber imports in the period 1884- 
1904 is, in round terms, about 440 millions of dollars. 
This increase in the value of rubber imported is due 
in part, however, to an advance in price, the average 
value per pound of the imports of crude rubber (in- 
cluding gutta-percha) having been in 1884, 43 cents, 
and in 1904, 70 cents. The total quantity of rubber 
imported in a crude state in 1884 was 23,672,563 
pounds, and in 1904, 61,889,758 pounds. 


*x* * * 


TROPICAL products are becoming each year a more 
important factor in the importations of the United 
States, and reached in 1904 the highest total in the 
record of our foreign commerce. A statement just 
prepared by the Department of Commerce and Labor, 
through its Bureau of Statistics, shows that the total 
value of tropical products brought into the United 
States during the calendar year 1904, including the re- 
ceipts from Hawaii and Porto Rico, aggregated 465 
million dollars, exceeding by 30 million dollars the 
highest record of any preceding year. The growth in 
tropical importations has been very rapid, far exceed- 
ing that shown by the general importations. In 1870 
the total imports of tropical and subtropical products 
amounted to 140 millions of dollars; in 1880, 242 mil-_ 
lions; in 1890, 298 millions; in 1900, 335 millions, 
and in 1904, 465 millions. Meantime the general im- 
ports into the country increased at a much slower rate, 
being in 1870, 461 millions of dollars; in 1880, 697 
millions ; in 1890, 823 millions; in 1900, 829 millions, 
and in 1904, 1,036 millions, exclusive of 36 ‘million 
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dollars’ worth of products shipped from Hawaii and 
Porto Rico. 


3K a * 

ACCORDING to the Journal of the Franklin Institute, 
the total quantity of mica produced in the United 
States in 1902 was as follows: Plate mica, 373,266 
pounds, valued at $83,843; scrap mica, 1,028 short 
tons, valued at $13,081 ; and mica rough, as mined, or 
unmanufactured, 372 short tons, valued at $21,925, 
making a total value of $118,849. The recent increase 
in the production of plate mica is due to the increasing 
quantity of small-sized mica discs and rectangular 
sheets that are used for electrical purposes. Some of 
the small, clear pieces, which are obtained when cut- 
ting up the large sheets, are split very thin, re-arranged 
and cemented closely together, forming large sheets, 
called micanite, which can afterwards be cut. to any 
desired shape or size. For some purposes these sheets 
of micanite answer quite as well as the natural sheets, 
and are much cheaper. Scrap mica is now manufac- 
tured into a covering for steam pipes, in place of the 
more expensive asbestos. Waste mica is used in the 
manufacture of wall papers and lubricants. There was 
a large falling off in the production of scrap mica in 
1902. There is an increasing demand fos mica in the 
United States, and large quantities are imported from 
India, as it can'be delivered from that country at a 
cheaper rate than it can be mined in some places in 
the United States. Though widely distributed, the 
actual mining of mica has, so far, been very limited, 
being confined to North Carolina, New Hampshire, 
South Dakota, New Mexico, Idaho, Virginia and Col- 
orado, 

* a * 

IN response to a request for a simple stock letter to 
be used in looking up the references of salesmen, we 
publish the following in use by a well-known concern 
in central Illinois: 


gt ee, 


Dear Sir: 
has made application for position as traveling salesman. Will 
you kindly answer the following questions; also give any 
additional information that will be of value to us. We will 
treat this reply confidentially, and thank you in advance fer 
your favor. 

Yours very truly, 

THE BLACKSTONE MFG. CO. 
How long have you known the applicant?.................... 
Are you related to him in amy way?..............ceeeeecees 
ee ee I NE INE os oo ne og wwadne dv genevedecensves 
et Rl Pe LS, OL de oR eos woh ch beer 
If he has not worked for you, for whom and in what capac- 
th Sr Ol cMSL st ines 56 esc uh ua cesaccescs ve seee ete 
eR WN IID dards ano digdican ge sseese <5 ened aces cas 
What is his personal appearance?...............ccceccsccecs 
Has he any property?...,...........- 
If so, what and how much?................-. 
What co you know relative to his habits?...;.... 


PE We eb sw as cgcg snes ce seccavdcrscusecccecccesscbvcs 


RN DIRS, oid wd wabhaheaWd esse debseseuce et 
What do you know about his ability as salesman?............ 
If you needed a salesman would you employ him for that 
a at ees wey gG tile a oA's hades. nh eases eae e 
CN tee Gaia bon an Guh 6S 4600-46 40496006 
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News Siftings 


MEETINGS. 











Ohio Hardware Association—Dayton, Feb. 28, March 1. 
Headquarters, Algonquin Hotel. 
California State Retail Hardware Dealers’ Association— 


San Francisco, March Ist. 
New York State Retail Hardware Dealers’ Association— 
Buffalo, March 7-8-9. Headquarters, Hotel Iroquois. 
National Retail Hardware Dealers’ Association—Minne- 
apolis, March 14, 15, 16. 
New England Retail Hardware Dealers’ Association— 
Boston, March 15. Headquarters, Hotel Vendome. 
Pennsylvania Wholesale Hardware & Supply Association 


—New York City, March 15. 
Stove Founders’ National Defense Association, Chicago, 


May 9. 
National Association of Stove Manufacturers, Chicago, 


May 10, II. 
Arkansas Retail Hardware Dealers’ Association—Little 


Rock, in June. 
Southern Hardware Jobbers’ Association—Virginia Hot 
Springs, Va., June 6-9. Headquarters, New Homestead 


Hotel. 
American Hardware Manufacturers’ Association—Vir- 


ginia Hot Springs, June 6-9. Headquarters, New Homestead 
Hotel. 

Pacific Coast Hardware & Metal Association—Monterey, 
Cal., June 14. Headquarters, Hotel Del Monte. 

Rhode Island Hardware Dealers’ Association—June 22. 

Retail Hardware Implement & Vehicle Dealers’ Associa- 
tion of Oklahoma—Oklahoma City, July 10. 

Michigan Retail Hardware Dealers’ Association—Saginaw, 


August 9 and 10. : 
National Hardware Association—Washington, D. C., No- 


vember 15, 16, 17. 
American Hardware Manufacturers’ Association—Wash- 


ington, D. C., Nov. 15, 16, 17. 
Washington Hardware Association—Seattle, Nov. 17. 


The Bluffton Stove Co. are a new Bluffton, Ind., 
concern, capitalized at $5,000. 

The Neill Stove Co., Portsmouth, O., will increase 
their capital stock from $20,000 to $50,000. 

The Home Pride Range Co., Marion, Ind., have in- 
creased their capital stock from $100,000 to $200,000. 

The Foster Mfg. Co. are a new St. Louis, Mo., con- 
cern, capitalized at $50,000, who will manufacture and 
deal in stoves, steel ranges and heating apparatus. 

M. Welsh, Fred L. Baker, M. A. Baker, F. W. 
Force and Jno. W. Carleton are the incorporators of 
the Los Berros Stove Co., Los Angeles, Co., capitalized 
at $25,000. 

The Illinois Retail Merchants’ Association, who 
were in session in Moline on Washington’s birthday, 
passed resolutions demanding a_ readjustment. of 
freight rates. 

D. C. Dunn, M. G. Dunn, A. J. Dunn, Mae Rhodes 
and Kate Donnahue are the incorporators of the Eagle 
Stove Co., Lima, O., capitalized at $25,000, for the 
manufacture of stoves. 

Perry G. Walker, Mozart Gallut, Jas. E. Melville, 
Pierre Van Alystyne and Thos. H. Conway are the 
incorporators of the Thos. H. Conway Stove Co., Co- 
lumbus, O., capitalized at $100,000. 

W. H. F. Moellering is president, Samuel W. Holtz- 
man is secretary and Geo. B. Aldriclf is treasurer of 
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the Wayne Stove Co., Fort, Wayne, Ind., organized on 
Feb. 17th, with a capital stock of $50,000. 

The stockholders of the Pittsburgh Stove & Range 
Co. held their annual meeting recently and elected 
the following directors: Jno. D. Nicholson, A. M. 
Neeper, Jno. D. Jackson, H. M. Baldwin, Geo. W. Bis- 
sell, John S. Graham and F. R. Baldwin. 

The Eclipse Stove Co., Mansfield, O., are bringing 
out a new high-grade six-hole square oven cast range 
for hard coal, soft coal and wood. It is original in 
design, beautiful in ornamentation, and has square top 
or bracket reservoir, cast high shelf or steel high closet. 

Harry Bennett, who is well known to the trade 
from his connection with the Indianapolis Stove 
Works, Indianapolis, Ind., was appointed postmaster 
of that city last week. Mr. Bennett is a thorough 
business man and will undoubtedly prove an accept- 
able servant for Uncle Sam. 

The trade will regret to learn of the death of Anna 
Zug Burdett, wife of Edward A. Burdett of Burdett 
Smith & Co., Troy, N. Y., stove founders, which took 
place at the Grosvenor Hotel, New York City, on 
Feb, 22d. The funeral was held at 9 a. m., Feb. 24th, 
at the Church of the Ascension, New York City, and 
interment will take place at Troy, N. Y. 


At a recent meeting of the stockholders of the 
Quincy Stove Mfg. Co., Quincy, Ill., Edward Sohn, 
Geo. Keller, H. Germann, Jos. O6certle and John 
Brackensick were elected as directors, and they in turn 
elected Aug. Heidbreder president, Nicholas King vice- 
president, Julius Klemme secretary, Chas. Heibreder 
assistant secretary, and H. C. Sprick treasurer. 


The Black Silk Stove Polish Works, Sterling, IIL., 
send us a circular calling attention to Wynn’s black 
silk stove polish, which is black, silky and glossy. L. 
K. Wynn, president and manager of this company, 
advises the trade that they do not sell through cata- 
logue houses, but pin their faith to the regular deal- 
ers. This polish, it is said, is always used for fine 
exhibition work. It comes in liquid and paste form 
and in 5-Ib. cans. 


The Stove Dealers’ Supply Co., Milwaukee, Wis., 
advises us that their business will be the jobbing of 
stoves, furnaces, stove repairs, gas and _ gasolene 
goods and stove dealers’ specialties, etc. They hope 
to be ready for business on or about April Ist, 1905, 
and have negotiated for the rental of the three-story 
end haserrert brick building located at 157 W. Water 
St., that city. The officers of this company are: Jacob 
Kornely, president ; Wm. H. Busse, vice-president, and 
Ferdinand Gassmann, secretary and treasurer and gen- 
eral manager. 


The Silver Leaf Stove Polish Co., 340,So. Penn- 
sylvania St., Indianapolis, Ind., are meeting with 
marked success in the sale of their popular specialties, 
viz., the Silver Leaf stove polish and the Silver Leaf 
aluminum bronze paint. Retailers who are handling 
these goods are making a handsome margin of profit 
on same. It is claimed that the Silver Leaf stove pol- 
ish is the cleanest and most lasting polish made, that 
it will not tarnish or burn off, as the hotter the stove 
gets the brighter the polish becomes. It is also ‘n- 














valuable on the outside of screen doors and windows; 
it. makes a clean white metallic coating and keeps 
away the rust, afd has been found very desirable for 
radiators, gas and water pipes, chandeliers or any iron 
work on which a white, clean, lasting finish is de- 
sired. 

The Royal Stove & Range Co., Greenville, O., 
held their annual meeting recently, and elected 
the following directors for the ensuing year: J. H. 
Martin, Burr Evans, J. W. Baker, M. A. Maher, J. 
R. Smith, F. T. Conkling, W. J. Irwin, H. A. Kepner, 
and Geo. W. Mannix, who in turn elected the follow- 
ing officers: President, J. H. Martin; vice-president, 
Burr Evans; secretary, J. W. Baker, and treasurer, 
J. R. Martin. : 

The Nickel Plate Stove Polish Co., 459-461 Illinois 
street, Chicago, send us a neat little catalogue show- 
ing their lines of stove polish, stove putty, asbestos 
cement, roong cement, aluminum enamel, metal pol- 
ish and iron enamel. The Black Jack paste is de- 
signed for domestic use and is put up in 34 cans. It 
is said to be the only paste stove polish on the market 
that will keep moist and not rust out. Their Russian 
asbestos cement is designed for mounting and pack- 
ing joints and seams in furnaces, heaters, stoves and 
ranges making them gas tight. This cement is com- 
posed of asbestos materials and is fire and acid proof. 
It hardens quickly and adheres firmly to anything. 
Their Russian stove putty is used by manufacturers 
and dealers everywhere. It is packed in I, 2, 5, 10 and 
25-lb. cans. 100-lb. tubs and barrels. It is claimed 
that their Russian roofing cement will not shrink, 
crack or become hard with age. It will not freeze, 
melt or run and contains no inflammable ingredients. 
It may be applied to any kind of wood, brick, tin 
or glass and in fact to anything or place which it is 
desired to make air or water tight. 


~~ == 
-oe 


GASOLENE AND OIL COOK STOVES. 








The Standard Lighting Co. Div. of American Stove 
Co., Cleveland, O., send us their attractive 1905 cal- 
endar of gasolene and oil cook stoves. 

A feature to which this firm call special attention 
is the over construction of their “New Process” cabi- 
net ranges. These ovens are all constructed exactly 
the same as their line of gas ranges, which have a 
most enviable reputation among the trade for perfect 
baking results. The linings and oven burners on 
these stoves are all readily removable without the 
use of any tools whatever. 

In operation, the fluid drips drop by drop (never 
runs) on the perforated brass evaporator, where it is 
divided into fine particles, which, passing through the 
air, evaporate. The vapor thus made being heavier 
than air, passes down through the evaporator tubes, 
mixing with and carburetting a current of air, which 
is lighted at the burner, producing a smokeless blue 
flame of great intensity and heating power. 

The frames of all “New Process” stoves are made 
in cabinet style and are strong and rigid. The tops 
are of ample width and provided with removable 
grates. The stove is provided with a sight feed, so 
that the dropping of the gasolene can at all times be 
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The vaives are 


seen when the stove is in operation. 
provided with needles, having non-corrosive points. 
The tank equalizes and regulates the flow of gasolene 
at all times, consequently the tank works as well with 
a small amount of gasolene in it as it does when full. 
The parts exposed to the fire are cast iron and im- 


perishable. All parts are so constructed that they 
can easily be cleaned. The stoves are handsomely 
enameled and ornamented. 
tested before shipping. 

The Standard wickless blue flame for coal oil has 
many special points of merit! 

The burner cup of the “Standard” wickless is made 
with an enlarged entrance, the channel of the cup be- 
ing divided so that the oil enters on both sides of the 
cup, where it is conducted into two channels, upper 
and lower, entirely around the cup. In this manner 
the oil is distributed evenly to all parts of the burner. 
This cup is less sensitive to being out of level, on ac- 
count of the manner in which the oil is distributed. 

The enlarged opening at the entrance of the cup 
provides for the expansion of gas, which always takes 
place where the oil enters a heated cup, thereby over- 
coming the tendency toward a pulsating flame. The 
channel cup is constructed with a ledge, which pro- 
jects from the outer rim toward the center of the cup. 
On this ledge the outside perforate of the chimney 
rests. This ledge prevents, to a great degree, the oil 
from passing by capillary attraction over the surfaces 
of the burner, to that part which is outside of the 
chimney. 

The chimney is constructed with a small tube in 
the center, which extends from below the burner to 
the top. Through this center tube a current of fresh, 
warm air is constantly furnished to the flames, which 
produces, at the center of the burner, a most powerful 
fire applying it at a point where the greatest possible 
utilization of the heat is secured. 

Through the large openings at the top of the inside 
perforate a large proportion of the flame is drawn to- 
ward the center of the burner, so that the heat is ap- 
plied evenly over the bottom of the cooking vessel. 

One of these catalogues will be forwarded the trade 
on application. When writing for same kindly add: 
“Saw it in THe AMERICAN ARTISAN.” 


All stoves are carefully 


: oS 
WILL PROBABLY ADVANCE STOVE PRICES 
IN MARCH, 


At a meeting of the Ohio Valley Stove Manufac- 
turers’ Association, held Feb. 16th, the following res- 
olution was adopted and action will be taken on same at 
this association’s next meeting, which will occur in 30 
days: 

Resolved, In view of .the fact that the market for 
raw material is not only firm, but advancing, it is there- 
fore resolved that a corresponding advance in prices 


be adopted. 
‘ oo 


CLEVER HEATING IDEA. 


TO THE AMERICAN ARTISAN. : 
In my store room, 25x10o feet, I have a straight 
draft flew for my heater. Such being the case, I have 


had a great deal of trouble heating my room on ac- 
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count of the straight draft. I decided to try an ex- 
periment by connecting a sheet iron stove, as you will 
see by the enclosed rough drawing. I have surely 
been well paid for my work in connecting this sheet 
iron stove, as you can see that there can be a great 
amount of heat radiated through the sheet iron stove. 












{ 
GIN. PIPE 


7IN. PIPE 




















Since making this improvement it does not take more 
than one-half the fuel and get much better results. 
Geo. L. Rose. 
Fishhook, Ill., Feb. 14, 1905. 





LYONS SPECIALTIES. 


The Lyons Specialty Co., Lyons, la., manufacture 
the Everlasting chimney cap, which is made of cast 
iron and fits any chimney. It sets on top and is held 
in place by cement. There is a collar at top of cap 
for wind pipe when necessary to extend chimney. 





Petersen Steel Barn Door Latch and Holder. 


This firm also manufacture the Petersen steel barn 
door latch and holder, as shown herewith. This latch 
is double acting, and will hold the barn door open or 
shut, and they claim it to be the only barn door latch 


and holder on the market without a spring to it, which 
generally gives out in a year or two. Along with this 
barn door latch and holder, they manufacture a steel 
latch for sliding doors on rollers. This firm are in po- 
sition to make prompt shipments on all of the goods 
they manufacture. The trade will be supplied with 
circulars describing their line upon application. When 
writing for same, kindly add: “Saw it in THE Amer- 
ICAN ARTISAN,” 


~~ 
+o 


LIGHTING SYSTEM. 








The Superior Mfg. Co. of Ann Arbor, Mich., offer 
the trade the lighting system shown in the accompany- 
img cuts. , 

The construction of the system is very simple and 
absolutely practical. The gasolene is contained in.a 
brass tank, which is placed in the second story of the 
house. From this tank the gasolene is distributed to 


NVM 

















Bracket Wall Fixtures. Supply Tank. 


each lamp by means of a hollow drawn brass wire, 
which can be concealed. 

The fixtures are very neat and ornamental. When 
installed they cannot be distinguished from regular 
city gas fixtures. 

The work of installing this system is very little. If 
the proper measurements are sent to the factory, the 











Chandelier. 


system will be made up so that it can be installed in a 
very short time. 

There is an excellent opportunity for dealers to 
add a new and profitable line to their business. The 
people are going to have better lights for the home 
and the dealers should lose no time in posting them- 
selves. For those people who cannot afford to install 
a complete outfit there are the individual hanging and 
stand lamps. 
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American Hardware Mnfc. Assn. 
Pres., J. C. —— St. Louis, Mo. 
Vice-Pres,, O. Asbury. Phila- 


delphia, Pa.; Geo, W. Corbin, New 
Britain, Conn. : 


Henry B. Lupton, 
Pittsburgh, Pa. 


Sec.-Treas., F. D. Mitchell, 
Broadway. New York. 

Ex. Com.. W. M. Taussig, New 
York; Sam'l Disston. Philadel- 
phia; Wm. H. Hays, Pittsburgh; 
John E. Harbster. Reaaing: Geo. 
P. Hart, New “rr 4 W. M. Pratt, 
Greenfield, ei E. G. ae. 
Cleveland: B. Pike, Pike, N. H. 
Arkansas Reten H Hdw.Dealers’ Assn 

Pres., Hamp Williams, Hot 
Springs. 
ist. V. P., T. B. Stewart, New- 


att V. P., R. P. Graham, Fordyce. 
E. Taylor, Little 


Sec.-Treas.,C. 
Rock. 

Ex. Com., J. E. Maxey, Ozark; 
J. A. Plummer, Marianna; R. P. 
Allen, Van Buren; J. L. Davis, 
Magnolia, one year each; B. 
Gregg, Little k; C. Rosen- 
thal, Batesville; J. M. Piteuen, 
Prescott, two years each. 

Chicago Retail Hdw. Dealers’ Assn. 

Pres., | E. Gnadt. 

V.-P., W. B. Costello. 

Sec., G. R. Lott. 

Collector, J John.Hora. 

Treas. J. L. Smi 

Merchants’ and Manu- 
facturers’ Assn. of Philadelphia. 

Pres., Thomas Devlin. 

V.-P., John R. Griffith. 
Treas., T. =~ Fernley. 

Ww. Supplee, J John 
R. Griffith, S. Jac son, W. 
Peters, S. 7% A E. Fisher, J. i 
Ritter, T. Devlin, T. J. Fernley. 
indiana Retail Hdw. Dealers’ Assn. 

Pres., A. N. Shidler, South Bend. 

ist V. ». Chas. Frame, North 
Manchester. 

2nd V.-P., Walter B. Creed, New 
Albany. 

Sec.-Treas.. M. L. Corey. Argos. 

Ex. Com., W. P. Lewis, New Al- 
bany; Chas. E. Hall, Indianapolis; 
J. L. Fulton, Portland. 
illinois Retail Hdw. Dealers’ Assn. 

Pres., Frank B. McKenney, 
Rockford. 

V.-P., F. Giessing, E. St. Louis 

Sec., L. Nish, Elgin. 

Treas., Geo. A. Englehardt, Chi- 


Ex. Com., Frank B. McKenney, 

Rockford. L. Nish, Elgin; Geo. A. 

Engelhardt, Chi ; Chas. John- 

son, Peoria; F. F. Porter, Chisago; 

wm. Bittel, Peoria; H. = Cormick, 
Conasern; L. D. Ray, Belvidere: 
W. T. erste Chicago. 


Indian Retail Hdw. Assn. 
Pres., 2 i erance, Durant. 
ist V.-P.,Geo. W. Mowbray, Tulsa 
2nd P., W. J. Pettee, Okla- 


homa Cit: Na 
on™ G. Johnston, Oklahoma 


lowa Retail Hdw * Assn. 

Pres., H. S. Vincent. Ft. Dodge. 

V.-P., C. E. Hi 

Sec., A. R. Sale, Mason City. 

Ex. Com., T. A. Nichols, Burling- 
ton; D. S. Stauffer, lowa City; E. C. 
Moore, Waverly; S. R. Miles, Mason 
City; U. S. Johnston, Tama; R. J. 
Breckenridge, Brooklyn; C. Clif- 
ford, Des Moines; F. C. Bollinger, 
Afton; W. J. Langfitt, Harlan. 

Kansas Hardware Dealers’ Assn. 

Pres., Oscar Roehr, Topeka. 

V.-P., E. J. King 

Seo.-Treas., J. '- “Cole, Topeka. 

Ex. on. F. W. Bartlett, 

City; T. H. Kiniry, Beloit; 
Walters, Robinson; J.H. atailton, 
ee ae: T. J. O'Neill, Osage 


Kentucky Retail Hardware and ¢ 
Stove Dealers’ As Association. 
Pres., J. C. erick, Owen- 
boro. 
ist V.-P., U. S. Shacklett, Fulton. 
2nd V.-P., George W. Buck, 
Louisville. 
Treas., J. Steitler, Owensboro 
Sec., John R. Sower, Frankfort. 
Michigan — Association. 
Pres., J. B. Sperry, Port Huron. 
V.P.. Geo. B. M. Towner, Mus- 


kegon. 
‘Seens.. Henry C. Weber, Detroit. 
Sec., Austin J. Scott, Marine 


Bx-Com., S. Winchester, Jack- 
G. Patterson, Detroit; 
B'Scandart Holland; E. S. Roe, 
, Saginaw; 
ly 4 4 
son, Grand kaon H. Whitne 

Merrill; , Cadillac; 

Frank frelana. Belding. 

M nnesota Retail Assn. . 
Pres., A. T. Stebbins, Rochester. 
V.-P., George Evenson, St. Peter 


Sec.,M.S. Matthews, ainneanetio. 
Treas. G. F. Duerre, Plain View. 
Ex- Com.., W. H. Tomlinson, Le 
Sueur; J. H. Smith, Minneapolis; 
H. R. Schroeder, St. Paul: J. A 
Roehl, Owatonna; W. T. Cowing, 
Alexandria; C. H. Case , Jordan; 
Louis Gewalt, Breckenridge ; Chas. 
F. Ladner, St. Cloud; J.F. McGuire, 
St. Paul; A. T. Stebbins, Roches- 
ter; Geo. M. Evenson St. Peter. 
Missouri Retail Hardware Dealers’ 

Association. 
9 Tayler Frier, Lousiana. 
<7 Wm, H. Habn, St. Lois. 
-Treas., Frederick Neudorff, 
St. ete be 

Ex. Com., F. A. Kannsteiner, St. 
Louis; W. C. Shoop, Richmond; 
O. W. Johnston, Marshall. 

National Hardware Association. 

Pres., S. A. Bigelow, Boston. 

Vice-Pres., John CU. Koch, Mil- 
waukee. 

2nd Vice-Pres., Brace Hayden, 
San Francisco. 

Sec -Treas., T. James Fernley, 
Philadelphia 

wh Com. ,R.M. Dudley, Nashville; 

w. S. Wright, Omaha; W. D. Tay- 
lor, Cleveland; F. Barker, Elmira, 
N. Y: a D. Moore, Birmingham, 
Ala; P. E. Strauss, Boston. 
Nebraska Retail Hdw. Dealers’ Asn. 

Pres.. Max Uhlig, Holdrege. 

ist V.-P., Albert er. Norfolk 

2d V.-P., Frank Haecker, Friend. 

3d V.-P., M. A. Hargleroad, Hol- 
stein. 

| en Frank K. Barr. Lincoln. 

Treas., H. J. po Lincoln. 
-_—\ eS dw. Dealers’ Asn. 
P. Bogardus, Mt. Ver- 

non, a 


— H Tomlinson, LeSueur, 
pn. 

2d V.-P., F. C. Moys, Boulder, Col. 

Sec., M. L. Corey, Argos, Ind. 

Treas., A. T. Stebbins, Roches- 
ter, Minn. 

Ex. Com., T. Frank Ireland, Beld- 
ing, Mich.; James N. Kline, Wil- 
me dy Pa.; Frank F. Porter, 
Chicago; S. E. Jones, Richmond, 
Ind. rr + a. Abbe, New Britain, Conn. 
N.Dakota Retail Hdw.Dealers’ Asn. 

Pres., H. F. Emery, Fargo. 

ist V. P., Martin Jaeobson, Minot. 

2nd V.-P., H. H. Walther, Cassel- 


ton. 
3rd V.-P., O. I. Butler. 
Sec., C. N. Barnes, Grand Forks. 
Treas., H. T. Helgesen Milton. 
MemberseEx. Com., W. R. McIn- 
tosh, E. E. Elliott and W. H. 


Pinkerton. 

Ohio Hardware Association, 
Pres., John F. Baker, Dayton. 
V.-P., C. S. Johnson, Barberton. 

on Sec., Frank A. Bare, Mans- 
eld. 
Fin. See. ¥- C. Jones, Columbus. 
Treas., L. F. Stahler, Waverly. 
Ex. Com. te John C. Fuhr, Williams- 
burg; John 4 Dayton, C. W. 
Jewell, Utica; W.S Perry, Zanes- 
ville; Frank W. Ingalls, 4 
Assn. 


Pennsylvania Retail 
a... Joséph M. Selheimer, 


V-P., "Gen. V. Thompson, Mt. 
Jewett. 

Sec.-Treas., J. E. Digby, McKees 
Rocks. 

Ex. Com., Joseph M. Selheimer, 
Loma Geo. W. Hackett, Sun- 
bury; J. E. Digby, McKees Rocks; 
James N. Kline, Williamsport: 
George L. Moore, Brownsville. 

St. Louis Stove Dealers’ Assn. 

a R. H. Myers. . 


ist V.-P., E. _ Wachter. 

2a V.-P., 'G. M. Rinie. 

Sec., Louis Boeh!. 

Treas., F. A. Kannsteiner. 
Southern Hardware "Assn. 
— W. M. Crumley, Atlanta, 

a. 

ist V.-P., John Donnan, Rich- 
mond, Va. 

2d V.-P., E. A. Peden, Houston, 
Texas. 


Ex. Com,, Bruce Keener, Knox- 
ville, Tenn. ; Chas. Ireland, Greens- 
boro, N. C.; O. B. Barker, Lynch- 
burg, Va. 

Texas Retail Haw. and Imp. Assn. 
Pres., S. L. Erwin, Honey Grove. 
Secy, & Treas.,J. W. McManus. 

Waxahachie. : 
ist V.-P.,.R. L. Penick, Stamford. 
Dir.: T. T. Clark, Ennis: H. S. 

Allen, Calvert; W. A. Spangler, 

Bonham; D. B. McCall, Waxaha- 

chie;W. M. Gunnel, Charles Hut- 

chins, Sam Marcos. 

wi Hdw. Dealers’ Assn. 

Pres., Ralph Burtis, Oshkosh. 

V.-P., E. Tietgen, Manitowoc. 

Sec.-Treas., C. A., Peck, Berlin. 

Ex. Com., W. H. Busse, Milwau 
kee; E. R. Ramm, New London; 
Jas. Murphy, Racine; H. J. Krue- 

ger, Neenah. 
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W. 
dealer. 
B. J. 


dealer. 


H. Davey is a new Nashota, hardware 


Shimota is a new Minn., hardware 


Wesley, 
James Kissoch has opened a new hardware store in 


Kellogg, Ia. 


Frank Hassler, a Perham, Minn., hardware dealer, 


has sold out, 


F. B. Boler has engaged in the hardware business 
in Girard, Kas. 
The Alberts Hardware Co. are a new Muskegon, 


Mich,, 
P. P. Reed has opened a new hardware store in Mc- 
Minnville, Ore. 
W. E. Carter & Co. will open a new hardware store 
in Chilhowee, Mo. 
Hillyard & Cornie, 
ers, have sold out. 


concern, 


Mt. Union, Ia., hardware deal- 


C. H. Kirkwood & Co. are new hardware dealers at 
New Auburn, Wis. 

A. C. Blake is engaging in the hardware business in 
Bellingham, Wash. 

The Entringer Hardware Co. are a new firm of St. 
Cloud, Wis., 

Samuel Kane, a Tracey, 
a recent victim of fire. 


concern, 
Minn., hardware dealer, was 

Henry Black succeeds J. J. Hensel in the hardware 
business at Milan, Wis. 

Hope Bros. have sold their hardware store in Dale, 
Ore., to I. Smith & Co. 

A. Graham has sold his hardware store in Beatrice, 
Neb., to W. N. Farlow. 

Anderson & Carlson are a new South 
Minn., hardware concern. 

Paulson & Korstad succeed Bailey & Diebold at 
Thief River Falls, Minn. 

Olson Bros. succeed O. F. Olson in the hardware 
business at Brandon, Minn. 

The Kier Hardware Co., 
ceeded by Kerries & Vaught. 


St. Paul, 


Rankin, Pa., are suc- 


J. Vonderloh, a Hopkins, Minn., hardware deal- 
er, has sold his hardware store. 

Hanlon & Diener succeed P, T. Fissel in the hard- | 
ware business at Emery, S. D. 

Satt & Hansen have sustained a fire loss in their 
hardware store in Wausa, Neb. 

C. E. Doe & Co. have purchased the hardware busi- 
ness of F. C. Cool, in Bexter, Ia. 

Chas. W. Shahan is about to engage in the hard- 
ware business in Kearney, Nebr. 

A, L. Minor has purchased the hardware business of 
F. W. Knott, in Prairie Hill, Mo. 

G. E. Wittich has sold his 
Kas., to the Morris Hardware Co. 

The Bethel-Stockwell Hardware & Implement Co. 


business in Larned, 
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has been incorporated in Greenville, Tex., with a cap- 
ital of $30,000 
Arbour & 


ware business at Gettysburg, S. D. 


Young succeed V. Arbour in the hard- 


Bowers & Cowan succeed Geo. Bowers in the hard- 
ware business at Douds Leando, Ia. 

H. V. Huston succeeds O. J. Wilcox in the hard- 
ware business at Ludington, Mich. 

E. C. Edmunds, a Brocton, N. Y., hardware dealer, 
was victim of fire on Feb. 16th last. 

Arch. Hays has purchased the hardware business of 
Fulton & Coffelt, in St. Mary’s, Kas. 

Woods & Son have purchased the hardware business 
of Carl Cummings, in Newton, Kas. 

A. H. Abraham succeeds D. Calfahan in the hard- 
ware business at Belle Plaine, Minn. 

J. W. Thompson succeeds Thompson & Capron in 
the hardware business at Rhodes, Ia. 

W. F. Daggett has purchased the hardware business 
of Mrs. P. A. Rose, in Syracuse, Kas. 

J. Lang & Co. have sold their hardware business in 
Farwell, Nev., to A. M. Duster & Co. 

W. A. Shryer & Co. have sold their hardware busi- 
ness in Gerster, Mo., to R. G. Roberts. 

Savage & Trumbull have sold their hardware busi- 
ness in Lewis, Ia., to Woodward & Co. 

S. Walters has sold his hardware stock in Golden- 
dale, Wash., to W. A. McKenzie & Son. 

J. Summerville has succeeded to the hardware busi- 
ness of Summerville Bros., in Wiota, Ia. 

Henry Maire has purchased a half interest in the 
firm of J. H. Bell at Fergus Falls, Minn. 

Briant Bros. have recently engaged in the hardware 
and furniture business in Ashdown, Ark. 

F. E. Workman has opened a new hardware and 
implement business in North Platte, Nebr. 

Geo. Schiltz, an Aurora, IIl., hardware dealer, died 
at his residence in that city, Feb. 14th last. 

The J. M. Duecker Hardware Co. are a new Kiel, 
Wis., hardware firm, capitalized at $25,000. 

W. H. Holliday has purchased the business of the 
Laramie Hardware Co., of Laramie, Wyo. 

The Wallick Mfg. Co. are a new Sturgis, Mich., 
concern who will manufacture refrigerators. 

Guy M. McConnell has succeeded to the business of 
the Ocheleta Hardware Co., in Ocheleta, I. T. 

H. H. Perkins has sold his interest in the hardware 
business of Bratton & Perkins, Ypsilanti, Mich. 

W. E. Stephenson has sold his interest as president 
of the Five Points Hardware Co., Denver, Col. 

F. S. Coulter has sold his hardware and harness 
business in Hubbeli, Nebr., to Herwig & Scott. 

F. E. Dunlavy has purchased an interest in the Santa 
Fe Hardware & Supply Co., in Santa Fe, N. M. 


A. R. Howland has purchased the furniture and 
hardware stock of Berridge Bros., in Goff, Kas. 
C. E. Brubaker has retired from the Brubaker- 


Campbell Hardware Co. of Salt Lake City, Utah. 


Davis & Son have been succeeded in the hardware 
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and implement business in Cozad, Nebr., by Davis & 


McLaughlin. 


Kundert & Fitzgerald, Madison, S. D., hardware 
dealers, are about to erect a building 125x6o feet. 

Shepherd & McCammon have succeeded to the hard- 
ware business of Ryan & Shepherd, in Esbon, Kas. 

C. Holshouser has been succeeded in the hardware 
business in Dwight, Kas., by Holshouser & Gold. 

W. A. Shavely has sustained a $2,000 fire loss in his 
hardware store in Marengo, Ia., with no insurance. 

Case & Wick have succeeded to the hardware and 
furniture store of Gillham & Case, in Ashland, Ore. 

B. G. Watson has succeeded to the hardware busi- 
ness of Watson & Hulseman, in Chamberlain, S. D. 

The Wright-Brown Hardware Co., Peoria, Ill., have 
increased their capital stock from $10,000 to $20,000. 

O. C. Martin is succeeded in the hardware business 
at Lewisville, Minn., by Carl Zink and James Dempsey. 

J. J. Mallick has purchased the hardware and furni- 
ture business of R. D. Merrill & Co., in Carroll, Nebr. 

A. F. Hitchcock has succeeded to the hardware 
business of Hitchcock & Hamilton, in Panama, Nebr. 

Johnson, Hunt & Co. have been succeeded in the 
hardware business in Delta, Colo., by W. R. Johnson. 

C. L. Spicknall has succeeded to the hardware and 
furniture business of Dorothy & Spicknall, in Spencer, 
Nebr. 

W. H. Talmag has purchased the business of the 
Red Lodge Lumber & Hardware Co., in Red Lodge, 
Mont. 

‘Steenerson & Reistergen, Erskine, Minn., hardware 
dealers, are rebuilding their store, which was destroyed 
by fire. 

V. Arbour has been succeeded in the hardware and 
harness business in Gettysburg, S. D., by Arbour & 
Young. 

The Myets Hardware & Saddlery Co. has been in- 
corporated in El Paso, Tex., with a capital stock of 
$12,000. 


J. A. Barnquist is one of the incorporators of the 
Barnquist Hardware Co., Dayton, Ia., capitalized at 
$15,000. 


The Bonebrake-Johnson Hardware Co. has been in- 
corporated in Sayre, Okla., with a capital stock of 
$15,000. . 


Rossum & Fowles have been succeeded in the hard- 
ware business in Hudson, S. D., by the Rossum & 


Fowles Co. ® 


G. R. Hadlock is president and E. F. Wittum is 
treasurer of the Northern Hardware Co.,' Augusta, 
Me., capitalized at $50,000. 


J. P. Geyter, A. J. Clendenin and J. R. Ray are the 
incorporators of the Ray Hardware Co., Fort Worth, 
Tex., capitalized at $10,000. 

The employees of the Weaver-Palmer & Richmond 
Co., Rochester, N. Y., held a banquet on Feb. 6th last, 
after which they bowled for prizes. 

The Arcade Mfg. Co., Freeport, Ill., call attention 
to the fact that they are headquarters for a very large 


variety of family coffee mills. Others of their goods 








are stove dampers, lid lifters, stove trucks, pokers, 


lemon squeezers, mop holders, cork pullers, ice picks 
and shaves. 

O. E. Paul is president and J. E. Forsyth is treas- 
urer of the Dodge Screw Corporation, Kittery, Me., 
capitalized at $10,000, to deal in screws. 

Howard & Titchenor, Waupon, Wis., hardware deal- 
ers, have dissolved partnership and the business will 
be conducted in future by W. C. Howard. 

Lamar Thompson, W. E. Thompson and R. A. Mee- 
sick are the incorporators of the Thompson Hardware 
Co., Hillsboro, Tex., capitalized at $10,000. 

Jos. R. Johnson, for a number of years with Barber 
& Ross, Washington, D. C., hardware dealers, died 
on Feb. 17th last after a lingering illness of four years. 

H. J. Germer, O. Bown and D. W. Phillips are the 
incorporators of the Germer Freezer Mfg. Co., Vande- 
grift, Pa., to manufacture and sell a Gerner patent 
continuous freezer. : 

John H. Wood has been elected president, Geo. A. 
Stoughton secretary and Jos. R. Warner superinten- 
dent and general manager of the Thomaston Knife 
Co., Thomaston, Ct. 

Frederick M. Wells, Jos. F. Cotter and Wm. F. 
Eidel are the incorporators of the Noxall Polish Co., 
Camden, N. J., capitalized at $50,000, to manufacture 
and deal in polishes. 

Wm. F. Blake, John H. Crammond and L. F. Hill 
are the incorporators of the Crammond Mfg. Co., 
Waukegan, Ill., capitalized at $100,000, for the manu- 
facture of washing machines. 

Eugene E. Zeller, C. E. Schlouchenhaufer, L. Lied- 
ermeyer, Geo. Schlouchenhaufer and Caroline Zeiler 
are the incorporators of the Zeller Hardware Co., 
Girard, O., capitalized at $5,000. 


Geo. E. Johnson, Grace Johnson, J. E. Bone- 
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trough, conductor pipe, cornices, architectural sheet 
metal works, etc. 
The Stowell Mfg. & Fdy. Co., South 


Wis., are just putting on the market two new articles 


Milwaukee, 


in their Franklin woven wire stretcher and also in a 
hay car bring back. They call the attention of the trade 
to their new wire door and also their barn door and 
parlor door hangers, which they would be pleased 
to send to dealers on application. 

We have received a foreword from W. H. Bennett, 
in which he advises his friends in the hardware trade 
that he has severed his connection with the Reading 
Hardware Co, and will in the future devote strict at- 
tention to his interest in the Lawson Mfg. Co., 40 
Dearborn St., Chicago, of which concern he is secre- 
tary and treasurer. He takes this occasion to thank 
his friends for the many favors shown him during 
the past 20 years. 

The One Minute Churn Co., Inc., No. gA Old Slip, 
New York, are manufacturers of the one minute churn. 
When this churn is used no separator is necessary, and 
fresh, pure, wholesome butter can be secured at all 
seasons of the year in just 60 seconds, the time having 
been tested; sweet or sour cream can be used indis- 
criminately to produce the finest grade of granular 
butter ; the churn is light, durable and simple, and all 
parts are interchangeable. 





THE BARTHOLOW SELF-HEATING SOLDERING 
IRON AND BLOW TORCii. 





W. P. Bartholow, Minneapolis, Minn., is manufac- 
turer of the Bartholow self-heating soldering iron and 
blow torch shown in the accompanying illustration. 

It is especially designed for outside work, and is 
positively guaranteed to work in the windiest weather. 
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The Bartholow Self-Heating Soldering Iron and Blow Torch. 


brake, H. E. Bonebrake and E. A. Bonebrake are the 
incorporators of the Bonebrake-Johnson Hardware 
Co., Sayre, Okla., capitalized at $15,000. 

J. H. Hamilton, who is wel! known in the Western 
hardware field and has extensive connections in the 
Eastern hardware world as well, sends us a cordial 
invitation to be present at the 15th anniversary of his 
marriage, which will be celebrated at his residence, go8 
Center St., Wilkinsburg, Pa., on March 6th next. 

The Berger Mfg. Co., Canton, O., call the attention 
of the trade to the fact that this is the time to buy 
spray pumps. They are offering exceptional values in 
these seasonable goods and also carry a complete line 
of metal ceilings, sheet metal roofing and siding, eaves 





A man can save from two to three hours a day, over 
the old method of fire pot and soldering irons, by using 
the Bartholow self-heating soldering iron, it is claimed, 
and he can also do better work, for the reason,that the 
Bartholow self-heating soldering iron is always kept 
at the right temperature to do the best work by its 
own fire. 

The copper point being made hollow, and heating 
from the inside, it does not burn the tinning off. 

If the user removes the hollow copper point, by 
taking out the three screws that hold it in position, he 
has a first-class blow torch, a much needed article in 
the ordinary tinshop. It is operated in the same man- 
ner as an ordinary blow torch, and is just as simple. 
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Meeting Missouri 


Retail Hard- 


ware Dealers’ Association 





TUESDAY MORNING SESSION, 

The seventh annual meeting of the Missouri Retail Hard- 
ware Dealers’ Association was held at the Commercial Club 
Rooms, St. Joseph, on Feb. 21st and 22d last. It was the best 
attended and most enthusiastic meeting ever held in the his- 
tory of the association, over a hundred dealers being present 
at the opening session. 

The meeting was called to order at 10:55 a. m. and D. C. 
Reeves, acting mayor, gave the address of welcome. He said: 
“IT am the Republican mayor of St. Joseph when the Demo- 
cratic mayor is out of town. We are glad that you are here, 
and I extend to you a hearty welcome on behalf of St. Joseph. 
I€ is customary inecases like the present to offer visitors the 
keys of the city, but as far as our city is concerned, this cus- 
tom has been relegated to the background. We have no keys. 
They are lost. The gates stand open. Sometimes visiting 
delegates feel under obligations to a city and to the people 
of a city, but in our case the contrary holds. as the city is 
under obligations to you. If you do not see what you want 
when you are here, ask for it.” 

E. A. King, on behalf of the Commercial Club, said: 
“IT am no speechmaker, but on this occasion I feel stimulated 
by the presence of you gentlemen and feel that I can make 
an attempt. I extend to you on behalf of the Commercial 
Club as hearty a greeting as if you came with an order for 


a dozen pumps. As president of the Commercial Club, I am 





President Taylor Frier, Louisiana. 


interested in having you enjoy the privileges of our city. I 
would add to Mr. Reeve’s welcome and go further than he 
did. If you don’t see what you want, ask for it; and then 
if you don’t get it, take it.” 

M. D. Ayers, president of the St. Joseph Retail Hard- 
ware Dealers’ Association, said: “I wish to add my word of 
welcome on behalf of the local hardware association. I hope 
you will find your stay pleasant and profitable. We have 
two hundred hardware dealers in this city, who will vie in 
entertaining you. You may look surprised, but this is a cor- 





rect statement. One hundred and seventy-five of these hard- 
ware dealers are interested in liquid hardware and the rest 
in the metal trade. We have no locks and no keys. All doors 
are open. The committee on entertainment will give a mod- 
est spread at the Metropole at 9:30 to-night, to which all are 





Secretary Frederick Neudorif, St. Joseph. 


invited. Get your feet under our mahogany; eat, drink, be 
happy and enjoy St. Joseph’s hospitality.” 

President Taylor Frier, Louisiana, said: “On behalf of 
the .association, I wish-to respond to’ the welcome which has 
just been given us. We have provided ourselves with tags 
in order that we may not get lost. This is not my first visit 
to St. Joseph, and I know that they are prepared to demon- 
strate what they have stated. St. Joseph is a city of hospi- 
tality and always does things right. Inasmuch as we were 
late in opening, I will not extend our remarks. We are now 
ready for business.” 

President Taylor Frier, Louisiana, then appointed the 
following committees : 

Committee on Press—M. D. Ayers, St. Joseph; Sidney 
P. Johnston, THE AMERICAN ARTISAN, Chicago; F. Neudorff, 
St. Joseph; J. L. Boehl, St. Louis. 

Committee on Resolutions—W. T. 
L. Phillips, Bethany; F. P. Haus, Iberia; F. 
Fairfax; R. H. Meyers, St. Louis. 

Committee on Membership—F. P. Haus, Iberia; M. C. 
Post, Brookfield; I. D. Cotty, Cameron; W. Hinde, Fairfax; 
G. A. Pauly, St. Louis. 

J. Erickson, St. Louis, was appointed sergeant-at-arms. 

After a recess for the payment of dues, President Taylor 
Frier, Louisiana, then read the following 


PRESIDENT’S ADDRESS. 


Shoop, Richmond; G. 
S. Wanger, 


DEALER MUST GIVE MORE ATTENTION TO ORGANIZED EFFORT. 


The year just closed shows our association to represent 
a body of loyal men, nearly two hundred strong, who realize 
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and enjoy its benefits and gladly bear its burdens. We are 
living in an era when, if any dealer expects to keep abreast 
of the times, he must give more attention to organized effort, 
especiaily when we note the progress that has been made in 
other lines by the same agency. We, as hardware merchants, 
should take a retrospective view of the conditions of the 
trade that existed in this state prior to our organization and 
compare it with the conditions of to-day. Those of us who 
are members and have kept in touch with the association 
realize and know there has been a vast improvement, there- 
fore it is the manifest duty of each of us who are members 
to assist in interesting the dealers in this state who are not 
members and as yet have not contributed any of their 
thought, energy, or mean’s to bring about this result. 
CONDITIONS HAVE CHANGED. 


Those who, with myself, were present at the first organi- 





F. A. Kannstelner, St. Louis, Member Executive Committee. 


zation of this association, know full well that at that time 
we not only did not have the assistance and sympathy of the 
jobbers and manufacturers of the country, but on the con- 
trary, we might say we were looked upon with suspicion 
and as a thing that should be carefully avoided. What are 
the conditions to-day in this respect? The National Hard- 
ware Association, composed of jobbers and manufacturers, 
and the Southern Jobbers’ Association are working hand in 
hand with the National Retail Hardware Dealers’ Associa- 
tion, of which we are part, for the common good. 


CATALOGUE HOUSE COMPETITION. 


The worst enemy to legitimate business that we as re- 
tail hardware merchants have to come in contact with is the 
catalogue house competition. There was created during the 
past year a joint committee appointed from the National 
Hardware Association, the Southern Jobbers’ Association, 
and the National Retail Hardware Dealers’ Association. These 
three committees Organized what is termed the wholesale and 
retail hartlware joint committee, for the purpose of consid- 
ering this question and at the same time take some action 
looking to the co-operation of the manufacturers and jobbers 
in lining up all who were in favor of legitimate trade as in 
opposition to this incubus that has fastened itself upon the 
retail interests of our country. 


JOBBERS IN JEOPARDY. 

The result of the work of this joint committee was given 

in a report to the National Hardware Association during the 
month of November, 1904. If any of you present to-day have 
not seen that report, we beg you to get a copy and read it. 
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that by 
have 


Said discloses correspondence and personal 
visitation, the 


published a list of five hundred and thirty-one manufacturers 


report 


committee secured the signatures and 


who say they do not and will not sell their goods to cata- 


logue houses. The jobbers also realize fully that their busi- 


ness is jeopardized as well as ours, and hence they are almost 


a unit on the proposition to eliminate the catalogue houses 

[ wish to state that the trade at large, in my judgment, 
owes a debt of gratitude to this joint committee for th 
work that they have done during the past year. I believe 
aS an organization we should pass a resolution commending 
them for their work and request that the same committee 
be continued from the different associations for future work 


along the same line. Let us not only commend them for 
their work, but work in harmony with this committee, giving 
them our hearty co-operation not only as individuals but as 
an association. In buying goods, let it be the 
every one to buy only from such as are with us in this fight. 
In other words, if we know of a manufacturer or jobber who 


refuses to stand with us on a proposition of this kind, not- 


purpose of 


withstanding his prices may be as low or lower than those 
who do stand with us, that we will give the preference to 
the firm who are ready to co-operate with us in eliminating 
this evil. 

TO INVESTIGATE SHIPMENTS. 

This recommends that state associations use 
their efforts to have the members of said associations as well 
as all retail hardware merchants, to organize committees in 
their several towns to investigate the quantity of goods being 
shipped into these communities or towns, obtaining the names 
of such buyers, and then use all proper means and methods 


I strongly commend this to 


committee 


to keep such business at home. 
your attention, and hope that at this session we will take 
steps to carry out this recommendation. 





W. C. Shoop, Richmond, Member Executive Committee. 


ASSOCIATION HAS PROGRESSED 


You no doubt will be pleased to know that our association 
has made some progress during the past year. Am glad to 
say that our growth in membership will show 
at least twenty-five per cent. While this is no doubt 
fying to you as well as your officers, at the same time we 

»tren- 
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an increase of 
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feel that it has not been what the association deserves 
uous efforts have been put forth by your secretary 
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ad to report the results as stated above, at the same time 


we feel that they are not what could be accomplished if we 
had the hearty co-operation of the membership. How to 
arouse an interest in the membership and get their co-opera- 
tion is one of the problems that your officers would like to 
see solved by this convention. 

OUR BROTHER'S KEEPER. 

I desire to again appeal to the membership that we co- 
operate with each other for the mutual advancement of our 
association and in making it one of the foremost of state 
organization fo this much desired end is not only mutual 
business interests, but implanting in the hearts of our brother 
dealers a recognition of the fact that we do not live to our- 
selves in any of the relationships of life, and that we are to 
a certain extent our brother’s keeper, and should, therefore, 
work for and in the interest of the universal brotherhood of 
man. 

INSURANCE. 

I desire to say that your officers, to whom was delegated 
the duty of organizing a retail hardware dealers’ mutual fire 
insurance company for this state, -met in St. Joseph, Mo., im- 
mediately following our last annual meeting and succeeded 
in accomplishing such an organization, the full details of 
which will be given in the report of your worthy secretary. 
During the year we have had two losses, full particulars of 
which you will find embodied in the report of the secretary. 

In this connection, may we bespeak for this branch of 
your organization your cordial and hearty support? If you 
have not already taken a policy with us, do so at once, even 
if you have to cancel some of your “old line.” We have 
also issued a manual, which I am pleased to say will bring 
in, as the former one did, a nice revenue for the benefit of 
this association. 

ASSOCIATION HAS MADE COMMENDABLE PROGRESS. 

Taking as a whole the conditions to-day, I believe you 
will all agree with me that the association has made com- 
mendable progress. I am one of those who believe that if 
we have any bouquets to throw at ony one, the time to do 
it is while they live, and not after death. In other words, 
I believe in “more taffy while you live, and less epitaphy when 
you are dead.” Believing this, it is proper that I express 
on behalf of the secretary the highest appreciation of the 
services rendered by him in bringing about the conditions in 
which we find the association to-day. He has been faithful 
in season and out of season, and the result is due largely to 
his unselfish work. He has always been ready to adopt and 
carry cut any suggestions made by myself or any one of the 
executive committee. There has been perfect accord between 
the different officers and I would ask upon the part of the 
membership that they lose no opportunity to show the secre- 
tary the appreciation in which he is held because of the 
work he has done for the success of our association. 

INDIVIDUAL WORK. 


In conclusion, let me indulge in the hope that during the 
present year each of our fellow members will take it upon 
himself to add at least one dealer to our growing ranks and 
thus confer upon such new member an opportunity to se- 
cure the benefits, satisfy the conscience, extend ease to the 
mind, and help to banish worry and care forever, and thus 
constitute a boon to his home and family. May the progress 
of our organization continue as it has and may onward and 
upward remain our inspiring watchword. 

On motion of A. Steinmeyer, St. Louis, the report of 
the president was referred to the committee on resolutions. 

Secretary Frederick N. Neudorff, St. Joseph, then read 
the following 

REPORT. 


A NEW ERA. 


Since our last meeting in St. Louis we have entered upon 
a new era in our association work. In the effort to establish 
the association on a permanent basis the best thought of all 
past and present officers has been given. We have all learned” 
the lesson long ago that patriotism that pays is the depend- 
able kind, and while the officials who were in touch with the 
actual work knew something ef the actual results benefiting 
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the retail hardware men “one and all” in a direct manner, 
yet the members at large knew of it only in a general way 
and that was not impressive enough to hold them steadfast 
and loyal to the organization. So after two years of investi- 
gation and discussion enough pledges were secured at our 
last meeting to warrant your officers to enter upon the work 
of establishing an insurance department. The actual work 
was slow and laborious because the field was a new one to all 
of us, and especially so to the secretary. Blanks and forms 
had to be prepared, constitution and by-laws written, and all 
sO prepared as to be in harmony with the laws of, our state 
which controls such matters. It was a difficult task and a 
source of mental strain and worry. Then came the work 
of organization, and this was finally accomplished to the sat- 
isfaction of the insurance commission of the state, and our 
company was ready to write policies. 
MEMBERS STOOD LOYALLY BY THE ASSOCIATION. 


Permit me to say this in compliment to the loyalty of our 
members: We presented a new and the hardest problem in 
the insurance field that had ever been attempted, but for that 
very reason the safest and best plan ever devised in that 
realm, and they loyally stood by the organization and*put it 
on its feet. Some other plan might have brought quicker 
and better results, and I trust that in our insurance meeting 
some quicker and easier plan may be devised and accepted 
that will give us the same assurance of safety. One fact is 
certain: we are growing too slowly and the profits therefore 
will not be as satisfactory as with a more rapid growth. I 
mention these things in my report as secretary to give you 
some idea of the extent of the labor performed for you by 
this office. 

DETAIL WORK. 

During my last term I wrote in long hand over 600 let- 
ters. Since February 14th, 1904, I have written over 1,000. 
I present with this report copies of printed and mimeograph 
letters sent out, numbering in the thousands. I mailed over 
1,500 copies of our manual and 1,200 reprints of our last 
meeting furnished by courtesy of the “Iron Age.” I have 
written and mailed all details of insurance policies, sent out 
hundreds of blank applications and explanatory letters and 
have given your work as much time and attention at least as 
I have given my business. It is work which I do not regret, 
however, because the influences have made me a better busi- 
ness man and results of my business prove it. 


FINANCES IN GOOD CONDITION, 


I trust at this meeting some arrangement can be made 
to send out a solicitor for the insurance and association werk. 
It is the only method whereby we can build up to the prestige 
we should have. We have grown nicely through the past 
year, but not at all in comparison with what we should have 
done. Our finances are in the best condition they have ever 
been. Results from the manual receipts last year were very 
pleasing, due ‘to the great kindness shown by the trade, and 
especially by the Simmons Hardware Company, and you will 
be pleased to know that over one-half this money remains 
unexpended. You will also be gratified to know that this 
year’s manual also places in our treasury an amount which 
enables us to greatly expand our work. I have all the work 
under perfect system, for without it I could never hope to fill 
the position. I shall be pieased to show all our members 
the volume of correspondence and method of carrying on their 
work. 

EVIL OF JEALOUSY 

There is one final thought I wish to leave with you and 
ask your consideration of, and that is the best plan to treat 
local competition among ourselves. To my mind that is of 
greater importance to ourselves in every sense than any other 
question. Is there not too much envy, jealousy and lack of 
brotherhood in our intercourse with one another? Is not the 
field great enough and the harvest ripe enough for all of us 
to allow us to reap the fruits that come with self and neigh- 
borly respect ? 

I confess that personally I might do much better and no 
doubt all of us lack something of perfection, and I wish this 
convention would show the way to a better understanding 


and more fraternal intercourse 
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RARE UNANIMITY. 

I have felt a great pride in the membership of the Mis- 
souri association. It is a rare thing and a happy remem- 
brance to know that in three annual meetings such perfect 
harmony prevailed that not one solitary negative vote was 
cast after the candid talks, investigations and explanations 
had been given. It is a remarkable thing to record such 
unanimity, and we ought to be proud of this record. It has 
been a pleasure to serve you, and | thank you one and all 
for your kind forbearance and right good will towards my 
shortcomings of both head and heart. You would ail be not 
only the best fellows on earth as you are now, but be sprout- 
ing wings for eternity if you would each engrave the words 
“do it now” upon your business escutcheon when answering 
correspondence from this office. 

On motion, the secretary’s report was received and placed 
on file. 

President Taylor Frier, Lowisiana, said: 

“T will now introduce to you one of the very best friends 
the retail hardware association in this state and those in all 
other states as well have ever had. Sidney P. Johnston of 
Tue AMERICAN ArtTISAN, Chicago, will now favor us with a 
few remarks.” 

Mr. Johnston then addressed the convention on the sub- 
ject of 


IMPRESSIONS OF ASSOCIATION WORK. 





PRESENT AT FIRST MEETING. 


I esteem it an honor to be asked to appear before you in 
good “standing”; although I occupied a seat at your press 
table when the first meeting of your association was called 
to order and have been at all your subsequent meetings ex- 
cept one. My position in regard to the retail hardware 
movement is that of one who has been close to the cetner 
of affairs and has felt the quickening heart throbs of the 
movement at short range, rather than one who has curiously 
viewed the situation from some distant eminence. 

SENTIMENT HAS CRYSTALLIZED ALONG DEFINITE LINES. 

At this first meeting of your association, I remember that 
one member pointed to Mr. Harney as “that good-looking 
man over there” and nominated him for vice-president, and 
the results showed that this was not a case in which looks 
were deceptive. The sentiments of the members expressed 
at that meeting as well as at other state hardware associa- 
tions has since crystallized along definite iines of progress. 

These first meetings were of a chaotic character. Time 
was wasted in airing individual grievances which are now 
handle@ by grievance committees and time wasted in making 
numerous nominations for unimportant offices has been largely 
done away with. In short, the work has been systernatized. 
This is largely due to the fact that the hardware associations 
in the several states have been fortunate in securing secre- 
taries with the tact and initiative essential to bring the move- 
ment to its present status, 

I think, however, that’ I can better give you my impres- 
sions of association work by turning the matter around and 
approaching it from the standpoint of the individual dealer. 


HARDWARE TROUBLES. 


I have the gall to say that there is not a dealer within 
sound of my voice who has the capacity to run his own 
business the way it should most profitably and satisfactorily 
be run. 

In many things the success or failure of the dealer de- 
pends on himself alone. If his clerks are lazy, inefficient, or 
even pilfering, it is because he has been too careless to select 
better ones. 

Possibly his location is not one which is best fitted for 
a hardware store; that is a matter for private adjustment. 

Possibly the goods he has bought are not suited to his 
trade. These again are matters of individual capacity. 

SALESMANSHIP. 


The matter of salesmanship as practiced by different deal- 
ers varies widely, and lack of courtesy, ignorance of pushing 
sales, inability to take advantage of advertising opportunities— 
these and many similar points are the dealer’s own troubles 
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out of which he can only be helped by his own brains and 
energy, aided perhaps by a grain or two of advice from 
brother dealers. 
But trouble the birthright of lice \s the saying goes 
For little fleas have lesser fleas 
Upon their backs to bit ‘en 
And lesser fleas have smaller fleas 
And so on ad finitum 
MEETING TROUBLES OF A BROAD NATURI 
My remark made some time back, to the effect that no 
dealer present had the capacity for managing his own busi- 
ness, did not refer to the solution of these troubles, which 


I have just brought up, but to those of a broader and more 
general character. 
Take questions 
post. The efforts of a 
formidable trade forces single-handed, always reminded me 
more or less of the man who was annoyed by the caterwauling 


parcels 
these 


the catalogue house, and 


number of 


like 


dealers to combat 


of an amorous feline below his bedroom window one chilly 


day, similar to those we experienced last week. The good 





Sidney P. Johnston, The American Artisan, Chicago. 


man stood it as long as he could and then he valorously 
sauntered forth clad in a single long chaste white garment. 
Some minutes later his wife, on looking out of the window, 
beheld him at the corner of the house where the icy blast 
blew bitterest, holding the offending cat firmly by the tail, 
and she piped out, “Oh, John, what are you trying to do?” 
And the stuttering answer came back, “I am trying to freeze 
the infernal beast to death.” 

The Quixotic efforts made by isolated hardware dealers 
to down the catalogue houses alone and unaided, are much 
on a par with the effort of this thinly clad man to freeze the 
the 


Right here score one for’‘association work. 


cat, and they want fo be careful to see that they are not 

party first frozen 
TOO THIN 

the individual dealer 


the best advantage has been shown in his kicks made 


Another instance where in the past 
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jobbers selling to consumers and in supplying grocery houses 
and other concerns with hardware at 
bait to the 
Before the 
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prices which enable them 
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hodja was so pleased at this mark of esteem that he invited 
the peasant to dine on fricasseed hare. 

The next day five or six peasants visited the hodja and 
said, “Long life to thee, O Hodja! We are the neighbors 
of the man who brought you the hare.” Whereupon he made 
a sauce from the remnants of the hare and invited them in 
to dine. 

And, lo! on the morning of the third day, some twenty 
or thirty peasants appeared, and after politely saluting the 
hodja they said, “We are the neighbors of the neighbors of 
the man who gave you the, hare,” and the hodja welcomed 
them effusively to his house and set down before each one a 
bow! of water, and the men said: “What is this, that thou 
dost present to us, O Hodja?” and he said, “It is the sauce 
of the sauce of the hare.” 

You the trouble with the individual dealer’s com- 
plaint is that it is too much diluted to have strength enough 
to be effective. Here you score again for association work. 


see, 


FIGHTING THE FIRE INSURANCE TRUST. 

After a temporary reference to the fact that a local 
hardware organization or a local merchants’ organization can 
do more effective service in the establishment of a credit 
bureau, the regulation of prices, the cutting out of the trading 
stamp evil, and many similar lines, than the individual mer- 
chant, no matter how gifted he may be, we would point out 
the utter inability of a hardware dealer or any other indi- 
vidual to cope single-handed with the fire insurance trust. 
Missouri may be a happy land, where the arbitrary and ex- 
orbitant rates of the insurance combine annoyeth not, but 
if so, it is better off than Illinois, Wisconsin, Indiana, Minne- 
sota or Iowa to my personal knowledge. 


A GOOD THING. 


I believe that it is worth a fixed amount of money to 
insure any given property. If I had the money, I would be 
tickled to death to personally insure every hardware dealer 
present at the board rate, for I know I would make a very 
good thing of it. Sixteen hundred lumbermen were ‘scat- 
tered through the Northwest and it shoukl be borne in mind 
that lumber is a more dangerous risk than hardware; they 
were recently asked what percentage of the money they had 
paid in premiums in the last five years had been returned to 
them in fire losses, so to speak, and it was found that the 
old line companies had only paid back to these sixteen hun- 
dred men 12 per cent of the premiums received for five 
years. 

Other statistics all point along this line, and show that 
if you gentlemen would allow me to insure you at old-line 
rates I would be getting something very good. However, I 
am not in the insurance business, and since human nature is 
selfish, if it would be a good thing for me to insure” you, 
why wouldn’t it be a good thing for you to insure your- 
selves? 


SAFE AND CHEAP INSURANCE, 


he opportunity is presented in your own insurance as- 
sociation and it seems to me that a study of its annual report 
shows that it offers both safe insurance and cheap insurance, 
and those of you who know the secretary as well as I do, 
can safely guarantee that its insurance is also prompt, as he 
is not the kind of a man to allow much of a crop of grass 
to grow under his feet when there is an insurance loss to 
settle. 

These points which I have Brought up will, I hope, em- 
phasize to individual dealers the necessity of organization. 
Many points of a man’s business must fall on his own indi- 
vidual shoulders, but at the same time there are many trade 
evils with which he can only cope with the assistance of a 
large number of others@ealers who are situated much as 
he is all banded together in a showy organization. . 


A REQUEST TO BE SHOWN. 


I had intended to close my remarks at this point, but 
on glancing over what I have said, I find that I have omitted 
an expression whose incorporation—I was informed on good 
Chicago authority—was demanded by etiquette in every speech 
delivered from a Missouri platform. Consequently I will 
close by saying that any one who does not believe that or- 
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ganization is a necessity to the hardware merchant’ in this 
day and generation will have to “show me.” | 

“ F. A. Kannsteiner, St. Louis, in discussing this paper, 
said: “I do not know exactly what to say on this matter. 
Mr. Joknston spoke eloquently anJ his report. was about 
right. Local organization is necessary for the welfare of 
the retail hardware Individual dealers cannot fight 
catalogue houses. They should stand together, for if they 
do not stand together faithfully, they will be over-ridden. 
It is to the retailer’s benefit to patronize the jobbers, but the 
jobbers on their part should be loyal to the retailers so that 
the latter can make reasonable profits.” 

At this point, Secretary F. N. Neudorff presented a 
handsome bouquet to the association on behalf of the park 
commissioners of St. Joseph. 

F. P. Haus, Iberia, said: “I attended the first meeting 
from selfish motives; but gow I come back to meet old 
friends. The Sunday school lesson last Sunday treated of 
the halt, sick and blind at the Pool of Bethesda. They were 
there waiting to be pushed in. The pool of the association 
should always be stirred up, and if you cannot lead your halt, 
sick and blind hardware brother to the pool, then you should 
push him in.” 

President Taylor Frier, Louisiana, said: “The traveling 
salesmen have been a material help to the association. A 
number of them have exhibits in the Metropole hotel, which 
you should go up and see. Perhaps some of them have 
souvenirs.” 

The convention adjourned at 12 m. sharp. 


dealer. 


TUESDAY AFTERNOON SESSION. 


President Taylor Frier, Louisiana, called the Tuesday 
afternoon session to order at 2 p. m. sharp and introduced 
F. E. Muzzy, vice president J. Stevens Arms & Tool] Co., 
Chicopee Falls, Mass., as a consistent friend of the retailer: 

Mr. Muzzy said: “Our mutual friend, Sidney P. John- 
ston, of THe AMERICAN ArTISAN, has said in a spirit of 
friendly criticism that my speeches at the different hardware 
conventions have been on largely similar lines. Mr. John- 
ston doubtlessly remembers the historical debate between 
Douglas and Lincoln in the year just prior to the civil war, 
for he is older than he lookg. Mr. Douglas accused Lincoln 
of using the same speech on more than one occasion, and 
Lincoln said: ‘My position is the same yesterday, to-day and 
to-morrow.’ So our position on the catalogue house ques- 
tion is the same to-day as it was three years ago. I know 
that a man who comes to Missouri is expected to ‘show,’ and 
this I propose to do.” 

Mr. Muzzy’s remarks in part were as follows: 

“You are our distributors, and we prosper as. you pros- 
per. The hardware dealers rank high in the commercial 
world, and are among the shrewdest of buyers. They were 
the first to organize, and to-day they have the best series 
of state associations and the best national association of any 
trade; and the work of the two closely fits together. 

“If grievances are presented by associations as strong as 
yours they naturally receive serious consideration. Every 
hardware man in the United States should join the state as- 
sociations. The hardware associations are still young, but 
they have done more to check inroads of catalogue house 
competition than all other lines of trade put together. The 
catalogue house is here to stay, and they will have no dif- 
ficulty in securing hardware, which is marketed by from 
three to four hundred jobbers.” 

Mr. Muzzy then went into detail, explaining the experi- 
ence of his house in fighting the catalogue houses on behalf 
of the retail trade. One disagreeable feature of this fight 
which he had had with these houses was that he had found 
that some jobbers, even some members of the National Hard- 
ware Association, were eager to sell these houses. 

One day the president of a catalogue house said to him, 
“You have spent more money in keeping your goods from us 
than any one else we know of.” 

Owing to the stubborn fight made by this firm, retailers 
are now able to meet the price and make a profit. He said: 
“Our firearms are the most profitable dealers can handle, and 
we propose to protect you. 

“The mutual insurance idea, which several hardware as- 
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sociations have taken up, is a profitable one, and should 
prove beneficial. 

“You will find dead stock in ali lines, and auction sales 
will help you to reduce overstock without cutting prices. 
This is something which all merchants in a town should join 
in. 

“All dealers should advertise, but it should be borne in 
mind that it is those dealers who advertise lawn mowers in 
December that Jose out to the catalogue houses. They are 
merchants in name only, and should belong to the associa- 
tion. 

“All merchants should study salesmanship. Nine out of 
ten retailers look more for an extra 2 or 5 per cent than they 
do to selling goods.” 

Wm. H. Hahn, St. Louis, then read a paper prepared by 
H. W. Beegle, Chicago on 


NOVEL METHODS IN ADVERTISING. 





WHEN ADVERTISING WAS UNNECESSARY. 

There has been a time when advertising in any way was 
needless. When Tubal Cain first turned out his products of 
iron it is probable that buyers who had skins or meat to 
exchange for what he made were so numerous that “Mr. 
Cain” found ready sale for his goods. : 

DEALER WITH WIDE ACQUAINTANCE. 


In western New York the very successful of hardware 
merchants who pride themselves on the fact that he has never 
advertised. In seeking for a cause of his success I found 
out. that he knew every man, woman and child for miles 
around. He had a hearty handshake, and a genial salute for 
each, also that same atmosphere pervaded his entire force. 
He has reduced it to a system and I considered it an excel- 
lent, if a novel, method of advertising. From the fact that 
every man or woman regardless of their station in life, are 
more ‘susceptible to an appeal, that is addressed to them per- 
sonally, than they are to one made to the world at large. The 
tongue is an excellent method of advertising. It can give 
more or less emphasis as may be needed for each individual. 
It may put each hearer in a good humor, so that the hearer 
will be more receptive. But, says some one, it is not my 
way to be sociable. If any one feels that way he should for- 
get it and take as his doctrine that every man can be what 
he wants to be if he wants to be what he ought to be. 


. 


PEOPLE ARE FASTIDIOUS. 


People are every day becoming more fastidious. A dirty, 
gloomy, poorly affamed store; that store where the dust is 
on the goods and where you" bump your knees against the 
nail kegs under the counter; is patronized only of necessity, 
not from preference. It should become “Warrenized” or the 
trade goes somewhere else. Not only do the people like 
clean stores, but*they like clean salesmen to wait on them. 
They do not like to Ste either-the color, or finger nails in 
mourning. In these days of abstinence practically every 
woman and many men object to tobacco. Your customers 
are individuals, frequently with peculiarities. There is money 
in each of these individuals pleased. A man whose annual 
business runs into the millions said, “The best advertising is 
in giving the biggest bunch for a dollar.” That does not al- 
ways mean the goods of the lowest price. You may give 
value and service, courtesy and attention. If the store is 
dirty, unpleasant, badly managed, nothing is~paid for service. 

It is such a novelty.for a salesman to say to me as I 
pay for purchase and am leaving, “Thank you, call again,” 
that I appreciate it and do return when I can. This novelty 
costs nothing and is appreciated by 90 per cent of buyers. 

. CHEERFULNESS. 


Some years since my wife sent me to purchase some 
bakery goods. I was instructed to go to a shop about two 
blocks further than the one which we had generally bought 
at. Of course I obeyed, but I could not help but meditate as 
to why we should constantly wear out so much shoe leather 
in covering the two extra blocks. After a careful and adroit 
investigation, I found out that the real reason for changing 
our trading place was because of the cheerful, pleasant smile 
which was given with each cake without extra charge. The 
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pulling powers of a genial atmosphere in any business estab- 


lishment cannot be over-estimated. I have been in hardware 
stores where the attitude of every one, from the proprietor 
clear down the line, was as repellant as a London fog. There 
is no excuse for “grouchyness,” not indigestion, for it can 
be cured, least of all poor business, because sulking will make 


it worse. It was the one weak link that made the chain 
break. Inattention to customers is the weak link that loses 
business. 


KNOWLEDGE OF BUSINESS IS ESSENTIAL. 


A million dollars in factory equipment and a hundred 
years of experience in bringing an article to perfection is 
frequently neutralized by indifference and ignorance of an 
automaton in trousers behind the counters. The employes 
in no other line of business will average as high in intel- 
ligence and ability as those found in the hardware stores. 
It is the boy vigorous in mind and body who takes to hard- 
ware. Each one shall understand that unless he concen- 
trates his mind and heart on his business so as to know it 
from pincers to pans and from razors to rasps, he will never 
get into the prosperity class. 


CHAIRS. 


. Is space in the hardware store too valuable for some 
chairs; not for loafers, clerks or drummers, but for a cus- 
tomer who is not in a hurry to leave? If she can sit down 
and study your washing machine as restfully as she can 
study the mail order catalogue she is more likely to see the 
points of advantage in your machine. Besides some people 
like to go to the stores where they are not expected to leave 
immediately after spending their money. 


SHOULD SHOW NEW GOODS. 


At a convenient location in the store, one which must 
be passed by all, have each week a new article which will 
interest the women, also one that will interest the men, then 
let the merit and utility of these articles be given in a most 
condensed form to each salesman. Make it a point not to 
let any one out without securing at least a passing notice 
of these new things. This may not result in immediate sales. 
But the people will appreciate your courtesy and attention. 
You establish a reputation for enterprise and having new 
goods. The women who saw the beautiful serving dish in 
March will remember it when she has to buy a wedding 
present in October. But you say it is difficult to keep this 
up. Let us remember that difficulties overcome our rounds 
in the ladder that leads to success. Don’t let the big things 
dismay you. Remember that they are composed of little 
things, each of which can be overcome, just overcoming the 
larger things. 

William H. Hahn, St. Louis, said: “My store in St. 
St. Louis is located at 1530 Olive street. I recently put in 
a $1,300 front out of my own pocket. I now have a very 
pretty front and change it once a week. Our two show 
windows are never frozen. If the thermometer should fall to 
20 degrees below zero there would not be a particle of ice 
in the window. Every piece of goods that we have is sampled 
and I guess that in our two front show windows pretty 
nearly everything is shown that we have in our store.” 

F. P. Haus, Iberia, then addressed the convention on the 
subject 


STOVE TROUBLES. 


DRAFT MUST BE FURNISHED. 


No stove or range ever made has of itself what is called 
a draft; that must be furnished by the chimney or flue, and 
even when the draft in chimney or flue is perfect, that is 
not all that is wanted to insure good work or good bread 
or biscuit; the other things necessary being proper setting up, 
good fuel, good material and last but not least, a good cook. 
I had a customer years ago who would never guarantee a 
stove to bake well, and when the lady would ask why won't 
you guarantee the stove to bake well, after saying you know 
the stove to be a good baker, his answer would be: “I know 
the stove is a good baker, but I do not know if you know 
how to bake or not,” and there is a lot that hinges on know- 
ing how, in baking as in everything else. 
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HIGH GRADE STOVES MADE MOST TROUBLE. 


An old-timer told me that when a lady bought a cheap 
cook stove the chances were that she was going to use it 
herself, and if the top part of the oven got too hot, would 
place a paper over the bread or biscuit until enough ashes 
had gathered on the top oven plate or if the bottom of the 
over got too hot, she would put a stove cover under the pan. 
On the other hand, when a lady bought a high priced stove 
the chances were should would have a servant to run it, 
and if breakfast was late because she had been late in get- 
ting up to start the fire, her excuse would be that the stove 
would not draw. If, on the other hand, she got the oven 
too hot, or forgot to take out the bread or biscuit in time 
and they were burnt, the excuse would be the stove could 
not be regulated and at times I have found these excuses 
used under conditions mentioned. 

SHOULD NOT MAKE UNREASONABLE GUARANTEES. 

So, in making a sale, do not make any unreasonable guar- 
antees or promises; do not say this stove or range, as the 
case may be, will do good work set up to any kind of an old 
chimney and with any kind of fuel; because you know it will 
not, no matter what may be it’s name or who may be it’s 
maker. 

To obtain the best results there is needed a good flue 
or chimney, proper setting up with pipe full size of collar 
on the stove or range and good fuel, and as stated before, a 
good cook to run it. 

STOVES SHOULD BE SET UP. 


When possible, the dealer should set up every stove 
or range he sells and the man doing this work should not 
be the cub or the poorest workman about the place or shop. 
He should know enough about the business to know if the 
flue he is going to use has a good draft or not, and if not, 
should so tell the party buying the stove or range and if 
possible correct the trouble before leaving the job. If this 
were always done there would be fewer kicks afterwards. 


LITERATURE. 
When the stove or range goes into the country where 
a man cannot well be sent to set it up, instruct them as far 
as possible how to set it up and what faults to avoid. Many 
of the manufacturers have booklets or circulars on this sub- 
ject that they would be glad to furnish if they knew they 
would be used. 
GOOD CHIMNEYS. 


A good chimney should be 8x8 inches inside, and the 
top of it should be a little higher than the highest part of 
the comb of the house, and should not have a tree over- 
hanging the chimney, as is sometimes the case, and flue 
should end from 4 to 6 inches below the opening into which 
the stove pipe runs, and should not run down to the floor or 
into the cellar where perhaps there is an opening into said 
flue without a cover or stopper of any kind; and remember 
putting up two or three stoves to one flue is like hitching up 
two or three wagons to a single team just large enough to 
handle one wagon easily. 

COMPLAINTS. 


I suppose as long as stoves and ranges are sold, there 
will at times be complaints made and when they come in 
they should be looked after at once and it is well to go your- 
self or send a man who knows. the business. The first thing 
I do in such cases is to fire up the stove or range to see for 
myself how it burns. 

If you find the fire does not burn well, examine the flue 
and see if that has a good draft. If not, locate the trouble 
and remedy it if possible, because a good draft is absolutely 
necessary to good works» Next, look to the fuel and remem- 
ber you canont get a hot fire from wet or rotten wood, as 
the heat used in evaporating the water in green or wet wood 
is lost to the oven; nor can you get a hot fire from poor coal, 
especially when mixed with dirt. Then see that the ashes 
are kept away from the bottom of the fire and from under 
the grate, allowing the air to pass freely through the fuel, 
as air is as necessary to a fire as is the wood or coal, and 
a fire can no more burn without any aid than you can live 
without air. All air entering mto the fire box should pass 
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under and through the fuel, as any air that passes over the 
fire checks it and at the same time cools the oven, ‘so I 
would say always keep the damper slide in the front fire door 
closed, and it would be better (in my opinion) if no damper 
slide was put in the front fire door. 

FIRE BOX NEEDS AIR. 


Get all the air necessary into the fire box by drawing out 
the hearth slide, as in so doing the air is put to the bottom 
of the fire where it belongs. But while atfis necessary to 
combustion, like in everything else, there may be too much 
of a good thing. Only one-fourth of the air entering the 
fire box is oxygen, the only thing that counts, while the other 
three-fourths is made up of neutral gasses that contribute 
nothing towards combustion, but have to be heated at the 
expense of the oven; so that while it is necessary to admit 
all the air into the fire box that is needed to make the fire 
burn well, no more than is necessary should be admitted than 
is needed to keep the fire burning well. And as no two flues 
draw exactly, nor the same flue draws alike every day, but 
changes as does the weather, the amount of air to be ad- 
mitted to do the best work can only be learned by experi- 
ence, as any good cook will tell you, and that is why an 
oven will get hotter one day than another, using the same 
kind and, same amount of fuel. 

John Hall, of the Simmons Hdw. Co., St. Louis, then 
addressed the convei.tion for over an hour on the subject 
of “The Science of Hardware.” He told a story of meeting 
his little boy on his return from work and going to buy 
some marbles with him. Hall, Sr., and Hall, Jr., passed two 
stores under the latter’s guidancé and the. marbles were .pur- 
chased in the third. After racking his brain for a period of 
two or three hours, in vainly endeavoring to solve the prob- 
lem as to why this boy should have passed two stores be- 
fore buying marbles, like a flash, the brilliant idea came to 
Mr. Hall, Sr., that he should ask the youngster why it was, 
and he received the reply that in the store chosen there were 
more kinds of marbles to select from and the best marbles 
were kept there. 

Mr. Hall said that if a twelve year old boy were given 
an oppertunity to select either a twenty-five cent, a fifty 
cent or a dollar pocket knife, he would select the dollar knife 
every time. He also called attention to the quality of finish 
and said that when a purchase was made the purchaser 
bought a picture. One knows very little about leather or 
felt, so it is the’looks of the article which sells shoes or hats 
respectively. 

“Catalogue house competition hangs like a cloud particu- 
larly black at the present time. Its apex is in the City by 
the Lake. This competition is largely imaginary. The rea- 
son you do not make a sale is because you have left certain 
things undone in your own store. Price never sold a dollar's 
worth of goods.” 

Mr. Hall then related how he visited a town in which 
a dealer bemoaned the closeness of competition, and he sent 
to St. Louis for some sewing machine oil and had a placard’ 
made reading, “Highest Priced Sewing Machine Oil in the 
World.” He said that in a week this dealer sold a dozen 
bottles of this oil at 50 cents each and that the wholesale 
price made to him was only_85 cents a dozen. 

Mr. Hall told of a farmer who was building a $3,000 
house, and went to three local hardware dealers to have them 
figure on the same. The first dealer figured that the hard- 
ware in this house would cost him $100 and made a price 
of $110; the second dealer figured that the hardware would 
cost him $98 and made a price of $96; the third hardware 
dealer took the farmer to Mr. Hall, who told him what a 
privilege it was to have a home and that he should finish 
his parlors in white with no lace curtains, because they breed 
disease. He urged him to use self-lubricating bolts and 
have the escutcheons in the middle of the stiles. He also 
pointed out the advantage of Bower-Barff in the kitchen, be- 
cause the greasier it was the prettier, and in short drew such 
a charming picture of an ideal home that the farmer had the 
house fitted out according to this design at an expense of 
$450 for builder’s hardware. 

Another incident he gave to show that it was the “know- 
how” that sold goods, was that of a Boston machinist who 
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fixed a pump in Fall River, Mass., by hitting it two blows 
with the hammer and whose bill was 50 cents for fixing the 
pump and $99.50 for knowing how to do it. 

An invitation was read from Swift & Co. asking the 
dealers to visit the Stock Yards and Fred Kannsteiner, Han- 
nibal, in speaking on this subject said that he thought it was 
a good idea, as the dealers could get a valuable lesson in the 
matter of system. 

O. W. Johnston, Marshall, then read 


AN APPEAL TO THE MANUFACTURERS AND 
JOBBERS FROM THE RETAIL HARDWARE 
TRADE. 





POSITION IS STATED. 


For fear our continued, unrelenting and organized efforts 
against catalogue house competition may not be rightly un- 
derstood by.some manufacturers and jobbers and the public 
at large, we desire to state clearly and most emphatically our 





O. W. Johnston, Marshall, Member Executive Committee. 


position, setting forth the principle, and we think just and 
reasonable, ground for our opposition. 


EQUAL RIGHTS TO ALL. 


In our appeal to the manufacturers and jobbers we do 
not seek to destroy or injure the men who sell their goods 
through catalogues, but insist upon another principle of our 
government, equal rights to all, special privileges to none. 
Can the retail dealer meet the catalogue price on an article 
that you charge him one dollar for and sell the same to the 
catalogue house for eighty-five cents? It is this unfair and 
unjust discrimination that we are offering our solemn and 
determined protest against. Some of our jobbing friends have 
suggested that we discontinue selling the established factory 
brands and put in jobbers or special brands on which we 
can get protection. We cannot accept as a practical and 
righteous solution a plan which places the retail hardware 
dealer in a false position. Should he claim his article to be 
as good as the one offered by the catalogue house, when in 
fact it is not, how long could he hold the trade or confidence 
of his customer? We ask for no advantages or special 
favors over any competitor, but insist that you charge the 
large catalogue houses and city department stores the same 
price you do us and allow no rebate. Our government, by 
her interstate commerce law, recognizes this principle as just 
and will not permit the railroad companies tc discriminate 
between the small and large shippers. 
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PRINCIPLE 


RECORD 


SHOULD BE ENFORCED. 

All corporations controlled by national, state or city laws 
prohibited from discriminating in favor of 
rich or poor, high or low. We only ask that you enforce this 
righteous principle of law in marketing your wares to all 
Should this discrimination be continued it 
would only be a few years until the retail hardware dealers 


are any class, 


retail dealers. 
would be driven out of business, our prosperous and busy 
all 
or eight large corporations would control the entire trade of 
With this state of affairs would the 
jobbers be? Would the manufacturers prefer one dozen or 
less large corporations to be their only customers who could 


little cities over our land reduced to hamlets, while six 


our country. where 


so easily combine and set their own price on the manufac- 
Since the solution of this question lies wholly 
delight 


turer's goods? 
with the manufacturers and jobbers, we hail with 
the firm stand and interest manifested in our behalf by so 
many leading manufacturers and jobbers and we call upon 
every loyal retail hardware dealer to stand by those who are 
helping us in this struggle, remembering that “ingratitude is 
the basest of all crimes.” 

J. A. Warner of St. Joseph then addressed the conven- 
tion as follows on 


CATALOGUE HOUSE COMPETITION. 


AGITATION WILL BENEFIT DEALER. 


It seems to me that this agitation has had one effect at 
least which is going to be of benefit to the retail dealer, 
namely, that it has aroused him to the importance and the 
necessity of making a stronger effort for the business in his 
community; going after same instead of waiting for it to 
come to him; keeping in stock at all times profitable novel- 
ties and specialties, displaying same in a manner to attract 
attention; giving more care to the dressing of show windows 
and changing the display at frequent intervals. 


ADVERTISING IS FAVORED. 


If you have something to sell it is well to let the public 
know it through the medium of your local newspapers or by 
means of circulars. I have even thought that it might be 
practicable to issue a small catalogue illustrating certain lines 
of goods which bear a good profit and which you are de- 
sirous of pushing. You do not find the catalogue houses 
making a very strong talk on nails, barbed wire, rope and 
such unprofitable goods as these. They are after the profit- 
able business and in this respect at least their methods might 
be copied by the retail dealer with profit. The staple items 
will take care of themselves. If John Smith wants a few 
pounds of nails he knows that the hardware dealer has them 
and will go to him for them. However, Mrs. John Smith 
may not know that you have a bread maker, sewing machine 
or other household article, which she no doubt needs, if you 
will only make an effort to convince her of the fact. If your 
goods are arranged in an attractive manner she may find 
other items that she is equally in need of. If you advertise 
in newspapers, change the matter frequently and always ad- 
vertise goods that are seasonable at the time. The flain state- 
ment “that Thomas Brown deals in hardware, stoves, etc.,” 
does not attract very much attention. Some dealers will con- 
tract for space by the year and never change the wording of 
their advertisement, which is a great mistake. Advertising 
is expensive, and you should get as much as possible for 
your money by calling attention to as wide a range of articles 
as possible. I have heard of dealers advertising snow shovels 
in July and refrigerators in January, simply because these 
goods happened: to be seasonable when they contracted for the 
space and they did not have sufficient ambition to change 
the matter. 

DEALERS SHOULD STUDY CATALOGUE HOUSE CATALOGUES 

Every dealer should have the latest copy of the cata- 
logue house catalogue on his desk and it should be studied 
carefully so that he may obtain a good idea of the goods car- 
ried by these houses and the prices at which they are sold. 
In a great many cases it will be found that these prices can 
I 


e 


profitably met, taking into consideration the transporta- 


tion charces and the fact that cash with order is invariably 
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demanded. In this connection it might be well to state that 
if you can get your business on a strictly cash basis, you will 
find it a great help to enable you to meet catalogue house 
competition. Another advantage of being familiar with the 
goods sold by catalogue houses is that you may avoid, as far 
It is to be regretted 
that many standard brands of goods are sold by these houses, 
but we believe the time is not far distant when they will be 
fewer than they are at present. 
G. A. Pauly, St. Louis, said: “This meeting is educa- 
For the, past séventeen years our own business has been 


as possible, carrying the same lines. 


tive. 
successful. ‘To be successful requires many things. I 
was speaking to a member yesterday, who contributed his 
success to the fact that he kept everything in his store nice 
and clean. When a lady comes into the store she likes to 
see a range nicely blacked. Of course you can say to her, 
“We can black the range up for you before we send it up 
and it will look just as nice as that range over there,’ but 
this line of talk does not do. It don’t take. Our customers, 
from Missouri and have to be 
‘shown.’ People who go into a store, go to see what the 
dealer has and goods that are kept on the shelf are not so 
easily sold. The catalogue house competition is not severely 
felt in cities like St. Louis, St. Joseph and Kansas City, but 
it works an injury to the trade in general. It is partly the 
dealer’s own fault. that these conditions prevail. The dealers 
allow the catalogue houses to break in because they are not 
I have been doing business in a space 23 x 90 
feet and spent $2,000 in equipping same. This seems a tre- 
mendous price for a small store, but it pays all the same. 
When people shop they go where goods are well exhibited, 
and they are willing to pay the price. It is true that goods 
well bought are half sold, and a good buyer will make a 
good salesman. I call a man a good salesman who sells what 
is in the store and not what is called for, provided that the 
article sold fills the bill. 

“Take up the question of a tin shop. I can make money 
out of a tin shop any time. A man comes in and says, ‘When 
you are not busy, I wish you would fix my gutter.’ I reply, 
I am always busy, but I will do it right away. Some other 
dealers let it go for a few days. They do a part of it one 
day and a part of it another, and do not do a good job, and 
when they send in their bill on the first of the month, the 
customer complains. I give good goods and prompt service 
and get my pay.” 

A. R. Bondurant, Galt, then brought up the subject of 
patronizing jobbers who had sold goods to a defunct Kansas 
City catalogue house. 

The convention adjourned at 5:30 p. m. to meet at 8:30 
Wednesday morning. 

At 7:30 p. m. a number of dealers attended a lecture on 
the Science of Salesmanship by A. F. Sheldon, Chicago. 


very 


as well as ourselves, are 


up to date. 


TUESDAY EVENING. 


At 10 p. m. the members of the Missouri Retail Hard- 
ware Dealers’ Association and the representatives of the local 
hardware fraternity to the number of 175, marched into the 
handsome dining room of the Hotel Metropole to attend a 
banquet tendered by the wholesale and retail hardware dealers 
of St. Joseph. 

The tables were attractively decorated with carnations and 
the following dainty menu was discussed: 

Blue Points 
Celery 


Beef Essence in Cup 
Olives. 
Fried Smelts, Tartar Sauce 
Potatoes Saratoga 
Veal Sweetbread Cutlets, Petit Pois 
Roast Filet of Beef, Bordelaise 
Cauliflower, au Gratin 


Punch, a la Frier 
Wafers 
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Lettuce, French Dressing 


Neapolitan Ice Cream 
Fancy Cake 
Coffee 

It was 11:30 p. m. when Munson D. Ayers, who of- 
ficiated as toastmaster at this delightiully informal banque., 
called on a number of local lights and visitors for. toasts. 
Those who responded in the order named were: Taylor 
Frier, Fréderick Neudorff, M. E. Mayer, F. A. Kannsteiner, 
O. W. Waller, Sidney P. Johnston, of THe AMERICAN ArtI- 
sAN, Chicago, and A. F. Sheldon. 

Directly following Mr. Waller’s presentation of statistics 
concerning St. Joseph’s packing industries, Wm. H. Hahn, 
of St. Louis, gave a very fine vocal selection and the last 
number on the program was a vocal selection by Frederick 
Neudorff, given by special request. 

L. H. Stubbs also gave a recitation from a man trying 
to answer a telephone and superintend a hat sale at the same 
time. The banquet broke up at 12:45 a. m., the unanimous 
opinion being that St. Joseph hospitality left nothing to be 
desired. 

WEDNESDAY MORNING SESSION. 

The Wednesday morning session was called to order at 
9:10 a. m., and the subject of the Missouri garnishment 
law was taken up. 

Frederick N. Neudorff, St. Joseph, said: “I know of an 
instance in which $35,000 has been collected by a refail dry 
goods house as the direct reslt of this law. Since its pas- 
sage some years ago fully half a million more has been col- 
lected of bad debts than before its passage. 

“The bill is of practical benefit to retail hardware dealers 
all over.the state. It was a criticism made by retail mer- 
chants when the bill was first taken up that ten per cent was 
too small an amount, but the effect of the new law has been 
that a man would rather pay than to submit the cost of 
$4.30. A garnishee only holds good for 30 days. Only a 
very few suits have been entered under this law in propor- 
tion to the accounts paid; in fact there has not been one suit 
to a thousand accounts collected. It is the best law that has 
been put on the statute book of any sate in the Union by 
the efforts of associations of retail merchants. The amount 
that is saved to dealers has, in itself, given back to them as 
much as they would have paid in dues to the association in 
twenty years. It is this kind of work which is beneficial to 
us in association work. A garnishee holds good for 30 days 
and then you must regarnishee.” 

M. D. Ayers, St. Joseph, said: “Before the Missouri 
garnishee law was passed we always had to be careiul in the 
matter of credit. We had some accounts against people with 
good incomes who did not pay promptly; some would bluff 
us and say they would pay when they got good and ready. 
Since the bill has been passed we have been able to collect 
all these accounts and there has only been one case in which 
it was necessary to bring suit. Where men have a salary of 
from $50 to $60 a month, accounts can be collected quickly. 
We have been able to collect 95 per cent of all bad accounts. 
A few accounts are impossible to collect through sickness, 
etc. This law has done away forever with dead-beats and is 
very satisfactory. We do not allow our collector to men- 
tion garnisheeing, but as a last resort we send a mild letter 
direct from the house stating that we would not like to pro- 
ceed under the Missouri garnishee law, and we hope that the 
man will call and make some arrangements for settlement. 
We consider any man who receives $50 a month as a good 
credit risk. This law makes men honest, and it was a wise 
move in having it passed.” 

Taylor Frier, Louisiana, said: “All that we find it neces- 
sary to do is to send out a letter stating that we do not like 
to take advantage of the garnishment law, but would like 
to have a settlement. Through this law I am now collecting 
an old account from a colored man whose income is $20 a 
month and he pays a little from time to time.” 

G. A. Pauly, St. Louis, said: “The laws of the state 
are in our favor. There are two classes of merchants who 
succeed; one class consists of those who do business on a 
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cash basis or get their money inside of 30 days; the other 
class consists of those who sell on time, secured by notes 


secured by chattel mortgages. Between these two is a mid- 
dle class who sell to salaried men and whose only hold is 
the garnishment law. They are apt to get bitten, perhaps 
after four or five years, even. Merchants should collect all 
bills on the first of the month promptly. Too many mer- 
chants are too lenient. When the farmer has money to send 
away to the catalogue house for goods, why does he not have 
money to buy it at home? It is a habit. If you all put your 
shoulder to the wheel and educate these men you can get 
them to pay small bills promptly just as they pay catalogue 
houses.” 

M. D. Ayers, St. Joseph, said: “Hardware dealers have 
much to contend with, in the country they have catalogue 
houses and in the city they have department stores, which 
go directly into almost everything we handle and slice prices 
on second grade goods. The 10 cent storé is also a menace. 
They draw mobs largely through their fine window displays. 
There is a store of this character one story high, 40x 120 
feet in dimensions, which rents for $5,500 in the very best 
part of town. They place the 14-quart enameled dish pan 
in the window marked roc. Of course they cannot afford 
to do it, and they are not patronized by the better class. 
These are merely snap bargains; as the proprietor said to me, 
we put two dozen of these dish pans in the window making 
a handsome window display and leaving people to think we 
have a carload. We've filled our store by selling these goods 
below cost at an expense of $6 or so.” 


Mr. Ayers then spoke at length on the subject of “Time 
Payments,” speaking of a sale of sewing machines at a clear 
profit of $5,000 in’ 1896 along these lines. He also spoke of 
selling 120 steel ranges on time payments in six months, and 
said that he did- not believe a successful business could be 
done in a city ‘with rents what they were if hardware men 
did not do business on time payments and chattel mortgage 
lines, and said that with 500 open accounts it was not neces- 
sary to have over 10 bad ones, and that in their experience 
they had had only one case of replevin. 

J. D. Fulton of The Iron Age then expressed his pleas- 
ure at meeting the members of the association. 

The Question Box was taken up and the following ques- 
tions were then discussed: 

(1) What are the benefits received from discounting 
bills? 

F. N. Neudorff, St. Joseph, said: “It means a good 
night’s rest and peace of mind; also good money.” 

(2) How much do personal magnetism and courtesy to 
customers increase sales? . 

John Weber, Clayton, said: “You cannot help getting 
into tight corners once in a while, but it always pays to be 
courteous. About a month ago a lady came in in a bad 
humor to complain about a stove she had purchased from 
me, and she said that stoves were like hired girls, because 
they gave endless trouble; and I smiled and said: ‘If that’s 
so, some hired girls must smoke and others must go out all 
the time,’ and the lady smiled and took a pleasanter view of 
the matter.” 

(3) Does it pay to encourage the jobber with your busi- 
ness? 

F. A. Kannsteiner, St. Louis, said: “We should patron- 
ize the loyal jobber, who appreciates the confidence and the 
custom of the retailer, to the fullest extent in our power. 
The jobber is absolutely necessary to the retailer and is a 
boon to him.”- 

(4) What means can be adopted to bring neighboring 
hardware dealers to a mutual understanding that will insure 
.a living profit and create a better fellow feeling? 

M. D. Ayers, St. Joseph, said: “The best way is to get 
‘dealers in competing neighboring towns to join an associa- 
tion; all should be friends and brothers pulling together. 
The better organization for local associations is a good thing. 
They should meet at least once a month and should go to 
‘some central point until there is no chance of any want of 
confidence brought about by lying customers. If association 
is a good thing in the state, why is it not also good in the 
city ?” 
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F. P. Haus, Iberia, said: “When I was in Kansas City 
at the meeting of the association there, I called on nine men 
and secured eight members. One man said he had a griev- 
ance against a jobbing house. I said to him: ‘If this job- 
bing house lost all your trade, do you think it would make 
much difference to them when they footed up their annual 
sales?’ and he was obliged to admit that it would not, I 
then said to him, ‘If all Kansas City dealers should withdraw 
their patronage, would not they feel it then?’ and I added, 
‘taken by ourselves, we are all pretty small potatoes, but in 
a lump, we make the business.’” 

Fraternal messages stating that this was the most suc- 
cessful meeting in the history of the Missouri association 
were then telegraphed to Presidents E. M. Bush, president 
of the Indiana Retail Hardware Dealers’ Association, in ses- 
sion at the Dennison Hotel, Indianapolis; A. T. Stebbins, 
president of the Minnesota Retail Hardware Dealers’ Associa- 
tion, Hotel Spaulding, Duluth, and Joseph M. Selheimer, 
president Pennsylvania Retail Hardware Dealers’ Associa- 
tion, Harrisburg, Pa. 

(5) How can we best control merchants in other lines 
who order hardware supplies and turn them over to their 
customers at cost? 

John Weber, Clayton, said: “Many dealers wish to come 
into the association who are not strictly hardware dealers. 
We should be more closely affiliated with those in other 
lines, as the closer we get together the better the results. 
If fraternal goes for the hardware dealer, grocers and others 
will not want to cut his throat by giving tin pans away. In- 
stead of fighting, the hardware men should meet grocers on 
fraternal lines, as they do not give away groceries at cost. 
It is a question how far we can go in this matter and not 
lose our identity.” 

A. H. Gruendler, St. Louis, said: “There is an associa- 
tion called the Missouri Mercantile Association, which any 
business man can join. Any association can affiliate with 
them, and compromises between trades could be made.” 

(6) What new methods can be suggested for fighting 
the parcels post? 

A. E. Hasbre Hemple, said: “This ,is a vital question 
that we should energetically take up. Not only should the 
hardware employer bestir himself, but the hardware employe 
should talk it over with voters, and enlist storekeepers and 
neighbors. Don’t hesitate at reasonable discussion whenever 
advisable. Remember that if every retailer everywhere should 
bring pressure on his representatives in Congress and 
thoughtfully engage in right writing of interesting lobbying 
letters, it would surely teach every aspiring national legislator 
that his interests would suffer if he did not vote and work 
against the parcels post.” 

(7) What is the best way to keep grocery stores and 
lumber companies from selling articles such as screen wire, 
tinware and other seasonable articles that bAong to the hard- 
ware trade? 

W. T. Shoop, Richmond, said: 
throw trade to firms that do not do it.” 

(8) Are there not too many traveling salesmen for the 
economical distribution of hardware? 

F. P. Haus, Iberia, said: “The jobbers are studying 
this question, and when they find more economical methods 
for the distribution of hardware, they will take the travelers 
off the road. The traveling man stands between the cus- 
tomer and the house. When my son started on the road I 
gave him two pieces of advice. (1) ‘Be honest with your 
trade.’ (2) ‘Never ask for an order because you have not 
sold goods for a week.’” 

W. E. Sullivan, St. Joseph, secretary of the Missouri Re- 
tail Grocers’, Butchers’ and Bakers’ Association, then said: 
“These conventions are good. The greatest nation is determi- 
nation. I never meet your secretary but that he is talking 
hardware association. I will not talk about the garnishment 
law, as it is talking for itself. I asked the attorney of the 
local grocers’ association about its workings and he said that 
$12,678 had been collected for the St. Joseph grocers in one 
year. If you are not benefited by the law it is your own fault.” 

Secretary F. N. Neudorff then said the matter of in- 
surance is the most important one which you have to con- 


“The best way is to 
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sider. We are all partners in this. The official statement 
filed with R. G. Yates, superintendent of insurance, shows 
that the loss ratio for 1904 for fire insurance was only 30 
per cent. 

“The total premiums collected in Missouri during 1904 
were $7,467,020.93. 

“The fire losses were $2,452,169.53. This shows that the 
premiums over the fire losses left a balance of $5,014,851.40.” 

Secretary Neudorff then read the following 


INSURANCE REPORT. 





LEGISLATION NECESSARY. 


There seems to be no basis or rule for anything in this 
business except the payment of losses. If there are any 
scientific facts connected with the business I am unable to 
locate them. It more closely resembles a game of chance or 
gambling than any so-called legitimate business proposition 
which I know anything about, and my conclusions are that 
if there exists anywhere in Missouri a necessity for legisla- 
tion greater than is presented by this necessity of establish- 
ing fixed rates on insurance risks, I do not know where it 
can be found. That there ought to be a fixed and legitimate 
basis for insurance charges no one can deny in equity. Our 
state government some years ago fined the insurance com- 
panies some $130,000 for forming a trust on maintaining in- 
surance rates. I venture the assertion that the public who pay 
for insurance will pay this fine with interest. You have all 
no doubt noticed and been struck with the beauty ef the 
system which enables the insurance companies as a result of 
any great loss to advance the rates for insurance on all of 
us to make their losses good to their stockholders. 


EXISTING CONDITION OF AFFAIRS. 

Now, it is very easy to make assertions—usually hard to 
sustain them—and it is now up to me to prove the state- 
ments made. You will remember that a compilation of re- 
sults obtained from postal card canvass among the retail 
hardware trade of the state showed the following condition: 
Average rate throughout the State on stocks was $2.65. In 
St. Louis a rate of, 75 cents per $100, in Kansas City $1 per 
$100, in St. Joseph $1.30 per $100. The average outside these 
cities was large enough to make the average as above stated. 
Yet an investigation of fire losses showed that in St. Louis 
the excess over premiums was about 65 per cent, in Kansas 
City 37 per cent, and a small profit on St. Joseph business. 
This condition may be the result of competition, but it strikes 
me as singular if the country purchaser of insurance can- 
not see where he is at in this instance. Now I wish to show 
you some comparisons in rates. 


LUMBER RATES DEMORALIZED. 


I know of a mutual so-styled insurance proposition which 
makes a flat rate.of $1 per $100 on lumber yards (to punish 
other companies whose competition was not agreeable to the 
manager), and by so doing has forced such a demoralization 
on lumber rates as to beall out of reason by any rule of equity 
to all other classes of his insurance. For instance, I know 
of a lumber yard having a two story shingle covered build- 
ing in its enclosure, with another building of some sort ad- 
joining it on the north, and another on the east. This lum- 
ber yard can get insurance at a rate of $1 from this mutual 
plan, whereas an iron clad hardware store, 80 feet south, 
in an iron clad range of three buildings (also a member of 
this mutual, I believe), is asked to pay $5 per $100. There 
is sufficient reason for our brother to ask in equity where he 
is at. This last case is one in a town enjoying a good water- 
works system, electric lighting, and a good fire department. 

Now as a reference to extremes, I point to an application 
which I have on a hardware stock in a small town without 
waterworks or fire protection (except buckets and wells), 
where another mufual makes a rate of $1 per $100 on a frame 
shingle roof building in.a frame range of six. 

GREAT DISCREPANCY IN RATES. 

An investigation of the risks we carry will show this 
amazing discrepancy in rates. Your secretary has been very 
careful in accepting risks, and has rejected quite a few in 
your interest. We have in this state a bureau under control 
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of the old line companies, which aims to fix an equitable rate 
on all insurance risks in the state and tliis rate is referred to 
in our contracts and agreements with our members as the 
“Board rate.” It is just and equitable, especially in a mutual! 
company, that all settlements of losses be made on the basis 
of the amount we pay as it bears relation to this board rate. 
No other rule is just, right, or honorable amongst partners. 


RATES, 

To explain more simply our proposition, we will state 
that any member who reports his rate at $1 and pays this 
amount, must accept payment of one-fourth his loss if his 
true rate is $4. Personally I will state that I buy my insur- 
ance at $1.10, but I pay our mutual $1.30, which is my board 
rate. I had an application from a brother who objected to 
his board rate of $5 and was willing to pay $3.50. I wrote 
him that I would write him at $3.50 but would settle his 
loss in case of fire at the ratio that 3% bore to 5. 


WORK OF MISSOURI INSPECTION BUREAU. 


The Missouri Inspection Bureau will furnish us rates 
outside of St. Louis and St. Louis county at 50 cents per 
item, but the minimum charge would be $50 per year. The 
Wisconsin Hardware Mutual requires each policy holder to 
have at least a $500 policy with a board company and in this 
manner fix the rates. Another feature about this rate matter 
is that risks are changed by the nature of surroundings which 
are constantly occurring, especially in new and growing 
towns. Many of your policies require you to notify the com- 
panies of any such changes, and should loss occur the ques- 
tion of non-compliance with this rule vitiates your chance of 
recovery. 

DEFINITE BASIS NECESSARY. 


These are some of the matters requiring your attention. 
We ought to get a definite basis of fixing rates. We ought 
to subscribe to a mercantile rating agency to determine the 
moral hazard of our risks. The moral hazard of any risk 
is determined greatly by the surroundings. For instance, a 
risk in a frame range of six buildings would average but 
one-sixth of the total. No matter how honorable a man the 
insured is, the moral hazard of an insured depends also 
greatly upon his necessity for money. Experience has proven 
that more men use the fire route to safety than is consistent 
with good morals. Good and careful bookkeeping is essential 
to the insured and an annual inventory absolutely necessary. 

After the report of the secretary had been received and 
placed on file on motion of O. W. Johnston, Marshall, Sec- 
retary Neudorff said: 

“The company is now in successful operation and com- 
bines more safety and stability than you can find in any other 
company, mutual or otherwise. 

“We, each and every policy holder is a full partner in 
the company, and all have exactly the same rights and privi- 
leges as well as responsibilities. It is one for all and all for 
one—purely mutual. The law allows us to retain 10 per 
cent of cash premium received for a reserve fund, your re- 
serve fund; the balance must be refunded to the policy 
holder, provided there are no losses by fire. The expenses 
for the first year have been provided for, so that does not 
enter in this year. Our cash rate is exactly the same as you 
pay the old companies, known as the board rate. In addi- 
tion we give each our note for 5. per cent of the face value 
of our policy—$so for a $1,000 policy; $100 for a $2,000— 
which is the limit we write. No part of this note can be 
collected unless losses exceed the cash received for premiums. 
We operate under the laws of the state and under state 
supervision. Treasurer is under bond for $10,000. It is true 
that we back up our insurance with greater reserve than any 
other company, but this is the very thing that gives it more 
stability than any -other. It is insurance that insures. It 
also gives you a definite limit of liability. All other mutuals 
are open to assessment without limit should loss exceed cash 
received for premiums. They either do it or they are not 
safe. No other company guarantees to refund you all but 10 
per cent in case there are no losses. We also guarantee to 
refund any money paid on note out of first available funds. 
We think that the experience of other mutuals will be ours, 
and we can point to several whose losses and expenses did 











not aggregate over 30 per cent of the cash premium received, 
yet they retained all but 20 to 25 per cent of the profit. Out 
state laws do not permit this. To sum it all up—by joining 
us you can become a partner with us, and we share alike 
both in.the risk and the profit.” 

The quéstion of securing board rates from the Missouri 
Inspection Bureau by a contribution of $50 for said rating 
was then discussed and after a comparison of this method 
of fixing rates with the Wisconsin plan of having each in- 
surer take out a $500 policy in an old line company, on mo- 
tion of Frank Mayer, of Macon, the association became sub- 
scribers to the inspection bureau. 

The question of determining the moral hazard on risks 
to mercantile agencies was referred to the insurance direct- 
ors with power to act. 

The convention adjourned at 11:58 a. m. in order to visit 
the stock yards, a motion having been made that they re- 
convene at 2 p. m. 


WEDNESDAY AFTERNOON SESSION. 


The Wednesday afternoon session was called to order at 
2:30 p.m. The question of changing the date of the meeting 
to August was discussed after which the election of direct- 
ors of the Missouri Retail Hardware Dealers’ Town Mutual 
Fire Insurence Company was taken up, and the following 
were elected for the ensuing year: 


Taylor Frier, Louisian; F. Neudorff, St. Joseph; E. A. 


Demeter, Macon; F. A. Kannsteiner, St. Louis; M. C. Post, 
Brookfield; W. T. Shoop, Richmond, and O. W. Johnston, 
Marshall. 

The following finance committee were elected for the 
insurance association: A. Curfman, Tarkio; G. L. Phillips, 
Bethany, and Wm. H. Hahn, St. Louis. 

It was moved and carried that the words “Stove and” 
be dropped from the title of the association which should 
hereafter read “The Missouri Retail Hardware Dealers’ As- 
sociation.” 

The election of officers. was taken up and Taylor Frier, 
Louisiana, was re-elected president for the third term; Wm. 
H. Hahn, St. Louis, was elected vice president to succeed 
E. L. Wachter, St. Louis, and O. W. Johnston, Marshall, 
was elected member of the executive committee to succeed 
J. W. Poland, Carrollton. 

While the constitution provides that the executive com- 
mittee should select a secretary, a motion was unanimously 
passed that it was the sense of the meeting that this office 
be conferred on Frederick Neudorff. 


President Frier in accepting the nomination said: “I 
have tried to do the best I could for the success of the as- 
sociation. I had hoped there would be a change made, but if 
it is the wish of members that I serve for another year, my 
best ability is at the command of the association. My per- 
sonal interest in my own affairs makes me take an interest 
in the association which not only benefits me but others as 
well. I appreciate this honor, and hope that during the com- 
ing year you will regard me as your servant.” 

Secretary Frederick N. Neudorff, St. Joseph, said: “I 
feel sensible of the honor you have conferred upon me. The 
work is arduous, but the experience is compensation for it. 
Labor is man’s reward, not his punishment. I consent to ac- 
cept this position on condition that the members are prompt 
in answering communications which I send out.” 

J. W. Poland, of Carrollton, was elected an honorary 
member of the association for life. 

President Taylor Frier then announced the members 
of the trade abuse and auditing committees for the ensuing 
year. The ‘complete roster of officers is as follows: 

President, Taylor Frier, Louisiana. 

Vice president, Wm. H. Hahn, St. Louis. 

Secretary-treasurer, Frederick Neudorff, St. Joseph. 

Executive committee, F. A. Kannsteiner, St. Louis; W. 
T. Shoop, Richmond; O. W. Johnston, Marshall. 

Committee on trade abuses, M. A. Wengert, Kansas City; 
J. Boehl, St. Louis; J. Von Durant Galt. 

Auditing committee, J. G. Weber, Clayton; A. Stein- 
meyer, St. Louis; G. L. Phillips, Bethany. 

The committee on resolutions then reported as follows: 
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THANKS TO PRESIDENT AND SECRETARY. 

Resolved, That the thanks of this association be ten- 
dered to our worthy president and secretary for their full 
and instructive reports, as well as for their zealous and un- 
tirihg efforts for the welfare of this association. 

THANKS TO LOCAL HOSTS. 


Resolved, That the thanks of this association is due to 
the citizens of St. Joseph and especially to the jobbers, manu- 
facturers and retail dealers’ association for their hospitality 
and to the Commercial Club for the use of their elegant 
quarters. 

THANKS TO PRESS. 

Resolved, That the thanks of this association is due ‘and 
be given to the representatives of the trade papers, the local 
press and the traveling fraternity for the valuable assistance 
rendered us. 

INDIVIDUAL EFFORT URGED. 

WueEnreAS, the success and growth of our association de- 
pends largely on individual efforts. Resolved that each and 
every member put forth his best efforts during the coming 
year to bring in at least one new member for 1905. 

The press committee made their report through Chair- 
man M. D. Ayers, St. Joseph, and the membership committee 
reported through Chairman F. P. Haus, Iberia. 

Hannibal was chosen as the next meeting place. 

A telegram conveying the fraternal greetings of the In- 
diana Retail Hardware Dealers’ Association was read. 

The convention adjourned at 4:15 p. m. 


—_______+-9-+ 


CONVENTIONALITIES. 





E. C. Atkins & Co., Indianapolis, Ind., were repre- 
sented by G. W. Gladding, who is one of the most pop- 
ular traveling men making the western hardware 
trade. He had an attractive exhibit in Room 320 of 
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the Hotel Metropole, where he was showing a full line 
of hand saws, also coping saws, floor scrapers, and the 
Wilson saw filing device which is just out. His sou- 
venir, which consisted of a back saw comb, was quite 
popular. 

Room 106 of the Hotel Metropole was occupied by 
C. A. Stubbins, representing May & Fiebeger, Akron, 
O., who was showing small models of this firm’s popu- 
lar furnaces, and was distributing some of their litera- 
ture. 

J. G. Beegle is an old-time convention attendant, 
who has a wide popularity with Missouri dealers. He 
gave away as a souvenir a pocket knife, which was 
keenly appreciated. 

C. W. Hood had an interesting exhibit in the corri- 
dor of the Hotel Metropole, where he was showing 
the Dunlap adjustable stove pipe, Dunlap stove pipe 
thimble, Dunlap chimney top and Dunlap eave trough 
hanger. 

F. E. Muzzy, vice-president of the J. Stevens Arms 
& Tool Co., Chicopee Falls, Mass., delivered a stirring 
and interesting address, defining the position of his 
house on the catalogue house question and incidental- 
ly talked with a number of the members of the asso- 
ciation on this question. Mr. Muzzy is certainly lead- 
ing a strenuous life this week as he delivered his ad- 
dress before the Missouri dealers at St. Joseph on 
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Tuesday afternoon, talked to the Indiana dealers at 
Indianapolis on Wednesday afternoon, and thence flit- 
ted serenely up to Duluth to address the Minnesota 
dealers on Friday. 

F. L. Schmidt was kept busy in the corridors of the 
Hotel Metropole in showing the trade the many supe- 
rior points of the White Lily washer made by the 
White Lily Washer Co., Davenport, Iowa. 

G. W. Scott, G. L. Magill and H. H. Salusbury 
were a trio of genial salesmen who extended a cordial 
welcome to all dealers visiting Room 202 of the Metro- 
pole Hotel. 

F, P. Haus is deservedly popular with retail dealers. 
He was giving away a neat morocco memorandum 
book to his many friends in the trade. 


The youngest delegate present was probably Ed- 
win Cochrane, son of Jno. T. Cochrane, of Brecken- 
ridge. Although five years old, he took a lively in- 
terest in the various proceedings. 


The St. Louis delegation came down in a special 
train on the Missouri Pacific railroad,-and although 
late in arriving had a merry time en route. Those 
making the trip were G. A. Pauly, F. A. Kannsteiner, 
E. Wachter, R. Meyers, A. Steinmeyer, A. Gruendler, 
T. C. Wirtz, G. M. Rinie, John Webber, H. Hoerner, 
L. Boehl and Wm. H. Hahn. 


C. W. Brelsford and A. B. Stewart occupied Room 
103 of the Metropole Hotel, and favored their many 
friends in the trade who called on them with an attrac- 
tive pocket book as souvenir. 


The progress of the association during the past year 
is doubtlessly owing to the fact that it is mascotted by 
winsome six-year-old Agnes O. Neudorff. Her posi- 
tion is an official one, but we have been unable to as- 
certain what salary is paid. 

The enjoyable time experienced by the delegates was 
in a great part due to the efforts of the recently organ- 
ized St. Joseph Retail Hardware Dealers’ Associa- 
tion, which boasts a membership of 15. M. D. Ayers 
is president of this organization, and Frederick N. 
Neudorff is secretary. 


THE FRINGE. 


G. W. Gladding, E. C. Atkins & Co., Indianapolis, Ind. 

J. G. Beegle, Rochester Stamping Co., Rochester, N. Y., 
and Robeson Cutlery Co., Rochester, N. Y. 

F. A. Spielman, Bucks Stove & Range Co., St. Louis. 

F. E. Muzzy, J. Stevens Arms & Tool Co., Chicopee 
Falls, Mass. 

G. W. Scott, The American Steel & Wire Co., Chicago. 

G. L. Magill, The American Steel & Wire Co., Chicago. 

H. H. Saulsbury, The American Steel & Wire Co., Chi- 
cago. 

E. Boehme, Wm. H. Jacques, Kansas City. 

K. F. McIntosh, National Cash Register Co., Dayton, 
Ohio. 

W. F. Taylor, National Cash Register Co., Dayton, Ohio. 

Fred Hallar, The Malleaable Steel Range Co., South 
Bend, Ind. 

A. L. Ritter, Majestic Steel Range Co., St. Louis. 

C. W. Brelsford, Cole Mfg. Co., Chicago. 

A. D. Stewart, Cole Mfg. Co., Chicago. 

F. L. Schmidt, White Lily Washer Co., Davenport, Ia., 
and Ice Chipping Machine Co., Davenport, Ia, 

Edward J. Fox, Bridge & Beach Mfg. Co., St. Louis, Mo. 

Henry C. Hoener, Bridge & Beach Mfg. Co., St. Louis, 
Mo. 





AND HARDWARE RECORD 











F. P. Haus, Charter Oak Stove & Range Co., St. Louis, 
Mo. 

W. D. Ellsworth, Pittsburgh Steel Co., Pittsburgh, Pa. 

C. W. Ellsworth, Pittsburgh Steel Co., Pittsburgh, Pa. 

G. W. Collins, Wyeth Hardware & Mfg. Co., St. Joseph, 
Mo. 

G. M. Johnson, Wyeth Hardware & Mfg. Co., St. Joseph, 
Mo. , 

J. A. Warner, Wyeth Hardware & Mfg. Co., St. Joseph, 
Mo. 

W. H. Curtin, Wyeth Hardware & Mfg. Co., St. Joseph, 
Mo. 

Alfred S. Walker, C. Sidney Shepard & Co., Chicago. 

Wm. Scharf, The Diamond Spiral Mfg. Co., Tinley Park, 
Il. 

Sidney P. Johnston, THe AmerIcAN ArtTISAN, Chicago. 

J. D. Fulton, Iron Age, New York. 

A. F. Sheldon, Sheldon School of Scientific Salesman- 
ship, Chicago. 

Arthur F. Sterrett, Quaker Mfg. ‘Co., Chicago Heights, 
Ill. 

John Hall, Simmons Hardware Co., St. Louis. 

C. W. Hood, Dunlap Mfg. Co., Dunlap, Iowa. 

J. T. Riley, Simmons Hardware Co., St. Louis. 

E. A. King, St. Joseph Pump Co., St. Joseph, Mo. 

C. L. Faust, Waverly Woodenware Wks., St. Joseph, Mo. 

Wm. H. Faust, Waverly Woodenware Wks., St. Joseph, 
Mo. 

W. A. MacLeod, National Cutlery Co., Detroit. 

C. A. Stubbins, May & Fiebeger, Akron, Ohio. 

W. H. Ringhausen, Hibbard, Spencer, Bartlett & Co., 
Chicago. 


T. Ray, Tom Ray Cutlery Co., Kansas City, Mo. 


2a 


GOTHAM STATE HARDWARE JOBBERS MEET. 


The New York State Association of Hardware Job- 
bers met Feb. 16th in Troy. A business session was 
held at the Troy Club at 11 o’clock and matters per- 
taining to the hardware trade were considered. The 
president of the association is Griffith Palmer of 
Rochester, and the secretary-treasurer, M. Born of 
Syracuse. There were about twenty-five from 
other cities present, including hardware men from Al- 
bany, Syracuse, Elmira, Rochester, Ithaca, Kingston, 
Buffalo, Binghamton and Watertown, Secretary T. J 
Fernley of the National Hardware Association, Mr 
Dickerson of the American Steel & Wire Company 
and Mr. Nealey of the American Screw Company. At 
3 o'clock in the afternoon the members and guests 
were entertained at dinner at the club by the firm of 








J. M. Warren & Co., which were celebrating their 


The menu was as follows: 
Canape Caviar 


fiftieth anniversary. 


Cocktails. 
Cape Cods. 
Green Turtle. 
Sherry. 
Lobster, a la Newburgh. 
Steinwein. 


Cutlet. a la Nelson. 
. Potatoes. 
Veuve Cliquot. 


Peas. 


Rock Punch. 
Cigarettes. 
Roast Prairie Chicken. 
Cold Asparagus Brussels Sprouts. 


Ices. 
_iqueurs. 
Camembert. 
Cigars. 
Coffee. 


A number of informal toasts were responded to by 
members and guests. 
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TUESDAY MORNING SESSION. 

The fifth annual convention of the Kentucky Retail 
Hardware and Stove Dealers’ Association was opened at the 
Galt House, Louisville, February 14, with about 50 active 
members in attendance. 

The morning session was devoted to a discussion of 
what constitutes a legitimate hardware dealer. 

TUESDAY AFTERNOON SESSION. 

President J. C. Frederick, Owensboro, opened the Tues- 

day afternoon session by reading the following 


PRESIDENT’S ADDRESS 





CONVENTION BENEFITS, 


Once more we meet in annual convention, the fifth in 
the history of our association, and | trust that it is as sincere 
a pleasure to each one of you as I can truly say it is to me. 

hese gatherings of earnest, busy men are primarily for 
the advancement of our material interests. 

The consideration of evils that threaten our business, the 
interchange of opinions, the debating of business problems, 
the evolvenient of new, up-to-date ideas, the correction of 
faulty methods, are some of the benefits we expect to derive 
from these meetings. 


THESE ADVANTAGES ARE ONLY SECONDARY. 


But I hold that these advantages are really only second- 
ary, when we find how much more we have gained in the 
greater growth of those nobler attributes that mark the true 
man as a result of these deliberations. The enlargement 
of our ideas of life by the friendly intermingling, the uplift 
to our character by the wise counsels of moderation and 
strict regard for justice, the uprooting of the poisonous 
growth of selfishness and prejudice that dwarf and warp 
and mar our better nature, the genial intercourse with our 
competitor, by which the dark clouds of suspicion and distrust 
are dispelled by the sunlight of friendly rivalry; these are 
the higher rewards received, and thus are we unconsciously 
lifted to a higher plane, where we can make fuller use of life 
and its opportunities like 

“He who, secure within, can say: 

To-morrow do thy worst, for I have lived to-day.” 

Organization is the watchword of the twentieth century. 
It should be our slogan as well. Were it not for organization 
you and I would stand here to-day dull, untutored savages. 


THE FIRST LAW OF NATURE. 


Self-preservaticn is the first Jaw of nature. Primeval 
man early discovered the fact that his efforts, joined with 
his neighbors, were more effective in warring against his 
enemies, or in protecting himself from their attacks, and con- 
sequent organization or union of forces has made the world 
and civilization what they are to-day. Why then should not 
we, as wise, intelligent, farseeing business men, mutually co- 
operate for the protection of. our interests against the danger 
that exists and not merely threatens, but already injures us? 
Why should not we also pool our brains and experience in 
combating the enemies that confront us? Why not use our 
combined influence and the wonderfully persuasive effect of 
our elective franchise upon misguided and frequently de- 
bauched Jawmakers to prevent the enactment of pernicious and 
hurtful laws? Why not move the mighty force of our com- 
bined capita! and purchasing power against the evils that 
cast their baleful shadows over the sunlit heavens of our 
prosperity ? 

What these evils and dangers are I do not deem it neces- 
sary to mention here categorically. That is left to abler 
minds and pens than mine, and they will all be intelligently 





and exhaustively presented for your consideration by men 
who are peculiarly well qualified for the task. 


FINANCES. 


And this brings us to the consideration of the finances 
of our association, Your executive committee is necessarily 
handicapped in its efforts by a lack of funds. There are two 
ways ‘by which this can be remedied. One is to increase our 
membership very largely; the other is to increase the annual 
dues. I am certain that the first will be the more acceptable, 
and so there is but this to do. Let every member feel that the 
life of the association depends in a large measure upon him- 
self, and so use every honorable means and effort to gain 
new members and to hold them. . Tell them of the advantages 
and benefits you are deriving from it; do not fail to invoke 
the aid of the traveling man. If you can get him interested 
enough to talk for us, you have gained a powerful ally, 
since his chief business in life is to talk and hustle and get 
results, and he usually gets what he goes after, as some of 
you well know, sometimes to your sorrow. 


DECREASED MEMBERSHIP “.CCOUNTED FOR. 


I shall not attempt a resume of our last year’s work, 
as that will be covered by the secretary’s report, but the 
growth of our association has not been of an encouraging 
nature. Upon assuming the presidency, I did so with the 
firm hope of seeing a large increase during the year. In 
this I have been disappointed, as the roll shows a decreased 
membership. This is partly accounted for by the fact that 
the secretary dropped from the list quite a number who were 
in arrears for several years’ dues. But there is also a lament- 
able indifference shown by the dealers. “General Apathy,” 
of whom we heard so much in a political way last summer, 
seems to have also visited some of the hardware stores. I 
do not, however, charge it so much to the lack of interest as 
to the absence of a realizing sense of the true state of affairs 
and the great benefits to be derived from association work. 


REFORMS COME SLOWLY. 


All reforms corhe slowly; the history of the world is but 
an account of the ebb and flow of the tide in the affairs of 
men and nations. The failures of the past should only spur 
us on to greater efforts, and whatever success, though small, 
that has been achieved, be looked upon as a bright augury of 
the future, and cheer us on to reach the golden heights of 
“things achieved,” from whence we can loudly shout: “And 
here stands Old Kentucky.” 


SPLENDID WORK OF SECRETARY. 


I wish at this point to call attention to the splendid work 
of our secretary in the regular duties of his office, and especial- 
ly in the compilation of the programme of this convention. 
I should feel that I was* remiss in my duty, and unmindful of 
the debt I owe him for his able assistance. He is capable and 
energetic, wise in counsel and fertile in ideas, filled with the 
bright optimism and the boundless enthusiasm of youth and 
of untiring industry in his work, and I can assure you, gen- 
tlemen. there was no mistake made when you elected J. R. 
Sower as secretary of this association. 

In conclusion, let me remind you that this is your meet- 
ing, not your president’s or secretary’s alone. It will be what 
you make it. Your ideas, your suggestions, your counsel and 
your enthusiasm and your earnestness will move and dom- 
inate it, and carry its influence upon a wave of encourage- 
ment to our sister associations in other states. 

W. P. Lewis of New Albany, Ind., treasurer of the Na- 
tional Hardware Dealers’ Insurance Association, delivered an 
address on mutual insurance. 

F. E. Muzzy, second vice-president of the J. Stevens 
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Arms & Tool Co., Chicopee Falls, Mass., delivered an ad- 
dress. 

A. Steckler, Jr.,:of Owensboro, the treasurer, read his 
annual report, which showed total receipts of $718.10 and 
balance on hand of $521.80, which, after paying current in- 
debtedness, would leave a net balance of $181 in the treasury. 

The following committees were appointed: 

Committee on Legislation—B. J. Durham, Danville; Paul 
Wagner, Louisville; Geo. A. Cubbage, Litchfield. 

Committee on Transportation—Geo. Dehler, Louisville; 
Wm. Shaber, Louisville; Sherman Jones, Louisville. 

Committee on Nominations—J. S. Ogden, Ashland; 
Henry Heick, Louisville; J. H. Murphy, Louisville. 

Committee on Resolutions—U. S. Schachlett, Fulton; 
Jno. W. Reid, Hodgenville; Henry Jameson, Covington; Wm. 
Hinkle, Louisville. 

Committee on Press—G. W. Buck, Louisville; Jos. Kirch- 
dorfer, Louisville; W. P. Dehler, Louisville. 

Secretary John R. Sower, Frankfort, then read the fol- 
lowing: 


SECRETARY’S REPORT 





THANKS FOR SUPPORT. 


A year has passed since our last most pleasant meeting, 
and again we are gathered together to discuss the best means 
of improving and increasing our business and protecting our- 
selves from unfair and illegitimate competition. In submitting 
my first annual report to this, our fifth annual convention, 
I want to thank the members and cur able and most worthy 
president for their hearty and untiring support. I have had 
the advice of our president from time to time during the 
year, and have found him ever ready to advise, encourage 
and to give freely of his time in advancing the best interests 
of our association, and while we have not always accomplished 
what we expected, we have made. good progress. Your 
secretary has exchanged letters and circulars with his fellow 
state secretaries, and has profited by this pleasant corre- 
spondence. 


THANKS TO TRADE PRESS AND TRAVELERS. 


The trade papers have shown their interest in our asso- 
ciation work by the letters of inquiry regarding our meeting 
and have generously offered their columns for our association 
work. I want to express my sincere appreciation or the fa- 
vors rendered by our commercial friends, in talking the 
benefits derived from being members of our association. 
There have been a few grievances reported, all of which I 
believe have been. satisfactorily adjusted. 

CIRCULARIZATION. 


During the year we sent out about 2,800 circular letters 
with membership: blank enclosed, and I am pleased to state 
that we have added 20 new members to our list, and I be 
lieve by the time our next meeting rolls around we will be 
well to the front in association work. 

NEW MEMBERS. 


At the secretaries’ meeting held during the national con- 


vention at Indianapolis in March, one of the principal ques- ' 
After an | 


tions brought up was, how to get new members. 
extended discussion it was decided that personal solicitation 
was much more effective and cost but little more in the long 
run than correspondence. I would suggest that this plan be 
considered during this meeting. 

HOW HE REACHED THE HARDWARE TRADE. 


I wrote about 125 letters to the different postmasters of 
the state asking for the names of the hardware dealers in 


their town and enclosing postal for reply, and in this way . 


was enabled to reach almost every dealer in our state with 

circular letters. 1 wrote about 250 letters getting advertising 

matter and preparing for our program, and about 200 letters 

on various things relating to association work. 
APPRECIATION OF CO-OPERATION. 

In conclusion, I want to express my sincere appreciation 
of the cordial co-operation that has been given me during 
my term of office. I have always tried to promote the best 
interests of our association and the welfare of its members, 
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and have at all times during my term of office served you 
to the best of my ability. 

The following officers were elected for the ensuing year: 

President—J. C. Frederick, Owensboro, re-elected. 

First Vice-President—U. S. Shacklett, Fulton, to succeed 
J. W. Mahan. 

Second Vice-President—George W. Buck, Louisville, to 
succeed Louis Knapp, Louisville. 

Treasurer—A. Steitler, Jr., Owensboro, re-elected. 

Secretary—John R. Sower, Frankfort, re-elected. 

Delegate to National Convention—John R. Sower. 
ternate—John S. Ogden of Ashland. 


WEDNESDAY MORNING SESSION, 


the following question box 
Mr. McEwen, 


Al- 


The president announced 
committee: A. Steitler, Jr., Owensboro; 
Springfield; Lister Gaines, Lawrenceburg. 

Paul Wagner of Louisville read the following paper on 


«MUTUAL BENEFITS DERIVED FROM CO-OPERA 
TION.” 





A DETRIMENTAL STATE OF AFFAIRS. 


A state of affairs existed and still exists which was det- 
rimental to the individual retail hardware dealer. Something 
was “doing” which was not in conformity with his principles 
and his rights as a retail merchant. “Self-preservation being 
the first law of nature,” the retailer nevertheless saw that he 
alone and single-handed could not take up the battle against 
his powerful enemy—made powerful by the law of co-opera- 
tion—without himself taking refuge to this same law by 
uniting with his fellow hardware men (who were similaily 
distressed) and in conjoint action preserve his rights and, 
as a retail merchant, his very self. 


JOBBER REAPED THE BENEFITS. 


He had viewed the operation of this law with concern 


'/ and anxiety, observing the beneficial combination of the im- 


mense steel interests under one management to control the 
market and advance prices; the great railroad systems com- 


'\ bined to make feright and fare rates to conform to their 


greed of profits; the beef, sugar, oil and similar trusts, power- 
ful enough to make arbitrary prices over which even our 
government had no control. He had learned how the hard- 
ware jobbers formed their national association, followed by 
the organization of the hardware manufacturers. It had not 
escaped him that through some understanding the local and 
sectional jobber (especially the former) were reaping many 
benefits and profits which rightly belong to him, the re- 
tailer. 

This state of affairs naturally led him to look about for 
some means of protection and redress against those commit- 
ting the wrongs, whereby his business was made to suffer so 
much. 

A CORRECT SURMISE. 

He figured that if all the retail hardware and stove mer- 
chants of each state could be induced to organize as an asso- 
ciation, and all such state associations be brought under one 
head as a national association; in fact, if the 40,000 retail 
merchants of this country would think and act as one man, 
at least in the vital points involved, the influences brought 
to bear upon those who were guilty of burdening them with 
the yoke of oppression and indifference would have sufficient 
weight to free them from these. obnoxious impositions. His 
surmise was correct in so far as to what could be accom- 
plished by pursuing such a method; but he found that, in a 
measure, he had reckoned without his best friend (?)—‘“the 
other fellow.” 

THE PINNACLE OF HIS AMBITION. 

In the year 1901 one of the ex-presidents of a certain 
state association predicted that “Within three years go per 
cent of the states and 90 per cent of the retail hardware 
merchants of those states would be members of our national 
association.” 

That this pinnacle of his ambition for the successful 
issue of his plans and his hopes has not yet been reached by 
the retail hardware dealer is no fault of ours, gentlemen, who 
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are present at this meeting to-day; neither is it due to any 
neglect of duty on the part of our officers, state or national. 
The jobber, the manufacturer, the catalogue house, the 
authors of the parcels post bill, etc. etc., are not to blame 
that our state associations are not as strongly represented 
up to this time as had been expected and as we all hope they 
will be in the very near future. No, it is all on account of 
the retail hardware merchant, himself—“the other fellow.” 


THE OTHER FELLOW. 


In using the expression “fellow” in these remarks, I refer 
to it in a sense of an associate, or one joined in the same 
work, or business enterprise. As Shakespeare put it, “Fel- 
lows in arm, and my most loving friends.” 

Now let us find, if possible, the cause of our friend’s 
indifference and shortsightedness in this matter; or, rather, 
let us prove to him that no cause whatever exists why he 
should not become and remain for all time of his business 
life a member of his state association. 

The dues of our association are $4 per annum. Can it be 
possible that there is in the state of Kentucky to-day a retail 
hardware merchant who would find the expenditure of such 
an amount oppressive to him, or a burden to his business? 
I can’t believe it. 

NO SICK BENEFITS. 

It is true our associations do not offer sick benefits. 
They do not undertake to “feed the hungry and clothe the 
poor.” Yet they do furnish you with “food for thought,” 
and they do clothe you with a “mantle of self-respect and 
independence.” In order to receive these and many other 
benefits, which a well-attended and wisely organized associa- 
tion has to. offer its members, some of which we will endeavor 
to enumerate as they come to our mind, it is essential, above 
all, that the member attend every meeting from beginning 
to adjournment. This will bring him in immediate contact 
with “his fellows.” 

DEALER MEETS THE OTHER FELLOW. 


’Tis true, he will more than likely meet “the other fellow” 
who is in business on the other street of his town; “the fel- 
low” who has been cutting old established prices. right and 
left, though it is true he sells for cash only; who introduced 
the delivery system in his town; who drives into the coun- 
try and solicits orders from his competitor’s very customers; 
who advertises in his little home paper; who is identified 
with the commercial club, and possibly, is a member of the 
town board. How embarrassing to meet this man whom he 
has known for years but not spoken a dozen pleasant words 
to, up to this time. Had he known that this man also was 
a member he surely would not have come himself. Soon our 
member is on the floor discussing an important question; a 
number of other members take part in the discussion; the 
“other fellow” has his say also, and the member finds that 
they coincide. Other subjects come up, upon which both 
agree, in principle at least, if not just exactly in the manner 
in which they should be applied. The two finally drift to- 
gether. Our member finds that the “other fellow” is not so 
bad after all. He later learns that others who came to these 
meetings had been in the very same predicament, and had 
overcome it to their mutual satisfaction. 


ROUTINE OF A MEETING. 


Let us follow this member through his first meeting and 
learn what benefits he discovered in this short time. 

The secretary calls the roll, and our member finds, for 
the first time probably, that three of the five retail merchants 
of his town are also enrolled as members. 


PRESIDENT’S REPORT. 


The president makes his report, calling attention to the 
parcels post bill; how the hardware manufacturers and job- 
bers had at first favored such a measure, if not open and 
directly, at least by their indifference in the matter; how 
the president and secretary of our national association had 
met with these manufacturers and jobbers in conference, and 
by their frank and open statements caused them to take action 
against this infamous class legislation; how the mail order 
houses, though defeated in this instance, were again trying 
to get through Congress a bill providing for the carrying of 








57 


AND HARDWARE RECORD 





merchandise by mail for 8 cents per pound, distance not 
considered. This at a cost of millions of dollars to our gov- 
ernment. How he can assist in defeating this bill by writing 
to his congressman, urging him to use his vote and his influ- 
ence in defeating this measure; also impressing upon the 
minds of his fellow townsmen the necessity of doing the same. 
How the catalogue houses are making in-roads into his sales 
through the express agent and rural mail carriers, who are, 
in many instances, personal friends of his, and who have 
perhaps never thought of the injury they are doing the mer- 
chants in their vicinity; how he can, with the assistance of 
these merchants, make things very unpleasant for the parties 
above mentioned; how, by keeping in closer touch with in- 
coming freight, he can perhaps catch up with a jobber from 
whom he has been buying merchandise for years, who is sell- 
ing to a small manufacturer in his town a 4% doz. coal shov- 
els, a 1-6 doz. wrenches, a pick and a hand saw, or to some 
farmer who owes him a bill since last fall, 500 lbs. of wire, 
a plow, and a grind stone; how he can get a profit on these 
goods (if his statements can be proven to the jobber in 
question), together with an excuse that the goods were sold 
by their Mr. So-and-So without their knowledge and con- 
sent; how, if he individually cannot compel Mr. So-and-So 
to cease this method of “increasing his sales,” his state secre- 
tary and, if necessary—which is seldom the case—the na- 
tional secretary will assist him, and ninety-nine times out of 
a hundred succeed. 

MUTUAL HARDWARE FIRE INSURANCE. 


Next in order may be a short but instructive talk from 
a visiting member—Mr. Lewis of New Albany, for instance— 
upon the most important subject, “Mutual Hardware Fire 
Insurance.” The speaker will explain the advantages of this 
kind of insurance as proven by experiences and statistics of 
those compiled by similar insurance companies composed of 
associated lumbermen, millers and others, that have been 
many years in existence. We will show you how a member 
can save from 35 to 50 per cent of his premium money, com- 
pared with what he is now paying to old-line companies (if 
he is so fortunate as to get any insurance at all). This is 
the only real monetary benefit a member may enjoy by being 
associated, and only such retail dealers who are affiliated 
with their state association may derive these benefits. 


QUESTION BOX. 

He will listen with marked attention to the numerous dis- 
cussions brought out by the question box; such subjects as, 
“How best to collect old accounts,” “The better way to com- 
pete with catalogue houses,” “Does it pay to be a member 
of this association?” “Should goods be marked in plain fig- 
ures?” and any number of other subjects which are instruct- 
ive and interesting to any live retail hardware dealer. 


MOMENTS OF INSTRUCTION AND OBSERVATION. 


At the close of each session of the meeting he falls into 
the hand of some of the many manufacturers’ and jobbers’ 
representatives, or “camp followers,” as they are sometimes 
termed. These men have attractive displays of the various 
kinds of merchandise they sell for the firm they represent, 
and do all in their power to instruct him as to the merits of 
their respective lines. These moments of instructions and 
observations are of great value, and very much appreciated 
by the merchants attending from the smaller towns, and in 
many cases lead to monetary advantage by learning what, 
and from whom, to buy, which often more than pays for 
the expenses incurred by attending the association meeting. 


REGRETS MEETING CANNOT BE PROLONGED. 


Finally, at the close of the meeting he actually regrets 
that it could not be prolonged, that he must part company 
with the best sort of “fellows” he has. ever met in all his 
life. He extends his friendly hand to his competitor, with 
him resolves to patronize manufacturers and jobbers who sell 
to dealers only, to attend with him the next meeting, and in 
the meantime to induce, if possible, the two remaining retail- 
ers of his town to accompany them. He has found that 
“the other fellow” is a man with a business sense of honor, 
and that by helping him and his associates he is helping him- 
self as well. 
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Meeting Minnesota RetailHardware 
Dealers’ Association 





WEDNESDAY AFTERNOON SESSION. 


The Wednesday afternoon session of the ninth annual 
convention of the Minensota Retail Hardware Association 
was held at the convention hall of the Lyceum Theater, that 
city. The regular program called for an address of wel- 
come by the Hon. M. B. Cullum, mayor, and a response by 
President A. T. Stebbins of the association. 

After his opening address, President Stebbins announced 
various standing committees and the committee on nomina- 
tions, after which Secretary M. S. Matthews delivered the 
following : 


SECRETARY’S REPORT. 





A STEADY GROWTH. 


In preparing the customary report from year to year 
it is extremely gratifying to be able at each succeeding meet- 
ing to record a marked advance in the growth and prestige 
of our association. Minnesota is again able to score the 
customary lengthening of the membership roll. In our list 
may be seen quite a number of names belonging to enthusiastic 
members who, but a year or two ago, on being asked to join 
the association, declined, on the ground that no benefit could 
be derived, and it was useless for a busy man to spend 
valuable time on any such movement. The situation now 
is different and, while doubtless there are numbers who re-, 
main with us solely for the insurance benefits, the great 
majority are into it for the reason that the direct gains 





President A. T. Stebbins, Rochester. 


from associated effort are large, and, I may add in passing, 

only a fraction more than two-thirds of our Minnesota 

members carry insurance with our mutual insurance company. 
MUCH GROUND HAS REEN GAINED. 

Thanks to the splendid work of the “National,” much 
ground has been gained in winning the pledged support of 
nearly a hundred leading manufacturers in standing by the re- 
tailers on the question of marketing their products along so- 
called regular lines of trade. Reform at the present time is 


most active at the point it logically should be—at the starting 
point, and where the goods are niade. But few realize the 
substantial progress already made and the bright outlook 
for the immediate future. That hustling head of the National 
Association, President Bogardus, has promised to be here 





Secretary M. 8S. Matthews, Minneapolis. 


and will show us what has been accomplished and outline 
the work for the coming year. 
TWO-THIRDS ARE IN. 

Approximately, two-thirds of the hardware men of the 
“bread and butter” state are members of their state associa- 
tion, and it may be safely stated, that while there are many 
good hardware men outside the ranks, the great majority of 
desirable members are already on our lists. . : 

Our increase in membership continues about as in the 
previous year. The “Souvenir” annual for 1904 contained 
566 names. To-day, the paid memberships are 644, and while 
there seems to be a general awakening in hardware circles 
all over the land, it is hoped and believed that the Minnesota 
Association will remain at the head of the procession. Finan- 
cially, we are in comfortable circumstances. 

At the beginning of the association year, March Ist, the 
treasurer had a balance of $385.37. 


ne A A oD ON ean, ois alec Wed hed back $1,848.00 
A ne ae a 227.50 
DISBURSEMENTS. 
ERORIOLS MUONS oi avd Hoh Dic cicncn pcteutees wed 382.90 
Ne et EE ELS EOL» POPE PETE, TEE 600.00 
I acme kk Can) kinins Sst a's 9 yas eis + alenee 6 Sie 43.16 
Fo Re en ier ae 68.96 
ONIN, en eee tile dials hinl's-og V PAS Ie Aon * SD 86.90 
National Mentbershi® ...; 6... cece 5s ecto y ewe needa cn 52.00 
PE a inc a cach ts aaipiclnd bglitiis 2 <b on'e's'00 da¥+aeEN 80.40 
ee ee A ae a ee eae 26.20 
Beles Ge AE ho:.o Shou itewer 6s scnades yes detent 620.44 














THE AMERICAN ARTISAN 


MORE ELASTICITY IN DATES. 


At the last annual meeting ir St. Paul your attention 
was called to Article 4, Sec. 1, of the constitution, which 
provides that the annual meeting shall be held “on the fourth 
Wednesday of February.” Nearly all of the state associations 
now leave the date open and its selection with the executive 
committee. Under such a provision dates can be made less 
in conflict with meetings of other state associations, thus 
making it much easier for traveling and trade paper men 
to be with us and also giving greater assurance of the at- 
tendance of one or more national officers. There is still 
another consideration. The best railroad rate able 


we are 





J.H. Smith, Mi 


polis, Memb 


Executive Committee. 





to secure is “one and a third” ‘are for round trip. During 
the latter part of winter and extending into the spring, so- 
called “Merchants’ Excursions” are at intervals arranged 
for, with a rate of “fare and a fifth.” Our dates, being fixed, 
and the other schedules being ecither too early or too late to 
be available for our meetings, we are unable to profit by the 
cheaper rates and advantages offered. It is asked that you 
consider the advisability of making the suggested amend- 
ment to the constitution. 


TRAVELING MEN ARE ALL FRIENDLY. 


It is also noticeable that the traveling men in increasing 
numbers pay us the compliment of attendance on our meet- 
ings. They are all friendly to this association and to their 
missionary work in the field we are indebted for a consid- 
erable number of our memberships, and bespeak for them 
your courtesy and co-operation. 


WORK IS BEING APPRECIATED. 


Your president has given much valuable time to the 
interests of this convention, and with the executive board 
and treasurer have at all times heartily responded to all 
demands made upon them. From this point of view it 
seems that association work and Lenefits are each year being 
more appreciated, and it is hoped that in the coming year 
the Minnesota hardware men who have not yet seen the 
light may all be counted as members of that grand organiza- 
tion, the Minnesota Retail Hardware Association. 
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Duerre, Plain View, then delivered the 


Treastrer G. F. 
following 


TREASURER’S REPORT. 


BY GEO. F. DUERRE 


the honor to submit the following 


report of the moneys handled by me the past year: 


Gentlemen—I have 


RECEIPTS. 
1904. 
March 14. Balance received from previous treas- 

urer shed eit ba OE at Ss eid didi A $385.37 
March 14. Received from secretary... 356.46 
March 30. Received from secretary..... 209.54 
May 5. Received from secretary.................-. 48.00 
May 28. Received from secretary.................. 179.59 
June 24. Received from seéretary......... 104.00 
July 23. Received from setretary................. 72.00 
July 29. Received from se€retary............... 87.00 
September 1. Received from secretary...........:. 62.00 
October 3. Received from secretary.............. 72.00 
October 17. Received from secretary.............. 118.33 
November 4. Received from secretary....... 230.67 
December 3. Received from secretary 200.00 

1905. 
January 3. Received from secretary.. 247.00 
February 6. Received from secretary 55.00 
February 11. Reeeived from secretary.......... 34.00 
2,460.96 

EXPENDITURES. 

1904. 
meaveh ‘ad. To Fis Gh Ceeite baie cd cdiee ccs. $10.00 
March 14. Conklin-Zomer Co. 6.70 





W. T. Cowing, Alexandria, Member Executive Committee. 


March 17. Miller-Davis Co. 3.50 
March 23. M. S. Matthews, secretary... 62.80 
April 1. D. H. Evans 46.40 
April 1. M. S. Matthews, secretary............... 39.25 
April 1. W. H. Tomilson 30.85 
April 1. W. T. Commy 54.00 
April 1. C. D. Decker 4.3 38.05 
Aad... ©. Bo Greg Con. . o.. .0.% 4.00 
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Regen. GS, aeeteer: Oa... ee eS 
Pa hs Fale Scent 6 5 Sa oe 
GR a ER eS Se tees | oe ge ee 
April 26. M. S. Matthews, secretary.............4. 
ear, o> Comitiee-Zomet C6. iss. Sac ccaccdavcsess 
May 24. M. S. Matthews, secretary................ 
Pema (8, s/s Bi Caeey +6) ais ongh ody tet osdeaiec¥ans 
re. 2. Collie ome? - GO os Wisin dec dtcvcveed> 
es S.- Be. h, COROPOMh. 2.27. 5s 5. 4:0-y 00 bee bN pe because 
TN ge I Sa FE ee a ay Sa ee a En 
Re ee OE te rn ere 
eee 8 A PE, TRO ek cawces echoed vcs st graces 
June 1. J. H. Smith Waals ow ipiclk'e abate cae aa 
OER Ba’: Gee ee ON wh ody avenue vhs ores bee 
July 24. M. S. Matthews, secretary................ 
ee 0 eke EE seein oi oe nn wwe oot e hen 
wen 2. Combe Pemeee Ca en. cheese occ ceces 
July 26. M. S. Matthews, secretary................ 
Poet. O° Cppebernine So. nna, cadicsayesse 
August 25. M. S. Matthews, secretary............. 
September 26. M. S. Matthews, secretary.......... 
October 5. Miller-Davis Ptg. Co. ................ 
October. 5. Conpklin-Zomer Co. ... 2.2... c.. cee cess 
October 31. M. S. Matthews, secretary............ 
October 31. M. S. Matthews, secretary............. 
November Conklin-Zomer Co. 


November 25. 
December 
December 24. 


8. 


M. S. Matthews, secretary.......... 


Conklin-Zomer Co. 


M. S. Matthews, secretary........... 
December 24. M. S. Matthews; secretary........... 





C. H. Casey, Jordan, Member Executive Committee. 


1905. 


January 11. 
January 11. 
January 2s. 


February 
February 10. 


Conklin-Zomer Co. 
Miller-Davis Co. 
M. S. Matthews, secretary............. 
February 6. Miller-Davis Co. 


G.. Comblaenoreer Coo. oi, ooo nce ca cede ce 


February 14. 


M. S. Matthews, secretary........... 


Dalanée on hiad.:3. iisacitees do iv ack 


21.00 
61.25 
13.50 


58.00 





Geo. Evenson, St. Peter, vice-president of the associa- 
tion, then read the following interesting paper on the sub- 
ject 
WHY SHOULD A HARDWARE MAN BE A MEMBER 

OF THE STATE ASSOCIATION. 





THE SLEEPER. 


About the middle of January I received a letter from 
our secretary stating that I was expected to read a paper 
on the above subject at this meeting. 

I confess that I canont see the necessity, gentlemen, of 





Lewis Gewalt, Breckenridge, Member Executive Committee. 


taking very much of your time in telling you why you should 
belong to this association. Your presence here is evidence 
of the fact that you have already settled the question and 
have found innumerable reasons why -you should be on the 
roll of membership; and any man who has ever attended 
one of our annual meetings who cannot see a multiplicity 
of reasons why he should belong, belongs to a class that the 
association is better off without. He is too foggy for this 
progressive age, and we should allow him to sleep peacefully 
among the cobwebs and dust of his shop, rousing himself 
occasionally long ‘enough to curse his luck because his com- 
petitor, up the street, who is a member of the state associa- 
tion, is getting all the desirable trade of the community. 


AN EDUCATION. 


There is not a man within this hall to-day, no matter how 
far he has traveled in order that he may attend this meeting, 
who cannot and will not receive full returns for the money 
expended in coming. He needs only to walk up and down 
these business streets and note the manner in which the 
progressive merchants of the city of Duluth trim their win- 
dows, arrange their stores, and how they prepare their show 
cards. He need not come near the hall, and yet he will be 
well paid for the trip. The mere getting away from home 
and mingling with the live people of this world will broaden 
and educate him. 

But let him once enter that door yonder and his returns 
for coming at once multiply and magnify. 

MEETS HIS COMPETITOR. 


For example, let us suppose that here is a man that has 











never attended one of our meetings, but the constant invita- 
tions from the secretary become irresistible and here he is 


at the door of the convention hall. He knows that his hated 
rival and competitor is in the hall, because he followed him 
up the street. 

He resolves that he will find a seat in the hall as far 
removed from this man Smith as he possibly can. He 
searches every seat in the hall with a hurried look and finally 
locates him. There -he is; there is the fellow that has been 
trying to drive him off the face of the earth; there is the 
fiend incarnate, and he wonders how the officers of the asso- 
ciation can let a man like that man Smith belong—they 
won't as soon as they learn to know him as he really is. 





Chas. F. Ladner, St. Cloud, Member Executive Committee. 


He starts up the aisle bent on taking.a seat as far removed 
from that man Smith as possible. As he reaches the center 
of the house Smith espies him. “Hello there, neighbor, come 
over here and sit down,” calls his hated rival. He turns his 
face in the direction from which the sound came and there 
is this man Smith, with his hand extended and a look of 
teal friendship upon his face. “When did you come to town?” 
and “Where are you stopping?” “You couldn’t get a room at 
the Spalding?” “What is the matter with you bunking with 
me? I have a room at the hotel and the bed is large enough 
for two.” 
THE QUESTION BOX. 


Jones hears the president announce that there is a ques- 
tion box on the desk of the secretary into which any question 
may be dropped that the members want answered. He re- 
calls some matters that have been bothering him a great deal 
at home, and, borrowing a pencil and paper of the now good 
fellow Smith, he writes out his question and in due time 
the box is opened and his question read. Probably it’s some 
question about how best to make collections or how to handle 
the customer who persists in taking goods home on approval 
and always returning them; or how to bring some of his cus- 
tomers to realize the injustice of sending their cash to the 
catalogue house and coming to him when they want credit. 
At all events, the quéstion is read and to Jones’ astonish- 
ment is answered by Smith, who gives him just the informa- 
tion he has been seeking these many days. And this is the 
John Smith that he had supposed was praying for his death 
or failure. This is the John Smith that he has hated and 
despised these many years. 

Why, gentlemen, that one thing—the finding out that 
John Smith is a good, whole-souled gentleman, instead of the 
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contemptible cur that Jones had always supposed him to be— 
is worth ten—yes, a hundred—times the cost of membership. 

Well, he is glad that he came and he begins to figure out 
how much he has missed by not having attended the previous 
years’ meetings. 

THEY DINE TOGETHER. 

He and Smith leave the hall together and he accepts 
Smith’s invitation to lunch. They discuss the business out- 
look in their home town and they agree upon prices for the 
coming year on a line of goods that they have both been 
selling for years without a profit, and probably the founda- 
tion for a local association is laid; and so I might continue 
the story of Smith and Jones, but I have said enough to 
show you how much a man can get out of a single incident 
if he is a member of this association. 

IN UNION THERE IS STRENGTH. 


I recall an incident that illustrates that old maxim, “In 
union there is strength,” that happened in St. Peter a few 
years ago. We had a dealer in our city who would not join 
the association. He could see no good in it and all the argu- 
ments that I could bring to hear upon him were of no 
avail. 

One day this man came into the store and I could see 
at a glance that he had some trouble on his mind and I 
waited for the explosion. A jobber had sold a customer of 
his 200 feet of hay carrier rope. He had seen the goods at 
the depot with the jobber’s tag and he wanted me to report it 
to the secretary of the association and have the jobber hauled 
on the carpet. “But why don’t you go after them?” I asked. 
“What can I do alone?” he replied. He could do nothing 
alone and still he could see no good in an association. 

ASSOCIATIONS BROADEN, 

Any man who can attend a meeting of this association 
and not be greatly benefited would have to be deaf, dumb and 
blind. 





J. F. McGuire, St. Paul, Member Executive Committee. 


Ask any one of these non-affiliates for their reason for 
not uniting with us and you will get no logical answer. 

One of the best possible reasons why you and I should 
belong to the association is that it broadens us and instead 
of our thinking that our vocation is a drudgery, it becomes 


a profession in which we all take a just pride. It is every 
man’s duty to use every means in his power to educate him- 
self. Isolating oneself from those engaged in the same line 
of business must and will produce business rot. 
SHOULD WATCH THE JOBBERS. 
It is a good plan for the small merchant to watch and 
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imitate as much as it is in his power to do so, the moves of 
the large manufacturers and jobbers. They are associated 
together, not because they are financially better able to absent 
themselves from their business, but because they derive great 
benefit in meeting and exchanging ideas and agreeing upon 
plans for the betterment of the trade conditions. 

Now, while I am dn the floor I want to rap the knuckles 
of you fellows who come to the annual meetings year after 
year and never do other than lend your presence to making 
the meetings a success. You owe more than the prompt 
paying of your dues to the association. Don’t tell me that 
you know nothing that would be of benefit or interest to the 
members. I know better and I know that I could visit your 
store and pick up many good ideas, purely from observation. 

Each and every one of you ought to contribute some- 
thing—some thought or suggestion that will better the life 
of the retail hardware man, something that will make his 
now all too thorny path a little more pleasant to travel. 

C. H. Casey, Jordan, then read a paper, entitled 


“ADVERTISING A HARDWARE STORE IN A 
COUNTRY TOWN.”’ 





A MOST IMPORTANT SUBJECT. 

This subject of advertising is, I believe, one of the most 
important of all matters which a business man must consider, 
for in many ways it involves the vital interests of his busi- 
ness: it is a selling agency, and in a retail business it is prob- 
ably the most important of all the selling agencies of your 
business. 

ADVERTISE IN SMALL TOWN. 

The first question is, does it pay to advertise in small 
towns? The answer to this may be found in the methods of 
the mail order houses. They do not advertise in the large 
cities—-they strike the small towns. They describe their goods, 
not to the city people, but to the people in the small towns 
and country, and they get results. If the retail hardware 
man will take his cue from this and go at the people right, 
mean business in advertising, and make a business of it, they 
will succeed. When the city graft houses stop advertising 
through the territory covered by your home paper, you may 
conclude that advertising in a small town doesn’t pay; but so 
long as they are getting business right out from under your 
noses, getting cash for goods not as good as you sell on time, 
you cannot say that advertising does not pay. The same 
people who are willing to follow their ads. will read yours 
if you give them something worth reading. Put in something 
that means something, keep it fresh, and the results will 
justify the statement that advertising does pay in towns 
large or small. 


PERSONAL VS. IMPERSONAL ADVERTISING. 


There is, however, a vast difference in the style of wri- 
ting an advertisement for a large concern in a large town 
and the local dealer in a country town. The man living in a 
town of 5,000 inhabitants, or less, talks in his advertising 
to people he knows personally, and to people who know him 
personally. The darge retailer in Chicago or New York talks 
impersonally to some hundreds of thousands of people whom 
he does not know, and who do not know him personally. In 
this case it’s the “business” that is addressing the public, 
but in your case it is the “man” that is the chief factor. 
Too many merchants, it seems to me, make the mistake of 
attempting to follow the impersonal methods of the big city 
advertiser. They realize that those big retailers are very 
successful, and that it is their advertising that is making 
them so very largely, and they try to follow their advertising 
methods, which do not fit or apply to the smaller locality 
at all. ’ 

A THING WORTH DOING IS WORTH DOING WELL. 


My belief is, and always has been, that if a thing is 
worth doing at all it is worth doing well, and I believe that 
this applies as directly to the advertising of your store and 
your business as anything one could think of. If you are 
going to spend money at all, spend enough and apply it in a 
way that it will attract attention, or what you do spend will 
be practically a waste. Some people advertise as though they 





felt they ought to help the printer support his family, but as 
a rule those merchants don’t help him much and are very 
much dissatisfied with the results themselves. Advertising 
space in a newspaper is just like plate glass, only different. 
When you buy a large plate of glass you pay more per square 
foot for it than you do if you buy a small one. When you 
buy a large advertising space you perhaps get it a little less 
per square inch than if you bought a small space, but it is 
worth much more per inch to you—that is, ten inches will 
probably be worth to the advertiser three or four times as 
much as a five-inch space. 


SAND IS ESSENTIAL. 


To start right in advertising requires a certain amount 
of “sand.” To put out a goodly quantity of your hard- 
earned dollars that are already safe in your pocket, or in 
bank, and seek in exchange what might be called an unknown 
quantity, takes grit and faith, both in your ability to write 
convincing, pulling ads’ and in the results in dollars and 
cents. Here is, I believe, where many a merchant “falls 
down.” He is solicited by the local newspaper man for an 
ad. He asks what it will cost, and being told, hesitates and 
thinks of how good that money is, of the nice things he could 
buy with it, or perhaps of how hard he had to work and 
scheme to make it, but finally decides to take a few dollars’ 
worth of space and see what he gets out of it. The conse- 
quence is he gets little or nothing in the way of benefit from 
his investment, because he didn’t spend enough or keep at it 
long enough to be noticed. Very often that merchant never 
has the courage to try advertising again, or if he did it was 
in the same half-hearted way, and at intervals so far between 
that his former efforts were entirely forgotten before the 
next one arrived. This man might just as well have cut out 
his advertising entirely, and saved the little money he did 
spend. 


BELIEVES IN GOOD AMMUNITION. 


I don’t believe in going hunting with a cheap shell loaded 
with a dram of powder and half an ounce of shot, but rather 
with one noted for its hard shooting qualities, loaded with 
plenty of the best powder and the right amount of the right 
size shot, and then if you don’t get all the game you see, 
unless you are wrong yourself, you will get a fair share and 
be well satisfied with the sport. 


SHOULD MAKE ONESELF FELT. 


Appropriate enough money to make yourself felt in your 
community, divide this appropriation among newspapers, cir- 
culars, calendars, booklets, novelties or anything else that 
appeals to your judgment as being good, but keep at it; don’t 
let up or all you have spent in the past will soon be lost. 
People forget your business awfully ‘quick nowadays with 
the great volume of advertising matter that is being distrib- 
uted in every way, and unless you hang on with bulldog 
tenacity, you will be “down and out” so far as results are 
concerned. : 


PENNY WISE AND POUND FOOLISH. 


In regard to distributing advertising matter, I think many 
merchants make the mistake of being “penny wise and pound 
foolish.” They buy or get ap a piece of advertising that in 
itself is very worthy, and make the mistake of trying to get 
it into their customers’ hands by handing it to them as they 
come into the store. This soon becomes an old thing, clerks 
get careless, even you forget it yourself, and the result is 
that perhaps not much more than half the edition ever gets 
farther than the office or a shelf under the counter until it’s 
old and out of date. And what you do get out only a small 
fraction is appreciated as it should be, from the fact that your 
customer received it at a time when, to him, he had more 
important things on his mind. If you get up a booklet or a 
calendar that is worth giving at all (and it is useless to get 
any other kind), it is wotth the trouble and expense of 
sending it to your customer through the mail. Deliver it 
right into his house where he is bound to pick it up and look 
it over, and in all probability when he is in the best frame 
of mind. Thus he will form the most favorable opinion of 
you and your business. 

















NICELY WRITTEN LETTERS. 


With such advertising you ought to send a nicely writ- 
ten letter, calling his attention to it, and to any other mat- 
ter connected with your business. I have found this extremely 
good in sending out my annual calendar at the beginning of 
the year. It affords you the opportunity to thank your cus- 
tomers for the business they have given you during the 
previous year, shows that you appreciate it, and you can 
express the hope that their account will be largely increased 
during the coming season. 


HANDING OUT ADVERTISING MATTER. 


I have followed this matter of handing advertising out, 
and know for a certainty that it doesn’t reach the spot as it 
should. You get three or four into one household, and the 
next, a good customer most likely, doesn’t get any, but the 
gutter or the farmer’s old coat pocket does get a good share. 
Of course, you can have some little novelty, such as a pencil, 
or a nice cigar case, or something like that which you might 
keep up your sleeve, as it were, and hand it out at the oppor- 
tune moment with good results. 


MAILING LISTS. 

In my own business I have, and keep up, several mailing 
lists, which we use in sending out advertising matter. We 
have one list that contains the names of the head of every 
family, in the territory from which we draw trade. This 
we use for general advertising, such as circulars and book- 
lets. We have another that contains the name of every per- 
son with whom we have done business, or with whom we 
feel that we should do business, which is used in distributing 
calendars and more expensive advertising. Then we have 
lists of carpenters, threshermen, wellmen, town and school 
officers, etc., and use them when we have anything that is 
especially interesting to them. 


MAKES CIRCULARS OUT OF ADVERTISING. 


One thing I have done, in this line, that all of you may 
not have thought of, is that when I get up an especially good 
ad—one that appeals to a certain class—I have the printer 
take this out (I am speaking of a newspaper ad now), put 
a nice border around it, and run off a few hundred of them, 
then mail them direct to the persons most interested. For 
instance, you get up a good, strong ad on belting and fittings, 
and you mail them in the manner I have described to every 
thresherman, creameryman or millman, in your territory, 
and the chances are you will get good results, and with a 
minimum of expense. 


TRUTH IS THE FOUNDATION STONE. 


The foundation stone of successful advertising is based 
upon truth, This is especially true as applied to the country 
merchant. If we should advertise our wares as does the 
mail order man, I believe that we would not only ruin our 
business but would be handed as an appropriate souvenir or 
fond remembgance a well-fitting suit of feathers, tacked on 
with a good thick coat of tar. Right here, if you will allow 
me to divert from my subject for a moment, is where some- 
. thing could and ought.to be done by our state and national 
lawmakers, to check and stop the false and misleading adver- 
tising of the many concerns that sell through the mail direct 
to the consumer. It is only justice to the legitimate dealer 
who dares not, if he would, use such methods as many of 
them resort to, such as offering “binding” twenty-year guar- 
antees on the cheapest and most inferior goods, with no in- 
tention of living up to it. It would also be protection for 
the unsophisticated ‘purchaser. 


FALSE BARGAINS. 


As I started out to say, make your advertising truthful ; 
do not announce “bargains” in glaring headlines unless you 
have bargains, for perhaps your competitor down the street 
is offering the public the same or better goods at as low or 
lower price, and not making a fuss about it. Your custom- 
ers will soon begin to doubt all your advertisements and even 
your personal talks, and it will leave you in really worse 
shape than if you had not advertised at all. Tell your trade 
just what your goods are and what you propose to do, and 
when the time comes, do it. 
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ARE TOO ANXIOUS TO SELL. 


In my judgment, an error with many merchants who are 
considered good advertisers, is that they show too much 
anxiety to sell. There is an apparent fear that those who 
read may not come to buy: an opportunity lest what the 
advertiser says will not be believed. They assert almost as 
if with tears in their eyes, that “this store is an honest store” ; 
that “people who deal with us will not be cheated”; “we. will 
treat you square,” and other words to the same effect. When 
one is continually bellowing about his honesty it gives you 
the feeling that perhaps it’s just as well to keep one hand on 
your pocketbook and the other on your watch, or even send 
for the police. In other words, honesty rarely needs to make 
an assertion of virtue. You get the public to your store by 
general publicity, and fair dealing, good merchandise, low 
prices will speak for themselves. 

Your show windows are one of your best, and at the 
same time very cheapest advertising mediums, and you ought 
to give them all the time, and what little expense they re- 
quire to keep them in the very best of shape. Keep them clean 
and neatly arranged with seasonable and attractive goods. If 
you have anything new that the ordinary passer-by would 
not understand, put in a card with it explaining it. 


PRICE CARDS. 

Putting price cards in your window, on the average line 
of goods, and naming prices in your newspaper advertise- 
ments, are points in the advertising business upon which ex- 
perts disagree, and you may take my opinion for just what 
you think it’s worth: I have never been much of a hand for 
doing either, and whether I would have been more of a 
success as an advertiser, had I done more of it, has always 
been a question with me. In a country town where people 
usually look around in all the stores, before they buy any- 
thing of consequence, it has always occurred to me that you 
place yourself at a disadvantage by pricing your goods in a 
public way like this. 


YOUR COMPETITOR’S ANSWER. 


When Mr. Customer goes into your competitor’s store and 
asks for the particular article that you have just advertised 
at a certain price, your competitor naturally presumes that 
the customer has seen your ad and price, and he goes to 
work with all his energy to convey the idea that he is selling 
at a lower price than you are; for proof he can point to 
your ad, at the same time quoting a price a little lower than 
you have named. I have known cases where this was suc- 
cessfully worked. I usually watch for such ads that quote 
prices that are about the same or higher than we are selling 
at, clip them out and have them in evidence when the occa- 
sion requires. Then again the intending purchaser will nat- 
urally figure that, as he knows your price on the article 
wanted, it is proper strategy for him to see the other fellow, 
with the result that he may buy before you get to see him, 
while if your ad had contained everything except the price, 
you would surely have had the chance to talk to him, be- 
sides your competitor would not have the proof of your 
price. Certainly, lines that you control or new goods that 
you are just introducing may be priced to good advantage. 
This may work differently in different localities and under 
different conditions, but generally speaking, public pricing has 
ont been a rousing success with me. 


POINTS THAT SHOULD NOT BE OVERLOOKED. 


The way in which to keep your stock and store and the 
manner in which you treat your patrons are points in the 
advertising of a business that should not be overlooked. As 
a rule, people like to buy goods where they are kept in 
nice, clean, attractive style, and will go blocks out of their 
way to get even a small article at a store that is so kept, 
and where they try to make you feel at home and show an 
appreciation of your business. When you advertise a new 
article, and invite people in to see it, don’t act half angry 
because they fail to buy. Show it to them cheerfully, give 
them the glad hand when they are going, impress upon them 
the fact that you are pleased that they called, and urge them 
to come again. Good or bad impressions made upon your 
visitors, at such times, remain in their minds for many 
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months, or even years, and ripen into existence for your 
benefit, or otherwise, when perhaps you least expect it. 


ADVERTISES QUALITY RATHER THAN PRICE. 


In my limited experience I have found it pays best to 
advertise quality rather than price. People who buy goods 
simply because they are low-priced are seldom permanent 
trade: they go where prices are lowest. Such people can 
almost always be fooled on quality, and they usually are. 
If your competitor quotes lower prices than you, such trade 
will go to him instead of to you, and you cannot always be 
quoting lower and lower prices. The store that gets trade 
which is drawn by the assurance and attraction of quality is 
likely to be the one that gets the permanent trade, and the 
permanent trade is the valuable trade. This fact does not 
require argument or explanation to any wide-awake merchant, 
and it emphasizes the importance of talking to your people 
about the goods and the personality of the business. Get 
your reputation established as a dispenser of goods of first 
quality and your path will be easier, your profits more stable, 
and your business more secure. 


CHEAP JOHNS. 


A short time ago I ran across a little piece entitled 
“Cheap Johns,” and while it might not, strictly speaking, be 
considered in an advertising talk, yet to my notion it fits in 
here all right enough, and I have just copied it down: 

“Did you ever know any one who dealt in cheap things 
to make a big success? 


INEXPENSIVE CONVERSATION. 


“The man who hands out large packages of under-done, 
half-baked talk is never called upon to fill a five-thousand- 
dollar-a-year pulpit, or conduct a million-dollar law case, to 
make the nominating speech at a presidential convention, or 
look wise as president of a college. 

“Instead you find him holding down a chair around at 
Jones’ cobbler shop explaining the president’s foreign policy 
to three or four other cheap and idle specimens; and casting 
sarcastic remarks at the idiocy of such a policy. 


CHEAP CARPENTERS. 


Every country town has from one to a dozen cheap car- 
penters. You know them. Their price is fifty cents a day 
below the regular wage. Are they busy? Do you find them 
overloaded with work, with no time to stop on the street 
and gossip, working overtime, doing well and making money? 
You don’t, my friends, you don’t. 


THE HAPPY, CARE-FREE CHEAP MAN. 


But if you will walk over to the creek you will find one 
of those cheap carpenters manipulating a stick, a piece of 
thread, a bent pin and an earth worm. He will have a look 
of transcendent felicity upon His countenance as though he 
were experiencing some of the rich joy which comes from 
duty well performed. And if you ask him ‘what luck,’ he will 
point with a thrill of exultant pride to the pitiful little 
shrunken body of a three-inch Sunfish. 


THE CHEAP MERCHANT. 


“Then there is the cheap merchant. You know him, for 
he has made you gnash your teeth till the edges are worn 
away, and he has caused you to think words that smell of 
sulphur, to make explanations to your customers which drew 
blood and to look pleasant when you longed to take a sharp 
snickersee in your good right hand and bathe its. keen edge 
in.crimson gore. 

“The cheap merchant is the despair of his competitors, 
for he sells goods (or trash) lower than his competitors 
can buy them. He flaunts his ruinous prices everywhere, and 
he has the whole town baftgain crazy. 


HE DOESN’? HAVE THE TRADE. 

“Now, according to the reasoning of many, this cheap 
merchant should have all the trade of his town, his store 
should be the busy mart, his bank account imposing, he 
should wear fine raimant, and fare sumptuously every day. 

“But he doesn’t. 

“People are continually gunning for him because he has 
sold them trash, and trash does not wear. He does not hold 





AND HARDWARE RECORD 


his trade because his goods fail to give satisfaction, and the 
unsalable goods eat into his small profits. 

“Cheap Johns in any line of human endeavor do not pay. 
Don’t try to be one.” 

WEDNESDAY EVENING SESSION. 

The Wednesday evening session was devoted to a meet- 
ing of the Minnesota Retail Hardware Dealers’ Mutual Fire 
Insurance Co. The work of this association the past year 
is embodied in the following report of M. S. Matthews as 
secretary of the 


RETAIL HARDWARE DEALERS’ MUTUAL FIRE 
INSURANCE COMPANY. 





A LIVE QUESTION. 


Hardware mutual insurance is one of the live questions 
of the hour, and probably at no previous time has it been 
given such general attention as during the past winter. Hard- 
ware men generally are alive to the fact that it is the only 
way out; that it is practical, sound and cheap. It has come 
to an increasing number of dealers that as they in all cases 
participate in “losses” and “expense,” why not be “in” with 
the profits as well. Profits in some cases are considerable, 
as witness the recent report of the Hardware Mutual in 
the state immediately to the south of us. This report shows, 
with nearly 500 policies in force during the year 1904, losses 
were sustained to the amount of two dollars and seventy- 
three cents. With the hardware mutuals you participate in 
“fat” year savings as well as “lean” year losses. 


1904 AMENDMENT. 


The amendment last year to “Articles,” permitting the 
insurance of members’ homes and household goods and ex- 
tension of term to three and five years as desired, has not 
been taken advantage of by members as generally as ex- 
pected. You are reminded that the same proportionate savings 
can be made on this form of insurance as on your commercial 
lines. Losses have been unusually severe and numerous the 
past winter, but up to the present time of writing, none have 
been reported for February. The volume of business is now 
so large.and growth so steady that while an accumulation 
of losses cuts into the surplus somewhat, the set-back is only 
temporary, as the financial high-water mark is soon reached 
again and passed. This company now has policies in twenty- 
four states and as it is claimed that well seattered risks are a 
prime factor in successful underwriting it would seem our 
position from this point of view is all that could be desired. 
The “expense” account is again showing the modest figures 
of 10 per cent, and although “losses” reached the unusual. high 
mark of 38 per cent, the business of the company was con- 
ducted on less than one-half of the amount of premiums 
written. 


RETURNED TO POLICY HOLDERS. 


The sum being returned this year to the policy holders 
approximates $15,000, which, in other words, is a net saving. 
As the customary annual statement was mailed to all policy 
holders and to all hardware dealers in Minnesota, most of 
you are probably familiar with the figures, but as they may be 
new to a portion of the audience we will state briefly that the 
income for 1904 was as follows: 


es ge 7 ar arene sy: $34,820.99 
PUOMITNNE. WINN cS ct chads cdc isciccccscceets 42,333.80 
Collections from previous year................+6- 1,127.59 
Receipts from interest..........:.ccccscsssecesens 804.48 

$79,086.95 

DISBURSEMENTS. 

ROE iid Sud Kd nih e tle bein’ 09 o> 0 69 Raven eh caemee $16,028.78 
Returned premiums to policy hoiders.............. 9,614.10 
Cancellations and rebateS...........cessseceeeeece 1,121.84 
IRIE, ahi) i Sulenidcinn camnes Fo dene os shih <netabeel 4,287.50 
Ca MER) us iii5 55 36 Kg Ree e 600 d0< Gees anak dbcde 1,609.98 
Catia Co 6.6. dike das 00S Pasian et os ch vee ddhdet 40,424.75 

$79,086.95 
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Insurance written iM 1904. .......+.se.eeeeeeeees $1,876,680.00 
Senet ME OIE nd v0.05 bccn ntens 602504 4n ta secs 1,787,680.00 
Cash on hand and premiums due...............- 48,034.73 
Liabilities, reinsurance reserve..............-+.- 16,215.38 
Biae Rah BA Oh es 0695 «5 0 6209 chap samcc seat ss 31,819.35 
Ratio of losses to premiums................. «....38 per cent 
Ratio of expense to premiums.............-..-.5: 10 per cent 


Business written in 1905 shows a marked increase over 
corresponding months of 1904. 

Written in January, $158,136, with premiums of $3,262.05. 

Written in February to 18th, $172,500, with premiums of 


$3,824.93. 
February 18, cash with treasurer.................- $43,135.19 
Interest reported from treasurer...........0000000: 82.88 
$43,218.07 
Itemized losses in 1905 are as icllows: 
Miles Hardware Co., Mason City, Iowa............. $ 198 
Bailey & Diebold, Thief River Falls, Minn.......... 1,052.80 
Be is ee ee NS Soo sca ese soSiiccecceccse 1,198.70 
Ole Hantion,, BaMmsOG, Tis Tiss Feri beds oc ce ccc cccee 449.71 
Hanson, Newgard & Hanson, Milnor, N. D.......... 787.06 
E. W. Peterson & Co., Florenee, Wis................ 228.77 
J. M. Kenyon, Maitland, Mo...............+.+++++- 1,490.00 
Hall Bros. Co., Lincoln, Neb. ..........c.e8ceee scene 835.04 
Winkler Bows. Teme; BEM. ooo. oe oc asin secs Secceee 045.50 
$6,980.50 


Although the losses were twice as great during 1904 as in 
any previous year, at the same time each expiring policy re- 
ceived a return premium of 30 per cent of original premium 
paid; an increase of assets was shown to the amount of 
$12,086.15 and an increase in net surplus of $8,878.84. As 
showing the strength of the company it may be stated that at 
the close of business December 31 the net assets were suffi- 
cient to go back and again pay every loss and every expense 
incurred since organization and have money still remaining in 
the treasury. 

MUTUAL INSURANCE IS HERE TO STAY. 


Mutual insarance is*here to stay and it is to be regretted 
that one-third of the association members in Minnesota have 
as: yet seen fit to carry their insurance elsewhere. However, 
it is 2 matter of but a little time, as with the ever increasing 
rebates the appeal will soon be so sirong it cannot be ignored. 
During the earlier days of this company and when its future 
was in doubt much service was 1endered it for which no ade- 
quate refurn was made. At the present time, while in posses- 
sion of no funds which can be squandered, it has ample means 
with which to pay its way. Some of the younger hardware 
mutuals are now paying their officers a small stipulated sum 
for their services and the secretary would here, remark that 
if the president and treasurer of this company were receiving 
similar compensation, he would feel more free to repeat the 
ever increasing calls upon their time. To these gentlemen, 
with the hearty co-operation of the board of directors, much 
of the success of this company should be attributed. The 
“trade” papers also have given us much valuable space, and 
their vigorous support, should receive your hearty appreciation. 


ai, 


DAYTON IS GETTING READY. 








Under cover of Feb. 20 Frank A. Bare, Mansfield, 
O., secretary of the Ohio Hardware Association, is 
sending out the following “stirrer-up” to the trade: 

Elaborate preparations are being made by the Dayton 
people for the entertainment of the hardware men of Ohio. 
A magnificent souvenir of the occasion is being prepared by 
the Dayton hardware men. This souvenir is a work of art 
and reflects credit on the gentlemen who have prepared it. 
Every hardware man will be entitled to one of these ele- 
gant souvenirs. 

A novel feature of the coming convention will be the 
Bureau of Information, an entirely new and unique affair, 
originated by the Dayton hardware men. Every visiting 
member will register at this bureau and at the same time re- 
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ceive the souvenir of the occasion. The many instructive 
and busmMess-like features of this bureau will add greatly 
to the comfort of the members as well as to the advancement 
of the convention. 

The Algonquin Hotel is an ideal place for the head- 
quarters. The management of this hotel is doing everything 
possible to make perfect arrangements for our next session. 

Tuesday evening the delegates and their wives will be 
entertained at the National Theater, where the “Rays” will 
give a splendid performance for our benefit. This noted com- 
pany will present “A Trip Down the Pike,” and as the 
theater will be given entirely over to the visitors, this fea- 
ture will prove an unusually attractive one. 

The trip through the National Cash Register Co., to- 
gether with the banquet in their banquet hall, will be one of 
the valuable and enjoyable features of the coming conven- 
tion. 

The program is a strong one; the social features com- 
plete. Taking it all in all, the Dayton convention will, from 
present indications, be a record breaker. Ohio hardware men 
are very much in earnest in the: association work, and are 
giving enthusiastic support. It is hoped that the large ma- 
jority of hardware men of this state will be in attendance at 
this. convention. 


MEETING SOUTHERN CALIFORNIA’ RETAIL 
HARDWARE AND IMPLEMENT ASSOCIATION. 








At the annual meeting of the Southern California Retail 
Hardware and Implement Association, held in Odd Fellows’ 
Hail, Los Angeles, Cal., recently, the following officers and 
members of the executive committee were elected: 

President—Henry Guyot, Los Angeles. 

Vice-President—W. C: Barth, Corona. 

Executive Committee—T. M. George, Santa Barbara, one 
year; C. W. Damerel, Los Angeles, two years; C. G. George, 
Pomona, two years; H. C. Mayer, Los Angeles, two years; 
F. P. Nickey, Santa Ana, two years. 

Holdover Members—Walter Devore, Ocean Park; A. R. 
McCormick, Riverside; J. F. Dostal, Redlands. 

The executive committee reappointed Kingsley N. Stevens 
of Pasadena treasurer, but deferred appointment of secretary 
until later. 

The work of the past year, and the good accomplished 
was discussed and commended, and the work of the coming 
year mapped out. 


The association expects to secure the services of a com- 
petent organizer to cover southern California in the near 
future, and also expects to secure a secretary who can give 
more time to the work. 


The by-laws were amended so that the annual meeting 
falls on the first Tuesday in December each year. It was 
also recommended that all dues date from December to De- 
cember and that all members be requested to send in their 
dues at the earliest possible moment, that we may get the 
year’s work well in hand. Each member of the executive 
committee as well as the secretary will be supplied with 
application blanks. 


The scale of dues are as follows: 

Stock not exceeding $3,000, $6 per annum. 

Stock not exceeding $8,000, $10 per annum. 

Stock above $8,000, $15 per annum. 

At a meeting of the executive committee H, C. Mayer, 
Los Angeles, was elected secretary. 

The following towns were partitioned to the different 
members of the executive committee. They will call on 
dealers in the near future to solicit for the association: 

J. F. Dostal, San Jacinto, Redlands; A. McCormick, 
Colton, Riverside, Elsinor; W. C. Barth, Corona, San Ber- 
nardino; F. P. Nickey, Santa Ana, Anaheim, Orange, Fuller- 
ton; C. G. George, Pomona, Ontario, Uplands; C. W. Da- 
merel, Pasadena, Monrovia, Azusa, Covina; Tom George, 
Santa Barbara, Ventura, Oxnard, Santa Paula; H. C. Mayer, 
Los Angeles, Long Beach, San Pedro, Hollywood, Whittier ; 
Walter Devore, Ocean Park, Santa Monica. 
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Meeting Indiana Retail Hardware 
Dealers’ Association 





TUESDAY AFTERNOON SESSION. 

President E. M. Bush called the Retail Hardware Asso- 
ciation to order at 2:40 p. m., Feb. 21st, the audience standing 
while America was sung and while the Rev. Neil McPherson 
delivered an invocation. In the absence of the mayor, Presi- 
dent Bush delivered a few well-chosen words of welcome. 

Charles Smith of the Charles Smith Co., Chicago, deliv- 
ered an able talk on 


COMBINATION HEATING. 





SNAGS. 

You men in the hardware business all know that you are 
up against a number of snags and the snags are rubbing you 
pretty hard. In almost every article you handle you are. up 
against it with the catalogue houses. The heating business 
is the only thing they don’t touch you on, and it is about 
the. only thing that is left to you on which you can get a 
fair profit. 

HEATING PLANTS. 

Combination heating is something that fifteen years ago 
was not talked about or known in the United States. 

All the difference between indirect steam and indirect 





President A. N, Shidler, South Bend.) 


water, and a combination of hot air and hot water, is this, 
that with the steam and hot water you carry the heat over to 
the air, and in the other you bring the air over to the fur- 
nace. That is all the difference there is in the matter. There 
is not a steam fitter in America but what knows and would 
admit that the best way to install a steam or hot water plant 
is by indirect radiation. I make this assertion, provided you 
have a properly constructed furnace. I am not talking shop, 
as there are hundreds of good makes. 





There is no other way of heating a residence as satis- 
factorily as with a furnace, provided the furnace is properly 
constructed, of sufficient size and properly installed. But a 
furnace has its limitations. Where the distance is too great 
for a furnace to reach, then the combination of hot water 
in connection with the hot air overcomes the difficulties 
caused by the limitations of the furnace. 


ECONOMY. 


I have not touched upon the matter of economy. A 
saving of 30 per cent in fuel is saved by a combination sys- 





W. P. Lewis, New Albany, Member Executive Committee 


tem. Not only this, but a combination is more durable than 
straight steam or water and it virtually gives the owner. two 
systems, for whenever the hot water part of the system be- 
comes defective the warm air part can still be used. 


PROVED VERY SATISFACTORY TO THE OWNER. 


I will give you an instance in a little town in In- 
diana where a gentleman had built a fine residence and de- 
sired to put in a combination plant, but after discovering it 
would cost him $600, felt some reluctance about incurring the 
expense, as he had already expended a large amount of 
money in other ways. I showed him that with an 
expense of $350 he could heat the principal rooms with hot 
water and the balance with hot air, which he said proved 
very satisfactory to the owner, and produced almost as much 
profit to the contractor as if ke had put in the plant origi- 
nally planned to cost $600. 

It is the easiest thing in the world to get a man to fall 
in with your line of argument when you can save him $250 
by doing so. 


WILL GIVE GOOD RETURNS. 


There is nothing that presents itself to you that is as 
easy to influence people upon as it is to put in a combina- 
tion of hot air and hot water; there is nothing that presents 
itself that has as much good, clean money in—that will 
give you as good returns, and give your customers as 














much satisfaction—as a combination of hot air and hot 
water. 

E. A. Tyler, of the Merchants’ Mutual Fire Association, 
delivered an appeal in advocacy of a bill allowing outside 
mutual fire insurance companies te do business in Indiana 
and introduced a resolution in support of the bill. This 
resolution was carried, 

The secretary then read a nimber of communications 
from absent members, all sending words of good cheer. 

Secretary Corey then addressed the convention, telling 
of the good work which had been cone by the retail hardware 
associations all over the country, and electrified his auditors 
by announcing that Indiana had one of the best and strongest 
associations of any of the states. He told how the National 
Association had grown and prospered and now comprised 
eighteen states, with over 5,000 members, and harmony all 
along the line. He stated that the prospects were very en- 
couraging and that more would be accomplished in the fu- 


ture than in the past. He told low the National Jobbers’ 





J. L. Fulton, Portland, Member Executive Committee. 


Association and the Hardware Manufacturers’ Association 
had joiried issues with the National Retail Hardware Deal- 
ers’ Association, and that the three were working in unison. 
.He stated that 600 hardware inanufacturers were now in 
accord and were assisting in controlling catalogue house 
competition. 

President Bush then paid a glowing tribute to the energy 
of the traveling men throughout the state, who had exerted 
themselves on behalf of the association in gaining new mem- 
bers, and in behalf of the association he thanked them and 
hoped for their co-operation in the future. 

A. N. Shidler, of South Bend, Ind., then delivered an 
address on the topic, 


ON WHICH ITEM DOES THE SUCCESS OF A 
RETAIL HARDWARE . BUSINESS HINGE? 
IS IT QUANTITY BUYING, DISCOUNTING 
BILLS, ADVERTISING, OR WHAT? 





DECISION IS ESSENTIAL. 

In its broadest sense, success, whether it be mercantile 

or professional, depends on an intelligent and decisive dis- 
position of a subject when presented. If I ask my attorney, 
“Ts it lawful in Indiana to file 2 lien on property sixty-three 
days after the work on the house is practically completed?” 
and he says, “No, it is not,” I am satisfied; if he says, “I 
am not quite sure, but will telephone you at 2 p. m.,” J am 
satisfied; if he says, “Why; yes, } think probably it would 
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stick,” satisfied and have no confidence in him. 
He has made no decision and g:ven me no information, not 
even an opinion. ‘When 1 Mr. Black a cast iron 
hammer for twenty-five cents, he says, “This is guaranteed?” 


I am not 
show 


I say, “No, sir; it is cast iron and you may break it in driving 
a 30 D nail.” If Black takes the will never 
return it if it breaks. If I had said in reply to the same 
question, “Well, I think you will find it all right,” three out 
of six broken. There is no 
better time to settle this return problem that at the time of 
the sale, and 
cisive. 
Business success depends on the following items. 


hammer he 


would return the hammer if 


iS SO casy to prevent annoyance by being de- 


All are 
of importance and, in my estimation, in the order in which 
they are named: Attentiveness to business; buying, which is 
divided into, adherence to certain lines, selection, quantity, 
quality, price, and keeping up stock; marking of goods; cred- 
its and collections; display, including windows; 
and cash discounts, 


advertising ; 


ATTENTIVENESS fO BUSINESS 


This I consider of most vital importance. No battles 
have .ever been won without a leader. If you say to your 
help and the public by your actions that you are at the store 
at 7 a. m., be there and stay there unless business calls you 
away (and too many men are inclined to think business calls 
them away when it does not), then by all means leave in- 
structions where to be found and when you will return, then 
your call to do and the 
traveling man, who is your best friend, can depend on seeing 
you when he calls. You cannot drive fast horses and auto- 
Do not understand 


patron knows when to business, 


mohiles and conduct a hardware business. 





Secretary-Treasurer M. L. Corey, Argos. 


that I do not favor vacations. I can catch as large a fish 
or shoot as many ducks as either Push or Corey. 
BUYING, 

Whether for a large or small business, deserves more atten- 
tion than is generally attributed t» it. A line of goods should 
be carefully selected, giving close attention to the size, dif- 
ferent qualities and comparative prices of a line, 
and when the line has been determined on, then buy just as 
much of this particular manufacturer's make as is consistent. 
By this I mean, buy your four and fifteen-dollar mower from 


similar 
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the same manufacturer, and when you run out of a size, don’t 
buy the same size of some other make because some one 
offers it for sale, but send in 2 mail order and establish a 
business on this line. You know then what you are selling, 
your clerk knows what he is selling. You say to Smith 
that Jones, his nearest neighbor, has one, and Smith will 
remember that Jones has had no trouble with his machine, 
and the sale is made. 

Apply this to your entire puichases and use your best 
judgment in selecting quality as well as quantity. With 
the present opportunities to buy goods and facilities for 
transportation, I would say most emphatically, buy in small 
quantities and often. The goods cre always bright and fresh 
and with the same investment you are able to show a much 
larger variety. 

QUALITY. 

As to quality, I cannot express my views better than 
in the words of E. C. Simmons, “Recollection of quality re- 
mains long after the price is forgotten.” 

The old adage, “Goods weil bought are half sold,” is 
true, and while it means much more than the mere price 
paid, the price should be given close attention, and the way 
to secure the best price is to follow the foregoing sugges- 
tion and confine your purchases of a line to one manufacturer 
or jobber, and if his books show at the end of the year that 
your purchases have reached a certain amount, you are en- 
titled to a rebate or better price for the ensuing year. 

KEEPING UP STOCK. 


We keep up stock in the general way, namely, by using 
the want book, and by keeping cverlastingly at the help to 
record what they know is short. To keep closer tab on the 
fellow who forgets to use the want book, his number. is 
placed before each item which he records, and if No. 6 never 
discovers any goods short, the want book indicates it. In 
addition, if we buy tin ware, wire goods, granite ware, 
cutlery, or what not, we begin with page one in the catalogue, 
and when through we have noted every item the manufacturer 
makes, as well as having noted the amount of every item on 
the shelf and attention has thus been given to every item 
we carry, a3 well as every one we should add. Do not always 
wait for the salesman. It requires but a few moments to 
list the stock of nails, shoes, wire cloth, or wheelbarrows, 
as well as the paring knives, .22 shorts, and fish hooks, a 
few more moments to make up the order and have the goods 
coming. Gentlemen, you cannot expect to increase sales and 
meet competition at home and from catalogue houses if ou 
do not have the stock. It is not always the price that sells 
the goods or establishes the reputation; but if you have 
taught the public to say “You wili find it at Smith’s,” your 
business is on Easy Street. 


MARKING COODS. 


A great deal of care should be taken in marking goods. 
Always keep in mind to mark them at what they will bring 
regardless of the percentage of profit. No more serious mis- 
take can be made than to decide that this line must carry this 
percentage of profit and that line another. Goods should 
be marked just as soon as opened and then place the cost 
and selling price on every item, even to every pocket knife 
and the blade of each carver or butcher knife. Then you 
know the new man is not selling a fifty-cent knife for twenty- 
five cents because it might be lying on a twenty-five cent box. 

I shall not comment on selling or advertising for the rea- 
son that both are touched through this entire paper, and time 
will not permit. 

CREDITS DESERVE CAREFUL ATTENTION. 

Credits and collections of any business deserve the most 
careful attention. You must learn to say “No” when there 
is a question about the customer’s ability or desire to pay. 
Better have him angry before he gets the goods, for he 
surely will be afterwards. It is so easy for men to get cross 
when they are not inclined to pay. 

BAD ACCOUNTS HAVE DECREASED. 


On the first day of every month, our bookkeeper lays 
a statement of every ledger account on my desk. These are 
assorted; part are mailed, some ere handed to the collector, 





who is one of the.clerks, who presents it in person; to some 
are written a request and others « demand, others are tele- 
phoned, and we always follow up the promises. In making 
an account we invariably arrange for a time when it is to be 
paid, take the party’s exact name and address, and if he 
does not meet it as agreed, we remind him of it through 
the mails. With this method, which has been followed two 
years, bad accounts have been decreased very materially. 
THE BEST ADVERTISING. 

The proper display of goods is the best advertising I 
can suggest. Goods must be arranged in classes and sizes, 
each class graded and the smallest always nearest the en- 
trance, with the larger in the :ear; then all may be seen 
at a glance by the person entering. 

We are at a loss to know why the department store 
and nickel and dime store have taken so much of our busi- 
ness. It is not because of the orice of the stock, but because 
they place nearly every article on a table. Then it is kept 
well dusted and systematically irranged, with the price at- 
tached in plain figures, and the table becomes the silent 
salestnan, the clerk merely takes the order. The average 
hardware man puts his on the shelf and when called for 
reluctantly digs it out. 

A CONSTANT EXPOUNDER. 


An advertising value can hardly be placed on the window 
display. It is, if you please, a constant expounder of the 
firm, its management, stock and gencral character. A window 
filled with vises, horse pokes, a few granite kettles, a board 
of pocket knives, and a double-barreled shot gun, would at- 
tract the attention of neither the mechanic, farmer, small 
boy, housewife, nor the sportsman. The window should be 
changed and washed once a week, and that this is never neg- 
lected, a certain day should be set apart for it, and let the 
help understand to do nothing cutside the necessities until 
this is done. Begin it early in the morning and do not keep 
the window torn up in the afterncon. 


CASH DISCOUNTS SHOULD BE TAKEN ADVANTAGE OF. 


No business man can afford not to take advantage of 
the cash discounts. While the amount of discount will very 
nearly deliver the goods, and is at the rate of 12 per cent on 
general hardware, when money is worth 6 per cent, this is 
not all. You establish a credit which nothing else can give. 
The unpaid bill file is not filled up and you know just what 
you owe at all times and thus lighten the burden of your 
business. But you say you have no money to do this. Then 
borrow a thousand for sixty days and give careful attention 
to collecting and buying, making quantities just as small as 
possible. The quantities of your purchases must be regulated 
by your ability to pay. 

An impromptu discussion then ensued in which some 
very amusing ‘anecdotes were related, after which the con- 
vention adjourned at 4:30-p. m. 

WEDNESDAY MORNING SESSION, 


The Wednesday morning session was called to order at 
10:20 a. m., by President E. M. Bush, Evansville, who’ an- 
nounced the following committees: 

Committee on Resolutions: M. L. Lewis, Marion; H. P. 
Townley, Terre Haute; Mr. Weaver, Ligonier; Mr. Creede, 
New Albany; Mr. Held, Oakland City. 

Committee on By-Laws: Mr. Gardner, Monticello; Mr. 
Smith, New Ross; Mr. Cote, Xokomo. 

Committee on Auditing: O. E. Lang, Mishawaka; S. L. 
Olher, Roann; Mr. Hubbard, Scottsburgh. ; 

Committee on Nominations: C. A. Ellis, Carlisle; Geo. 
New, Burton; Albert Deprese, Shelbyville. 

Committee on By-Laws: Mr. Gardner, Monticello; Mr. 
Scott. Muncie; Mr. Price, North Liberty. 

Committee on Grievances: (Chas. Frame, North Man- 
chester; Mr. Shanklin, Frankfort; Mr. Slater, Argo. 

President Bush then read his 


ANNUAL ADDRESS. 


GREATER PROSPERITY THAN EVER IN 1905. 


Though not visibly depressed by these things, the business 
of the past year did not go forward with the increased volume 
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and profits of its immediate predecessors; but we have every 
hope and expectation, justified by present indications, that the 
wave of prosperity which was held back by these two great 
events of absorbing national interest, gaining volume by its 
halt of 1904, shall roll through 1905 with increase and profit 
for every man who is ready to take it at its flood. The gen- 
eral feeling of the business world to-day, as I gather it, is 
that we held our own in the year past and have stored up 
energy, enthusiasm and resourceiulness with which to tackle 
the business of the year whose work lies before us. 
PROGRESS OF THE ASSOCIATION. 

I can with pleasure congratulate our association upon its 
progress during the past year, especially upon its increased 
membership—in round numbers 150—making us now about 
600 strong. Very few have fallen from the ranks, which 
proves that the up-to-date men of to-day know a good thing 
when they find it. A notable feature of this year’s increased 
membership is that it brings to us many who have just em- 
barked in business, or who have moved into hew and com- 
modious quarters. Those are tlie kind of men who make 
good members—the men who are going ahead, reaching out 
and growing. They want everything at their command, which 
will better equip them for business life. 


RECOGNIZES NEED OF ASSOCIATION, 


A man of this kind recognizes his need of this associa- 
tion and that it is his privilege as well as his duty to join 
our ranks. Six hundred men of push and purpose mean 
something; 600 hardware men, alert, up-to-date, banded 
together in their push and purpose, means power—power 
for the advancement of their own business interests and the 

*interest of the communities in which they live. But there 
are men and men; there are even hardware men and hardware 
men. You would think that such a live, interesting business 
as hardware would keep any man awake, but there are Rip 
Van Winkles in the trade—men who say “I have run my own 
business for forty years and can ccntinue to run it without 
the assistance of associations.” Judging from the appearance 
of their store and methods they may have been running 
them for 400 years. This kind of dealer is drying up—falling 
by the wayside; a more progressive element is pushing him 
on to his own dust laden shelves. The old saw that it takes 
all kinds of people to make up a world is my only consola- 
tion when I meditate too long on the hardware men out of 
associations. They are not all asleep—some are only in- 
different; some are selfish. To the indifferent merchant let 
me say, learn what association work has done and is doing; 
learn at the same time what cataloguers are doing to you. 
To the selfish man—“Do you fear to lose what knowledge 
you may impart to us? You will gain much more. There 
are 600 of us and only one of you.” Every associate member, 
I heartily believe, will join me in saying that his association 
work in its knowledge gained of ways and methods, of dan- 
gers to avoid and new paths to tread, of men and of times, 
and especially of hardware, in its pleasant, profitable hours 
together and the true friendships formed, has proved of in- 
calculable value to him. 


DEALERS SHOULD KEEP UP WITH BAND WAGON. 

We 600 members of the retail hardware association of 
Indiana march to a quick step that must leave behind the 
sleeper, the indifferent laggard and the man too selfish to 
keep step with others. We want with us every hardware 
retailer who can keep up with the band wagon. A lively step 
it is, but it means business success as its goal, and we will get 
there. 

FACTORS IN TRADE EDUCATION. 

Our trade papers are a great iactor in our education. Rip 
Van Winkle is too fast asleep. Mr. Indifference does not 
care enough, and Mr. Selfish is a little too stingy to pay for, 
to read and digest these papers. So much do I believe that 
our associations and our trade papers are the great factors 
in our development and training to the level we must reach, 
successfully to combat the adverse influence in our business 
life. So much do I believe in these factors of success that, 
as your retiring presiding officer, I would rather leave among 
you as the impress of my efforts in your behalf growth in 
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the direction of these two great factors for good than in any 
other direction, and just as far as I have done this, in just 
so far has my labor among you made for success. 

It is unnecessary for me to give you a resume of our 
year’s association work—that comes to you from other sources 
—but of a few important steps I have a word for you. 

JOBBERS’ POACHING. 

One cause of the formation of this association, as you 
well know, was the aggression, the poaching by jobbers upon 
the legitimate fields of the retailer—selling in many cases 
directly to the consumer and to dealers in other lines, goods 
which belong to the hardware line. Were this small begin- 
ning the end who would complain? But before any other 
than himself is aware of it the outside dealer has added, to 
one item after another, until he nas a department of profitable 
hardware, which he buys to sell a little lower than the le- 
gitimate dealer and so advertise his other lines. This is deli- 
cate ground I tread. The defense is made that these firms 
will handle these lines, that if aot sold by the near-by jobber 
there are other sources of supply. As hardware men do not 
want to be picayunish, narrow-minded, we do not register a 
very vigorous objection, but does it encourage a dealer to in- 
crease his business with the firm whose private brands of 
goods he finds advertised and displayed in the windows of 
department stores and pawnbroker shops? Much of this an- 
noying work comes through the efforts of traveling men to 
make good records for themselves, increase their commis- 
sions, etc. Not enough effort is made by heads of firms to 
learn if these are legitimate chaunels of trade. One of our 
association recently met for the first time the head of a firm 
of whom he was a customer and in the course of conversa- 
tion remarked upon this firm’s representative soliciting trade 
from pawnbrokers. This the gentleman emphatically denied, 
but being convinced of his statement by our member assured 
him that such sales were contrary to the rules of his house, 
and these rules have since been enforced. So I suggest to 
other dealers in Indiana who may know of like sales to pawn- 
brokers, etc., to report such work to heads of firms from 
whom they will doubtless receive relief. 


JOBBERS’ SALES TO GROCERIES. 


The hardware retailer is also annoyed and hampered by 
those jobbers who sell staple and seasonable goods to grocery 
stores, building hardware to »laning mills, etc. All these 
things curtail the business of the legitimate hardware retailer 
—the jobbers’ best customer, who has a just right to protest 
and seek to stem the growing evil. If such houses must have 
and will sell such goods, let them be forced to purchase 
from others than hardware jobbing houses who insist that the 
manufacturer maintain a differential in their favor and against 
the interests of the legitimate hardware dealer, yet leaves 
him to meet and combat this outside competition, which the 
jobber himself has assisted in building up. 

DISCUSSED INSURANCE. 

The only executive committee meeting since our last 
convention was called in July at the Grand Hotel of this 
city to consider the question of insurance. 


THE CATALOGUE HOUSE QUESTION. 

While many other matters in association work have re- 
quired our attention and enlisted our interest, the most ab- 
sorbing topic since last spring has been the catalogue house 
question—this paramount cause for the formation of retail 
hardware associations—the burning question in all discussions. 
Many joined with the thought that to be rid of this evil 
we had only to meet and resolute, bring the matter to the 
attention of the jobbers, secure their aid. They would in- 
fluence the manufacturers and presto—no cataloguer; all sun- 
shine. Gentlemen, we could resolute till the cows come home 
and resolute again. Many have grown discouraged—have 
been ready to give up, but these were years of preparation 
in which we have strengthened our organizations, learned the 
lessons of unity, fidelity and continuity of purpose and ef- 
fort—years which have tempered our feeling, enlarged our 
vision and our horizon; so that row when the critical mo- 
ment is here, we can in the most sane manner, with justice 
to all, form our plans and exec'tte them. 
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ONLY THE MARBLE HEART. 


For the most of these years the jobber had for us only 
the marble heart, but as time went by and our association 
gave utterance to no communistic, populistic, dynamitistic fire- 
eatingistics, our friend Fernley inere took his life in his hand 
and ventured among us—a gentle soul, but nobly brave, built 
to’ withstand wrath if wrath must come, but of the joyous 
nature of a little lamb. He came, he saw, he heard, and 
found we had not beat our ploughshares into swords, but 
only to prevent catalogue houses cutting the life and profit 
out of these same shares and their ilk when it came to selling 
them. The visit bore good fruit. Before long, the president, 
secretary and executive committee of our national associa- 
tion were invited to meet in conference a like committee from 
the National Jobbers’ Association. This committee then in- 
vited several leading manufacturers to confer with them, 
with the result that some manufacturers declined in future 
to sell their goods to cataloguers, while others insisted that 
their houses advance to some extent prices on such goods of 
theirs as they sold. 

FORMATION OF JOINT COMMITTEE. 

Then came the meeting at Atlantic City a year ago last 
November, when National Secretary Corey’s address before 
the manufacturers on selling catalogue houses helped the 
good work along, and the officers of our national were in- 
vited by the national jobbers to confer with them again and 
with manufacturers on this momentous question. We owe 
much to the trade papers who zave their valuable space gen- 
erously to the discussion of this subject and emphasized it 
by able editorials. 

In the city of St. Louis, June last, was formed the Whole- 
sale and Retail Hardware Joint Committee, consisting of five 
members of the National Hardware Association, two of the 
Southern Jobbers’ Association and five of the National Re- 
tailers’ Association. We are honored in having with us to-day 
the three officers of this committee—men of such standing 
and caliber and such undoubted sincerity of purpose, that we 
may well take off our hats to them and trust in full content 
to them the guidance of this difficult matter. 

ERRONEOUS ILEAS. 


I deem this a proper time and place to set aright certain 
erroneous and mischievous ideas which have crept into the 
minds of some contributors to the trade papers. The idea 
which I consider especially pernicious is that of a boycott 
in connection with this matter. No greater error could be 
made, for at no meeting that I have ever attended has such 
an idea ever been discussed. Not for one moment would it 
be tolerated by a body of intelligent hardware men. Those 
who have dressed up this bogie for public inspection must 
have made him out of their own fears and knowledge that 
their goods had not so ready a sale among retailers as in 
former days. 

A BOGIE OF FEVERED BRAINS. 

Gentlemen, this bogies of these fevered brains teaches its 
own lessons. Boycott there has not been, is not and never 
will be; but jobbers as well as retailers know just as soon 
as an article or brand of goods becomes, by reason of the 
price at which he must sell it, unprofitable to the seller, that 
man is a fool who does not drop it as soon as possible and 
push its fellow, in which he finds a living profit. Gentlemen, 
we are in business for the money there is in it; will we 
make it selling goods in which there is no profit? 

PROFIT IS LIFE BLOOD. 

When a manufacturer, utterly indifferent as to the price 
at which his goods are to be marketed, sells to catalogue 
houses, need he be surprised? Has he any right to cry “boy- 
cott,” when jobber and retailer cease to sell his goods which 
both must handle without profit? Profit in selling goods is 
the life blood of both wholesaler and retailer, and if to keep 
this blood in his veins the merchant must needs change food 
and climate, who shall condemn him? _ We as merchants 
resent the imputation of boycott and urge that the distinction 
between it and self-preservation be understood and proclaimed. 

MANUFACTURERS HAVE MUCH TO LEARN, 


Many manufacturers have net yet learned that the cata- 
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logues of the two great houses of Chicago are in the hands 
of, or accessible to 85 per cent cf the farming communities 
throughout the west and middle west, to a moderate extent 
in the east, and to almost as great a degree among the city 
consumers as well. Nor do they iealize that once introduced 
into a community these catalogues practically establish the 
prices at which articles must be retailed. The retailer is 
forced to get away from handling goods priced in catalogues 
at killing prices. When the manufacturer selling to cata- 
loguers finds his sale of goods to jobber and retailer decreas- 
ing, shall he cry boycott? Rather let him learn at what price 
his goods are being sold by the cataloguers. Let him put 
himself in the retailers’ place and study the situation. Away 
with the idea of boycott. ’Tis an insult to our intelligence. 


MANUFACTURERS VIEWS OF CATALOGUE HOUSE QUESTION. 


The catalogue house question Las been discussed so much 
in retail organizations that one fczrs to broach the subject, 
for it is almost impossible to say anything upon it without 
repeating what others have said before. I only wish the 
whole subject were as thoroughly uaderstood by all the manu- 
facturers of the country. Some, to the amazement of retail- 
ers, appear to know absolutely nothing about it. Others have 
conceived entirely erroneous ideas regarding it; others appear 
indifferent to the whole subject, apparently thinking that all 
they have to do is to market their goods regardless of con- 
sequences to themselves and others. Still others appear to 
think that the whole matter is only of passing interest, and 
that it is impertinence to raise the question with them at 
all. Then there are those who saw the evils that would fol- 
low years ago and were wise enovgh never to become en- 
tangled; others who have more recently realized its dangers 
are willing to help in curtailing its baneful effect and pre- 
venting its further spread. I have faith, when its influences 
for ill are generally understood, that all can work together. 
I have in mind, when saying ihis, not every manufacturer 
of hardware, but those of standing and influence in the 
hardware world. Manufacturers of goods of minor conse- 
quence or of cheap and inferior quality will seek markets 
for their wares wherever they can be found; but I believe if 
dealers will stock new goods and novelties and display them 
they can go far toward satisfying manufacturers to confine 
their sales to legitimate channels, and at the same time keep 
their customers at home. Having for sale what the trade of 
a community demands is a good business qualification and 
something we will all have to acquire if we keep up with 
twentieth century progress. 


PRIVATE BRANDS. 

Jobbers’ private brands have iecently been receiving con- 
siderable attention through the trade press and convention 
discussions. Gentlemen, it is “frenzied merchandising” for 
manufacturers to sell their establishéd brands to cataloguers 
who use them as leaders to exnloit goods with which the 
public is not so familiar. The joober in his turn is compelled 
to have private brands and the retailer, glad to find goods 
not cut to death by the mail cider houses, accepts their 
sale, advertises and pushes them, and there are-many mer- 
chants who will testify that this biings good results and per- 
fect satisfaction to customers. Of course no merchant could 
afford to sell any old private brand simply to be enabled te 
make a large profit. The goods must have merit before he 
can afford to touch them. More and more is he being forced 
into the use of private brands, and I hope to hear this sub- 
j2ct thoroughly discussed by the membership. 


PRIVATE BRANDS ARE INCREASING. 

If you have studied these catalogues for several years 
you will see that their lines of private brands are rapidly 
increasing, and it seems to me the most “frenzied” of “fren- 
zied” merchandising for manufacturers to destroy the sale 
of their established brands with the jobber and retailer by 
lending their brands to the up-building of the mail-order 
house, which all the time is increasing its own “private 
brands.” 

TIME FOR DONNING ARV.OR AT HAND. 


Some of the discussers of this matter seem to think the 
retailers of the country are in small business attacking only 
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two houses of this kind located in the far west; but first, 
who were the aggressors in this controversy? For evidence, 
scan the pages of these catalogues from theit first issue. Is 
it not high time the retailer we-e donning his armor for 
battle? 

And, gentlemen, if two houses so demoralize prices 
throughout the country, what if iorty or more sprang into 
existence? What if a “merger” then makes it possible for 
these gigantic octopi to start factories of their own and with 
their hundreds of arms drag down the manufacturer to their 
own dictation of prices? Does tiis seem impossible in an 
age of colossal enterprise such a» this? 


MANUFACTURERS’ FEARS. 

Many manufacturers seem now to fear that should they 
refuse to sell these houses, they will immediately start fac- 
tories of their 6wn. “Not yet, gentlerfien, not if they be now 
checked, for only a few lines do they sell to-day in such 
volume as to justify factories of their own or taking the 
entire output of other factories, but help them to multiply 
their numbers and these fears nny well be realized. When 
the merger or syndicate cf mail order houses comes into 
existence, as we now have the syndicate ten per cent stores, 
then look out. The only sane thing for the manufacturer 
is to impede rather than help tne mail order house. As has 
been truly said by others, the two systems of business cannot 
exist side by side; one or the other must succumb. 

NO MILK AND WATER. 

If this new system of merchandising promises more of 
contentment, happiness and prosperity for this broad land of 
ours, by all means let us assist rather than retard it. If we. 
the retailers and jobbers, are wrong, let the manufacturer 
show us our error—but away with a half-hearted, milk and 
water advocacy or disapproval of it by any and all concerned. 
There are certainly brains enough in the hardware trade of 
this country to settle this question and settle it right. Why 
should a house be divided against itself? Such a one will 
surely fall. 

MARKET LESS THAN FIVE PER CENT OF HARDWARE. 

With every advantage given mail order houses by the 
manufacturer, I venture to say they take scarcely two per 
cent, certainly less than five per cent, of their output in tool 
and hardware. Yet this small per cent of business is permitted 
to demoralize legitimate trade and set prices for the remaining 
95 or 98 per cent. This is manifestly unjust. They misrepre- 
sent many goods, defame and abuse the retailer and jobber. 
They tend to destroy the small znd independent merchant— 
the backbone of village and town—and to centralize more and 
more business and population into already congested centers. 
Is this for the prosperity of America? 

THE PARCELS POST. 

This system is also the strongest advocate of the parcels 
post measure—that most vicious of paternal and class legisla- 
tion.. The mail order houses are a convenience for the thinly 
settled sections of the country. Does it add to the prosperity 
of their districts to do their shopping and send their money 
to the large centers of trade? ‘hey are also an accessible 
depot from which can be procured articles useful, but in such 
slight demand that they are rarely carried by the retailer, 
and here we are somewhat in the wrong. If the jobber and 
retailer wil! stock such articles, though they may be of in- 
frequent saie, be content with a small profit, or make them 
staples in the. line, even that use for a catalogue house will 
be eliminated, and we be better able to keep our trae at 
home. You are aware that some leading manufacturers have 
refused to sell these people their goods in future, and in 
some lines these two houses have retaliated by cutting the 
prices of certain things lower than ever. Just what action 
should be taken by retailers in suck cases is certainly a good 
subject for discussion at this mecting. 

MORE FRIENDLY PELATIONSHIP. 


The retailers of this country zre to be congratulated upon 
the fact that these three’ associations, the manufacturers, 
the jobbers and the retailers, have been brought into closer 
and more friendly relationship. Greater progress has been 
made in this during the past year than ever before. The re- 
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tail members of the wholesale ani retail hardware joint com- 
mittee were the guests of the national jobbers’ association at 
Atlantic City last November, and with the jobbers were in- 
vited by the manufacturers into an open meeting for the 
discussion of subjects in which these three factors are in- 
terested. The hardware manufaciurers’ association and the 
national hardware association have received from us invita- 
tions, which they have accepted, to send representatives to our 
national meeting in Minneapolis next month. This fellowship 
and affiliation cannot but be beneficial to all. 
ALL HARDWARE DEALERS SHOULD JOIN STATE ASSOCIATIONS, 


As I said before, I would =hat every hardware merchant 
in this land were identified with a state association and read 
and heeded the advice and teachings of one or more trade 
papers, that they might be brought to realize, that we cannot 
conduct business to-day as did our forbears; that w succeed 
we must be alert, ready to profit by our own and others’ 
experience. However much association work in all its de- 
partments may do, the indifferent, the selfish, the laggard, 
must be left behind. Ephriam is joined with his idols, let 
him alone. 

CONFERRED. 


THANKS FOR HONORS 


I desire to express to this association my thanks and 
appreciation for the honor you conferred upon me two years 
ago and renewed last year. These years as your presiding of- 
ficer have brought friendships ainG acquaintances that will 
always remain garden spots in my memory. These years 
have also brought to me experiences that have broadened my 
vision, tempered my views, and im every way made me more 
of a man, more useful to myself, and, I hope, more useful to 
this organization and to all with whom I come in contact. 

It was listened to with rapt attention and greeted witih 
prolonged applause. 

\ recess was then taken while the room was ventilated, 
after which a retiring Missourian, too modest to have his 
remarks reported, occupied the attention of the convention 
for forty minutes. 

T. James Fernley, secretary-treasurer of the National 
Hardware Association, then addressed the assemblage. He 
complimented the association upon its substantial growth, 
and conveyed to them the fraternal greetings of the National 
Hardware Association, telling his auditors that the interests 
of the hardware jobbers and retailers are interwoven. He 
then recommended that the retailers patronize members of 
the National Hardware Association, which was composed of 
jobbers who are all friendly -to the organization of retail 
hardware associations, and intimated that he would furnish 
the names and addresses of all of the jobbers who were 
members of the National Hardware Association. He antag- 
onized the parcels post and believed it to be to the best interests 
of the country that one-cent postage be established in prefer- 
ence to a parcels post. He assured the retailers that his 
organization was opposed to selling hardware to. grocers, and 
with a few witty stories expressed his belief in the efficacy 
of advertising. 

The convention adjourned at 12:15. 

WEDNESDAY AFTERNOON SESSION. 

The assemblage was called to order by President Bush 
at 2:15, and the report of Secretary M. L. Corey, Argos, was 
read as follows. 
especially that paragraph which informed the association that 
110 traveling men had enrolled themselves as associate mem- 
bers at this meeting. 


SECRETARY’S REPORT. 


The report was greeted with much applause, 





COREY IS SPARED. 

For the last two years President Bush has in his report 
(entirely without provocation or justification) given me a 
public lambasting at the conclusion of his report. I had fully 
intended to get even with him this year, and he knew it. 
However, three weeks ago I found I had attempted more than 
I could manage, so I called upon Bush for assistance. His 
dnswer was,that if I wouldn’t tell of his waywardness and 
shortcomings he would assist me. Well, what could I do? 
He had the advantage of me and I promised. I can’t break 
my word—my tongue is tied. Gentlemen, you can’t imagine 
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what I should have said. It was enough, however, to put him 
on the rock. Seriously, President Bush nas been one of the 
ablest, most energetic, prompt, wide-awake presidents any 
association could have. He has watched your association’s 
interests as closely as he has his own and is most justly en- 
titled to all the honor and preference you have shown him. 


A MOST SATISFACTORY YEAR. 


In many respects the past year has been the most satis- 
factory one in our association’s history. We have added more 
new members; we have had less number of complaints; our 
own members have manifested greater interest and have 
given more assistance; relations with manufacturers and job- 
bers are friendly and there is a growing disposition to recog- 
nize and inquire into conditions that affect the retail busi- 
ness. We have good reason to feel encouraged and can face 
the future full of hope and expectation. 

Other states report substantial progress and _ record- 
breaking attendance at conventions, There is general har- 
mony and individual desire to render loyal co-operation when- 
ever called upon. We meet again, five years old; nearly all 
the firms who voted at Evansville in 1900 to adopt our pres- 
ent name are with us yet. A few dropped out, but have 
since rejoined. Notwithstanding all this, the past year has 
brought many changes in our membership list. We have no 
complete record, but have noted that at least fifteen firms 
have sold or traded out; three failures, one complete burn- 
out and several partial losses. A reliable list of retail hard- 
ware dealers of our state is hard to maintain and this infor- 
mation can best be furnished by our own members, and if 
some one would renort from each county the changes or items 
that affect the hardware line, the information would assist 
the secretary in doing better and more effective work. 


TRAVELING MEN CO-OPERATE. 


We take pleasure in acknowledging the assistance given 
by many of the Indiana traveling men. Almost universally 
they have advocated our cause as being worthy of support and 
indorsement. 

One year ago we voted to receive these camp followers 
as honorary members, and while this was a new feature and 
no special effort was made to secure a large list, fifteen trav- 
eling men paid their dollar and have membership cards. 
Other states that have adopted this feature find it has worked 
well and we recommend that it be continued and that the 
secretary be authorized to subscribe for the bulletin for each 
honorary member. This will put our traveling friends in 
position to talk association doctrine and results’ intelligently, 
as well as remove some of the friction sometimes resulting 
from indiscriminate selling. 

Some members have complained that not enough time 
was given to discussions of trade matters at conventions. 
We have intended this year to give all a chance. Your offi- 
cers are firm believers of the benefit of swapping experiences. 
This is your meeting and the secretary has been authorized 
to take all the time that is needed in threshing out matters 
that may be brought before this convention. Many are here 
to-day for the first time and we hope that all will feel per-. 
fectly free to express their opinions and bring up any ques- 
tion that you may desire discussed. In order to facilitate 
business the question box will be used and you are all invited 
to patronize it liberally. 

SHOULD AWAKEN DEEP CONCERN. 


We do not offer any solution, but the growth of mail 
order stove houses, who in spite of the difficulty of selling or 
describing such an article are making substantial progress, 
ought to awaken deep concern. The manufacturer is very 
much interested in this matter. They have a strong associa- 
tion and to a great extent regulate the prices that we must 
pay. So long as the business was confined to the retail 
trade even prices if high did not bring much complaint. 
The situation is changing and it will be well for us to watch 
it carefully, for there is trouble ahead unless some plan is 
adopted to check and meet it. 


UNIFORM. PRICES. 


Some manufacturers are trying to establish and maintain 
a regular, uniform retail price on specialties. They have 
written us that their efforts are not always successful. We 
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urge our members to encourage this feature whenever you 
have the sale of such articles. When you are looking for 
a leader, choose one the catalogue houses are advertising and 
meet the price. 

INSURANCE. 


We are in receipt of many letters asking about mutual 
fire insurance. It has been our custom to answer these let- 
ters by referring them to the secretaries of the mutual. com- 
panies. 

Last summer the Minnesota company made a special offer 
to non-members and sent us several new members as a re- 
sult. We believe that this insurance should be limited strictly 
to our own members in good standing. Notice should be 
given the secretary of every policy written or the standing 
of the firm should be ascertained before a policy is issued. 
Some insurance has been written for non-members in the 
past. I have asked the names of insured from the two 
companies doing most business in our state, and Mr. Mat- 
thews of Minnesota has furnished a list showing the actual 
saving—giving names and amounts. Mr. Lewis can probably 
give you this information regarding the National. Both 
these companies had a loss in our state during the year and 
both were promptly and satisfactorily adjusted. You are 
now carrying around $250,000 of mutual fire insurance. It 
should be increased to one million in 1905. 

M. L. Corey, as treasurer, then submitted his report, 
which showed that a year ago there was a balance df $355.73, 
that receipts were $1,370.00, that the expenditures were 
$1,337.65, showing .a balance on hend of $388.08. 

T. J. Lindley, Jeffersonville, then read his report as dele- 
gate to the national convention. 


REPORT OF DELEGATE TO NATIONAL CON- 
VENTION, 


52 DELEGATES PRESENT. 


The fifth annual convention of the National Retail Hard- 
ware Dealers’ Association was held at the Claypool Hotel, 
Indianapolis, March 15, 1904. 

In calling the roll it was noticeable that every state that 
was a member of the national body responded with one or 
more delegates. The number of delegates present were 52. 
A more energetic and loyal body of hardware men never as- 
sembled. At every session and every committee meeting you 
would find every member in his place and anxious to do his 
duty. 

A MASTERLY ADDRESS. 


The afternoon session was largely taken up by the ad- 
dress of our president, Brother Bogardus.. It, was a mas- 
terly address from a hardware standpoint. Only a broad- 
gauged man—a man of varied experience—could have cov- 
ered a subject so completely. 

The report was largely a review of what had been done 
during the past year, the many subjects of interest and sug- 
gestion of plans for the future. 

In his report he stated he had visited many state asso- 
ciations, and all of them showed an increase in membership, 
in some states-being over 50 per cent. This certainly shows 
the life and enthusiasm there is in the cause. 

The financial question was dwelt on quite freely. To 
provide ways and means, he said, was a very serious prob- 
lem and one that deserves your most careful attention. 

THE RIGHT MAN IN THE RIGHT PLACE. 

He touched largely on local organization, insurance, par- 
cels post and affiliation of hardware men. Brother Bogardus 
is certainly the right man in the right place. 


SECRETARY COREY A GLUTTON FOR WORK. 


The president then called on Secretary Corey for his re- 
port. From the secretary’s report you could see that he 
had done a power of work; that he kept in close touch with 
all the state associations, with the jobbers and the manu- 
facturers. 

Gentlemen, I believe Brother Corey has done. more for 
the retail hardware men than any other one person in the 
country. 











In his report he would often lay aside his papers and 
comment on the subject he had just read, and insist on every 
retail hardware dealer doing something for the cause. 

Brother Corey showed that he had visited several state 
organizations; that he had also visited the jobbers’ associa- 


tion, and that he had touched elbows with the manufac- 
turers. 
SECRETARY COREY'S RECOM MENDATIONS. 

No doubt all these meetings will show good results. 
Brother Corey touched heavily on the parcels post bill and 
requested that all hardware men keep in close touch with 
his congressmen on this bill. He spoke in favor of: the 
Bulletin and the great amount of missionary work that had 
been accomplished through it. 

Brother Corey spoke highly of President Bogardus, sta- 
ting that his counsel had been wise, conservative and most 
freely given. 

He then assigned W. P. Lewis on legislation; Miller, in- 


surance; Stebbins, ways.and means; Lindenberg, catalogue 





T. J. Lindley, Jeffersonville. 


and retail prices; Jones, trade, rules and conditions; Ireland, 
relation of retailers, jobbers and manufacturers. 
FINANCES AND INSURANCE. 

These gentlemen delivered able and very interesting ad- 
dresses on their respective subjects. 

Treasurer Stebbins submitted his report, which showed 
the financial condition of the association to be in good shape. 
However, he stated that more cash could be used to good 
advantage. 

Brother Miller of the National Insurance, made a state- 
ment showing the company to be in good shape and grow- 
ing. 

A vote of thanks was extended to the trade journals 
for their many courtesies. 

THE BANQUET. 

The banquet given at the Columbia Club by the jobbers 
and manufacturers was a magnificent and successful affair. 
The National Association attragted such men as John /S. 
Cockran as toastmaster, one of Indiana’s most able men; 
John L. Griffith, Indiana’s greatest orator; also Bush; Bo- 
gardus, Lewis, Stebbins and Moys made able addresses, 
all to the pleasure and benefit of those present. 
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SEE SAWS MADE. 
was received from E. C. Atkins & Co. 


The association accepted and at- 


An invitation 


to visit their saw works. 


tended in a body. 


NEXT MEETING PLACE. 

Invitations were extended by Minneapolis, Detroit, Den- 
ver, Pittsburg and Milwaukee for the next annual meeting. 
Minneapolis was chosen on the first ballot as the next meet- 
ing place. 


THANKS TO MEMBERS, 


The president then arose and thanked the members for 
the high honor they had bestowed on him and the assist- 
ance they had given him in making the meeting a great 
success. He then adjourned the meeting to meet at Min- 
neapolis in 1905. 

Sharon E. Jones, of Richmond, then read his paper, en- 
titled, 


DOES IT PAY TO GO OUT AFTER BUSINESS? 


A CATCH LINE. 


I presume that the question which forms the first part 
of my subject is intended to attract attention to the subject, 
and to answer somewhat as a bait to attract and catch. We 
know that there is nothing that catches the eye of the reader, 
whether he be a business man, »rofessional or farmer, as that 
little three-letter, seemingly insignificant, yet stupendously im- 
portant word pay. 


THE PARAMOUNT QUESTION, 


It is, and always has been, and always will be (as long 
as man lives on earth) the paramount question. Does it pay? 
It is human nature to want something in return for what 
we do. In fact, it is God-like. ‘The question of pay enters 
into almost every avenue of life. It is the question which 
impels humanity everywhere to seek employment. It is the 
question which induces investment of capital, promotes en- 
terprises, builds factories, opens new territory, strengthens 
our army and navy, builds our railroads, constructs the 
Panama Canal, pierces the bowels of the earth for fuel, ore, 
salt and oil, builds educational institutions, churches, libraries, 
and what does it not do? This is the question put to us by 
the little child whom we ask to do the smallest favor; and 
is asked alike by the boy, the girl, the man or woman when 
service or time is required. It is the question the merchant 
is asking himself every day of lis life. It goes out after 
every dollar he puts into buildings or business investment. 
It is the question when new schemes or adventures are made 
and no matter how small or how great the matter involved, 
this question arises either from a financial or economic stand- 
point. The question which confronts the merchant to-day is 
how to make more money—hence the question: 


FIRST, DOES IT PAY TO GO AFTER BUSINESS ? 


I answer yes. Most emphatically, yes. Why? Because 
it has been tried and tried again and proven to be even so. 
By whom? By the individual merchant, the manufacturer, 
the doctor, the lawyer, the butcher, the baker, the undertaker, 
the insurance man, and even the green goods man. In fact, 
by almost every one who has made a success of his business. 
I don’t think there is any use wasting time arguing this end 
of the question, which I hope to prove later. 

Let us take the question by ‘he other end of the subject; 
and this end is like the south end of a mule going north. 
It is the end that 'ifts. If you don’t believe it, just give it 
a trial. 

SECOND, HOW 1S IT DONE? 

This question cannot be answered as Horace Greeley once 
remarked, “The way to resume specie payment is to resume.” 
We can’t say that the way to go after business is to go after 
it. For instance, the undertaker might get into all sorts of 
trouble if he were not judicious about his going after busi- 
ness. With him it is a “grave” question. And yet there is 
a way he can do it legitimately and successfully, and not 
lower anyone but his customer. 
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BUSINESS REQUIRES UNUSUAL STUDY. 
Now while there may be a sense of humor about the 
undertaker “legging” for business, he has not, after all, much 
more of a problem of how to go after it in the right way 
than the hardware man. There is but one right way for either 
of them, though some business may be secured through the 
most bunglesome or crude methods, or by both. We have 
nothing to do, however, with the undertaker just now (and 
trust it will be a long time before we shall), so we will 
part company with him and link arms with that noblest of 
all creatures, the Hardware Man. He it is for whom we 
are assembled to-day. He it is that needs our advice, poor 
as it may be. There is no line of business to-day that re- 
quires more study, closer application, better methods, or more 
competent salesmen than does the hardware business, and yet 
every man in the business does net meet these requirements. 
The hardware man has a great varicty of custOmers ; as varied 
as the human race. And whether they come to his store or 
he takes his store to them, he must deal with each according 
to his peculiarities. 
UNABLE TO TALK RIGHT AT RIGHT TIME, 
Going after business does not always imply searching 
for customers or business out on the road, but it may mean 





Sharon E. Jones, Richa ond. 
going after him right when he calls-at your store for some 


thing. I have seen men who posed as merchants or sales- 
men who could not sell to a customer who came into the 
store purposely to buy and the matter of quality or price 
did not enter into the case; but simply a failure to talk in 
the right manner at the right time, they could not make 
the sale. So it pays first to go efter the business in your 
own store when the customer calls. Many a customer nas 
been driven away from the store by an incompetent. clerk 
or a grouchy dyspeptic merchant or salesman. And beware, 
fellow merchants, don’t be too sure you are not guilty of 
such a thing. Complaints have been registered against sev- 
eral merchants of my acquaintance that I am sure do it 
thoughtlessly. 
MANY METHODS. 

There are many merchants here, no doubt, who go out 
after business, and perhaps no two go after it in the same 
way. There areas many ways of going after business right as 
there. are-ways of reaching your customer, viz., using~ the 
telephone, the telegraph, the mail, sending a representative, 
or going yourself. There are otuer good ways used, likely, 
but the above, I think, are the most used and most success- 
ful. But which of the above methods do we find most suc- 
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cessiul ? 


We use all of these more or less in our business, 
and when used judiciously, find them all good. There are 
times when we have something special to offer our customer, 
aud it is impossible to see them personally or by representa- 
tive quickly, as the case requires. 


SECURING ORDERS OVER THE TELEPHONE. 


We have used the telephone and telegraph and taken 
orders that would have been missed otherwise. 

The modern telephone is next to the personal call. You 
can talk into your customer’s ear, he recognizes your voice 
and you his, vou have the opportunity of approaching him. 
If you have his confidence, your word over the "phone is suf- 
ficient. If he be in the market and you tell him now is the 
time to buy and your price is right, you will.likely get the 
order then and there. And now ‘that a large number of 
our customers have telephones in their houses and places 
of business, it is coming to be a common method of reaching 
them. It costs on an average cf 25 cents to talk to a cus- 
tomer out of one’s own home town, but the.customer whom 
vou call knows this and it impresses him as being important 
and urgent or you would not go to this expense. Of course 
this applies to the customer who is in need of, or soon will 
be, of the particular goods you ofier for sale at the time. I 
would not regard the telephone as a good medium for ad- 
vertising or the finding of prospective buyers, especially 
among farmers. Nor don’t un:Jlerstand me to say that all 
prospective buyers will buy over the ‘phone, even if your 
price and word be good, but most cf them will. The telegraph 
can be used, but to a limited extent, and only when telephones 
can’t be had or the distance makes the expense too high, 
and yet it has been only forty-cight hours since a certain 
manufacturer called me by ‘phone at an expense of $1.50 and 
offered some goods he thought we would buy, and we did. 
At another time later, another manufacturer spent $3.50 to 
talk five minutes and landed an order, neither of which 
would have been made likely but tor the ‘phone. We must 
not count the expense always ii the probabilities are good 
that an order will come, for expense attaches urgency and 
importance to the message and frequently has much to do 
with securing of the order; and yet, gentlemen, I have no 
interest whatever in any telephone lines that you may use. 


USING THE MAILS. 

The mails are used perhaps more than any other method 
of selling goods, and this is done in different ways, viz., per- 
sonal letters, general ietters, advertising matter, and where 
this is well and judiciously done it has met with success. 
The catalogue house uses no other method, and show me the 
man who says they have not hecn successful to the extent 
they have been permitted to go. {[f this were not true the most 
vexing problem perhaps that confronts all retail dealers 
would vanish soon. I am not cndorsing catalogue houses, 
but I do-say that we would do well many times to be as 
persistent and explicit in our going after business as they. 
It is needless for me to say that it is not because they have 
the goods and the price that secures them the orders; but 
the making known that fact to the people. You may have 
the same gocds and same prices, or better goods and lower 
prices, but you fail to inform the people that you want to 
sell them to; the consequence i; that the catalogue house 
gets the business by going after :i, and I am afraid many 
of us are losing much business by going after the catalogue 
houses instead of “going after the business.” 


ADVERTISING. 


We find that personal letters do much good, and while 
not always an order getter, they frequently are. The mail 
carries advertising matter and newspapers to anyone who 
has an address in this part of the United States, and while 
such methods are seemingly overdone and money wasted 
thereon, it is the cheapest, and when judiciously done, a good 
method of “going after business.” And regardless of how 
many methods you may have of going after business, this 
should be one of them. There is absolutely no room for 
argument as to whether advertising pays. Ome need only 
look at the daily papers, magazines, circulars, etc., that are 
scattered broadcast, or inquire of the many advertisers as to 

















THE AMERICAN ARTISAN 


whether it pays to go after business through the medium of 


advertising. Some of the largest, most prosperous con- 
cerns in the country never went out after business in any 
other way but by advertising. But notice how they do it. 
Catchy, to the point, often changed, in season, perpetual. I 
have heard of advertisers kicking because they thought it 
was throwing money away. And in many instances it is, for 
there is not enough common sense used in the wording of 
advertisethents, and goods should be advertised in season, 
and the advertisement changed ircquently. I have heard of 
advertisers who were retail hardware dealers contracting for 
a given space in a daily newspaper, allowing the same ad for 
ice cream freezers to run from Tune to December; or mowing 
machines from June to Christmas. And the truth is they 
did not sell.as many as the merchant who had a six-day ad. 
in the same paper. 
PEOPLE IN SMALL TOWNS kEAD ADVERTISEMENTS. 


I know that I am speaking to more merchants who live 
jn small towns than large towns, but many small towns have 
a newspaper, either daily or weekly, and recently I heard the 
owner of ore of these papers say that he could not get mer- 
chants in his little town to advertise. They did not think it 
paid because of the smallness of the town. But the pub- 
lisher got his advertisers from Richmond, Muncie, Indian- 
apolis, and the consequence is these merchants were selling 
and shipping goods right into the little town at no better 
price than the merchant there could have sold them, but the 
people of his own town did not know the goods could be 
bought there. 

Again, gentlemen,. this is where the catalogue house gains 
a point. I recently asked a man why he persisted in buying of 
a catalogue house. His answer was, “Well, I have their 
catalogue in my house and I can see just what I want adver- 
tised in the catalogue, price and <ll, and I may go to town 
and hunt the town over to find the article, so I do it some- 
times, and indeed often, to save time.” 

COMPETENT 3ALESMEN, 


My experience has been, and my observation has been, 
that where a competent salesman has been sent out after 
business, whether it be to the iarmer, manufacturer, con- 
tractor, or any kind of consumer, they have met with success. 
I say competent salesman, and IT mean it. Of course we 
can’t always get a competent salesman, and must take the best 
we can get. And still, a poor salesman will sometimes make 
a success and a poor one is better than none. Yet, the best 
is none too good, and all things considered, there is no 
economy in employing a salesman because he can be had at 
low wages. The good salesman can command good wages 
because he can make more money for his employer, and the 
time to send him out is early ard often. The time to can- 
vass the trade for spring goods is in the fall. The time for 
summer goods, in the spring. The time for winter goods, 
in the summer. Why so far in advance? Because the average 
customer, especially among farmers, knows what he will need 
that far in advance, and if you ere first to talk with him 
about it you find out when he will need it and if unable to 
sell it at the time you have him down as a prospective buyer 
for that article, and the next time you call you talk to him 
again about it or land his order for future delivery. This 
heads off the catalogue house for sure, because the man will 
not buy from them in advance for his money must go with 
the order. 

THE FIRST ON THE GROUND. 

You have ‘the advantage over your competitor because 
you were first on the ground and “first come, first served” 
applies here, though not as sure as in the barber shop. But 
the, chances are much in favor ¢«f the man who gets there 
first. I know of a firm that began looking after the prospects 
last October and their actual orders secured for the four 
months following for spring goods amounted to over $12,000.00 
and in addition they recorded sco prospective buyers of 
different articles. These sales and prospects refer only to 
farm implements, vehicles, fence, etc., retail, this being the 
second year they tried this method; they say that it has 
proven quite successful.. You can see how far ahead they 


are of their competitor who will begin in the spring to can- 
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vass. They know just where to do their best work in the 
spring, having a list of prospects, and have already closed 
many contracts for spring delivery. The result is that the 
competitor gets what is left or what belongs to him by right 
of friendship, perhaps. This method of going after orders is 
not confined to the farmers’ trade. 

The proceedings were then interrupted by W. B. Creed, 
who offered a resolution to donate Secretary M. L. Corey $150 
for his services as secretary, in zddition to his salary. This 
was carried unanimously by a standing vote. After the 
applause had subsided, Secretary Corey expressed his thanks 
and appreciation of the handsome donation and the spirit 
which prompted it. In the course of his remarks, he stated 
that he preferred that the salary be increased to $450.00, in- 
stead.of being $300.00 as at present, with an annual donation 
of $150.00. 

F. E, Muzzy, vice-president of the J. Stevens Arms and 
Tool Company, Chicopee Falls, Mass., who had in the mean- 
time arrived from the Missouri Retail Hardware Dealers’ 
Association convention at St. Joseph, received an ovation and 
delivered an address, “The Marketing of Well-known Trade 
Mark Goods with Protection and Profit to Retailers.” 

The question box was then taken up under charge of 
Secretary M. L. Corey and the following questions were dis- 
cussed: 

1. How many of you have written to Congress opposing 
the Parcels Post Bill? 

2. Can local papers be prevented from accepting cata- 
logue house advertisements? 

3. How can we best deal with unfriendly competitors? 

4. Docs it pay to send your salesmen into the country to 
call upon farmers? 

5. Is it good policy to quote prices over telephone? 

6. Is it good policy to endeavor to settle disputes by 
telephone? 

7. Is a farmer's telephone a benefit or detriment to retail 
business? 

8. Js it a good idea for manufacturers to establish retail 
selling prices? 

9. Is it good policy for jobber or manufacturer to sell 
blacksmiths direct in competition with retail hardware stores? 

10. Do you retail rope by the pound or foot? 

11. Js the shipper responsible for breakage in transit? 

12. Can a strictly cash hardware business succeed under 
present condition of trade? 

At 5:30 p. m. the convention adjourned. 

The smoker tendered by the association to its members 
and guests on Tuesday evening was an unqualified success. 
The auditorium was packed to suffocation, and the evening 
was spent in a sociable manner. Light refreshments were 
served, and an interesting programme was rendered, con- 
sisting of vocal and itstrumental selections, and the pro- 
gramme was concluded by an interesting exhibition of leger- 
demain by A. F. Victor, of the White Lily Washer Co., Dav- 
enport, Ia., during which he showed his dexterity in palming 
coins and cards, boomerang card throwing, the magic hat, 
the mystericus crying infant, and the banjo trick, from which 
emanated 200 yards of varicolored ribbons and a full-sized 
American flag. 

WEDNESDAY EVENING. 

We are indebted: for the following account of the ban- 
quet Wednesday evening to the Indianapolis Star: 

“T. S. Gordon of the Indianapolis Saddlery Company 
acted as toastmaster. The toasts assigned were ‘Our Guests,’ 
to which Nelson A. Gladding of Indianapolis responded; 
‘Our Association’ was the toast for which President Edward 
M. Bush of Evansville received rounds of applause, and this 
was followed by a lengthy but highly appreciated response 
by T. James Fernley of Philadelphia, secretary and treasurer 
of the National Association, on ‘The National Hardware 
Association and Its Allied Organization, the National Hard- 
ware Dealers’ Association.’ 

“Hon. Charles W. Miller ended the toasting with a fit- 
ting memorial address on “The Day.’” 


THURSDAY MORNING SESSION. 


The Thursday morning session was called to order at 
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10:30 a. m. by President E. M. Bush, Evansville, and Secre- 
tary M. L. Corey gave an inspiring talk on the subject. of 
the parcels post. 

At the conclusion of the remarks the Committee on Reso- 
lutions then submitted the following report: 


Wuereas, We believe in the existence of the illegal 
practice of the giving of rebates by the railroad corporations 
to certain large shippers, and, 

Wuereas, Such discrimination places unjust burdens on 
the small shipper, and, 


WuHereas, We believe in extending the power of the 
Interstate Commerce Commission to enable them to remedy 
this injustice; therefore, be it 

Resolved, That we commend the action of President 
Roosevelt in his endeavor to right this injustice; and be it 
further 


Resolved, That copies of this resolution be mailed to the 
president and our senators from Indiana. 


Resolved, That this association extend a vote of thanks 
to its officers for their efficient service and untiring efforts 
during the past year. 


Resolved, That this association extend a vote of thanks 
to the trade and local press for the courtesies and assistance 
they have rendered. 

Resolved, That this association extend a vote of thanks 
to the jobbers and manufacturers of Indianapolis for their 
warm hospitality and the able manner in which they have 
entertained their guests. 


Wuereas, The greatest of assistance is rendered this 
association in increasing its membership through the efforts 
of the traveling salesmen; therefore, be it 

Resolved, That we extend to them our hearty thanks 
for their support in promoting the welfare of this associa- 
tion. 

Resolved, That we strongly urge upon our members the 
importance of carefully watching legislation on the parcels 
post question. This is a measure which, if ever adopted by 
the government, will seriously cripple the interests of the 
retail merchants of the country. We therefore ask that 
every member of our association use their influence on mem- 
bers of congress to the end that they shall pledge themselves 
to vote against any such measure. 

We further urge the adoption of one-cent letter postage. 
This is a measure which will benefit every citizen of our 
land and is one which is in favor of the masses and not of 
the classes; and, 


Whereas, We desire to make special mention of the 
great aid rendered our association, as well as all the retail 
trade of this country, by the National Hardware Associa- 
tion of the United States, who for years have been pursuing 
a policy which has been in the interest of our branch of the 
trade; be it 


Resolved, That we express a hope that the time is not 
far distant when the few houses not now members of the 
National Hardware Association will become members of that 
most excellent association and thus through the united action 
of manufacturers, jobbers and retailers, our chosen business 
will be more pleasant and profitable. 

H. W. Beegle, Chicago, then delivered a paper on the 
following topic 


RESULTS OF FRIENDLY AND UNFRIENDLY 
RELATIONS BETWEEN LOCAL DEALERS. 





NOT MERELY AN OBSERVER. 

The traveling man is not merely a disinterested observer 
of these things, for what makes the good or ill of the trade 
affects him. We .read that “whom the gods would destroy, 
they first make mad.” We know also that harmony and co- 
operation cannot be reaped where suspicion and jealousy 
is sown. There is a town in nerthern Indiana, having a 
rich surrounding country, many cvidences of wealth, such 
as good public buildings, many comfortable homes and im- 
proved streets, but each time I have visited it, the business 
section has seemed to shrink. “When I inquired of our cus- 


tomer if he belonged to the hardware association, he said 
he had no use for it, saying, “I cam run my own business.” 
I found he had the same feeling as the miller on the River 
Dee. “I care for nobody, no, not I, for no one cares for 
me.” That same spirit seemed to pervade the entire town. 
Our business dropped off to such an extent because of lack 
of consumption that we have marked the town off our list. 
The last trip I was there, the station agent said that more 
goods were shipped into that station by catalogue houses direct 
to consumers than were shipped to dealers. 


A SPIRIT OF CO-OPERATION. 


Not so at the adjacent town, where I know there is a 
feeling of brotherhood; where the hardware man is ad- 
dressed by his given name; where there is a feeling of co- 
operation, a spirit that sends the farmer over to the com- 
petitor’s store to buy a 13-16 bit when it is out of his stock. 
In that place the consumption of our goods has increased. 
Our dealer assured me at my last trip that the catalogue 
houses were not bothering them to a noticeable extent. In- 
cidentally, 1 found that his rating is now E-2. This financial 
position has been attained by his own efforts and that in 
spite of the fact that he is a Democrat. The railroad table 
states that these towns are eight miles apart. Yes, but, some 
one says, there is a difference in the towns. I state, knowing 
them both, that the natural difference is in favor of the first 
town. 

UTILIZING A COMPETITOR. 


Any town is only a community of interests larger than 
the family, the same as the family is a community of interests 
of its various individuals and ‘he body of its several mem- 
bers. Why should the hand pluck at the eye any more than 
that the glove man should strike at his neighbor, the optician? 
Do not the feet carry the stomach to the table to be fed to 
give strength to the feet? Why should not the grocer and 
the shoe man have the same harmony? 

Perhaps no better. illustration can be found of utilizing 
a friendly competitor than was given me at my recent trip to 
St. Louis. Mr. Boehl of the Boehl Hardware Co. was speak- 
ing of a competitor in very pleasant terms and proceeded to 
say, “When I have a delivery to make in his section andthe 
roads are rough, I phone the order over and he delivers the 
goods for me.” It is needless to say that Mr. Boehl re- 
ciprocates. 

LOOSEN UP. 


In marked contrast to this ‘s the feeling of dealers in 
another city. There are three hardware dealers in this par- 
ticular community. If you want to know mean things about 
each of these dealers visit the competitors of each. If one 
of them is short of stock at any time, he would prefer to 
have his customers go down town for it, and perhaps form 
the down town habit, than to see kis competitor make a sale. 
The financial standing of these hardware dealers is as narrow as 
their views. Asa man thinketh in his heart so he is, so does he 
talk, so does he act, so does he fee]. Let that shriveled, con- 
stipated, suspicious mortal “loosen up,” breathe liberally ‘of 
nature’s tonic and get a new heart and a new vision. It will 
surprise him to find that the business world may contain 
peace, pleasure and plenty in place of strife, storm and stench. 


A SCHOOL FOR GOOD CHEER AND GOOD MORALS. 


One of the most delightful evenings I ever spent was 
at a social session of the New England Hardware Associa- 
tion, held in the United States Hotel, Boston. It was a 
school for the members of good cheer and good morals, 
which means good business principles. 


IT BEGETS CONFIDENCE, 


A Battle Creek merchant said to me some years agu, 
“One thing that commends the association to me is that it 
causes acquaintance and begets confidence. We never felt 
like getting acquainted during business hours. If I should 
have to go into another’s store, I got out quickly for fear he 
would think I was spying. There was a general feeling that 
the other fellow was a horse thief and a liar. Since we 
have had our association, I find that the other fellow is just 
as nice a man as I am.” 
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SHOULD HAVE INTEREST IN WELFARE OF BROTHER MERCHANTS. 


How wholesome it is for any dealer to have proper re- 
spect for the brother merchants and an interest in their wel- 
fare. When you condemn the steak of your butcher and 
cast insinuations at his sausages with the suggestion that 
every one had best lay in a supply when they are down at 
Indianapolis, you lessen his opportunities for providing ten- 
derloins for the home market, you lessen the possibilities of 
his building for himself a new heme and you kill the op- 
portunity for making profit on his fittings, furnace, etc. 

Viewing the proposition from another standpoint than 
that of business, we see that the social and moral side of a 
community suffer when the dealers are in a constant war. 
When Deacon Jones passes the coilection basket Sunday morn- 
ing, it spoils the Sabbath calm for Brother Smith if Deacon 
Jones had done him dirt during the week. It is bad enough 
when one is indifferent to the troubles of his fellow man. 
It is deplorable when one rejoices at the calamity of another. 

“Laugh at your own troubles, never at others’; 

Troubles will be strangers to you, men be brothers.” 

H. H. Roberts of the Iron Age then addressed the con- 
vention. 

Daniel Stern of THe AmerICAN ArtIsAN, Chicago, then 
addressed the convention, complimenting the association on 
its healthy growth and congratulating them on the successful 
meeting. He thanked President Bush for his appreciative 
words in commending the hardware trade press for their 
loyalty to retail hardware association work, advocated the 
dealers advertising in the local papers and stated that there 
is no such thing as perfection which is not progressive, and 
the hardware man who is satisfied to-day with systems, 
methods and conduct of the past is sure to become an easy 
competitor. 

He concluded by stating that during the recent visits of 
the distinguished professors and teachers from England to 
Chicago in their efforts to learn’ why the American merchant 
and business man was showing such remarkable progress 
they expressed much surprise to find that the salesmen in 
our stores use the first person plural instead of the third 
person in referring to the stores in which they are em- 
ployed. In ironmongery shops in England the assistant or 
clerk says “they”; he never says “we”; whereas the salesman 
of the American hardware stores always says “we” and 
speaks of the store as “ours.” He recommended the enlist- 
ment of the interest of the salesmen in the retail hardware 
stores, 

At the conclusion of Mr. Stern’s remarks Secretary M. 
L. Corey gave the delegates an interesting address. 

At this point it was decided that the delegates should 
hold one continuous session, doing away with the afternoon 
session. 

W. P. Lewis, New Albany, Ind. then addressed the 
convention on behalf of the National Fire Insurance Co. 

The auditing and grievance committees then made their 
reports. 

The nominating committee then made their report as 
follows: 

President—A. N. Shidler, South Bend. 

First Vice-President—Chas. Frame, North Manchester. 

Second Vice-President—Walter B. Creed, New Albany. 

Secretary-Treasurer—M. L. Corey, Argos. 

Delegates to National Convention—E. M. Bush, Evans- 
ville; A. N. Shidler, South Bend; Albert Depresz, Shelby- 
ville; W. S. Hubbard, Scottsburg; S. L. Fenner, Terre 
Haute; Otto Lang, Mishawaka. 

President E. M: Bush, in retiring, expressed his grati- 
tude at the support he had always received from the associa- 
tion, and stated that he would take the gavel home as a re- 
minder of same. 

A. N. Shidler, South Bend, stated that he was grateful 
to the association for the honor which<they had conferred 
upon him, and he hoped to enlist the co-operation of each 
and every member of the organization. 

Retiring President E. M. Bush was then invited to re- 
tire and Sharon E. Jones, Richmond, addressed the meeting, 
stating that Mr. Bush had served faithfully for two years 
and had taken time from his business, from his sleep, from 
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his social and family life to. help along the affairs of the 
organization; that it was a thankless job, and he hoped the 
association would present Mr. Bush with a fitting token of 
their appreciation. 

A. N. Shidler, South Bend; M. L. Corey, Argos, and 
Chas. Frame, North Manchester, were appointed a commit- 
tee to select a souvenir to present to Mr. Bush. 

Indianapolis was chosen as the next meeting place of 
the association, the time thereof to be decided by the execu- 
tive committee. 

The convention adjourned at 1 p. m. 


ADDRESS AT BANQUET. 





BY N. A. GLADDING. 
“onyx.” 


If any of you have even been placed in a position from 
which you wished you might escape, then you can easily 
imagine my predicament to-night. If you should ask why 
I have been called upon to respond to this toast, “Our 
Guests,” it would be impossible for me to answer. India- 
apolis, as you are doubtless aware, is so well supplied with 
orators of note that it seems strange that the committee 
having this entertainment in charge should pick upon an 
every-day sort of a working man like myself to make an 
after-dinner speech. The invitation came to me so suddenly 
I felt very much like the young lady who is proposed to 
when she does not expect it, and I am also reminded of an 
old darky down south who one morning reported to his boss 
that a baby had been born at his house the night before. His 
boss asked him what he named the baby and he replied 
that they had decided to call it ‘Onyx,” whereupon his boss 
said that that was a very peculiar name because onyx repre- 
sented a stone, and he therefore could not understand why 
he should name a child after a stone. The old darky said, 
“Well, it was disaway, boss; we called him Onyx because 
he was so onyx-pected.” 

LOST HIS RET. 


Josh Billings once told a story about a man in a town 
down in this state where there was a sawmill (now just 
because I said sawmill, don’t think I am going to talk shop). 
The fellow was so fascinated by the buzz of the saw and 
the whirr of the machinery, that he would stand round the 
mill for hours, intently watching it run. Finally, one day 
he said to the proprietor of the mill that he was satisfied 
that he could ride safely on the top of the big drive wheel, 
and he was so persistent in his assertion that he offered to 
bet $10.00 to back it up. The sawmill man was game himself, 
so he called the bet. When the man’s widow came to pay it, 
she said, “John was a mighty good husband, but he did not 
know anything about drive wheels.” Now, the difference 
between that fellow and myself is that I know that I cannot make 
a speech, and I am not going to bet on it. I would be more 
unfortunate, however, than the fellow I have just spoken of, 
if I could not say a word of welcome to you gentlemen, our 
friends, who hail from all parts of the great Hoosier State, 
and to tell you how delighted we are to have you with us 
here to-night. 

WAYS AND MEANS COMMITTEE. 


You have met again in our fair city to talk over the con- 
ditions and affairs pertaining to your trade. You are a sort 
of ways and means committee, as it were, having an inter- 
change of thoughts and ideas, thereby helping each other 
in the battle which you have to fight, and it is well that you 
should do so. The convention idea, creating the co-operation 
that it does, has been of greater assistance during the past 
five years or more in bringing the hardware trade up from 
the danger of getting into the slough of despond than we can, 
perhaps, well imagine. You have, doubtless, all received 
more or less benefits from it, so that each one of you can 
see for himself what it has done for you. It is like the 
telephone and many other modern improvements that en- 
hance the enjoyment of everyday life and facilitate the doing 
of business; we can look back now, and wonder how it was 
we ever managed without them. You gentlemen of the In- 
diana Retail Hardware Dealers’ Association have verily been 
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in the front rank in this sort of work. You have caused the 
manufacturers and jobbers to put on their thinking caps to 
see what they can do to help you, in the doing of which they 
find they are helping themselves, consequently they are ready 
and anxious te help you more, and to keep on helping you. 
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HARDWARE PRESS ARE WELCOME, 


I do not want to take up your time during this festive 
Occasion to-night to mention any of the details, -because you 
all know what the vital questions are that have absorbed 
your attention, and called for your best thought and calmest 
judgment during the past few vears. 

We welcome also to-night the members of the hardware 
trade press. The journals they represent are all more than 
interested in the welfare of the hardware trade (I am not 
going to strike you for a subscription), and it is a matter 
of common knowledge how they are assisting you with all 
their great power in your struggle for better conditions. May 
they live long and prosper. 

VISITING JOBBERS ARE WELCOME, 


It goes without saying that the visiting jobbers are all 
heartily welcome. These gentlemen who come to woo you 
with their tales of love and devotion as earnest as any swain 
who ever tried to win the hand of his sweetheart. And all 
of the manufacturers, also, from this and every other state, 
who have their tents well set up within the confines of your 
meeting ground, and whose signal lights at their outer doors 
are burning all as bright as day, that the vilest sinner may 
not stray. I would not think of overlooking the fact that 
we are also honored to-night by the presence of the National 
Hardware Association. You may not think that the whole 
association is here, but it is, because I think you will agree 
with me that the Hon. T. J. Fernley is IT. To all of you, 
and to each and every one of you, we extend the right hand 
of fellowship, and a hearty welcome to this, our magnificent 
City. 

THE GREATEST INLAND CITY IN THE WORLD. 

Indianapolis, the greatest inland city in the world, a city 
that is well governed, whose citizens are sober and peace- 
loving, energetic, industrious, and progressive, whose many 
factories and jobbing houses lead in all their lines and whose 
product goes to the uttermost parts of the earth. A city of 
churches, splendid schools and colleges, with some thirty 
steam and electric railroads, like the spokes of a wheel, di- 
verging to every point of the compass. Our wonderful trac- 
tion line system has the first union station ever erected for 
interurban service, through which there passes every day 
about ten thousand persons. ‘There are over one hundred 
miles of paved streets, the finest street car system in the 
country, and (I wiil say it softly) we will have elevated 
tracks, some day. I might go on for hours telling you 
of the wonders of this great capital city. 

GREAT MEN OF iNDIANAPOLIS. 

But I will satisfy myself with simply reminding you 
that not only do we have all these great advantages of which 
I have just spoken, but Indianapolis is also the home of many 
of our greatest orators and statesmen. In fact; we are getting 
to be the regular birthplace for presidents and vice-presidents. 
It is hardly necessary for me to mention the names of Colfax, 
of Hendricks, of Harrison, and of Fairbanks. In fact, we 
have everything that is good in Indianapolis, and everything 
that is sent away from here is good, and certainly every-~ 
thing that comes here is good, which accounts for your pres- 
ence here to-night. 

MUTUALLY INTERDEPENDENT. 

Gentlemen, we are all interdependent, one upon the other, 
the manufacturer, jobber, and retailer. What would either 
of us do without the other? By working together, the 
wheels of commerce are made to go round, but we are 
also under obligation to each other in a higher sense, for I 
believe that the hospitality of good fellowship tends to elevate 
and ennoble us, and to make life more worth living. 

It is related of a certain minister in Maine who was noted 
for his long sermons with many @ivisions, that one day when 
he had-advanced along the teenthlies, that he had reached a 
sort of a resting place in his discourse, and when pausing 
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to take breath, he asked the question, “And what shall I say 
next?” and a voice from the congregation responded, “Amen.” 

Again let me, on behalf of the hardware jobbers and 
manufacturers of Indianapolis, :xtend to you, one and all, 
a genuine Hoosier welcome. 


CONVENTIONALITIES. 


The Home Pride Range Company, Marion, Ind., 
occupied Room 55, the ordinary of the convention 
hotel, in which they showed five magnificent samples 
of their Home Pride malleable ranges. Their room 
was always a center of interest and their room was in 
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charge of R. C. Houston of the home office and C. D. 
King, their Indiana representative. They were giv- 
ing away a magnificent fob chain of braided leather. 

Evington E. Davis, the western representative of the 
Stowell Mfg. Co., of Jersey City, N. J., had an exhibit 
in the parlor corridor, where he showed many varieties 
of the roofing manufactured by his company. 

The Lisk Mfg. Co., Ltd., of Canandaigua, N. 
Y., occupied Parlor C and showed a large variety of 
their products in tin and enamel ware as well as their 
anti-rust tinware. Their display was in charge of W. 
S. Toomey. 

E. R. Stotts, representative of Dodd & Struthers, of 
Des Moines, Ia., had an interesting exhibit in the par- 
lor corridor. He had an imitation thunder machine, 
which was quite an interesting object lesson. He show- 
ed the theory of lightning strokes and explained how 
utterly impossible it was for a house to be struck by 
lightning when equipped with-one of their copper 
cable lightning rods. 

E. C. Atkins & Co., the Indiana saw manufacturers, 
occupied Parlor B, and it was a perfect bower of love- 
liness. Bank of flowers and plants covered the walls 
and mantels, and cut flowers abounded in profusion. 
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The exhibit was in charge of Frank Wells and A. J. 
Carsen. They were distributing a neat souvenir in 
the shape of a pocket comb. 

The J. E. Porter Co., Ottawa, Ill., occupied Room 
2, where their Mr. C. B. Howland entertained a num- 
ber of visitors and showed samples of their Meadow 
King hay carrier, barn door hangers and the model of 
a hay press. They were distributing as a souvenir 2 
neat little leather match safe. 

Charles Smith, the veteran furnace man and heat- 
ing expert, was very busy mingling with his many 

















friends at the convention. He was warmly compli- 
mented on his remarks at the Tuesday afternoon ses- 
sion. And the fact that in his address he refrained 
from any self-advertising and did not once allude to 
the line of furnaces which he manufactures. The 
Charles Smith Co, were represented also by Mr. W. 
A. Slater, their Indiana salesman. 

A full sized representation of a heap big Doe-Wah- 


Jack Indian in front of Parlor D_ showed 
where were the headquarters of the P. D. 
Beckwith Estate. This enormous parlor was 
profusely decorated with palms and American 
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were distributed about 
A sample of their 1905- pattern of Round Oak 
heating stove and a Chief steel range attracted much 


Beauty roses room. 


attention. W. T. Leckie and D. G. Hughes were in 
charge, and very very busy distributing an art plate 
with a painted counterfeit presentment of Doe-Wah- 
Jack. 

The walls of Room No. 20 were covered with a roll 
of honor giving the names and addresses of fifty-six 
live, enterprising hardware dealers of the state of In- 
diana who were handling stoves and ranges made by 
the Culter-Proctor Stove Co., of Peoria, Ill. They 
showed in this room samples of two of their new Pe- 
oria Lexington steel-ranges.. The Brilliant Peoria base 
burner, Peoria Oak and a Baby Kind Bee air blast 
heater. H. G. Culter, secretary of the company, and 
M. N. Hagaman presented each of the visitors with a 
leather coin purse. 

The Lafayette Stove Foundry Co. of Lafayette, Ind., 
showed their Kendall patent air burner stoves, and 
had a busy interested throng in their rooms, who were 
much interested in this new construction, which is a 
magazine feed base burner for soft coal. Their Evan 
S. Shelby, F. S. Moore and W. H. Vawter grected 
their many friends and furnished each and every one 
with a miniature meerschaum pipe. 

The Reading Hardware Co. of Reading, Pa., had 
an interesting exhibit of their builders’ hardware, Og- 
den door check and Reading lawn mowers. Their 
headquarters were very much sought after, when it 
became known that they were distributing as a sou- 
venir a magnificent art metal casting of an owl. Their 
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interests were ably looked after by John E. Harbster, 
president ; Fred Schumacher, assistant manager, and 
their Ohio representative, W. R. Johnston. 

G. H. Jantz, representing the American Wringer 
Company of New York, came down for the last day 
of the convention and presented a neat leather card 
case to his many friends. At the conclusion of the 
convention on Thursday Mr. Jantz presented a toy 
wringer to all of the delegates. 

The Voss Bros.’ Mfg. Co. of Davenport, Iowa, 
had samples of their “Ocean Wave” washing ma- 
chines displayed on the office floor. The Indiana trade 
appears to be very much interested in their new cov- 
ered gear rotary washing machine. W. H. Voss, pres- 
ident of the company, and Charles E. Mearns, sales 
manager of the company, were two of the busiest men 
at the convention and apparently their friends were 
legion. 

F. & L. Kahn & Brothers of Hamilton, O., pre- 
sented each delegates with a boutonniere. Their inter- 
ests were looked out after by Sam Kahn and Charles 
FE. Draper and Frank T. Meharry. 

J. W. Conchar, manager of the Schreiber & Con- 
char Mfg. Co. of Dubuque, Ia., had on exhibition a 
number of their hardware specialties. The trade were 
particularly interested in their new high-grade sad 
iron, which they have named the Hardware Special, 
and which will be on sale exclusively in hardware 
stores. 

The White Lily Washer Company of Davenport, 
Ia., allowed each delegate a free ticket on a raffle on 
one of their White Lilly washing machines. After 
the convention was over it was decided that J. E. 
Schroyer of 217 North East St., Lebanon, was -the 
lucky winner of the machine. 

V. A. Rossbach, president and treasurer of the J. L. 
Morris Stove Repair Company, Chicago, was one of 
the busiest men at the Indiana convention, and the but- 
tons distributed by him were everywhere in evidence. 
Vic evidently has a host of friends among the Indiana 
retailers. 

The Gem City Stove Co., of Dayton, Ohio, occupied 
Room 4 and showed two new steel ranges, one hot 
blast, a Clermont Oak and a Bonnie Oak. Their In- 
diana representative, W. A. Rowand, the apple man, 
again had a large stock of luscious eating apples, 
which seemed to be in great demand. 

Frank W. Cunningham, secretary of the Manufac- 
turers’ Stove Repair Company, of Chicago, is apply- 
ing lotions to his hands, especially his right hand, and 
is having his right arm treated by a masseuse, as a re- 
sult of too vigorous handshaking with his many 
friends in the Indiana hardware trade. The gold iet- 
tered shrimp-colored badge of the Manufacturers’ 
Stove Repair Company so conspicuously worn 
an evidence that Mr. Cunningham was extremely busy. 

Sam T. White and A. F. Victor again demonstrated 
that the White Lily Washer Company, of Davenport, 
Ia., again got in on the ground floor, for they had quite 
a conspicuous space on the office floor of the conven- 
tion hotel, showing their ever popular washing ma- 
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chines. 
Room 146 was occupied by the Star Shovel and 
Range Company, of Vincennes, Ind., where J. 5. Ca- 
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dot and H. Brown were busy exploiting the many ad- 
vantages of the stoves and ranges made by this com- 
pany. They showed a Grand Star cast cook, a Watson 
Star steel cook, two Domestic Star steel ranges, two 
Star Oaks and one Hot Oak. They also showed sev- 
enteen different styles of shovels and spades made by 
this company. ' 

H. J. Hough, the inventor of the new Ath-A-Nor 
soft coal heating stove, assisted by Mr. C. C. Ham- 
mond, had an interested throng always in Room 147, 
where they showed the many advantageous points of 
their new stove. 

Frank B. Scott, representing May & Fiebeger, Ak- 
ron, O., occupied Room 147, where he extolled the 
many advantages of the Akron air blast furnace. 

Jas. H. Dosser had an interesting exhibit in Room 
54, showing the latest productions of the Stowell Mfg. 
& Foundry Co., of South Milwaukee. He was also 
distributing as a souvenir a useful penwiper. 

C. A. Woolley and H. P. Baker occupied Room 45, 
where they showed Cole’s air blast and the Coleized 
steel range. 

Room 48 was occupied by the L. J. Mueller Furnace 
Company, of Milwaukee, Wis., where they showed an 
exact full sized reproduction of their popular furnace, 
constructed of paper. They also showed samples of 
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their popular side wall registers. Their interests were 
ably looked after by their G. C. Mueller, and A. W. 
Jones. They were distributing among their friends a 
neat leather coin case. 

Jas. R. Crawford, of Stratton & Terstegge Co., 
Louisville, Ky., was distributing as a souvenir a small 
silver plated spider. 

Geo. M. Jackson, Jr., of the Quality Stove & Range 
Company, Belleville, Ill., distributed neat celluloid 
game counters, which were very much thought of. 

The Joliet Stove Works, of Joliet, Ill., occupied 
Room 47, where their popular representative, Ad. 
Kammerdiener, had an interesting exhibition of this 
company’s products. He showed samples of Moore’s 
base burner, Moore’s air tight heater, five of Moore’s 
steel ranges, as well as a sample of the Signal mail box. 
He was also distributing a neatly embossed solid leath- 
er coin purse. 


~N 


Among the delegates in attendance at the meeting 
was E. L. Hottenstein of Williamsport, Ind.. who was 
carrying around in his pocket, and showing to his 
brother dealers, a little piece of metal more valuable 
than any but the more gorgeous of diamonds. This 
steel ranges, as well as a sample of the Signal mail box. 
was ati 1804 silver dollar’ There were only three of 
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these dollars in existence, and two of them have 
been destroyed by the U. S. government, who have 
offered Mr. Hottenstein $10,000 for his outstanding 
dollar, which has now started on its second century of 
existence. 

H. O. Spencer came in from the Pacific Coast and 
reminded the convention attendants that the Richards 
Manufacturing Company, of Aurora, Ill., were very 
much in it in the manufacture of barn door and parlor 
door hangers. “Spence” has many friends among 
the retail hardware trade, and he was kept busy pre- 
senting them all with a neat leather matchsafe. 


James C. Patten, secretary and treasurer of the 
Globe Stove & Range Company, of Kokomo, Ind., is 
decidedly popular among stove buyers in Indiana. He 
was kept busy exploiting the merits of the magnificent 
line of steel ranges which are “Made in Kokomo.” 
He left a neat reminder with each and all of his friends 
in the shape of a pocket tape measure. 

H. Kellogg, of the Dunlap Manufacturing Com- 
pany, Dunlap, Ia., had an interesting exhibit on the 
office floor, showing the Overton’s Adjustable stove- 
pipe, and the Dunlap revolving chimney top. 


L. H. Pigott, representing the Yale & Towne Mfg. 
Co., distributed a neat paper weight. 

No hardware convention nowadays is complete with- 
out the presence of Mr. Wm. Petersen, of the Lyons 
Specialty Company, Lyons, Ia. Mr. Petersen has an 
entertaining way of showing the merits of his special- 
ties, and he had models showing his steel barn door 
latch and holder and the Petersen Everlasting chim- 
ney top. 

The convention hotel was liberally placarded with 
neat cards setting forth the fact that Black Silk stove 
polish is black. L. K. Wynn, president and manager 
of the Black Silk Stove Polish Works, of Sterling, IIl., 
was present at the convention, and assured all present 
that it was very simple to solve the catalogue house 
question, as Black Silk stove polish never has been 
and never will be sold by catalogue houses. His pro- 
nounced stand on this question has made his company 
many friends. 

FRINGE. 

Geo. Alig, Home Stove Co., Indianapolis, Ind. 

Chas. H. Alexander, Safety Furnace Pipe Co., Detroit, 
Mich. 

J. A. Alexander, Lilly & Stalnaker, Indianapolis, Ind.. 

Otto F. Alig, Home Stove Co., Indianapolis, Ind. 

Commodore Perry Aten, Layman-Carey Co., Indianapo- 
lis, Ind. 

Geo. Allman, Layman-Carey Co., Indianapolis, Ind. 

A. T. Butler, The Dover Mfg. Co., Canal Dover, O. 

H. W. Beegle, The Robeson Cutlery Co., Rochester, 
N. Y. 

H. Brown, Star Shovel & Range Co., Vincennes, Ind. 

Harry G. Bow, The Berger Mfg. Co., Canton, O. 

Felix Bahlman, Kruse & Bahlman Hdwe. Co., Cincin- 
nati, O. 

F. L. Billings, Udell Woodenware Works, Indianapolis, 
Ind. 

D. B. Bolinger, Layman-Carey Co., Indianapolis, Ind. 

Frank Bailey, Layman-Carey Co., Indianapolis, Ind. 

W. H. Bolinger, Layman-Carey Co., Indianapolis, Ind. 

Roy Bronson, E. C. Atkins & Co., Inc., Indianapolis, Ind. 

A. J. Carson, E. C. Atkins & Co., Inc., Indianapolis, Ind. 

H. G. Culter, Culter & Proctor Stove Co., Peoria, IIl. 

J. W. Conchar, Schreiber & Conchar Mfg. Co., Dubuque, 
Iowa. 
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J. S. Cadot, Star Shovel & Range Co., Vincennes, Ind. 


Frank W. Cunningham, Manufacturers’ Stove 
Co., Chicago, Ul. 
N. Christophersen, A. J. Lindemann & Hoverson Co., 
Milwaukee, Wis. 
James R. Crawford, Stratton & Terstegge Co., Louisville, 
Kentucky. 
E. W. Clark, E. C. Atkins & Co., Inc., Indianapolis, Ind. 
Jas. H. Dosser, Stowell Mfg. & Fdry. Co., South Mil- 
waukee, Wis. 
D. J. Dailey, Cribben Sexton Co., Chicago, III. 
Evington E. Davis, Stowell Mfg. Co., Jersey City, N. J. 
Chas. E. Draper, F. & L. Kahn & Bros., Hamilton, O. 
Homer Davis, Layman-Carey Co., Indianapolis, Ind. 
E. L. Enneking, Boss Washing Machine Co., Cincin- 
nati, O. , 
Robt. Eveland, E. C. Atkins & Co., Inc., Indianapolis, Ind. 
Geo. N. Foresman, Canadian Cordage & Mfg. Co., Lafay- 
ette, Ind. 
T. James Fernley, Philadelphia. 
W. A. Flanigan, Layman-Carey Co., Indianapolis, Ind. 
Geo. G. Gearey, Michigan Stove Co., Detroit, Mich. 
A. A. Gottomiller, Layman-Carey Co., Indianapolis, Ind. 
W. A. Gladding, E. C. Atkins & Co., Inc., Indianapolis, 
Ind. 
R. C. Houston, Home Pride Range Co., Marion, Ind. 
C. B. Howland, J. E. Porter Co., Ottawa, IIl. 
L. W. Horn, Lincoln Stove & Range Co., Fremont, O. 
D. G. Hughes, Estate of P. D. Beckwith, Dowagiac, 
Mich. 
R. A. Henry, Home Stove Co., Indianapolis, Ind. 
Howard E. Hanson, Waterbury & Co., Chicago, IIl. 
M. N. Hagaman, Culter & Proctor Stove Co., Peoria, IIl. 
H. J. Hough, The Fiebeger Heating Co., Akron, O. 
C. C. Hammond, The Fiebeger Heating Co., Akron, O. 
A. D. Hughes, Geo. Barcus & Co., Wabash, Ind. 
Richard Hesser, Home Stove Co., Indianapolis, Ind. 
O. E. Haldeman, Home Pride Range Co., Marion, Ind. 
John E. Harbster, Reading Hardware Co., Reading, Pa. 
M. B. Hood, Stowell Mfg. Co., Jersey City, N. J. 
Frank Heinzerling, Layman-Carey Co., Indianapolis, Ind. 
C. J. Hendry, E. C. Atkins & Co., Inc., Indianapolis, Ind. 
Nicholas Hoffman, E. C. Atkins & Co., Inc., Indianapolis, 


Repair 


Ind. 
A. W. Jones, L. J. Mueller Furnace Co., Milwaukee, Wis. 
Geo. M. Jackson, Jr., Quality Stove & Range Co., Belle- 
ville, Ill. 
G. H. Jantz, American Wringer Co., New York, N. Y. 
W. R. Johnston, Reading Hardware Co., Reading, Pa. 


Ad. Kammerdiener, Joliet Stove Works, Joliet, Ill. 

H. Kellogg, The Dunlap Mfg. Co., Dunlap, Ia. 

O. A. Keyser, The Dover Mfg. Co., Canal Dover, O. 

C. D. King, Home Pride Range Co., Marion, Ind. 

Sam Kahn, F. & L. Kahn & Bros., Hamilton, O. 

W. T. Leckie, Estate of P. D. Beckwith, Dowagiac, Mich. 

Jas. T. Layman, Layman-Carey Co., Indianapolis, Ind. 

J. Thompson Layman, Layman-Carey Co., Indianapolis, 
Ind. 

Theodore D. Layman, Layman-Carey Co., Indianapolis, 
Ind. 

J. M. Lewis, Layman-Carey Co., Indianapolis, Ind. 

A. J. Lewis, Layman-Carey Co., Indianapolis, Ind. 

R. E. Murray, The Shelby Spring Hinge Co., Shelby, O. 

G. C. Mueller, L. J. Mueller Furnace Co., Milwaukee, 
Wis. 

Frank T. Meharry, F. & L. Kahn & Bros., Hamilton, O. 

Chas. E. Mearns, Voss Bros. Mfg. Co., Davenport, Ia. 

J. W. Meinhart, Layman-Carey Co., Indianapolis, Ind. 

R. C. McRill, Layman-Carey Co., Indianapolis, Ind. 

R. H. Norman, Abram Cox Stove Co., Chicago, IIl. 

L. A. Norton, Electric Heat Regulator Co., Minneapolis, 
Minn. 

James C. Patten, Globe Stove & Range Co., Kokomo, Ind. 

L. H. Pigott, The Yale and Towne Mfg. Co., New York, 
N. Y. 

Wm. Petersen, Lyons Specialty Co., Lyons, Ia. 
P. M. Pursell, P. M; Pursell Mfg. Co., Indianapolis, Ind. 
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Chas. Pearson, Layman-Carey Co., Indianapolis, Ind. 

Benj. F. Perkins, Layman-Carey Co., Indianapolis, Ind. 

A. J. Ross, The Peninsular Stove Co., Detroit, Chicago, 
end Buffalo. 

L. L. Redick, Landers, 
Conn. 

V. A. Rossbach, J. L. Morris Stove Repair Co., Chi- 
cago, Il. 

Walter S. Rait, Richardson & Boynton Co., Chicago, III. 

W. A. Rowand, The Gem City Stove Co., Dayton, O. 

Frank Raible, E. C. Atkins & Co., Inc., Indianapolis, Ind. 

Merrill F. Schulte, Michigan Stove Co., Detroit, Mich. 

Charles Smith, Charles Smith Co., Chicago, III. 

W. A. Slater, Charles Smith Co., Chicago, II. 

J. E. Schroyer, The Favorite Stove & Range Co, Piqua, ~ 
Ohio. 

Frank B. Scott, May & Fiebeger, Akron, O. 

H. O. Spencer, The Richards Mfg. Co., Aurora, III. 

Alexander Sykes, Waterbury Co., New York, N. Y. 

L. B. Sherwood, Joseph Gardner, Indianapolis, Ind. 

E. R. Stotts, Dodd & Struthers, Des Moines, Ia. 

Fred Schumacher, Reading Hardware Co., Reading, Pa. 

Joseph Seltzer, The Shelby Spring Hinge Co., Shelby, O. 

C. F. Smith, C. F. Smith & Co., DeKalb, IIl. 

David Stern, THe AMERICAN ARTISAN, Chicago, III. 

Frank Stone, Layman-Carey Co., Indianapolis, Ind. 

Geo. Scott, Layman-Carey Co., Indianapolis, Ind. 

Edward Springer, E. C. Atkins & Co., Inc., Indianapolis, 
Ind. 

W. S. Toomey, The Lisk Mfg. Co., Ltd. Canandaigua, 
ie 

Geo. A. Turner, The Ashtabula Mfg. Co., Ashtabula, O. 

Geo. W. Trout, Trout Hardware Co., Chicago, III. 

A. F. Victor, White Lily Washer Co., Davenport, Ia. 

W. H. Vawter, Lafayette Stove Fdy. Co., Lafayette, Ind. 

W. H. Voss, Voss Bros. Mfg. Co., Davenport, Ia. 

Sam T. White, White Lily Washer Co., Davenport, Ia. 

Frank Wells, E. C. Atkins & Co., Inc., Indianapolis, Ind 

C. B. Wingfield, Lovell Mfg. Co., Erie, Pa. 

John P. Walter, Edw. K. Tryon Co., Philadelphia, Pa. 

L. K. Wynn, Black Silk Stove Polish Works, Sterling, 
Illinois. 

Herman White, E. C. Atkins & Co., Inc., Indianapolis, 
Indiana. 


Frary & Clark, New Britain, 


~~ 
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PENNSYLVANIA DEALERS MEET. 








The Pennsylvania Retail Hardware Dealers’ Asso- 
ciation have been holding a most successful fourth an- 
nual meeting, with headquarters at the Board of Trade 
building, Harrisburg, Feb. 21st and 22d last. Among 
the popular stove men who were present at this con- 
vention was Jas. H. Reed, the energetic representative 
of the Pittsburgh Stove & Range Co., Pittsburgh, Pa. 
Mr. Reed was presenting his host of friends among the 
retail hardware dealers of Pennsylvania with some at- 
tractive pencils in a neat gilded pencil case. 


A LONE STAR WASHING MACHINE COMPANY 








The Texas XXth Century Washing Machine Co., 
Royse City, Tex., send us a circular describing their 
XXth Century washing machine, which is made prin- 
cipally of galvanized steel and is in principle an at- 
mospheric clothes washing machine, actuated by a 
rotary gearing. 

This firm expect to have their washing machine on 
the market by March 1st and will employ eight or ten 
men at the start. A. G. Pedigo is president of this 
concern, R. Z. Dyer is vice president, E. G. Cochran 
is secretary and Thos. Stewart is treasurer. 
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lorado Retail Hardware 


Dealers’ A 


ssociation 





The third annual meeting of the Colorado Retail Hard- 
ware Dealers’ Association was held February 14 and 15 at 
the Adams House, Denver. 

President A. L. Branson of Trinidad presided. 
lowing committees were appointed: 

Committee on Resolutions—A. Duenwig, Brush; Jas. P. 
Barnes, Colorado Springs; Davis Barkley, Fort Collins; 
Adolph Unfug, Walsenburg; I. H. Maxwell, Lamar. 

Committee on Auditing—W. D. Carroll, Antonio; John 
Spriesterbach, Alamosa; P. J. Reifel, Rocky Ford. 

Nominating Committee—O. A. Cramer, Montevista; J. 
H. Linder, Golaen; M. S. Whiteley, Boulder. 

Geo. Suliivan of Salida was appointed sergeant-at-arms. 


The fol- 


A GOOD PERCENTAGE SHOWN. 

In view of the fact that there are only 199 hardware 
dealers in the state, many of whom live in out of the way 
places and are not thrown directly in contact with conditions 
we are endeavoring to overcome, we have a goodly propor- 
tion of those available enrolled as members. I doubt if any 
other state can show as large a percentage. But it is not 
enough. With practically every dealer in the state as a mem- 
ber and all lending their hearty support to your officers and 
committees, what is there in reason we cannot accomplish? 

Most of the Denver jobbers are in the same position as 
before. They will sell to your customer at so near the price 
they quote you that you cannot do business on the protection 








Secretary F. C. Moys, Boulder, then read the following 
ANNUAL REPORT. 





* A YEAR OF PECULIAR EXPERIENCES. 


The year just closed has been full of peculiar experi- 
ences. In a business way it has been one of the most difficult 
for a hardware dealer to make any money owing to numerous 
things. It has been a year of declining markets, which makes 
a hardware man puzzle his brain to keep things coming right 
so to show a balance on the right side of the ledger. We 
have had labor disturbances enough to satisfy the most exact- 
ing agitator for some time to come. With trouble in the 
principal coal camps, as well as in some of the large mineral 
bearing districts, and an army of soldiers in the field, business 
in many portions of the state has been paralyzed. With the 
industries of the mining districts closed and bounteous ercps 
in the states cast of us, our farmers have had no little dif- 
ficulty of finding a market for their products. Considering 
all of these conditions with which we have had to contend, 
it is not surprising that we have not accomplished as much 
as we had hoped for during the past year. Neither is it sur- 
prising that some dealers have become discouraged and asked 
to be dropped from our membership or that others have 
neglected to pay their dues. And yet with all we have had to 


contend, our showing is not bad. 





thus afforded. And on a great many things, at least, if not 
all of them, they will sell your customer as cheaply as they 
will you. This is especially true when your customer goes 
to them with a good sized order ready to place, and asks for 
a quotation. In such a case your so-called jobber of Denver 
forgets you are on the map. And still the Denver Boosters’ 
Club wonders why retailers do not patronize Denver! 


SPECIAL LEGISLATION. 


In connection with the representatives of the Colorado 
Grocers’ Association and Colorado Implement Dealers’ Asso- 
ciation, I met in Denver Jan. 3rd to. consider the matter of 
legislation of especial interest to our line of business. I have 
been called to Denver on this matter four times in all, the 
last time being Feb. oth, at which time, at Senator Wood’s 
request, I went with several others before the Senate Judiciary 
Committee to plead for the passage of Senate Bill No. 176, 
known as the “Itinerant Vendors” bill. This is the bill which 
was drawn by Judge Stevens at request of above mentioned 
delegates and was introduced by Senator Wood. Senator 
Wood also introduced Senate Bills Nos. 105 and 177. Senate 
Bill No. 105 provides a right to attach without first obtaining 
judgment if the debt be for domestic necessities, such as 
house rent, groceries, clothing, household utensils, etc. Senate 
Bill No. 177 provides that all public officials shall be liable 
and subject to garnishment in the same manner as other peo- 



















In a recent communication I advised you of these three 


ple. 
measures and asked your support of same. Some action should 
be taken at this meeting to further this much needed legis- 
lation. 


NATIONAL ASSOCIATION MATTERS. 

It was my pleasure, as the delegate from this association, 
to attend last March the annual convention of the National 
Retail Hardware Dealers’ Association. This was a meeting 
full of interest and enthusiasm. At this time plans were 
outlined for work looking to the improvement of hardware 
conditions in many ways. The greatest effort of the year 
has perhaps been made along the line of fighting catalogue 
houses. No doubt Mr. Corey will give you full information 
along this line. 

At the time of the national convention I also attended 
the annual meeting of directors of the Fire Insurance Co. 
The aftairs of this company were in the best of shape. 
Monthly reports from the secretary have shown a steady 
growth of desirable business. We have had some losses, all 
of which have been promptly paid, and there are ample funds 
on hand to meet any probable demands. Secretary’s report 
to Feb. 1st shows over $800,000.00 insurance in force. At 
the annual stockholders’ meeting I was elected a director for 
three years. .As long as I am officially connected with this 
company I shall do all in my power to see that the affairs 
of the company are handled in a thoroughly upright and 
businesslike manner. I bespeak for this company a share of 
your insurance., You can save money through this medium 
and at the same time help along the hardware association. 

I understand our old friend @he parcels post bill is again 
before congress. No doubt Mr. Corey will give us full in- 
formation and instruct us what action to take to combat it. 


RUBBING ELBOWS IS A GOOD INVESTMENT. 


This meeting will be my last appearance as your secre- 
tary-treasurer.. In handing over the burdens and pleasures 
incident to the office to my successor, I wish to thank you 
all for your kindly interest in the work and the support 
which you have given me during the past two years. We 
started out in 1903 withthe firm conviction that a number 
of things were wrong which we wished corrected. We have 
devoted many hours to thought: and hard work and hope 
conditions have improved at teast a little. But to me this 
association would have been worth while if the only privi- 
lege was to come to this annual meeting. It is a good in- 
vestment just to come here and rub elbows and get acquainted 
with the “other fellow.” 

For my successor I ask your heartiest assistance. In all 
his efforts back him up loyally, and I am sure he will prove 
worthy of your confidence. You should send him to the 
nafional convention at Minneapolis in March. He will learn 
enough of how they do things in other states to make it pay. 
As a director of the insurance company I shall be at Minne- 
apolis and will take pleasure in assisting him all possible. 

The subject of catalogue house competition came in for 
a good deal of discussion, and ways and means for com- 
bating it were advanced by those in attendance. In this 
connection proposed parcels post legislation at Washington 
was condemned. 

The following officers were elected for the ensuing year: 

President—A. B. Meservey, Colorado Springs. 

Vice-President—Adolph Unfug, Walsenburg. 

Secretary-Treasurer—Davis Barkley, Ft. Collins. 

Executive Committee—J. F. Wallace, Hooper; A. B. Cor- 
bin, LaJunta; Davis Barkley, Ft. Collins; F. A. Ellis, Jr., 
Denver. 

Davis Barkley, the newly elected secretary, was selected 
to represent the association at the national convention, to be 
held in Minneapolis March 13, 14 and 15. Ex-Secretary 
Moys will also attend the convention as a director of the 
National Insurance Company. 


int 


CALIFORNIA DEALERS MEET. 








The North Coast Retail Hardware & Implement 
Association held its annual meeting and election of of- 
ficers at the Occidental Hotel, Santa Rosa, Cal., Feb. 
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gth last. The election of officers resulted in the re- 
election of James Clark Mailer for president, C. E 
Haven was chosen vice-president ; August D. Ketterlin, 
secretary, and E. E. Morrow, treasurer. The finance 
committee consists of A. P. Brunner of Ukiah, D. 
Schwarz of Napa and J. H. Steves of Petaluma. The 
executive committee consists of James C. Mailer, 
C. E. Haven and A. D. Ketterlin of Santa Rosa, 
J. H. Gunn of Healdsburg and N. M. Crossley of 
Petaluma. The retiring secretary, Arthur de Witt 
Brown, was made an honorary member of the associa- 
tion in recognition of his efficient services. 


~~ 


CABINET FOR KEEPING RETAIL ACCOUNTS. 





TO THE AMERICAN ARTISAN, 

The accompanying drawing shows a cabinet for 
keeping a set of retail accounts on duplicating cash 
sales check books. 
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It should be about seven inches deep and partitions 
four inches apart. The horizontal partitions are tin- 
ners’ wire far enough apart to form one inch squares. 
If the ends are covered with sheet metal it will help 
hold the wires in place, By bringing it to the shelv- 
ing as indicated it will occupy practically no room and 
will be found very practical and easily made in any 
hardware store. C. F. TROELLER. 

Larrabee, Ia., Feb. 14, 1905. 
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Heating and Ventilating 


It is said that a central heating plant will shortly 
be established at Salisbury, Md. 

The American Radiator Co., Chicago, are erecting a 
$40,000 warehouse on Summer St., Cincinnati, O. 

W. R. Baty, H. P. Mayer and J. L. Collins are the 
incorporators of the Baty Plumbing & Heating Co., 
Paris, Tex., capitalized at $10,000. 

H. O. Coughlan, Jos. M. Mitchell and Thos. RK. 
Barrett are the incorporators of the Vacuum Heating 
Co., Jersey City, N. J., capitalized at $100,000. 

Wm. Curtis, Edwin C. Biddle and John McPeak 
are the incorporators of the Columbia Heating & Roof- 
ing Co., 419 Market St., Camden, N. J., capitalized 
at $5,000. 

W. R. Hampden, Alfred E. Wheelan and Francis 
C. Monte are the incorporators of the Hampden 
Double Combustion Furnace Co., Kansas City, Mo., 
capitalized at $5,000. 

The York Engineering Co., York, Pa., will erect a 
$30,000 gas plant at Oxford, Pa. H. H. Lindemuth, 
president of this company, will give this matter his 
personal supervision. 


C. W. Shumway & Sons, Batavia, N. Y., send us 
some neat blotters advertising the Colby standard 
ventilator for removing steam, smoke and cooking 
odors from the kitchen. It is made in four styles, viz., 
japan, white enameled, coppered and nickel plated, 
and in three sizes of 6, 7 and 8 inch pipe. 


The stockholders of the Stanton Heater Co., Mar- 
tins Ferry, O., held their annual meeting recently, and 
elected L. Spence, Geo. L. Spence, Henry Stanton, 
F. H. Eick, T. W. Shreve, S. L. Wood and Wm. 
Mann as directors. The directors in turn elected the 
following officers: L. Spence, president; Harry Stan- 
ton, vice-president; S. L. Wood, secretary, and Geo. 
L. Spence, treasurer. 








The Patric Furnace Co., Springfield, O., send us 
a little circular entitled ““A Great Quartet,” which calls 
attention to the value of the coking and smoke burn- 
ing magazine of the Patric furnace. With this de- 
vice, one can burn soft coal, hard coal and coke or 
wood. With this furnace the coal is first thrown 
into the magazine, where it undergoes a gradual cok- 
ing process, insuring good combustion and a steady, 
even coal heat. Where hard coal and coke is burned, 
the manher is the same as in any other furnace, with 
the added convenience of direct accessibility to the fire 
afforded by the coking magazine. 

Farwell, Ozmun, Kirk & Co., St. Paul, Minn., send 
us a little booklet calling attention to Gilt Edge furnace 
pipe and fittings. Their line includes round pipe and 
fittings, single wall pipe and fittings, registers and 
register boxes, galvanized cold air pipe and casing 
tops. The elbow used with Gilt Edge single wall pipe 
is a perfect curve all the way around. Their footpiece 
presents just a smooth, even turn from the round 
furnace pipe to the oblong wall pipe, the two openings 
corresponding exactly with the differences in the nat- 
ural velocity of the air. This footpiece has but one 
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seam in either end, and combined with angles No. 101 
will make almost any desired turn used in the installa- 
tion of furnaces. One of these circulars will be for- 
warded the trade on application. When writing for 
same, kindly add: “Saw it in THE AMERICAN Ar- 
TISAN.” 

At the annual meeting of the stockholders of the 
Stanton Heater Co., Martins Ferry, O., held on Feb. 
7th, E. H. Rider severed his connection with that 
company as manager and director in order to associate 
himself with the Wellsburg Heating & Foundry Co., 
Wellsburg, W. Va., who will manufacture an all cast 
iron furnace which Mr. Rider has invented. This 
furnace has an improved grate, improved fire pot and 
a new method of introducing air into combustion 
chamber. Mr. Rider is a widely known and popular 
furnace man, and his many friends in the heating 
trade will be interested in his new departure. 


2a->- 
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NO CHANGE IN POLICY. 


The Kelsey Heating Co., Syracuse, N. Y., hereto- 
fore conducted as a co-partnership, was incorporated 
as a stock company, under date of Jan.-2d, 1905, with 
1,000 shares of $100 each, $100,000. This is simply a 
transfer of the co-partnership interests to the corpora- 
tion, the stock being issued only to the former mem- 
bers of the co-partnership, and was incorporated as 
the Kelsey Heating Co. of Manlius, N. Y., a suburb 
of Syracuse. There will be no change in the policy, 
and the new company will continue the manufacture of 
the Kelsey generator and other heating appliances. 
The officers and directors are: W. W. Cheney, presi- 
dent; H. W. Bradley, vice-president; R. H. Bradley, 


secretary ; Joseph Baker, treasurer. 
eo 


FURNACE REPAIRS. 











The Des Moines Stove Repair Co., 112-116 So. 
Second street, Des Moines, Ia., send us a copy of their 
special catalogue of furnace repairs, which they have 
recently issued. In their foreword to the trade it 
states that the demand which is constantly increasing 
for furnace repairs has induced them to add to their 
line of furnace repairs and issue a special catalogue 
of same. Their list is large and covers repairs to fit 
most of the furnaces sold to the trade. Their patterns 
are filed to fit, and they guarantee the same to be as 
satisfactory as castings purchased from the factory 
where the furnace is made. They carry a large stock 
on hand, especially of grates, so that immediate ship- 
ments can be made on receipt of orders. 

One of these catalogues will be sent to the trade 
on application. When writing for same, kindly add, 


“Saw it in’ THe AMERICAN ARTISAN.” 
eahiake. 


INQUIRY FOR HEATING, COOKING AND HOT 
WATER APPLIANCES, SCOTLAND 





John Devlin, governor of the Combination Poor- 
house, Dunfermline, Scotland, under date of De- 
cember 26, 1904, states that alterations are to be made 
and asks me to obtain for him catalogues from Ameri- 
can makers of steam-heating, steam-cooking and hot- 
water heating appliances—J. N. McCunn, Consul, 
Dunfermline, Scotland, to the State Department. 
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Tinshop 
Principles of Intersection. 


PART III. 















[Copyright, 1905, by Joseph P. Coleman.] 


POSITIONS OF INTERSECTING PLANES. of projection. See problem 4, elementary problems. 
How many positions can intersecting planes occupy A cutting plane can be perpendicular to one plane 


in their relation to the planes of projection? and inclined to the other projecting plane, thus per- # 
P pro) pro) g Pp P 





. 67 2 $4 4.5" 
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co" 
For nearly all practical purposes intersecting planes pendicular to vertical plane, inclined to horizontal, 


can occupy the following positions: perpendicular to horizontal, inclined to vertical plane. 
A cutting plane can be perpendicular to both planes A cutting plane can be inclined to both projecting 
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planes. See plate 2, Fig. 3, where A-D-45° is the 
horizontal trace of an oblique plane and A-V the 
vertical trace of the same oblique plane. Plate 7, 
horizontal plane. The lines 22%4-D-45°-D-mould 7- 
67'4%2°D, all in the fourth angle, are all inclined to the 
vertical plane. D-10-90 answers as vertical trace for 
each cutting plane. 
POSITIONS OF INTERSECTING PLANES. 

The intersection of mould A, 4th angle, with mould 
5, 3d angle, is indicated on the paper by 67%D, an 
inside octagon mitre. The line F-D, 3d angle, is the 
angle of intersection for an outside octagon mitre. 
The line F-D is inclined to the vertical plane and is 
the horizontal trace of a plane inclined to vertical 
plane and perpendicular to horizontal plane. Line 
224°, Ist angle, passing through D, continued into 
3d angle, is also inclined to the vertical plane, in the 
3d angle. Summing up: Any line in the horizontal 
plane not perpendicular to ground line or parallel to 
ground line is inclined to the vertical plane and is 
the horizontal trace of a plane, inclined to the vertical 
plane. Any line in the vertical plane not perpen- 
dicular to ground line or parallel to ground line is 
the trace of a plane, inclined to the horizontal plane. 

Another position of a cutting plane is when a 
moulding is in an inclined plane, as a raking mould 
in a gable, the base of the mould resting on a bevel 
surface. A common position at the base of a pedi- 
ment such a plane is inclined to horizontal. Various 
examples are shown in drawings. 

PRACTICAL PROBLEMS IN GEOMETRY. 


From the lines on the drawing, the drawing was 
constructed to give instructions in intersections. 

To draw a line perpendicular to a given line: Let 
G-L be the given line at a point D. Point D is the 
center. From O in the ground line with a radius 
©-go describe an arc, and from point 180°, with the 
same radius, describe an arc, cutting the first arc; 
indicate the intersections of the arcs by a point, 
through the point and point D draw a straight line, 
D-go0, which will be perpendicular to the line G-D. 
This problem can also be stated to divide a semi- 
circle into two equal parts, for D is the center of 
180-O and D-O is the radius of the circle, describe 
the circle O-go-180, mould 6. The line D-10-90 
extended to mould 6, 4th angle, is a vertical diam- 
eter. Now the same problem can be stated to divide 
a circle into four equal parts, by conceiving the ver- 
‘ tical diameter as not having been previously drawn. 
Now take the semicircle 180-O-go. Set the corner 
of a square at 120°, 2nd angle, one side of the square 
to pass through O, the other side of the square will 
pass through 180°. You can place the corner of a 
square on any point of the circumference of the semi- 
circle and one side of the square through O. The 
other side of the square will pass through 180° de- 
grees. This problem can be stated: Any angle in 
a semi-circumference is a right angle, or any angle 
in a semicircle is a right angle* In practical work in 
the shop I applied this principle in this manner: In 
laying out large pediments, skylights or circular bay 
window work, I draw a line on the floor of the shop 





*Davies Legendre—Booke III, page 79. 
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to represent the ground line, G-L. You must con- 
ceive that no line is marked on the paper so far, but 
the ground line. Next mark point D on the ground 
line at random, wherever you please. Set one point 
of the trammel anywhere in the first angle, except on 
the ground line, or on a line which could be drawn 
perpendicular to the ground line through point D. 
The other point of the trammel must pass through 
point D. Describe an arc large enough to be a 
semicircle, from the radius taken. Mark the point 
where the arc intersects the ground line, G-L, and 
from that point established on the ground line, and 
through the center point on the floor, draw a straight 
line, cutting the other end of the arc, indicating the 
cut by a point. Through the last point and point D 
on the ground line draw a straight line. This line 
will be perpendicular to the ground line. If the 
drawing on the floor was very large some workman 
in the shop would hold one end of the chalk line, as 
no steel square was used in the operation. I would 
tell the workman to place a steel square on the two 
lines. After doing so he would be surprised how it 
is possible to draw two lines at right angles without 
using a square. On every occasion I always ex- 
plained the principle to the man who assisted in 
the operation. There are other practical problems on 
the drawing. More problems can be constructed by 
adding more lines. I will explain the large, octagon 
indicated by 10-D on the ground line, E in the third 
angle, F on a pattern line, O on line 5 in outstretch 
of mould A, J on the same line, K on the 45° line, N 
on the 2244° line, returning to 10, on the ground line, 
completes the outline of the octagon as shown. 


Describe the large circle O-9-180, mould 6; D is 
the center of the circle. Circumscribe the circle by 
the square 45, 135, 45, 180, O. Draw the ground 
line G-L. Draw the vertical diameter 6-D-10-90. 
Draw the diagonal lines through the opposite corners 
of the square. Those lines are (45°-D-135°). 45-D 
continued to corner of square, 3d angle. The ground 
line divides the circle into two parts. The upper and 
lower parts of the circle are each divided into four 
parts. In the quadrant o-go, Ist angle, divide the 
arc Q-45 into two equal parts as the line 22%4D, and 
the arc 45-90 into two equal parts as the line 671%4-D. 
I always divided the quadrant by using the octagon 
mitre cut used by all cornice makers. Divide the 2nd 
angle in the same manner. Now draw the line 22%- 
D in the Ist angle through the 3d angle indefinite. 
Draw the line 45-D, 1st angle, through the 3rd angle 
indefinite. Draw the line 67'%4-D-F. The first point 
of division in the 2nd angle is not lettered. The line 
is drawn through D, continued to 67%, 4th angle, 
and if continued farther would pass through J, in No. 
5, pattern line. The next point of division is the 
line 157'%4-D-22%-N, 4th angle. 

Now the entire circle is divided into 16 parts, each 
semicircle into 8 parts and each quadrant into 4 parts. 
I will assume a distance on the ground line, as a base, 
on which to construct an octagor. That distance is 
D-10, Ist angle. The octagon is to be constructed as 
previously stated below the ground line. The rule is: 
Through the 2nd point of division draw a line, and 














also draw lines through the other points of division 
on the circumference of the circle, on those lines space 
off the distance of the base of octagon. The 2d poin 
of division is the diagonal in the 2d angle. On tha 
line space off D-E equal to D-1o, base of octagon. 
Now draw E, F, F, O, O-J, J-K, K, N-N-10. Each 
line is equal to the base D-10, completing the regular 
octagon. Principles: By inspection of an octagon 
the angle formed by joining two sides of an octagon 
is 90°+45°=135°. The semicircle is divided into 
& parts. Each angle measured from the center D is 
one-eighth of 180° or 224%°. Assuming the base line 
D-1o the line D-E must be inclined to D-10 at the 
proper angle to construct an octagon. 

The 2d point of division in the 3d angle, being in 
a diagonal line, is an angle of 45° by construction, 
and therefore is the side of an octagon, E. F is at 
right angles to D-10 and is the 3d side. The angle 
E-F-O is 90+45—=135°, 4th side. O-J is parallel to 
base D-10. The angle O-J-K is 135°, J-K-N=135°. 
N-10 is equally inclined to D-10, at an angle of 45°, 
completing the octagon. 

Rule for constructing a polygon of any number of 
sides : 

Divide the semicircle into as many parts as the 
polygon has sides. Through the points of division 
draw indefinite lines from the center of circle D on 
those lines, space off the distance taken as a side of 
the polygon. 

The distance is taken on the diameter of the semi- 
circle. The first distance spaced off must be on the 
2nd point of division. Thien follow the other points 
of division in regular order. The radius D-O, spaced 
off as a chord on the circumference of the circle, di- 
vides it into six parts; lines drawn connecting the 
points will show the hexagon. 

(To be continued.) 


NOTES AND QUERIES. 


a ioe dn ee Oe a 
URNACE CASTINGS. _—_ 


From the Springfield Furnace Co., Springfield, O. 

Where can we buy furnace castings ? 

Ans.—S. Cheney & Son, Manlius, N. Y.; Illinois 
Malleable Iron Co., 30-32 W. Monroe street, Chicago, 
Til. 


COILED WIRE HANDLES FOR STOVE LIFTERS, DOORS, ETC. 
From Biggar, Ltd., Toronto, Canada. 

Who manufactures coiled wire handles for stove 
lifters, doors, etc.? 

Ans.—Fanner Mfg. Co., Cleveland, Ohio; Troy 
Nickel Works, Albany, N. Y.; Arcade Mfg. Co., Free- 
port, Ill. 








“BLUE SEAL” RUBBER BELTING. 
From J. W. W., Libertyvillé, Ia. 

Who manufactures the “Blue Seal” rubber belting ? 

Ans.—Globe Machinery & Supply Co., Des Moines, 
Ta. 

ROPE. 
From “Reader,” Chicago. 

Where can I buy rope? 

Ans.—American Mfg. Co., 65 Wall street, N. Y.; 
Broderick & Bascom Rope Co., St. Louis, Mo. ; Geo. 
B. Carpenter & Co., 1 Fifth avenue, Chicago, IIL ; 
Dodge Mfg. Co., Mishawaka, Ind. ; Ironsides Co., Co- 
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lumbus, O.; A. Leschens & Sons Rope Co., St. Louis, 
Mo.; Macomber & Whyte Rope Co., Chicago, I'l. ; 
Waterbury Co., 69 South street, N. Y.; Union Selling 
Co., New York; Waterbury & Co., 170 Lake st., Chi- 
cago. 

SEWING MACHINES. 
\From J. W. W., Libertyville, Ia. 
\ Where can I buy sewing machines ? 

Ans.—Chicago Scale Co., 292 Jackson boulevard, 
Chicago; National Sewing Machine Co., Belvidere, 
Tif, 

i COFFIN TRIMMINGS. 

From Chicago. 

Bvhere can I buy coffin trimmings? 
Ans.—Chicago Coffin Co., 465 S. Canal street, Chi- 
bo; Cincinnati Coffin Co., Cincinnati, O.; Crane & 
eed Mfg. Co., Cincinnati, O.; Rock Falls Mfg. Co., 
Sterling, Ill. 






WALL CALENDARS. 
Ffom G. B., Newark, N. Y. 
Where can I buy wall calendars? 
‘Ans.—Geo. S. Vibbert & Co., Clintonville, Conn. 
BINDER TWINE. 
From “Reader,” Chicago. 

Where can I buy binder twine? 

Ans.—American Mfg. Co., 65 Wall street, New 
York; Broderick & Bascom Rope Co., St. Louis, Mo. ; 
Waterbury & Co., 69 South street, New York; Union 
Selling Co., New York; Waterbury & Co., 170 Lake 
st, Chicago. 

t TRUNKS, HAND BAGS, ETC, 
Ffom “Reader,” Chicago. 
{Where can I obtain trunks, hand bags, etc. ? 

ns.—Abel & Bach Co., Milwaukee, Wis.; W. E. 
Armpold & Co., Baltimore, Md.; Carpeles Co., Mil- 
wattkee, Wis. ; Chilton-Guthrie Trunk Co., Louisville, 
Ky}; N. Drucker & Co., 110 W. Third street, Cincin- 
nati, O.; N. M. Freling, Kansas City, Mo.; Likly &- 
Rockett, Cleveland, O.; Martin Maier & Co., 102 
Woodward street, Detroit, Mich. ; Chas. T. Wilt, 42 E. 
Madison street, Chicago, III. 

TINWARE. 

From “X. Y. Z.,” Washington, D. C. 

Where can I get a line of tinware ? 

Ans.—Block & Co., New York, N. Y.; National 
Enameling & Stamping Co., Milwaukee, Wis.; Stuber 
& Kuck, Peoria, Ill. 

ENAMELED WARE. 
From “X. Y. Z.,” Chicago. 

Would like addresses of manufacturers of enameled 
ware. 

Ans.—Avery Stamping Co., Cleveland, O.; Block & 
Co., New York, N. Y.; National Enameling & Stamp- 
ing Co., Milwaukee, Wis. ; Jacob J. Vollrath Mfg. Co., 
Chicago, Ill.; Lalance & Grosjean Mfg. Co., 19th and 
Clark streets, Chicago, III. 

CHILDREN’S CARRIAGES. 
From “Reader,” Chicago. 

Where can I buy children’s carriages? , 

Ans.—Chicago Willow & Rattan Works, 21 Dale. 
place, Chicago, Ill.; Gendron Wheel Co., Toledo, O. ; 
Wm. L. Jackson, Baltimore, Md.; Jacob Kaiser & Co., 
204 S. 4th street, St. Louis, Mo.; Kenosha Club Co., 
Kenosha, Wis.; Kinley Mfg. Co., Hoyne avenue and 
Van Buren street, Chicago, Ill.; Marqua Carriage & 
Toy Co., Main street, Cincinnati, O.; May’s Rattan 
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Works, 1705 N. Clark street,. Chicago, Ill.; A. Mein- 
ecke & Son, Milwaukee, Wis.; Wm. H. Pettit & Co., 
Grand Rapids, Mich. 

STEEL GOODS. 
From “X. Y. Z.,” Chicago. 

Would like addresses of 
goods? 

Ans.—American Fork & Hoe Co., Cleveland, O.; 
Continental Tool Co., Frankfort, N. Y. 

IRON BEDS. 
From “X. Y. Z., Chicago. 

Who makes iron beds? 

Ans.—Ansonia Brass & Copper Co., 99 John street, 
N. Y.; Wm. Bayley & Sons Co., Milwaukee, Wis.; 
Ed. Darby & Sons, 233 Arch street, Philadelphia, Pa. ; 
Fred J. Meyers Mfg. Co., Hamilton, O.; Van Dorn 
Ircn Works Co., Cleveland, O. 

UNDERFEED FURNACES, 
From Hoernal Hardware Co., Racine, Wis. 

Where can we buy an underfeed furnace? 

Ans.—C. E, Sutton & Co., Toledo, O.; W. A. Clark 
& Co., Covington, Ky., and the Patric Furnace Co., 
Springfield, O. 

ADDRESS OF P. N. MFG. CO. 
From Thos. H. Pope, Esq., Atlanta, Ga. 

What is the address of the P. N. Mfg. Co., pocket 
screwdriver manufacturers ? 

[Can any of our readers answer this question ?— 
Ed.] 

ADDRESS SCHUYLKILL VALLEY STOVE WORKS. 
From Manufacturers Stove Repair Co., Chicago. 


What is the address of the Schuylkill Valley Stove 
Works? 
Ans.—Spring City, Pa. 
ABRAM COX STOVE CO. 
From Manufacturers Stove Repair Co., Chicago. 


What is the address of The Abram Cox Stove Co.? 
Ans.—Philadelphia. 
SCOVILLE’S MOLASSES GATES. 
From J. C. Moebus, Butte, Mont. 


Who makes Scoville’s molasses gates? 
Ans.—Scoville & Sons, Manlius, N. Y. 
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manufacturers of steel 


+ 


ITEMS. 








The Beaufort Tin Plate Works, Morriston, Wales, 
have been purchased on behalf of Thos. J. Williams 
for $65,000. 

Follansbee Bros. Co., Pittsburgh, Pa., are offering 
the trade a polished sheet steel which they guarantee 
to be uniform in color, finish and working quality. 

W. D. Hardison, Jr., Geo. Benedict, C. T. Benedict, 
H. Hardison and Jos. W. Byrns are the incorpo- 
rators of the New Era Cement Roofing Co., Nashville, 
Tenn., capitalized at $10,000. 

Earnest Necco, Jno. E. Aiseman and Lawrence L. 

Cowan are the incorporators of the Necco & Aiseman 
Co., Houston, Tex.,- capitalized at $5,000, to manu- 
facture tin, sheet iron and steel roofing materials. 
- F, Kingsbury Curtis, Frederick K. Seward and Jef- 
frey Parsons are the incorporators of the Corned Art 
Metal Co., New York City, capitalized at $400,000, for 
the manufacture of ornamental and structural work. 

The Illinois Roofing & Supply Co., 23 Lake St., 
Chicago, advise the trade that prices are going higher 
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for eave trough.and conductor pipe, and that orders 
should be placed now for future delivery. 


Tanner & Co., 216-218 So. Meridian St., Indianap- 
olis, Ind., are a wholesale concern carrying a line of 
tin plate, sheet iron, metals, tinners’ supplies and tin- 
ware, who have built up a large trade in these goods 
throughout the central West. 


Geo. W. Turney, who has for a number of years 
been Western representative of the Rome Brass & 
Copper Co., Rome, N. Y., was married at noon, Feb. 
22d last, to Miss Elizabeth Blamer at the residence of 
the bride’s parents, Independence, Ia. Mr. and Mrs. 
Turney will make their home at 1365 Sheridan Road, 
Chicago. 


The Armitage Mfg. Co., 3200-3300 Williamsburg 
Ave., Richmond, Va., are one of the largest firms man- 
ufacturing roofing material, paints, oils, varnish and 
paper in the country; their factory covers one solid 
square and is equipped with the most modern, com- 
plete and up-to-date machinery, and would be pleased 
to send the trade price list on application. When 
writing for same kindly add: “Saw it in THE AMER- 
ICAN ARTISAN.” 


The Jacob J. Vollrath Mfg. Co., 175 Lake street, 
Chicago, call special attention to their Vollrath ware, 
especially to the coffee pot, tea pot and tea kettle made 
in this ware, the bodies of which are spun out of one 
piece of steel, and the covers of which are also spun 
out of one piece. The handles are made from one 
piece of hollow steel and always cool. They are en- 
ameled with three coats, a special turquoise blue en- 
amel mottled with uniform white specks and are snow 
white enameled inside. Each item is packed separately 
in stiff cardboard cartons. 


The St. Paul Roofing, Cornice & Ornament Co., St. 
Paul, Minn., send us a section of their catalogue show- 
ing their steel fronts, metal coverings, and fire proof- 
ing for all kinds of buildings. This volume shows il- 
lustrations of the “Dallam Block” in Evansville, Ind., 
a brick building with Prudens patent rock face steel 
front. The copper bay windows in the “Marlborough” 
Flats, St. Paul, Minn., an example of artistic steel 
front construction, taken in Michigan City, N. D., 
the State Bank Block in Buffalo Center, Iowa, the 
drug and notion store of Olson & Isaacson, St. Croix 
Falls, Wis., the Star office at Rollo, N. D., the Vilas 
County, Wis., courthouse, the plant of the Pioneer 
Pasteurizing Co., Rush City, Minn., the Fosston Ele- 
vator & Flour Mills, Fosston, Minn., the Benson County 
State Bank, Minnewaukan, N. D., the Bank of Cam- 
den, Camden, S. C., First Baptist Church, Cheyenne, 
Wyo., and many other buildings covered with this 
firm’s fronts, which present an unusually striking and 
attractive appearance. In many instances buildings 
are shown before and after their equipment with these 
fronts, showing the great improvement made. 

Hardware dealers have found the sale of store fronts 
a most profitable and easy part of their business, as 
the great improvement made in any store or residence 
by their use is the standing advertisement of the most 
striking kind which is sure to bring in a large volume 
of good business. 
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NEW PATENTS. 
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Luke S. Doan, Buffalo, Mo. 
buildings. David Fairbanks, 


781,638—Fence-post puller. 
781,644—Ventilation of 
Charlestown, N. H. 
781,652—Auger bit. 
781.704—Lawn edge mower or cutter. 
Milwaukee, Wis. 
781,705—Heater. William W. Woods, Springfield, Mo. 
781,709—Dish. John J. Benson, Detroit, Mich. 
781,710—Sliding door sheave. Edward E. Bright, Morris, 


Charles C. Hiatt, Wilmington, Ohio. 
Andrew C. Wirth, 


Tl. 

781,713—Milk pail holder. Daniel A. Cahill, Torrington, 
Conn. 

781,7390—Ventilating cowl. Edward J. Precourt, Portland, 
Me. 

781.743—Door fastener. Marvin O. Royce, Somerville, 
Mass. 

781,754—Letter box fastener. Emilus F. Wallace, Syra- 
cuse, N. Y. 

781,758—Folding camp stove. Joseph B. Annin, Colum- 
bus, Mont. 

781,771—Plank. William H. Gardner, Jr., Park City, 
Utah. 


781,772—Snow shovel. John Gifford, Watertown, N. Y. 
781,786—Tool holder. Charles W. Phillips, Milwaukee, 
Wis. . 
781,704—Artificial bait. Charles H. Smith, Lagrange, Ind. 
781,812—Rolling pin. Frank B. Deiter, Coudersport, Pa. 
781,847—Centrifugal cream separator. Mikael Pedersen, 
Dursley, England. 


781,996 























781,849—Mop holder. Arthur W. Smith, Thomaston, N. Y. 
781,856—Coffee or tea urn. John B. Weis, Toledo, Ohio. 
781,875—Smoke stack. Chester Fultz and Horace L. Ful- 
Denver, Colo. 
781,899—Ice cream spoon. 
781,917—Egg beater or cream whipper. 
Dillsburg, Pa. 

781,920—Weighing scoop. John L. Taylor, Benton Harbor, 
Mich. 

781,071—Bevel square. James F. Thomas, Sequatchie Col- 
lege, Tenn. 

781,9905—Level. Lewis H. Bradshaw, Allegheny, Pa. 

782,014—Door check and closer. Axel F. Enquist, Wash- 
ington, D. C. 

782,051—Sash lock. Al. L. Ramage, Kansas City, Mo. 

78&2,068—Soldering iron. Loudon Silcott, Mount Vernon, 
Ohio. 

782,070—Rabbeting plane. Francis D. Smale, Bath, Pa. 

782,073—Air moistening apparatus. Henry M. Smith, 
Brooklyn, N. Y. 

7&2,081—Planer tool. George W. Stone, Oelwein, Iowa. 

782,0904—Carpet stretcher. James S. Woodcock, New Lex- 
ington, Ohio. 

782,115—Door securer. Edward W. Dyer, Ainsworth, Neb. 

782,116—Heating apparatus. Nelson M. Eddy, Alpena, 
Mich. 

782,167—Centrifugal cream separator. 
Leod, Sparta, Wis. 
782,169—Combination tool. 


ler 


Rasmus Nielsen, Troy, N. Y. 
Harry A. Smith, 


Kenneth K. Mc- 


Paul Opocensky, Cuba, Kan. 
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CHICAGO IRON MARKET. 


In response to the imperative demand of Eastern 
manufacturers, many of whom are dependent upon 
the open market for their steel supply, plates and 
structural materials have been advanced $2 per ton, 
making the prices as they were before the reduction of 
Jast fall. Steel bars are expected to rise, but bar iron 
is rather easier and a decline may soon take place. 
Rails are selling very well. A number of Western 
roads have sent out orders which will bring the sum 
total of standard sections, sold to the leading Western 
producer since Feb. Ist, pretty close to 100,000 tons. 
Light rails and track supplies are quiet, but very 
strong. Scrap iron is without life, and, though prices 
are unchanged, no eagerness for further buying is 
manifested by dealers. 

A steady improvement, both in the demand and in 
the matter of sentiment, is to be noted along all lines. 
Sensational advances or declensions in prices are not 
in order, and it is doubtful whether any great changes 
will take place within the next three months. It is 
natural that, when the great revival of interest in pig 
iron and its refined products occurred last autnmn, a 
few markets should have been too subservient to the 
bullish movement. These markets are now com- 
mencing to subside to their normal level and no om- 
inous significance is to be attached to the declensions 
in prices in these markets. The scrap iron market 
is especially conspicuous as having supported inflated 
values for the last six months. Now that it is retreat- 
ing to its proper level, one may safely feel that a 
solid price basis will soon be reached. Such price 
changes in this and other. markets as will occur with- 
in the next quarter will be of a nature merely to sat- 
isfactorily adjust the refined products to the level set 
by pig iron. j 
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PIG IRON. 


A meeting of the representatives of four of the 
leading producers of Southern iron is now being held 
in New York with the view of effecting a consolidation 
of interests, Many meetings for the same purpose 
have been held in former years, but have accomplished 
nothing in that direction. The present meeting seems 
more promising, but the difficulty of formulating an 
agreement which will be acceptable to all concerned 
is a great one and is not to be removed by hasty meas- 
ures. In case the venture is successful, we believe it 
will be for the best interests of all concerned in pig 
iron merchandising. Fluctuating prices are never a 
stimulus to honest endeavor either in manufacture or 
in consumption, and a consolidation of Southern in- 
terests would tend to remove that feature of the pig 
iron market. Again, the consolidation would limit 
the supply when desirable and let it out when neces- 
sary, thus stimulating the market by artificial means, 
steadying prices and preventing speculation to a large 
The keen competition at present existing be- 


extent. 
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Report. 


tween Northern and Southern irons would keep 
Southern prices at their proper level and restrain any 
exorbitant propensities as to rates, in which the man- 
agers of this future trust might be inclined to indulge 
themselves. ’ were 

Pig iron sales during ‘the past ‘week ‘in Chicago 
were not of a large order, but were of sufficient mag- 
nitude to prevent any further prophesies of a slump in 
prices. Both Southern and Northern irons are strong 
on the basis of $17.15 and $17.50, Chicago, for No, 2 
foundry. Higher rates are asked by Southern pro- 
ducers for deliveries extending into the third quar- 
ter, but few sales at the higher price schedule were 
recorded. Southern markets lead, with reported sales 
in excess of 100,000 tons, most of which is stated to be 
for early delivery. In New York and New England 
several inquiries for large blocks have developed, and 
during the week sales amounting to at least 25,000 to 
30,000 tons of foundry and malleable irons have been 
consummated. From Pennsylvania markets come re- 
ports of good-sized transactions in Basic and addi- 
tional purchases of Bessemer by the Steel Corporation. 
In this market pipe makers and other large buyers 
have been feeling the market and show a disposition to 
figure on their requirements into the third quarter. 

While prices are unchanged, the undertone in all 
quarters is exceedingly firm. The statistics showing 
the continued and well-distributed increase in con- 
sumption have had a marked effect on sentiment in all 
quarters. That this increase should have continued 
to grow in the face of the extraordinary handicaps im- 
posed by weather conditions makes it bear double 
weight. It is natural to suppose that consumption 
will be still further augmented with the approach of 
spring and more normal operating conditions. Steel 
makers report a situation equally strong and an ac- 
tivity even greater than in pig iron. With 92 per cent 
of its blast furnace capacity in operation the Steel Cor- 
poration have reached the practical limit of their out- 
put and still continue as buyers of pig iron in the 
open market. Orders and specifications continue to 
come in at a most satisfactory rate, and in some lines, 
notably tin plate, all producers are considerably be- 
hind in deliveries. | Foundrymen in certain quarters 
are reporting increased activity and predict a general 
increase in business with the spring of the year. The 
coke market continues firm. There can be no relief 
from the difficulties of transportation as long as pres- 
ent winter conditions exist. 


SHEETS. 


Demand is of good proportions in spite of recent 
advances. Many mills are deaf to further orders, ow- 
ing to the crowded condition of their books. Store 
trade is active and the outlook promising. Jobbers 
have raised their quotations and now offer the follow- 
ing schedule: Black Sheet Steel—No. 16, per 100 
Ibs., $2.70; No. 18-20, per 100 lbs., $2.75; No. 22-24, 
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per 100 lbs., $2.80; No. 25-26, per 100 Ibs., $2.85; No. 
27, per 100 lbs., $2.90; No. 28, per 100 lbs., $3.00; No. 
29, per 100 Ibs., $3.20. Smooth Steel—Weood's smooth, 
No, 15-17, $2.85; Wood's smooth, No. 18, $2.95; 
Wood’s smooth, No. 20, $2.80; Wood’s smooth, No. 
22-24, $2.85; Wood’s smooth, No. 25-26, $2.90; 
Wood’s smooth, No. 27, $2.95; Wood's smooth, No. 
28, $3.05. Polished Sheet Steel—No. 24, per 100 lbs., 
$4.85; No. 26, per 100 lbs., $4.95; No. 27, per 100 
Ibs., $5.05; No..28, per 100 Ibs., $5.15. Galvanized 
Iron (Regular Sizes)—No. 16, per 100 lIbs., $3.20; 
Nos. 18 and 20, per 100 ths., $3.35; Nos. 22 and 24, 
per 100 Ibs., $3.50; No. 26, per 100 lbs., $3.70; No. 27, 
per 100 lbs., $3.90; No. 28, per 100 Ibs., $4.10; No. 
30, per 100 lbs., $5; Nos. 22 and 24x36 in., per 100 
Ibs., $3.70; No. 26x36 in., per 100 lbs., $3.00; No. 
27x36 in., per 100 lbs., $4.10; No. 28x36 in., per 100 
Ibs., $4.30. 


OLD MATERIALS. 


Large buyers are holding off and the market con- 
tinues to be a declining one. Several large railroad 
lists were promulgated last week, but little interest 
was awakened. Our quotations are lower than those 
of two weeks ago. In the following schedule the low- 
er prices are those at which dealers are buying and 
the higher at which they are selling to large con- 
sumers, gross tons: Old steel rails (4 feet and over), 
$15. to $15.50; old steel rails (less than 4 feet), $16 
to $16.50; old iron rails, $19.50 to $20; relaying rails, 
subject to inspection, $22 to $22.50; relaying rails, 
without inspection, $20 to $20.50; old wheels, $16.50 
to $17 ; heavy melting steel, $14.50 to $15 ; mixed coun- 
try steel, $9.50 to $10.50; low phosphorus scrap (.05 
and under), $14 to $14.50. The following quotations 
are for net tons: No. 1 R. R. wrought, $17 to $17.50; 
No. 2 R. R. wrought, $16 to $16.50; shafting, $17 to 
$17.50; dealers’ forge No. 1, $42 to $12.50; wrought 
pipe and flues, $11 to $11.50; No. 1 cast, 150 lbs. and 
less, $13.50 to $14; No. 1 mill, $11 to $11.50; No. 1 
busheling, $11.50 to $12; No. 2 busheling, $10.50 to 
$11; country sheet, $8 to $8.50; No. 1 boilers, cut, S11 
to $11.50; boiler punchings, $13 to $13.50; iron car 
axles, $21 to $21.50; steel car axles, $16.50 to $17; 
iron axle turnings, $11.50 to $12; steel axle turnings, 
$11 to $11.50; cast borings, $8.25 to $8.75; mixed 
borings, etc., $8.25 to $8.75; machine shop turnings, 
$11 to $11.50; railroad malleable, $13.50 to $14; agri- 
cultural malleable, $12 to $13; stove plate and light 
cast serap, $11 to $11.50; old iron splice bars, $18 
to $18.50. 


CHICAGO HARDWARE SCRAPS. 


Conditions are commencing to improve now that 
warmer weather is setting in. Orders for wire nails, 
wire cloth and poultry netting are especially numerous 
from those sections of the country which have partly 
escaped from the very severe cold weather which en- 
veloped every part two weeks ago. The South is ex- 
tremely quiet owing to the abnormal weather which 
hes prevailed there of late. Linseed oil is very dull 
with prices low. The impression prevails that prices 
will go higher in the near future, but even this theory 
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has failed to awaken interest. It is generally con- 
ceded that no profit is to be obtained at present prices. 
The demand is very low and confined to orders for 
small lots. Spirits of turpentine is not selling well, 
owing partially to climatic conditions. It is said that 
manufacturers are contemplating an advance in prices 
for stoves and ranges. This question is being serious- 
ly agitated just now in view of the recent advances 
in the price of pig iron, which goes into the production 
of these goods. The profits of stove manufacturers 
have been severely cut into by the higher raw material 
prices, and the leading interests are said to be in a 
decidedly restless condition. Tacks are due to rise, 
though jobbers’ quotations are unchanged. 
agricultural wrenches have been advanced from $1 
‘to $3 per dozen by manufacturers. 
Jobbers announce the following changes: 


Prices on 


STOVE BOARDS. 
NONE’ 3c DEN o ons 0 OO Be owed Kec otoebsk bhecs 40% 
CORRUGATED STOVE ELBOWS. 

Inches— - 6 7 
eR eee rae $1.60 
Premed, Per GOs... .. 2.000 ese $2.30 $2.70 1.60 

BOLTS. 
Rin 0s Asana news re aden tee ce ehek 80 and 5% 
SGT oak te Cs a's Shceaeiiemtn anaes 70 and 10% 


10% 


5 Jeo 


See se ere 60 and 


US Sik ncteh wees’: 0% 005.5 9199-40 60 and 


TIN PLATES. 


Prices are firm and the demand good. The lead- 
ing producer quotes on the basis-of $3.55 a box for 
14x20, 100 Ib. coke plates, f. o. b. Pittsburgh. Local 
hardware jobbers quote as follows: 


FIRST QUALITY BRIGHT PLATES. 

Per Box. 

IC Rs sll hawks caver neste $10.50 
IC RAT oe OF 7.15 
IX a ee Oe 8.40 
IXX Bias Sad os sh eRe ons 9.60 
te a ee ee ee ee 11.85 
eo oy Be BSE Se ae re 13.10 
IC EERE Se Ser eee fee 14.50 
IX i aincce 6s buses s 4c snes 16.50 
IXX OOS Agee PE Ea ren ee 18.95 
Rh atltensin own Seuee 21.35 
80 8 eT Se PPT TCT OEE 23.75 

COKE PLATES. 
oe: ae ee IC 20x28 §$ 9.00 
Coe My The... ws as IC 28x29 9.35 
Cokes, 216 Ibs........... IC 20x28 9.75 
Coleen, WIG TRB... 6. sca IX 20x28 11.70 
PR ee re or 


The stockholders of the Standard Tin Plate Co., 
Canonsburg, Pa., held their annual meeting recently, 
and elected as directors J. Underwood, S. A. Taylor, 
Louis Felcott, S. Cook, J. V. H. Cook, W. H. Rich- 
ards, C. C. Johnson, J. B. Johnson, G. D. McNutt, E. 
E. Boyle, J. L. Cockins and S. L. Kennedy. These 
directors in turn elected Jos. Underwood as president, 
J. V. H. Cook as treasurer, Louis Follet as secretary 
and W. H. Richards as general manager. 
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Current Hardware and Metal Prices. 


THE AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing western hardware and metal prices corrected weekly. 





METALS COPPER Shot. 
° CIDER... oscccctecsendondccdas base, 2ic| Drop shot, sizes smaller than 
FIRST QUALITY BRIGHT B, 25-b. bags, per bag ...... 81 65 
PLATES, TIN PIGS AND BARS. Drop sbot, B and larger sizes, 
Per Box a, As eee 25-tb. bags, per bag.......... 1 90 
Ic Soc aceues .. 810 50 mene oo as ASRS — Buck Shot, 25-. bags, perbag 1 90) 
1c SOEED........ceccccceces Vi MGieaten im base, BOF ® ......0. 000 97 | Chilled Shot,25-.bags, “ —1 90) 
Ix Be besuvec Joss oudauabe 8 40 c ANCHORS. 
sie coe oo csee consee coseee aa LEAD. &xpansion Screw Anchors.......10¢| 
Mee oe ses cece cece cece ’ . ANVILS. 
- a _ a s wwe © Mere assneoens 04 oe Trenton, 70 to 80 Ds......... ie per Bb) 
Ix 20x28 16 50\Nation»l (White) brands (in 28s | Trenton, 81 to 150s... ..0e per % 
TXX =. 20K28.................... 18 95, than 100 B. lots), per D.......... 7 _AUGERS. — 
IXXX 20x28..... . 21 35|\ Sheet. Boring BERGE, 0065.4 <d0 i004 60& 1045 & | 
SNE ID anes wd edes ova 4035 23 75, Full coils..........per 100 ts. $7 00) Irwin's. ++ es AiIO$ 
= dpa Cut coils..... -per 100 hs. 7 25! Carpenters’ ‘Nut. - B0&10&5 
COKE ‘PLATE 3. 4 Hollow. 
Cokes, 180 Ds........ IC 20x28 $9 00 Ives’s New Pattern.............254| 
Cokes, 200 s........ IC 20x28 9 35 initia’ Bonney’s—list $30.00 ......... 75&5 & 
Cokes, 216 s........IC 20x28 9 75 Stearn’s, No. 1....... per doz. #42 Ou) 
Cokes, 216 s........IX 20x28 11 70 a Mo. 8...... : 33 50) 
andasupene 08 ole. 
PIG IRON. HARDWARE. Dalbey, 8-in.......... per doz. 357 
Lake Sup. Charcoal ....818 50@819 00 nS Digwell, &inch...... 13 00 
North’n Coke Fay.,No. 1 18 00\ cornenters’. ADZES. Howe's,6and8-inch. “ 11 00 
North’n Coke Fay..No. 2 17 50) nine a5&154| Lwan’s Improved... - 4085 4 
North'n Coke Fdy..No. 17 00 a. edad Jbebdd dees biuwee baht : $ Vaughan’s, 4 to9-in.. ‘per doz. 650 
Northern Scotch, No. 1. 18 50) Font ng Sia. ie Rafting. 
Ohio Strong Softeners. Watters ress SB Smells... ese eee 5085 & 
© SS a SS 19 30@ 19 80) aes coneas anne eocngsenen mae | Sa 
Ohio Strong Softeners, |\Coopers’. | Ford's, withor without screw 40 5¢ | 
_ © RRP eee 18 80@ 19 30) er eer re 20%; Snell's, “ 40-54) 
Southern Silvery, 4 to6 White's . sete eeeeee 15% | AWLS. 
per cent Silicon....... 18 65@ 19 65\Ship. ira. 
Southern Coke, No. 1... 17 @5@ 1790) AjaX 2.0.0.2... ..ccccec cece eee 3334 | Handled.............. per doz. $0 28 
Southern Coke, No. 2... 17 15@ 17 40| Blood’s..............0..cseee0s 3744 | Shouldered, assorted, | to 4, 
Southefn Coke, No. 3.,. 16 65@ 1690) Hunt’s.......................008. 254 | --pergro. 9% 
Southern Coke, No. 4... 16 40@ 16 @5| White's ..................c0 e008 124 | Patent asst'd, tod...“ 8y 
Southern Coke, No. 1, Tarness. 
Rs Suels coon vicbaaues 17 65@ 17 90) AMMUNITION. | em ag bevap en eees oves : > 
ee Coke, No. 2, aaah oe ool "SP Percussion—per 1,000. B. — ; “ 
POLE ....455- $40000 cvs s ‘ | 
Southern Gray Forge .. 16 50@ 16 75) a 4 pn toxdelapne eens GN see | Shouldered .......... 95) 
Southern Mottlea and | El — ee nn 6 cok s-aeekn obibs 40 
White 15 900: 16 18) OB once cece cece cece cocecsce cece 52c | scratch 
meni. Cartridges. | No. 2, handled......... «“ 460 
semer.... 1750 
Standard Bessemer..... 18 50@ 19 09| Peters Rim Fire Ctgs........ 50&3% | No.1, socket handled..perdoz. 1 15) 
b . Peters Cent Fire, Pistol] and No. 20 Hurwood....... 2 00) 
Jackson County & Ken- 
tucky Silvery, 6 to 8 BRUMG... «00.0 ccevee cose cece cece 2434 | sewing. 
per cent Silicon....:.. 20 30@ 22 80 Peters Cent Fire, Military | Common . -- per gro. ow 
Jette Bounties & ten. and Sporting Ctgs.......... 15&8¢%| Patent.............-+-. 90 
tucky Silvery, 10 per | Peters Blank Ctgs. 22 cal...... $1 24) AXES. 
cont Silicon . 23 so! Peters Blank Ctgs. 32 cal.,C. F. 4 60| Boy’s Handled. 
Steen eee. 17 15@ 17 40| -cteTs BB Caps, Round ball... 1 50) Camp Fire,3® ...... per doz. 86 00| 
Virginia Basic.......... 17 18@ 1740) crets BS Caps, Conical ball . 1 9) “  *- #1b., freighters’, 
babe coeds @ | Winchester Cent. Fire, Mili- 9 | s-eeee sees ees ceeeeeye per doz. 7 85 
BLACK SHEET STEEL. tary and Sporting Ctgs . 15884 | Cast Steel, good grade, “ 5 80 
of eee per 100 ths. #2 70) U. M. C. BB Caps, Con. ball 81 Shee! PIORSGP . <occscccccgvees 7 00 
RG oniss's x ste per 100 bs. 275) U.M.C. Rim Fire Shot Ctgs. | Broad. 
oe OE I DI code ceteentn nse tse coer sect 50&15&3¢| Peerless...... ceanibil casa-asuie 40&5 
SEs 2b cncucas per 100 Bs. 285 U. M.C. Cent. Fire Shot Ctgs. | Red Warrior ........ per doz. $27 00 
Sa BOM BE dice eve ccsene soesebddes vase W&15KS¢ | Firemen’s.......... ++ 1 50 
oe eae per 100 hs. 3 00) Primers. Handled. 
eA ae per 100 hs. 320; Berdan Primers ..81 00} Gladstone, 3to4 bs. per < doz. $11 25 | 
POLISHED SHEET STEEL. Peters Primers .................20¢| Hunt's ye 9 50) 
Ee per 100 Ibs. $4 85, Winchester Primers.. -204% Lippincott’s “ - . 9 50) 
NT ea epee per 100 hs. 4 95) thelis. Pioneer ae ‘ 10 25) 
ee per 100 bs. 5 05| Peters Empty Paper Shells, U. S. A. ' “ 13 50. 
Se Bieta dawis << --per 100 lbs. 5 15 10 and 12 gauge. League ..%5&24¢ Valley Forge“ ss ™ 9 50 
SMOOTH STEEL. Peters Empty —* Shells, ‘Maricopa 8% 
Wood’ s Smooth, No. 15-17....... #2 85 16 gauge. League . .. 20&24 Single Bitted (without handles). 
Ses 295 Ideal Empty ...... as) See ee ee 
“ “ ie 290| Peters Target and High Gun Hubbard's cone. o e - pod 
a “ No. 22-21....... 2 85 Re ae ey 40&6 Hunts : “ “ , = 
“ “ No. 25-26 290| Peters Premier and Ideal Lippincott's o a 7@ 
“ 0), gia we lee 295| _Smokeless,:......... 40, 10, & 10¢| Mann's mee 7@ 
“ « PROS 3 05, Peters Loaded Shells, League a > pA > rs 
> > ae ee eee eee eee ° a ad 
PATENT FE —— D SHEET Peters Referee Semi-Smoke- x “ “ 7 00 
. en ER SLs 2 40&2}%| Second Quality “ “ 7 
Patent Planished Sheet Steel. Winchester Blue Rivals. . Maricopa Pe 6 % 
rerse  -s++-“A"" $10 20, “B" 89 20 Winchester YellowRivais f 40&1%| Double Bitted (without handles). 
GALVANIZED IRON. Winchester Repeater.. .... 20&2¢| Lippincott’s, 3 to 4 ibs. per doz. $9 00 
Regular Sizes. Winchester Leader.......... 40&6%| Mann's 9 00 
No. 16, per 100 fhs....... so 20° OU. M. C. Loaded Shells, Pioneer - <6 9 50 
Nos. 18 & 20, per 100 ibs... -. 835, Black Powder .......... O&It! US A “ “ 11% 
Nos. 22 & 24, — siheienanie 350 Winchester Loaded full Valle F “ “ 9 00 
No. 26, per 100 fbs............-... 370, Shells, Black Powder..} °#S¢s|__¥ Shey *orge 
The above prices on axes of 3to 4 Ds. 
 & & 5 8 SRS ee 3 90 Jun Wads—per 1,000. 
No. 2, ST BD Bie cdpns cvccds nous 4 10) Peters Gun Wads............... 204 are the base prices. 
No. 30, per 100 lbs ............... 5 00) U. M. C. Gun Wads AB 18% 3} to 4} Ds. advance 25c. 
Nos. 2382 94x 3 in., per100bs.. 37)...” ©" 4 to 5 Is. advance 50c. 
No. 26 x 36 in.. per 100 hs........ 3 90) “Owder. Each) 1) to 5} Ibs. advance 75c. 
No. 27 x 36 in., per 100 tbs........ 410| King’s Smokeless, kegs ...... $11 30 
No. 28 x 36 in.. per 100 ths........ 4 30 4 kegs..... 5 80 BALANCES, SPRING. 
SOLDER. aad @ ; kegs..... 297 Frary's 0 oc ee 8 e ees cee cece coeeese® 50% 
XXX Guaranteed } & }...per Ih. jc « « 1-D. cans. 51 PPORGCED 0000 000s ose ccees cvccsteee 20% 
Commercial } & }......... per tb. 19¢ | " 1-. “ rifle 70 BAGS, PAPER NAIL. 
Se ON nc aro sb sbd evcccces 17jc| Dupont’s “ 50-. drum 22 45/pounds.... 3 5 10 16 2 2% 
ae SHEBT ZINC. os - “ ied kegs 7 35| Per 1,000. ..81.60 1.85 2.60 3.00 3.90 4.75 
. Casks..... ase, per cwt. ‘a - - tb. kegs 80 
300 B. Casks............ rom te. ° “ ae kegs, 291 BARS, CROW. 
SIL ovo cviatssansdpaes 7 70 ns “ i-D. cans.. 5)|Pinch or Wedge Point..... cwt. 82 95 





BASKETS. 
Clothes. 
Small Wiliow ........ per doz. $6 00 
re = 6 75 
Large O * -hambes x 77% 
Galvanized Iron. 4 bu. r bu. 1} bu 
| Per doz........ $4100 5 50 700 
BEAMS, SCALE. 
|P- 8. & W. Co. Gatinn ee 
BEATERS. 
\¢ ‘arpet. 
BERGROR. . .icbnectatenes per doz. #2 40 
Raymond's Stéel Wire “ 80 
Woven Wire, No.4.... “ 110 
Egg. Gro. 
| No. 60 Improved Dover........ $6 00 
| No. 75 Improved Dover........ 6 50 
| No. 100 Improved Dover....... 7 00 
No. 102 Improved Dover Tin’d 8 50 
No. 150 Improved Dover,Hotel 15 00 
No. 152 Improved Dover,Hotel 
ee BAR ees 17 
No. 200 Imp’d Dover Tumbler. 8 50 
3| No. 202 Imp’d Dover Tumbler 
OG. «nse cdcdpbekhnct scenes. 9 50 
| No. 300 Improved Dover Mam- 
moth, per doz .:....-. +++ +++: 00 
} BELLOWS. 
| Blacksmiths’ ...... 0+ +++00+eeeees 70&5 % 
Hand. 
| Simeh.......... severe per doz. 86 85 
BD SOR. Foy ccinvcchweece “ 
Molders’. 
SP GHAR. «.i:suesceeedese 13 00 
BELLS 
Call. 
| 2} in. nickeled bell ...per doz. $1 35 
| 2jin. “ brass bell “ 3 60 
| 3in. ° ek 2 - 7 50 
| Bin. “ silver alloy bell 
pasieqecucstls Ananee per doz. 16 50 
4} in. nickeled brass bell and 
base. .........+..++--per doz. 14 50 
Cow. 
Ordinary Goods...........-.. W&54 
High Grade .........seeeeee- GOK10% 
NED «2 voce ccwegeeesetosves 70&10% 
Door. 
Bigelow Automatic..per doz. 89 50 
| Rotary. 
3in. bronzedironbell “ 5 25 
3in. nickelea “ “ 7 50 
|} S$ in. - - " 9 00 
| Hand. 
Haad Bells, polished . pemeeae - 
| White Metal..................+. 
| Nickel Plated................... pot 
| SWISS... 6.202 ce eeee cere eens 60&5 ¢ 
Silver Chime ...........+-+0++5 334% 
Miscellaneous. 
Church and School, steel 
Ws 6 v6 d dec svanecesig -- 70, 10&5¢4 
Farm, Dbs...... 40 5 7% 100 
SOOM 3 des conasd $1.10 1.30 1.85 2.65 


BEVELS, TEE. 





| Stanley’ 8s, rosewood handle, 
eee TRWD: <0s< 04 candace abbeandeen 40&5 € 
|Stanley’s iron handle.......... 40&5 % 
BINDING, OILCLOTH. 
| Zine he en ten + ekdvas bhvansniat 75&10% 
SOND 6 6:5. scble ts osgncagses bdccee sedans 75% 
|Brass Plated.................- T5&10% 
| BITS. 
| Auger. 
| Extra Double Spur ......... 70& 104% 
| Ford’s Car and Machine....40&10¢ 
BAe tparerearenc es 40&5 & 
| Ford's Ship .......--....-. 
S TL cides a454 dene shen nccumben 
New Jenning’s 
| Russell Jenni 
Clark’s &xpans 60 
Steers “* Small list, $22.00. .304% 
Large “ %26.00..30¢ 
A Ds ct tatentededbentcheie 45% 
Spell’s Car........ ..eeeseeees 60&5 & 
od SEE ws otiwetc dpe os ease 40&5 & 
Ford’s “ Auger pattern 
i cttews -sesusthatcigesebed 40.254 
BN tun dscedsoutinneasctubda 40&10% 
Countersink 
Wheeler's ..........4- per doz. 81 “4 
American Snail head. . 
¥ > 
* Pe ccictee. “ 70 
Buck Bros.’ Flat...... 3 2 60 
GOI A Fic 00k knee stat 70 
Dowel. 
New Jennings............... 10&104 
Gimlet. 
Standard Double Cut 50&5@50&104 
German Pattern . --+- per doz. 90 = 
nnaad petivinament ” 80 
Coentavsiats NAL: " 1 30 
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Beamer. BRACKETS. CHAIN AND CHAINS. | Hose. 
Buck Bros.’ }Round.. “ 2 75 Hay- Rack. Breast Chains. | Sherman's, brass, j in., per doz. 380 
Square. = - 250 Wenzelmann’s No. 1 per doz. 812 60/  Doupleslack ....... doz. pairs % 75| Double, brass, j in., 650 
Standard } Round . “ 75| sheif No. 8 13 20) With Covert snaps. “ 5 00|Saw Filers. 
Square..... “ 75 ; With slide.......... « 3 25| Disston's list, $30.00............ 30% 
German Octagon...... * % Seakters Weneahe Bisel telenans Without slide. ...... « 285| Stearn’s, No. 0, 883.50; No. 1, 

Screw Driver. Wire . 80 pore Bright Ox Chains. $11.50; No. 3, $5.50 doz. 

Round Shank......... ” es cannes BROILERS. * | yin. $5.65; § in. $5.40 per 2001bs. | Wentworth's. , ++ +++ MOG 

. ‘i extra EE = 70&10¢ |Cable Coil Chain. CLAWS, TACK K. 
Quality .....+-eee eee ‘ 1 40/ Crown, Self-Basting, No. 80.doz. 82 90| Inch. f& 2 g |Cast, wood hdle....... per doz. 45@60c 
Square Shank .... .... 1 10 BUCKETS. Per 100 Ibs.. 89.30 86.50 #0 $4.60 | Forged steel, wood hdle “ $80.80 
BLACKING, STOVE. (See Polish) Pump Rubb Inch a i Solid Steel “ ) 
BLADES. SAW. /p er. wnsonareied 2 . PPLTE LTTE TTT 1. 

Butchers’. ’ Ce gr. 81 75 Per 100 lbs.. 84.40 84.30 a OB - OECD RSs ct necece ctcc cece - 60 
Standard 34 1zin............ 60854 | COOPET..--..--222 sree «“ 580 — oss sees f 14 CLEANERS. 

Clock Spring............000.. eng | amaten ........-».- + 0 Se Se H.00  #1:10| Drain — 
OUND Bonne ov npts £40 08t Uodgdesih 20% ViCUOF «.... +20 esses ee 9 50|Cable Log Chain. Iwan’s Adjustable..............50% 

Hack. Ee ee “ 5 00| Advance 35¢ per 1001b. on Cable Coil | Iwan’s Stationary..............40% 
dg Se ene IXL i oh tet atcha 6 %5|Cow Tie Chains. rt 
Getaies. ..<.- .c8s.. tesceceed 35454 Well. American 2 toggle........... 50&5 & ee per doz. 80.45 
DOE J sndiuin Boss apnodd oncadieg ie 20g | Galva Qts..... 10 12 14 - toggle and snap. ..50&5¢ | Side-waik. 

Wood Per doz......... $2.75 $3.00 83.25 “ open & closed ring, W&54 PED occé weceenesecetes per doz. 88.15 
Jackson’s ............ per doz. #2 25| Wooden, top ear, plain, per doz 3 75 | Halter Chains. | XLOR.. 6s ee eeeee erence es B55 % 
Disston’s—No. 6, 16,26 & 045.. 4 20 « swivel “ 485| American, new list............ 3334 CLEAVERS. 

Eayearapter 6 30 side-strap, a. ae 85 | German. ........-.+0+eee00s 60-1085 & | Family. 
W. M. & Co.’s No. 20..perdoz. 5 50 « swivel 4 95 | Niagara. | Tee ee 4085 | Ajax, In........ 6 7 8 
BLOCKS. BUCKS, SAW. PTrtamghe, ceca ccvccsese ones 30% | Perdoz......... 95.50 85.75 %6.25 

Snatch. 0 TED per doz. $2 10| Picture Chains. CLEVISES. 

Wooden . 0.5.2.0... 20+. -+-.BS&10% BURS, RIVETING. | Light Brass, 3 ft........ per doz. 63c¢ | Malleable ............. .-.. per ® jc 
 ehitins de xuesnvenonid 40&10¢ | Copper Burs only............ 35-10&5 ¢ | Heavy Brass, 3 ft...... “ 75e | CLIPPERS. q 
Tackle. Tinners’ Iron Burs only.......... 710% | Pump Chain. enecesccce sone desece ones $1.90@#.75 

Wooden - 2. 1085 & BUTTS. | Galvanized, per 100 Ibs......... #4 75) CLIPS. 
UE ah ian 50, 10854 | Cast Irom..............0. e000 e5&10¢ | Safety Chain. | ADO. .200 eeeeercesseeerers eeeees 6545 % 
BOARDS I 0 00866 tosesnakanes 20¢| Brass...... - -60&10¢ | Damper, 

Stove Grened ..40% | Wrought Steel Bright —Nos. 800, Special Steel Loading ri hain. er per doz. 70c 

Wash 804, 808, 810, Si4dand 834.. .75&10¢/| Inch ........ ; rN Troy.. 2 60668s actens . 38e 
Globe .................per doz. $255| Nos. 838, 840 and 842...... 75-10&10¢| Per 100}bs... $16.00 $13.50 BA 2,50 | HOME .. 2... ec eeeeeneeenes 20c 
Banner.. Ee 2 90| Nos. 888 and 8#3...........80-20&104 |Stretcher Chains. : CLOTH. 

Crystal Glass......... ‘ 3 40| Wrought Steel, Japanned. | #, in. $8.50; g in. $7.75 per 100]bs. | Amery. 

Brass King........... “ 3 40| Nos. 731 and 727.......... 70&10&10¢ | Tie-Out Chains. oy Fee saGawes boos once SE 

Nickel Plate.........  “ 8 40 CALIPERS. Brown's ...... Ponese coved ones 70&10¢ | B. &A. +++. 50% 

Enamel King......... “ nT ee Pee ia éb6 Some 40&10¢ | Trace Chains. Hardware , We ire full rolls (100 ft.) 
BOBS, PLUMB. Inside and Outside............ 40&10¢%| Western Standard. 2 to8 mesh black, per 100 sq. ft. * 85 

Carpenters’. SE NcnseethUGuiees desta coos MOREE | Sh— 62.... 2.2... eee noes per pair 29c| 90012 15 
8} oz. iron.............per doz. 90 65 CALKS to og “  $ace| 2008 “ galv. “ 1 270 
ke 4 alah “ 1 69| Zogger’s Boot. SC ie ce tun casncoces “ — $ae@ | Tands “ ¢ 2 _ 3 25 
“eee eat “ 1 80| (Lufkin R. Co.'s), per M........ $8.65) G)—10-2.......... 0... 20. «  g7¢| An extra charge is made for 50 ft. 
ES 3 00| Toe. & WOR “  g7q |lengths, and a still farther advance 
6} oz. brass........... “ 330| Shoenberger..............per®6&c| 7 —108.°................ “ 44 |for smaller pieces. 

Masons’. Bessemer .............. ee BO] T7101 ..............06.  * 470 | Sereen Wire. 

“( f ‘ 400} American ................. on. i. | eRe “  §@c| 12 mesh, painted, per 100sq. ft..81 35 
BOLTS. SWORE... 65002 0000 eonee “ je Add 2c per pair for Hooks. _ tte 1 80 
Carriage, Machine, Etc. ANS. Add 2e “ for Twist Link. COCKS AND FAUCETS. 
Carriage §x6 and sizes smaller Cheese Factory Can Stock. | Wagon Stay Chains. Compression Plain Bibbs. ..60-10-2)¢4 
and shorter..............+.. &5¢| Gallons.... 15 20 86380 40 | Inch.......... } te j |Lever Bibb Cocks..... eee 
Cunstonn, Caw jane and By set.... $2.85 $3.05 83.25 $4.40) Peri00 lbs... 86.50 86.00 %5.50|Compression Hose Bibbs......60-10¢ 
onger than x 0&5 % ‘ . _ : e : 
Machine, §x4 and sizes small- Elgin Pattern. M8 reves cneeeeensn, DN g000R 580 Racking Cooks (new list)...... 7084 
Bhs BUN, 06 unké cccdece TASS a 808 _ | > eyieenetaee 48c | Compression Lock C’ka(n'w list)70-5¢ 
achine, sizes larger and | Gals.............+. 8 _3 0 7 "40g eeiigaggaN “ 3&c | No. 65 Brass Liquor Cocks, doz.. $9.15 
longer than gx4.............70&5%@ is careancnds $25.50 924.00} ~49mmon White Sch’l | Andrew's Brass Faucets ........ 704 
ewe. SERRATE. 2 ee os ay eeoagee , ai Crayon............ “ Bic | Angle Plug Faucets, per doz... $0.85 
Une C000 oo enenecee cocont ureka mp, 5gal......... 5 i > 
eee eee 80% Wood co". ce cees +O, LOKIOG CHARCOAL Seieiuan Hemesnstaneticte.seian 
TENE oven'Gnun cons vcscqpespase T2&5 4 ) ee 105 108 110 | {0 barrels..........--. +++. per bu. 21c| COFFEE MILLS wesw 
Wagon Box Strap .......... 70&10%| Gal.each.. 5 8 10 CHECKS, DOOR. Enter. Mfg. Co., list Jan. 17, 98.254 

Mortise Door. Per doz.... $15.75 $18.00 $18.75) Blunt ........... 026.2000 eeeeee cess dl mectess.. ........ ete Pyne 
Gem. eee soos essere vere on 50-10&54| Iowa Pattern. Bium-Jap'd, 86.25; Brzd.,doz....87.00| arcade...........-........ * goki04 

a dnb tied ton’d atten ebed haa W&10% «a aa 7 y Columbia......... rbuthesens 0, 10&54 . COLLARS, ‘STOVE PIPE. 
Cems: ws Per d $20.50 981.5 CHIMNEY TOPS. Inches........ 5 6 7 

. egeeennso Seay «os OF GOZ.........- . 1.50) Twan's Voleano...................50¢| Plain Tin....per gro. $2.50 $2.80 $3.75 
WHOUgDE «0... eee cscs ceo 212 ORD New York Pattern. F “ q 
I eechths o<ned T5&5 & Se 908 910 CHISELS. Japenned S38 “ - oS 

Flush. Gal. each........ ~ 10 | Bor, Lacquered Brass 3.30 3.60 4.80 

Weewses. OE... ©... bocn cos antl tea... 905.15 tangs) Imohes.......... 10 13 14 COMBS, CURRY. 
ing. Oil and Gasoline. Round, per doz. $2.10 $2.25 $2.75) Nos.... 000 20 321 330 417 416 
Wrought .................... 75&10% Gal. glass, Daisy....per doz.#2 10 Fiat “ 285 360 4.20) Perdoz.00.33 80 1.00 % 60 1.00 
” ee 5 Fd 75&10% eushicns4 * 3 15| Cold. Nos .... 531 533 530 535 545 890 

Square gals...... 1 2 3 Good quality......... per th 10@19c| Per doz.$0.96 1.20 1.10 1.65 1.40 1.80 
Cast.. iivwes sencey shee tense? GMRMMeeE= Eo... 81.60 $92.60 93.25| _ U- S. A., extra quality “ 28c COMPASSES. 

qryrenent iin Wekb one vad 60-10& 104 Per doz. | — Framing and Firmer. COPPENET 8’... 2. eee veeee eves ees 704 
Ne dak Richie ewene-<'6-sarne tatee 72&4% Sterling Tilting, 5 gallon.....3 8 00) BTUOD GD. 000 e cece cove cece ceca ance 204 | Kencil—Faber's......... per doz. $1.00" 

BORERS “High C’ Pump, “..... 12 00 BP: S. & W. Co.. ....:70%| OONDUCTOR PIPE, GALVA. 

Angular. 1 Eureka Pump “pete 9 25, For beveled back, add per ‘doz. .60e L. C. L. to dealers 

— s Falls........per doz, $13 75) wooden Jacket..... .......G0&10¢/ en ee. . ait Territory Nested Not Nested 
; One eee oe 8- ) Se  aee ence res >& | A, Eastern. 7T5&5& 754 
Common ring with handle. See With handles, add per doz...... 60c B. Eastern... 75&104 T&5 4 
ind pane sends 1} 1j 2 Openers. ibis Choppers, Enterprise Meat. Central 715&5 ¢ 70g 1085 « 
Per doz............ 96.00 6.90 8.10 GAPS, GUE. ii Elikcctycncabediiaeiss ‘....-88 75] Southern... kTIG © Teh 

E See Ammunition.  S ‘9! Southern..... 70&7) & 70&2) & 
nterprise Mfg. Co., No. 1 List CARPET STRETCHERS BI Banc kdcducuavescerasace 450| S. Western... 70&5¢ 204 
$1.50; No. 2, —— 10 & 5% Sno Saseeenees. 7 — CHUCKS, DRILL. Terms, 60 days; 24 cash 10 days. 

min ts.... ..... 5 10 20 CARRIERS. Standard Tool Co.'s.........+.++ 40¢ | Factory shipmh’ts generally deliverd 
Per doz.......... $3.65 10.50 13.00| Hay. Goetett’s, tee Coekell's Sevew ee ee 

Miter Myers’ Imperial.......... each 83 50 Drivers. .......+++++ per doz. 86 25 COPPER—See Metals. 

New Langdon..............+. 15&5 4 “Clover Leaf...... =" S05 Yenkes, ter Venkeo Screw COPPERS. 

RET Sad peepee. 15% CARTRIDGES. I e080 vetd aces ce coe cove 5 00 Soldering 

I cwcutk a cid ub shen wenane 304 |See Ammunition. CHURNS. DD ccc ccecee cece seen seeees per ® 3ic 
Seavey's ........ .....per doz. $8 00 CASTERS. Anti‘Bent Wood,Gal.. 5 7 10/| 1)®.-------. Bo 3D.... “ Sie 

Twine, Nos.....20 30 2%5 121 | Acme—Ball[Bearing............... $54| Bach... ...seccscsses $3.90 $4.15 #4.40| 3 ® and larger..........+- Be 
Per doz... .81. SENIOR, « nad oa canedh oayeed CaDhas 60, 10&5¢ | Belle, Barrel.............0+00+ W0&5% |. CORD. 

BRACES. Common Plate. Common Dash,Gal.. 4 5 6 f tote re. 

Common Ball, American ....31.15@1.25| Brass Wheel.. 00&10¢| Perdoz............. 87.75 98.50 810.50, White Wire—last October 
Barber's ......... 50410&10@60&10¢| Iron and porcelain wheels. 6010054 | HOTO........6 0600 ccsees cece cess cess 70% |_ 1901. reap ereeeecs 80&10% 
Fray’s Genuine Spofford’s. ....60% Philadelphia F 0 eae 70&5% | Union, Gal....... 5 7 10 | Sash ( 

Fray'’s No. 70 to 120, 81 to 123, Martin's. cece ce cccs BOMIOSG | TeOR 2000 cccccce $3.65 $3.90 84.7: Sliver Brae Flax.... per th We 
Gakic hc pedihé bine occ 004 |Payson’s....... 0.0.0.6. .c000- 70&106 | CLAMPS. liver Lake, white 7- 32 in. Se 
C. BE. Jennings & Co.......... 50454 |Tucker’s, Wood & Iron Whee! .25&54 | Adjustable. _* Sein Sc 
Mayhew’s Ratchet ...-......... 60% “ Rubber Weeel......... oe Se ere err 40¢ | CORKSCREWS. 
Mayhew’s Quick Action Hay CATCHERS, GRASS. | Carpenters’ Humason & Beckley......... ....3344 
UE b26csPnen dic ns dubaiboetscd 504 |Lieder’s No.1.. ...... per doz. er CE TI oo oa nese’ ccesevcsccess B06 | Walleer's......cccicsseccccce sees 3344 
Millers Falls Drill Braces. .25&10¢ |Bureka ........-...--.++ 4 25| Carriage Makers’ | Williamson’ s Regular.. . oe 
P.,S.&W.Co.,Peck’s Pat.60&10@654 |Ideal No. 4............ . 650) P.S. & W. Co.’s..... ..40, 10&54 |W illiamson’s Forged Worm.... .504 
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COTTERS, SPRING. Corrugated Stove. 
All sizes—new list............ 90&10%| Inches.......... 5 6 7 
COUPLINGS, HOSE. — eo a = _ 
Tc c tatdatins Kes 000 cens per doz. $1.00 Plan d i 2,60 285 3.50 
Brass Plated............ . 85 Gente Min 
COVERS, WAGON-—See Tents. Inches.......... 5 6 7 
CRADLES, GRAIN. Smooth. per doz. $0.57 $0.60 $0.93 
Morgan's Grapevine. ..per doz. $22.25} Pol’d .: 1.00 1.0 1.50 
CRA YONS—See Chalk. Plan’d 1.50 1.70 2.60 
CROW BARS. EMORY CLOTH—See Cloth. 

Pinch or Wedge Point, per100 lbs. $3.40 EMORY, TURKISH. 

Meat. : _ 4 Size...........5-lbspkgs. | kegs, kegs 
Enterprise Nos. 5, 10, 12, 22, No. 60to 150, per B. jc = je Ate 

BOE @, ccnc ceeds veiccccevsctel t Flour........ 5jc 3jc he 

No. 100, list, $18.00........... 40&104 ENAMEL, IRON. 

PROG BUG 6... o.0:000 ce 0000s 000008 354 : a 1 50 
i inciednes oseey eden per doz. $9.75 — i-pt. + ea 7g a _ * 0 
Universal... Nos. 1 2 Sinem « « - a 1 25 
TEED s casstbcese $10.75 $13.00 $18.00 Pessten. $i 1 50 

Fa RMR: oot ter vee anenpecnnses sens 
Sandwoods...No. 1! 3 EXTRACTORS, PIG. 
ee $0.85 $1.50 $4.00 See Forcips, Pig. 

Slaw and Crout. EYES 
3-knife Crout.......... r doz. $9 75 + 
bee tay seagate - 1 65| Bright Wire Screw—See Goods, B. W- 
2knife “ “ ‘s Drifting Pick.................- Q&I0% 

Washer .. ag 7 75| Hooks and— 

DAMPERS. STOVE-PIPE. SD st sins nn uh oat tun behead ahead porate 
eR ot iteecatenl SORIOG | TFOM.........-----+- e-eeer sere $ 
POI can ds ste scgas cored 40&104 FASTENERS, STORM_SASH 

DIES, STOCKS AND . . ee per doz. $0 ~ 

TTS aoe 40&10¢ | Schroeder’s............. = 1 

DIGGERS eee 110 

Post Hole FAUCETS-—See Cocks. 

LR cake scas $oee Onda yeee doz. ° se FILES AND RASPS. 
Suite. Tee Le “ 5 be Black Diamond............... 70&104 
Eureka “ 6 25 ae 75&104% 
p FRE - 9 75| FLUE STOPPERS—See Stoppers. 
Iwan's Split Handle.. * 8 00 FORCEPS, PIG. 

Twah's Perfection. ...- “ 8 ©! superior................per doz. $4 75 
inte atin cht n00 ~ 17 00) whisson's TE « 5 

DIGGERS, POST HOLE. FORKS. 

Atlas tne bhch ivecd sein per doz. $8 50 These goods are sold net thig year. 

Eagle Ae 6 25 Barley. 

Bageks i. .- 2 eee 70&2}4 

—......... « io 3o| Wood, 4 tines per doz......... $5.25 
See also Augers—Post Hole. - ey Coke, Cottonseed: ........... 0% 

DOOR CHECKS —See Door. | Diamond, 2 tine.............50&10¢ 

DOORS, SCREEN. * OP. ives... catia 604% 
j in. 4-panel painted, per doz. $6 85) “ OF -ssuet nce vids babe 40% 

14 in, + 7 50| Golden Eagle, 3 tine............ 65% 

1} in. 8panel natural pine, <3 = 7 <aséceneaiee 70 

fancy...... ie anige wend per doz. 1150; Digging -70&104% 

DOOR HANGERS—See Hangers. INE, cc: tb. didune'< > px snen tee cone 410% 
DRILLS. | Header. 

pea RN 604 &65&54¢ | Diamond, 3 tine . 6B2&5 4 

BlacKemith’s Twist ...........2.... 604 BO ce eeeee scenes L104 

Breast. Manure. 

TS See ee each, $2 25 Diamond, 4 tfne............ CO&10¢ 
Millers Falls............ c 210| Golden Eagle................... 70% 

Hand ei dtinns eb bodbnais cus scvccs ect 40% 
Goodell’s Automatic. | Spading. 

Nos....... 01 08 3 20 | Diamond . - - T&104 
Per doz..$7.75 $12.50 $14.25 $11 00} Golden Eagle ............. 70, 10&5 4 
Goodell’s Single Gear per doz. 16 00 FRAMES. 
Millers'Falls “ - 12 75| Hack Saw. 

- “ Double “ ° ie ae, Perr erry per doz. $6 25 

Reciprocating. Miller’s Falls......... = 10 O& 
a 7 Ti CRG Lae per doz. $100) Star... ........0.0-00 2 85 
Standard List... 60&54@00¢@10%| sagen CREAM. 

DRIVERS, SCREW. eS a 3° a oA & 

HUrwWoOd ....... 2.0... .e scenes 40&10%| Each..... $1.10 1.30 1.50 1.80 2.30 

Standard...............-.++++--656810%| Qts............. ~ 10 12 «#5 

Ajax... .. -70&5%| Bach........... $2.95 3.80 4.50 5.20 

Champion otieehen hurecsibetdustess 50% | White Mountain. 

POSER -...;;-..- 60, 1085% | 90 qt., New Platform...each 819 10 

Clark’s ulmenyentte 2: eines 335%! o5qt., “ “ 98 60 

Edison . Wiss -60%/ 95 qt., Sampson Power . “43 50 

Reed's Lightning. Weld Oo cececs ccbee 50 40 qt. “ “ 58 25 

Goodell's Spiral. . . 50, 10, 5& 244 GAUGES 

Yankee Ratchet.................. 50% | putt and Rabbet wi 

= 2 Spiral..... 50&10&5 4 — 

A Stanley R. & L. Co.'s... .20&10&2) 4 

EAVE TROUGH. GALVANIZED. Cream Pail. 

Territory. L. Cc. L. Fairmont............. per doz. $3 75 
A, Eastern beads + deccokbevaen 80&7) 4 Marking, Mortise, etc... 

B, Eastern................. COOIES | hon. cccsdicaes cons 50& 104 @508& 105 4 
Central..................--.-80&74& | sav. 
Southern ................ 70&20&10% | Atkin’s, single, 55c; dbl. 80c per doz 
Ss, Western For + ee, TF 75&124% Wire. 
Terms,2¢@ forcash. Factory ship-| Disston’s........................ 25% 

ments generally delivered. P. S. & W. Co.’s ....... 204 
See also conductor pipe and elbows. i 
EGG BEATERS—See Beaters. ares me 

ELBOWS EPSP STeT TTR Tee 3HDAO % 

Adjustable Stove oy GLASS, WINDOW. 

- ; | First three brackets.......... 90815 4 
Imehes.......... 5 6 ’ | above * 908 104 
Smooth, perdoz. $0.95 $0.95 $1.40 ’ OE BROS hes 
Plan’d “ 2.10 2.35 3.00 GLASSES, LEVEL. 

a ese Conductor. Stanley R. & L. Co.............}0&5¢ 
S-inch.. --each 60e ; per dc z, $7.20 GLUE. 

OF rh oss « 8.40) Bulk. 
75% discount to aaplers on 2inch,| B Amber................ per b. 9jc 
3-inch and 4-inch plain, round and| A White................ 7 We 

round corrugated elbows. | H.S. Amber............ i 








Liquid. 
Wiad 06d wees adv estsveutecden 40% 
Le Page’s— 
OS ee ee ee eee 3744 
STE” ocbdaks otueed anbe.see4 33: 
STE” oodden a Mvcdeasn cesaan 254 
GOODS. 
Bright Wire.......0..-ceceeeee 90&204 
GREASE, AXLE. 
Wood Bowes. 
IEE gntt.nvss sates per gro. - ~ 
ny Pane or 
Hub Lightning ............... ; 
DM. cietuacededoase ives 6 75 
Wood Pails. 


Frazer's, 15 B. 78c; 25 B. $1.30 each 
Hub Lightning, 15 B. 52c;.25 DBD. 
68c each. 


Tin Cane. 

Chamellene Graphite. 
re 9 50 
3D. per gross..............-. 25 00 
5 BD. per gross...............-. 37 00 

GRIDDLES 
BOG? .... «os sass ccccesiodeses 40&10% 
GRINDSTONES 

Family. 

ss whan enebess x 

Per doz ey 2 9.00 10.50 
Loose. 

ene $20 00@#21 00 
Mounted. 

Ball Bearing....... 1 2 3 

BEE s vboecttidcvees $3.15 3.00 2.85 

Common Bearing.. 1 2 3 

Each ...............$8.00 2.80 2.65 

GUN WADS. 
(See Ammunition.) 
HAFTS, AWL. 
Brad. . 

SR Oe per doz. $0 18 

I, a 0is0s ened xdso - 21 

Patent, plain top .... ? 6 

“ —_ Jeather top... 4 52 
Sewing. 
SE 04s sere eneiad . 21 
rae 5 52 
HALTERS 
Tate Rope ...... s.csesse per doz. 80 80 
Sisal Rope. ............. = 1 9% 
, ee ee ree: * 210 
Leather, rope tie....... ° 6 25 
= leather tie.... sy 8 25 


HAMMERS, HANDLED. 


€ | Blacksmiths’ Hand. 


Maydole’s...................40&104 
Engineers’. 

MGA andes cnces aveudt 410&104 
Farriers’. 

Maydole’s ...............-..-.-SSRSS 
Machinists’. 

Maydole’s - 40&104 
Nail. 

SE err per ¢ doz. 85 75 

SOD. 0 npasnenanee 315 

- per doz. $1 10@ 81 50 

ee 30&7) & 

ere . 3554 
Riveting. 

Maydole's . 3554 
Shoe. 

Cast. . .. per doz. 75c 
Tack. 

ND. Xa stha tt oe ot per doz, $0 = 

Pol'd Iron, —— hdl. “ 

Mall. Iron, Inlaid. 1 n 

ID: «bias aex~ cnn 4 $.. 

ES ee 7c 80c 95e 

Magazine.............. per doz. 84 75 


HAMMERS, HEAVY. 
Heavy Hammers and wecesesan 


Under 5 bs.. ... 0&104 
5 Bs. and over.. secede ves + TSRBG 
Masons’. 
Single & Double Face....... 70& 10% 
HANDLES. 
Auger. 
Common Assorted ...per doz. 80 36 
Peck s — ~ " 210 
Roger's “‘" ‘ V7 415 
Ives’ » .-perset 1 25 
Chisel. 


Hickory, Tanged Firmer, Assorted, 
24c; Large, 26c per doz. 

Hickory, Socket Firmer, Assorted, 
18c; Large, 2ic per doz. 

Applewood, Tanged Firmer, As- 
sorted, 27c; large, 36c per doz. 

Applewood Socket, Firmer, As 


SE \vche ks oped + asned per doz. 24c 
SS SS eee 50K104 
Drifting Pick.............. ... W&1I0% 


File, assorted 13c, large léc per doz. 
Hammer. 


Adze Eye......... .. per doz. 48c 
Blacksmiths’...... Der, doz. pie eo 
Machinists’ . 
















































































0” eee per doz. 45c 
Hay and Manure Fork ........ 40&10% 
Hoe and Rake... - 40854 
Saw. 
a ae Uc 
| Rt Pe « 6Rc 
Screw Driver. 
PEE ccceentctacecs. <, 42c¢ 
ES See ” 48c 
Shovel and Spad’.. ...... 6... <4... 404 
HANGERS 
Barn Door 
Sl cetiennn inde per doz. prs. 36 08 
er 2 oer 60&104% 
“Never Jump” Hinge....... 50&104 
Peerless, Loose Axle ....... 60&104 


Perfection, Roller Bearing . .70&54 


Phoenix, Roller Bearing. .... 708&5 4 
Prouty, No. 315. “per doz. prs. 36 35 
ER " 3 65 
Superb e «“ 550 
Safety Flexible . « “ 6% 
Wagner's Adjustable....... 70&10% 
NL onic ovidetisilacen seus 004 
Conductor Pipe. 
Iwan’s Perfection ..............W@ 
Have Trough. 
SITs wade coccenpes per gro. $2 35 
PE 000 cum wwonesWeseebanneal 204, 
Wire . . 354 
Parlor Door 
pO ee ae per set $3 75 
Ives’ Improved ........  “ 250 
Lane’s Standard....... “ 358 
is New Model..... os 3 10 
Le Roy Noiseless ..... “ 4 00 
Fee 40-10&54 
Wilcox were eeoee Der set $3 15 
ASPS. 
Hinge, Wrought ... W&54 
With Staples— See Staples. 
HATCHETS. 
SEL, secs witoekduadie detbatedessued 354 
De +e weacts oVeanebhcder haates 104% 
Cast Claw......... per doz. 81 20@1 45 
Cast Shingling.... “ 80 95@1 20 
Duffy's Barrel......... per doz. $17 50 
GIIIED «0 os cncc.cc ceed omtuheu 410% 
Hammond’s............ .. 404 
Roger's Ideal ........:.. ‘per doz. . 7% 
Onderhill’s Star Lath ........ 40&104 
Mira Mine <che <aodbarkie baemen tele 25% 
HAY KNIVES. 
See Knives. 
HAY RACK BRACKETS. 
Wenzleman’ s No. 1. + per doz.312 60 
No. 2.. 13 20 
HINGES. 
Blind. 
Clark's Gravity ...per doz. sets 80c 
gg PEERS TES ER ST ER 65% 
Shepherd's Noiseless, for 
Wood casing ........ per doz. 1 3 
Gate. 
SN. 50 waeseade 1 2 3 
Hgs & Ltch . ..doz. $2.35 2.60 3.60 
Hinges only... “ 1.70 1.90 
Latches only... « -70 .7 
Knuckle .....::.. per doz. prs. 86 00 
ING diéte cases e sets 6 75 
Superior ......... =f prs. 9 25 
ng. 
PUD 5 od dcbu cane pevabes danae 254 


Bommer Bros. Ball B'g Floor..354 
Bommer Bros. Spring Hinges. .404 


Sts han coche asboct evans 2454 
Clover Leaf........... T gro. $9 00 
Columbia Dbl. Acting 40& 10854 
IL cate ctaie Gatien no-0.ccaiiniamaleetal 25% 
Ideal Detachable per gro. $12.00 
SL ons Aduces's cacy doce oO 
ST Ns cadus oy cones per gro. $9 60 
Oxford avekes 
Wrought Iron. 

RP EMG. 5 6. 00's 50000 v000 ce deer eis 
Light Strap Hinges..........70&5¢ 
Heavy Strap Hinges........ 75&104% 
Light T Hinges..............65&54 
Heavy T Hinges........... 70-10&5 & 


Extra Heavy T Hinges. ...70-10&54 

Cor.Heavy Strap80 20-10-10-10-10&54 

Cor. Ex. Heavy T 80-20-10-10-10&54 
Screw Hook and Strup. 


SAE 3056 canoes d per 100 bs. 83-50 
14 to Win........ “th - 3 25 
ET ME ivens + annde 5.0 - 3 00 
Screw Hook and Eye. 
a rr per 100 hs. $6 25 
Di vese<dees i géahen ‘ 7 25 
Ch cotta ge a 9 00 
HOES. 

Garden... “es -- &154 
Grub. 

Se... - ceca cect cove ces OO, 10854 
Extra. on4 .. 70% 
Hazel...... per dos ‘5 00 
Ladies’ and Boys’....... .. 0&154 
BED « o-tuue.e od see-esbehhibes T5&10% 
Pianter’s Eye.. .........-+-+0+. 6244 
alec ds 0t6ugeessdocesad-dets T5&5 & 
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Bench. 


Humason & Beckley’s, per doz. 2 40 
(See Goods, Bright Wire.) 


Bush. 


Common Axe Handle 
per doz. 87 00@38 50 
Hamilton Pattern 


Chain. 
inch. . 


d&f, a 

Per 100 87.50- 7.75 9.50 iL mt 
Clothes Line. 

Japanned 

Galvanized 
Coat and Hat. 

Cast Iron 

Gem Wire. . 
Conductor. 

Malleable 

Wrought 


Corn. 


Common, unpolished, per doz. $1, 40 


See Goods, Bright Wire. 


Grass. 


Common. Nos. 
Per doz. 


Hammock. 
With Plate 
With Screw 

Lambrequin, or Drapery, per gro. 2ic 

Fe nckshowssian «cence 

Potato and Manure 


Screw. 


2 
a 


SGA bh hwWHUeY 
eee Ga 8 


Ae ee eee eh ce ee eee OP 
. 
5 
SR 


ww ER Et REE 


$ 
: 


Brinkerhof s. 
NE dinane eue.cemses awendl 


Harrington. 
G0 655% <vce nuts tecc ati 


y 
Tourist, Folding. 
Some ES eee 


Plane. 


No. 50 J, “nterpriae. “per set 79c | 


No. oo Howells 


per doz. 2ic@22c 


wae Ts — . ie Clyde, 9-in. -Scimiver Blade, dz. $3 85 


eae met 


Barton's Carpenters’. 
Folding Handle.. 


American, Sickle Edge. -doz $10 25 
Canton, Sickle Edge 
Iwan's Sickle Edge 
Lightn’g, Holt’s Genuine 
Lightning Pattern 
Wadsworth's Sp’r Point 


— 


fs & E 


Common, Single 


a eae 


3 


Per ft ...... Tauebwe his sadesd 
75 Tb. pressure per ft. Te ; 


Common, per ft.. 
with Shelf. add 10c. 


| Miller's Household, per ft. 180@15e 


Bull's Eye Police. 
3in. Flash Light 


| Clothes. 


Single Duck Nest —- per doz. r 4 | Boring. 


. -per B. + a 


Boss 





Goodell's. . Abas per doz. 81 30@1 80 | tron, lbs. 





LEATHERS, PUMP. 
| Valve and Plunger 


Twisted in 20-ft. hanks. 


w 


if 


Twisted in 50-ft. balls. 


Nickel plated, “ 
‘Chinese Polishing 
Laundry. No. 1 





be » 33c 
Masons’, ‘in 100 ft. hanks ain 81 00 Cut Steel.. 


1 2 5 

















| Horse Shoe. 
60-ft. Jute....... ~- Eee. 9095) Ausable .................0....+--50G 
6c; 72-ft. “ re Eo dow 0600 deccesconces apnea 
88c| O0-ft. Sisal ............ ee 
7 MES © e+ antedd osdecs 210| Putnam ......... div Duered 10-54 
60-ft. Cotton . “ re ; = si See 
50 ft. Braided C ‘otton. a 1 00| Picture. 
LINING, STOVE. Brass Heads ........ . ... 0&104 
dtc \In Bricks.. ..per crate 42c) Judd's.............. .--- M&10E 
MAC HINES Brads.. ecbesaee 80, 10&10¢ 
Without With | Purniture . peel) adebdksa seabdtaneeeel 
Augers Augers| tre. 
2 deol Ajax........perdoz.%5 25 % 75 ID COIs < once pe 008e 000. quns $2 05 
Angular... “ 3 2 5 00 CamtOOR ~ oon ciccscccse cccsccce ge OD 
.-75&5%| Boss....... 4 50 5 00 Cement Coated... veeeeee 180 
| Upright.. 290 400 NAIL PULLERS. 
per doz. #1 25 | Leather Riveting. See Pullers. 
7 00) Chicago, Pomeroy .. + per doz. 9 75) NAIL SETS. 
00 | po eee 2 50| See Sets. 
at Handy ........ . 2 10) NETTING, POULTRY. 
¢| Little Giant 3 10) Galvanized Before Weaving. .80&20¢ 
+ | Pony, Pomeroy....... i 8 00 After Weaving.. .80&15¢ 


|c ut Pieces. . B54 
‘NIPPERS. 


a kd TET ET 955.20 61.20 67.20| End Cutting. 
Globe, No. 1 per Gen: SEG =F. DB. BW. GOO.. .ccc ccvccccces B0K104 
O K Rotary........... a 55 50] Stubb's Pattern............. B0&104 
Round Wayne........ « 26 50) Hoof. 
ff ff - 7 2 eee 
MAIL BOXES. i 4 See 40&104 
54 See Boxes.  ictetanenes .. 40-54 
MALLETS. NOZZLES 
Carpenters’. Hose. 
Fibre Head, Small ...per doz. % 00; Gennine Boston...... per doz. 83 05 
“ Medium. “ 5 75; Genuine Gem......... e 2 9% 
. od a 675| Magic.. * 3 15 
Round Hickory...... Ta. 1 7% NUTS. HOT PRESSED. 
Lignumvite.. “ 2 75| Square Blank. 
Square Hickory...... . 175) In. } t } 4 j 1 
“  Lignumvite.. “ 325; bh  6e 4c 3he Sic 3fc Bc 
as Tinners’. Square Tapped. 
‘a Applewood ........... z 60; In. ; : ; g } 
6 rere 85) D. 12¢ The 5e 4}c 40 
00) Hickory Sheet Iron.. “ 130} For 5 Ib. boxes add jc per DB. to 
¢ 50 MATS. above prices. 
5 75) Door. OILERS. 
875) National Rigid............ 50, 10&5% | Uhase Pattern 
Queen Flexible. ...............- 50¢| Brass and Copper............... 354 
Stove. ER ae Spee 60% 
Standard Quality...per gross 82 75| Engineers’ 
Best (Pure) “ io MO ae a 10% 
48; Wire Covered Asbestos, Ex. Ras «sesh sien per doz. $2.00@33.00 
65 Ey for per doz. 1 00) Machine, 
1 30 MATTOCKS. a per doz. 80 80 
Pe insds's cack wenecea dened 60, 10&54| Copper Plated Steel.. “ 1 50 
PD cnemteindehes asbens sheenscannns 4 Malleable Iron............ 40, 10&54 
84 MAULS. ib s<+ cetacean per doz. 55e@65c 
16 18 «21 || OPENERS. 
1 75@2 25) Perdoz. $8.15 3.85 4.45 4.75 5.25) 497: , 
| Wood face, Ibs. 10 «611 19 | Inches......... 0 13 14 
j Fiat .per doz $2.85 3.60 4.15 
e epee $4.75 5.00 5.25) nn a 210 295 275 
-- per doz. we 70) Wood Choppers’. * — L 4 2.75 
Lama Suger tS Oren, Pek, WES Delmonico........ .... per doz. : 4 
MEASURES. Never Slip............ 7 
& eile Z } pk. 1 pk. hed Crate 
9e@I4e | alvaniz per az. V.&B. ou “ 5 75 
jomeennes.. eats 210 “2.00 OUTFITS, COBBLING. 
Babbitt. a aoe one per doz. $11 = 
Alm. per Ib. sie) Sconomical........... Z 4 
Best. | Family PivenilCetsadénns 10 00 
Common. No. 4 Abeta “ nel PADLOCKS. 
Copper Mixed ........ = | Standard Wrought ..... ....70, 10&5¢ 
Magnolia Metal......... “ 19 o| Cusmpion - ; cdaatias an etnisnhesalal 
, « Eureka.. nye 4 606pay.ecencsQ ee 
Tony .. PPA MG ECE adeViehch sans sock 0&5 4 
See Metals—In first column. PAILS r 
4 00 Cieam. 
First Quality.......... Se0sce sece sect 14-qt., without Ga....per doz. 8 75 
Second Quality......-.+0++-++++.+. 5%! sor. « ae 35 
MILLS, COFFEE. 20-qt., with Gauge.... 4 20 
Enterprise . ......ccce ec eces cece BASE | Sap. 
SNL. 20s: 09000 itUeerbehdabidaet 530%| 10-qt., Galvanized.....per doz. 1 60 
,, |Parker. ..........---- ---- D&E QOS 12-qt., - gin - 1 8 
MITRE BOXES. Stock 
See boxes. Galvd. qts. 14 16 18 20 
Per doz....... $3.75 4.00 465 5.25 
Erie. me .. per doz. $3 15| Water 
Handled ( ‘ott m. Galvanized, gts 10 12 14 
Pounds...... 1 1} P  FReR Ges -646..... $1.75 1.95 2.25 
Per dozen.. 2.35 2.65 38. "3| Wood. 
MOWERS, LAWN. Cable, 2 Hoop. . per doz. 81 90 
; « 3-Hoop.... “ 210 
gt . Cedar, 3-Hoop. “ 2 85 
nohes...... : 17 19 21 7 
Each ...... 87.50 8.50 9.50 10.50} Standard, 2-Hoop i. 
3-Hoop.... 1 70 
Cheap Grades. IS 
Inches...... if 16 Drip in rion 60& 1085 4 
Each ....... $2.10 210 210 s: ° pping ogee 
| Clipper ........ osccce cece scl, IOMIOE | Common ' 0081085 & 
Girard. Acme... . oo ++ OBIASS 
| enka odin on clipe 16 Roasting. 
Each...... $3.25 3.50) Brownie . +... ach 220@300e 
29c | Philadelphia. L. & H .eeee * S50@60c 
All Styles Except A & E 60, 10&10¢ PAPER. 
Style A. . .W&10% | Building. 
Style E, High Wheel. 60, 10, 10&10%| Plain..... ... per 100 lbs. #1 15 
Drevels.. : avae .50@| Tarred. = 1 2 
BER DU a ddsen ceddscccteeds “Net Price Tarred Felt . « 1 80 
Diamond A, Red Rosin, pr roll 60 
.... Fates, #205 Leader, Red Rosin 45 
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Sand and Emery | Tin : 
. . ner’s. | 7 
Ajax..... ae - 50&104 | AE ON (Md | Pitcher Spout ee SAS Wane 
BB Meee ccccsr cen BOS RMR "egg TR Ses Weights. 
a 2 PLUMBS AND LEVELS. Each ...... $90 1.00 1.10 Back ron 
— matic +++ per bb. Sic | Seaman. ee OE 54 @D5&10€ PLATES, TIN. Disston's .............-..----28&7%@ 
se eees cess 2hc Cook's. pie oats a6 See Metals in Column |. Jackson's 25.47 
“ PARERS. | Davis’ Iron. ok 304 | Spray. Butchers’ rig’ pear icon. rag 
pple. | | Davis’ Inclinometer . Blizzard...... ‘per doz. $14 £ Die nes - 2587 
Bay State............per doz. $12 7% | Stanley's. Cyclone, tin. ... 3 ms ~~ aR choc 
Reading... es 6 Bt Nos. 00S copper vt 6 7 —.: 
Turntable .... : « 5 7 Per doz. .84.50 $5. 20 87 60 ts CO (Fad Syl oy 8 ~ 2: . mosey ee Nga ge + souelS 
White Mountain....  “ 45% | Nos. 30 Little Giant........ each 2 4 = seb evo<enabsewstinel ieNOe 
Potato. Per doz.813.00 $17.50 817.50 812.35 PUNCHES "Gaon = 
Goodsell" Ss Saratoga 10} in. doz. 6 POINTS | Conductors’ 7 gt Siacson" ROSA. <r se 
> :- . p, Ss. . § Be vcese baeaneencd meta 2 The 
ie 5 in.. 5 5 | Drive Well Points............ 1 aoe 22.20.02... per doz. 82 0 | Cross-Cut. * 
CKS. "Pec —_ achine . oes axey sdheoe Atkins’ 
Adze Bye Ore «even. oo 65454 | wr't on m. aXe |\Saddlers’. meee ameter wnat i Sty 
. . : er 0 : Ss Deeee veer ¢ 4 
Rettitas ant Zot Picks... -- alot Wet Iven, weed hand’ i s. 50 com. oeee ‘per doz. B0C@70c Pocahontas Bit. bigs evtedd per ft. 39c 
ee en A EDK —- Nickel pl’td, coil hdl’s.. teens ee 720@s4c BAe a Ad anew s dle 
. COs be 000s Oc eces cose eiait ry ehorn 
ON Re eee 65854 POKES—ANIMAL. In Bladders. Aci. vee ceeeceeees — $5 5 
PINCHERS. Brown's, wr’t steel, per doz. #5.00@6.00 Strictly pure........ per 100 Ds. bd 35 Disston’s. ihe bce 5 3 
Carpenters’, wrought iron, pol POLES—FISHING. Commercial. ...... Hack. 
steel jaws . eee 304 Bamboo. RAIL. eee 
eet “y "hed Ft. | Barn Door. | eee eee 
4 alam "0 ‘10856 | eee ee a Wrought..........per ft. Sterling Hack Saw Blades. ....254 
PINS. ‘ POLISH Sin a i pcah ttuandé Pues « ; Sterling Hack Saw Frames....20¢ 
Clothes. Metal. ~ = — ieee sop Hand and Rip. 
Smith's , i ’ 30&7 
Common. ses eeeeeper gro. $0 1: + reap elt BB o.« 0220-200 one Smith's | aon goa — oe Ne “te rie 
ete es ivi Pan a . 3 Pts. 14 Smith's “Never Jump”... a lle 50¢ Disston’s » 8, D8, — 
Oa enantan ere 7 Per doz...... $0.84 Smith's Plain Steel fe ER 112, D100, and 120.......... 25474 % 
a EN Pts. 1 Smith s Milled Steel ............ Gorham's Comb. ........... 30&74 % 
a oe ee --. per doz. $07 “ro Per doz.. _. 88.60 96.00 %9.00 Sliding Door. Keystone. . -BO&7) 
Spiral 21 im....... see ys White Silk, half pints, per doz.#2.00 Painted iron......... .. per ft. 4}c Sam Sickles’, “band.. per doz. $4 25 
et etee eens ceeeeetes i 9| White Silk, 6 oz. cans, per doz. 1.00) Bronzed wrought iron.. “I Will,” hand......... * 57% 
nile PIPE. Wondershine RAKES. “I Will,” rip......... | ne 
onductor. Pts. 1-46 Coal or Wood ’ “U.S. A.”’ hand «<n t 
Nested. Not Nested wor dos ae sseeeeeeee- DOr doz. $5.60 een an re 2 2 
NS TP Ie 75&2) % “ada. . 7arden. US A Bde dat coe 14°25 
Eastern, B..75,10&2) 4 7582) 4 é. Cronk’s > Keyhole—Disston’s............25&74% 
» eee 1 sa M. D. see eee per < doz. 36c@50c| Cronk’s Victor.................. Kitchen. 
nnn eA qoana geass | FC: 0......-. 0+. Steel, braced................80&10@ | Sterling.....................44..254 
Memes ...6s.<.. 0&7) % 0&2) 4 5 AT er ee a A Re POE BUND ccvaquessssddaibe ‘ WE 
Me Biver...... 2&7) % 754 aay vbeibivcs Malleable Iron, heavy........ Panel. eee ses: 
Southern ...... 20&10% 70854 . — B 
br Btsek Eagle, 1 thfeans. pr gr..815.00 J — EEN & Fey Ree $1.40@$2 00 Seer 3 he aM 
‘ ac i an Te ll ee ee re es oo oe eee ‘ 
~Sowrg Ton ai de soe POE 'D. Ox Ae etieieet 5 <- nr ag AN vwebaen per doz org: ey FO. Tyee o13 negr + 
> ut Gees a pee es kaeee 6c Paste, 5 oz. cans. Automatie ............ “ © Se hg ” Sie Rigi 40% 
ove. Paste; } I. cans..... Gibbs’ ....... — “ ee ae eee 4081085 % 
oO og ; 7 Black and Japanned— Jumbo, 36 teeth. Siiedee * Vaenen Dupl 
mooth, per jt..10j¢ 10}c 12}c Liquid, } pint cans.. RASPS--S ye eget. $547) < 
Planished “ .. 32 8c 4%| Liquid, 6 0. cans. .. ead Rn abel iemeraee = 6-50 Suey neice <a eres 
Peerless—Smooth .8}c 9 1 Steel Range Gloss.. List December 5, 1904. a Ret rs see _ 
Polished 160 180 2c Blackene, 1 cans pr gro. B a 
Plan’ ’ ans....pr gr lack and 5 
senoeg-ak “uy © ee Black Jack, ? ® cans.. 9 00| Nickel Plated. er et maar andy IRRISTEATN oT " 50 
Snooth ......... 8ic es (ifs mae mcg of Iron.. 75|Electroplated, Brass, Bronze Happy Medium....... . 7 00 
7 to 6in. Smooth Tapers, pr jt..14e seeea serene See ene 003 cnt aoehwabene nee Wood Sawyers’ Delight “ 8 25 
‘ in. Smooth T’s........... ..B0e POPPERS, CORN. RINGS SAW BUCKS—See Bucks 
7 to6 in. Planished Tapers...... 45c | Round or Square, | at. per dz, 85@%5¢ | Bull. SAW SETS-See Sets. _ 
Wrought Iron Gas Pipe Square, 1} at.. seers, Copper......... in. in SAW TOOLS—See Tool 
i@t-in., black........ discount, 604 Square, 2 ata... tees 125! Perdoz........ $1.35 SAW een 
i@1.in. eee) tous 4 |. 1% Reversible........ _— Impro'd Se ee ee 
Lin. to in.. black... “ 70% POTS, FIRE. say a a ea 
> “ 2 “ “ 624% a eee each $3 85 | » comments 8. $1.95 1.50 . pepe: ae: _ 
aa _ galvanized = 42¢ | Clayton & Lambert's, ea..34 75@6 25 ent go wr ES | Counter — 
+o ms “ 50% | Gate City.. each 6 3s ‘ 
s . Y a land Pe ccc che chee aected toss 
ite gah [Geman sercsecsssessnaoe “Dials Rings ™.....per dos. 90 o0| Ptatform > Anabh 
2 45% POWDER. Blair’s Ringers....... 84) Osgood.. ettinctede lS 
PLANES. See Ammunition. | Brown's Rings........ ° a “SCOOPS. 
Siegley [ron Bench........... 50&10% PRESSES, FRUIT AND JELLY. Brown's Ringers. ..... 5 rs 
ey Enterprise Manufacturing Co.... Champion Ringers... “ % Bu. “Hercules,” ..per doz. $13 75 
corn PLANTERS. BND occ cons Hill's Ringers......... ez ' 15 50 
NS per doz..87 75 PRIMERS. aay cone - Box ae rae 
Triumph.........+... « — .. 6 00| See Ammunition. ote abe St: ’s Adj 
Perfect Ringers....... “ Stanley's Adjustable, a 
‘aa , : j per doz.$3 60 
‘otato PRUNERS Wolverine Rings..... « Triangular..........+- - 2 50 
ACME. «22. 0.020 seers per doz..%6 25| Disston’s Pole......... Wolverine Ringers... “ Cabinet. 
Challenge.............. “  ..10 7%5| Henry's Improved..... 65&10¢ | Fruit Jar. Sint oe per doz. $2 25 
Fencing. Water's Improved..... xe ERS RE A eee per B® 30c| Cast Steel............ “ 65c@75e 
Cronk's ..........s... per doz..80 %5 PULLERS. +? pug haan adb in ~ ee 
Farmers’ Choice... _. & 75| Cork, ates ivvnwaned epbi per doz. Road. 
Russell’s............ “ Os ~ DORR RB cess tive capers cssect each %3 40 Split, square.......... < Cubtet. 7 6 38 
Flatend Bound Meee on a iat Ball, Round........... “ Without runners, ea.$4.15 3.90 3.65 
mt win Quick and Easy.......... RIVETS. With runners.... “ 4.00 4.15 3.90 
GOI dhis dine ss 600900 jasqup seuek 504% Nail. ag ooh ptiere eh 
7 RE ROM 2g| Giant.......... per doz. 99 00@10 50} Copper Belt ..........-.+++++- Bose, | men 
i ne 108104 Giant Pattern. “ 00 Coppered Seer ee Se eee 50K5 % 
CMU, COD. dh cntsntiuiss widoed og | Tack—Giant..... omer PT aan ~ 09@10 ieee ey en 
. ame ...... ces eeee sees per BD, 80 009 | 44nd— O0G... woos cose cecccscees 20 
Gas—In. ~ 10 12 PULLEY Slotted Clinch........ per doz. 400@A5c | 74d RAI... ...... 6. evens 708104 
Per doz.......... #3.10 $4.00 $4.90| Awning—Jap'd....... 40&5% to 35&5¢ | Tubular. SNED cid) cne.6e cbanades bucadkbanen 75&5% 
PLIERS ones xs tle en attancainda Nos. 1 and 2 assorted sizes, doz. 45c | Lag or Coach—all sizes, gimlet 
: , k. y inted 
Button's—In. 4) . > ‘ay For ; : RIVET SETS. WENO « 0 ncsv.apsintdscnedosdi ters 80% 
Per doz. ....82.60 $3.10 $3.90 85.20 a og aR CREE ROPE ae 18 3 4 
el, 6 in.... , . . 5 6 
=— 8 Pattern. Wood Wheel, 6 in.. Cotton. Per doz. 19¢ 22c 27¢ 3c Wwe 2c 
= , 44 6 8 10 pass knot...... .... 3, 5-16-in. Com. on reels..per Ih. 124¢ | Wood. 
‘Per doz.... $2.35 $2.50 $3.45 $4.4) Hot House—Jap’d .............. ¢ 5 10ie. Com tneatis ... / F. H. Bright Steel..... 8744, 10&10% 
Cutting. a. ae 4,5 16Imperialincoils. “ R. H. Blued Steel...... 85546 
a GT oe ee ashen N seenee meen sens Sewall & Day Sisal Rope. F. H. Jap’d Steel... ......884&5% 
Cronk’s Impr’vd Button Pliers.754|sagh 33333 j.|| Os J 2 iesth cé cadens dean seashie A ES EERE R5&5% 
Cronk’s Linemans No. 9....... 404 | Chicago Sisal. TR. Th, TRGB. 6 o cnccccke mn cccvcs 80&5% 
Cronk’s Stubbs Pattern....50&10¢/ Gark’s. Eagle, rates............. per . 8jc| R. H. Nickel Plated............ 75% 
Cronk’s No. 1... ....s+00000- €0&10%! Common Sense, 2 in.. i | “paints 
Cronk’s Staple Puller Pliers. . 29.0% | - te ae. Ste.. BINNS 5X <iina's he ctbebdbios 12je | ‘Clipper, grain d — 
4 attern, 2 in seesssceee  " EBGO Clipper, GFAiD......-.+» per doz. $7 7: 
7 <4 ; , ++ «+0, MOG10854 a nn oe bdaces Bo RULES Dutchman,O.V.B...... - 6 25 
u tevolving... Arid ..-» 5.258! Tdeal.. falae MOOG. 2.00. avcetevesshvenbaers 60% |Clipper, grass ......-.. 4 6 00 
DT 6 cp ccccwc copesecccestedeseu 356454 'U.S. A., grass......... “ 67 
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SETS. SOLDER—See Metals. Tinmed Carpet. ......ccccceces 90& 15% VISES. 

Nail. SPRINGS, DOOR. SER ee 90&30&10% | Bonney’s...... 2... ccce eens .. 104 
Round, common. berdssa per doz. $0 33) Perfect. | Upholsters’ Cut............ GORADRSES | CHERSY'S 20... c000cc cece cece cece cess 20¢ 
Square, “ —-+s++ , 42; Nose........ 1 2 3 4 | Upholsters’ Wire............. 904&25¢ | Parker's Oval "Slide. , 
Cotagom * —cevese : 33; Per doz %c Bc 5c 40c | Double Pointed. - -90&20G | « «+s see 50, 10, 284 @ 50 10, 5, 24 
Square, Buck Bros.. 1 25) Reliance tia nae ehain wash geen per  27c | Parker's Parallel............. 15&20% 

a Point, knurled, pr. doz.70e@90e|; Per doz..... light $1.40; heavy $2.20 | Canvas Nails... .75&54 | Parker's Victor...................10% 
ve ; r. kk SE 75&10&5% | Parker's Combination........ W&104% 
se Ne a ee per ee Per doz a light 90c; heavy $1.30 | Hungarian Nails. .............. SORES oli BOR. ... .06 2000 socecesseced 60&54 

mo aha A SOUS, SASS ey sn he Sa 20% 
Aiken's Pattern.....per doz. $3 50! Perdoz................ 0c $1.30 | A888" Sltin......-. - see evens 10810 | co... 
Common Lever....... “ 1 20 SQUARES. Bend Leather...........-...--.++. 25% | Cast-Tron Hollow. 

Disston’s Monarch . “ 6 50| Steel and Iron....... 75¢, | Patent Leather...................! 5@] Ground..............-..+----00&10E 
ROws. «2.0» - 11 75| (Add for Bluing, $2. 50 per éen. ean Lufkin ttn cnn cee uae hese 30% | Unground ..,.............--+. CO&54 
German ........+2++++ “ 1.85 | Mitre. | Lufkin’s Metallic.................906| Extra Finished. - 40810 
Morrill’s Old Style...“ re Stanley’s No. 12............... 408 | TEE BEVELS—See Bevels. | White Enameled......... 40, 10&5% 
? Pattern.... s Try. THERMOMETERS. | Hnameled. 
ee oe eM , 7 ~ Stanley's No. 20, new list.. 308106 | Tin Case: ..per doz, Se@B1 (Cherry Blossom and Chrysolite..50¢ 
as eo eretts . 5 501 Try and aS 12 and 14.. ..40% | Wood Back.. $1.75@ 9 00 | WASH cp oy Boards. 
pase tnd el. ieiescetexs> : A S 
Stillman’ oop so ae ie c : E I do ce sn euiinns os h.g —_ TIES wie Standard O. G. cast iron...per I. 2jo 
y be... 5 Try and Miter. Bale. - Wrought iron in bulk per b.: 
SHARPENERS, SKATE. EE Miteks tha seed 00 c000 per doz. 87.25; Single OO SE 80K 7} % In 
Diamond...........+ +++ per doz. $1 60| Winterbottom’s................. 50@| All other kinds..............65&10¢@ a tte the ae ate ake she Ss 
SHAVES, SPOKE. |commse eg ne EMO. | COP—Se° “chaina* ag ae babe as ee 
as —s - (FUOTRTOR WOOG..... «+s Tr Z. y | 

BUG oon vse deeed per doz. $1.35@$2.75 | porcelain Lined. Wood. ” 1 90 LS, SAW. ‘she de Se dhe dle ale 4jo 

ae pe eee “ 2.75@ 4.75| Boss, tinned iron. Ey e ge | | Atkins’ Dexter......... “ WASHING MACHINES— 

Bailey's. . 0.0.0.0. rcccaccscseccess WW&54 Pearl, nickel plated .. rc “ 1 30) Atkins’ Excelsior...... . 6 2 See Machines. 

Dee asics 50-2 svar dango neasnarhe 15% |Star, eget” 1 go | Disston’s Universal.............. 40% | WEDGES. 

Stanley's Universal............ 30&5% Little Giant, tin’d iron. a 4 25 | Fly TRAPS. \eaits Jeniahegusn oeeba bind per doz....30c 

3 Si tah cstdumiheaaned “ 250 , [carting . per B® 1030 

Pruning. —* Seam “ 4 ~ Balloon... . .tiderese SE rR * 

OCR eee eee fe “ | 
Buckeye, No. 1....... per doz. $6 75 STAPLES. | SEP OES... .20+0ereeeee 1%) WEANERS. 
Mar Oi its. . 8 40 | Blind. | Game. Calf. 
California Pat.. 9 in.. “ ef Be ere per th 94@10c | Newhouse. ...... 20.0.0. seee seek Fuller's, per doz...... $2 00 to #2 50 
“ in. ” 5 00| Butter Tud............0. “ 8@RI | —— MONO o we cwin c dina andes 75&10% | Tyler's Safety, perdoz 1 8 to 2 40 
Draw Cut, wae:..... “ 14 75| Fence—less than carload. | a <— | Carroll's, perdoz...... 25Nto 32 
. Wal O35. ¢ 17 50| Polished............ per 100 $2 20) meaetek a ee per doz. $575| Standard, per doz..... 2 75 
. 012 Galvanized.......... “ 2 50 | Mouse and Rat Hoosier, per doz....... 3 10and 415 
Henry's Pat. 0 Ol 14 | - 
hot livery: $1.90 $2.50 $3.15 $3.50| Vetting. | Wood Choker......... per hole $0 11 WEIGHTS. 
SURES aD per doz. $4.75| Galvanized --per 100 3 90 SOB CRANE «0+» -+42>. BO INS neon Se os ccna Oe 

= mal BBA. Wrought. | Delusion.............. per doz 4 \Sash—F.0.B. Chicago.. pr ton 822 00 
Inches.......... 6 6} 7 | Wrought Staples, Hasps and | Imitation’Sight, Rat. “ aan) WHEEL BARROWS. 

Reg. Grip...... $11.25 $11.50 $12.00; Staples, Hasps, Hooks and Marty Rat............. 7 75 |Common Railroad....per doz..815 50 
Nar. Grip, doz. 11.75 12.00 13.00) Staples, and Hooks and Marty Rat Imitation.. 3 75 |Heavy . 19 50 
Tinners’—See Snips. eb wvtcce sevice ctpe 85-1054 on — en ‘ : I weary ball bearing “ .. 19 00 
, Extra hea .. Tal arty Mouse Im on “ avorite Steel Tray.. “ -. 25 00 

Pa oe SLIDING DOOR. SELLA * | French Automatic. ...... each 3 60|\No.04 Steel Dirt.... “  .. 4700 
Inches............ 8 Ox oe ete. diet anak; > aaa 

aa eeeee ennens $0.42 90.48 $0.70) | ; PRIN RE shades acch v0bstde he 204 |Corundem ........ ve ne en ove TOMIORS 
Per set... 1% 1.00 1.00) Bowarite co nay es (~~ RRR ee Well in. 80 ste 

SHELLS—See Ammunition. WI senetare «onrer . SP ee ee in 25¢| Per doz.....81.90 $2.20 $3.00 %5.50 
SHELLERS, CORN. | Emery TE ee 604 @H0K5% , ‘ 
| Oi Saounsed. terers’. WIRE. 
Pulm neacs «nla vntccande per doz. $7.25) SNAG, <3 50 be cous devine ile 3334 | Barbed Painted. Galv'd, 
SHIELDS. ——_ rag hentstess per ® " 4 I a6 on seus reap 0% _.30¢| Carloads..per 100]bs..82.15 $2.45 
Expansion Bolt Shields. ...... 50&106| tindosten.............. . 61@6} |W. & MOP. .... 220 cer cece evens 254 Bm than car “ ..220 250 
SHOES. 0il—Unmounted TRUCKS. reese 

Conductor. Lily Whaee ae per ® 4380 | SO Alo Shade each $1 7 OS Se ee ee 204 
S-ineh...... each Te: per doz. $ &64/ Queer Creek - 1440 | IN Se is Sesaa e creck saaann “ 1 | In! ® spools, new list...... W&104 
6. Sel, : « 10.18 ee. x she | eee eS se G0&5¢ | | Broom—Tinned........ 60&10&10&10% 
75@ discount to dealers on @inch.| Washbita...........0c-.. “  2e| NO--------+.-++- i 2 3 | Cable Game peice a6 Barbed Wise. 

3inch and 4inch plain, round and) g¢p. . Half Ironed.... $2.60 $3.40 $5.0 we. 

round corrugated shoes. Black Diamond _per gro. 87 75 Full Ironed... 3.90 5.75 6.7E — .* eee + po he lis _ oe 

SHOE POLISH—See Polish. Clear Grit............. 435) sang, TUBS: WASH. oe ae seth die * 
— Gem Corundum....... * 7 50 | Standar Ex. ae = 
SHOT—See Ammunition. cuainensee..... a 499| Nos........ 3 2 1 large Nos. 6 to 9, An eal d,pr 100 Ibs. $1.95 
SHOVELS AND SPADES. RTD vcccscacceses “ 7 00| Per doz....$5.25 $6.25 $7.25 $ 9.7 wan. © 008, Calvi... 8.38 
al. White Mountain...... “ 6 50| Dowell. Hair—New list... .... 0.0.0. BO&K10% 
No. 2 Ajax r ‘doz. $5 25 Market 
a pe + Willoughby Lake..... “ 625| Perdoz.... 5.60 660 7.50 10,00|@r*e°. 
No. 4 Golds 6 2¢ Sed Wee... vise. 2... - 3 15 | Cedar. Bright, full bdles...........70&10¢ 
Ames’ new list. .... Discount me Per doz.... 6.50 7.50 825 ...... Bright, broken bdles ........... 20% 
in. ROT eee er a sa Indurated. Coppered, full bdles............704@ 
Prk 5 s Perfection............... 50% eTor PERS. sp ; Per doz.... 7. 7.95 9.45 11.70 te ae bdles..... 65&10% 
. nned, fu OB... 0000 ccce MOO 
Gold Hibbard’s....... per doz. #9 25|Common................ per doz. 80 42 Galvanized, Rte 1 2  g | ‘Tinned; broken bdies... etalon 
Cec ini |. Perdoname ota| Pears tn ue... Sogmaing 
Fevunsecdes , ’ teeees 72 5 b. s De sunates “ 
HIGKOFY.... .....0+ +000 « 6 25 |Gem, cor'd, decorated a 68 alates Plain—Smail lots a #2.00 
Greenleaf’s.......-... * §95|Kiroh’s..............00.. “ 120 pe 2 on pment ers 
Columbus............. * — 8 00|Peerless < gq] BURY Copton Wragying:......-.-.: SIC | mall spools 0 per bundred higher. 
weeee cece ewe 8 =— oD VAP) BR DR ER ce ee tee tee eee ‘ } e 
Ames’ new list...... Discount 124% |Skinners CommonSense “ 5 io Extra yWeagplage cael — reel hy ™ 
~— <= $1.65@39.00 STOVE PIPE—See Pipe. ig“ « “  Hyvy. Wrappings.26c |Acme Standard................+.. 06 4 
ae ' ’ STOVE BOARDS—See Boards. 4 «“ « Wrapping on tubes. ..28c | Alligator .....,...0....00000. 0: W&104 
eons = oh a joes STRAPS. 3 “ “ “ cones...23c | Always Ready................+00+ Ot 
u age oom teens per doz. ~ —s SSisbac cpesevgad per doz. eS a ecm “ «< « | 286 — aa 2 Improved 
al a seee cers coseee India Hemp, }-lb. balls............18¢ pe Wrenches ........... s+. 
a. —- plain wire “ a STRETCHERS. “ ee ee 17¢ |Coe’s Standard................ 40& 104 
-Y | Carpet. : = S'S. OS gens doz. 65c |Girard’s Agricultural......... T5&50 € 
Cast bron SINKS. oe EEF per ¢ doz. = ro | 2- ‘ply fe a eee lige | P. 8. & Ww. Co.’s Agricuienral T5&104, 
. ° xcelsior............. 3-ply tees mintmeitens lide Knife e..W&54 
| 
anne ge de nsbste ce rap Malleable Iron........ “ 70 | Jute Wrappings, }-Ib. balls....... ie Wescott's “* ‘s” peccte cohecenecsoda 334% 
Wrought | _. BB. <cccnes 10&10% <a sae 9 ee “ 6 00| Jute Wool, 1-B. balls............... ag a 1B coe cccc eres per bb. 05)c 
. DE end cash pevedcc cscs ‘ 4 50 | Seine. BllEADIE.... . cece eens sees “ (he 
Painted, new list.......... 40 10&54 | Wire. NO a 6 9 12 15+ | Stillson Pipe.............+..++- 60&54 
SLEDGES—See Hammers. M9 > _—— baad des “ 625; Soft,perh . 24 28, 9B [TrimO ln. .snceceeecnee evecare 00% 
SNAPS, HARNESS. . w Mi seesece 4 6 25 Med. = 24 234 23 WRINGERS. 
CR aia 1058 hes obs ther cduges —~ Little Giant.......... , @s| Bere i - teow 
Galette: ..... . wclc a Star Lever............ 6 %5| Staging, -Ib. ball, size 21....... z3c| No. 22, Guarantee....per doz.#28 00 
~ Star Tackle Block - 9 00) es Ped, oe 2% | No. 110,Guarantee.... “ 29 00 

Judd's Pattern.......... 60&10% @7 ~ - 

SNATHS Warner’s.............. ’ 6 25) “ . « “ 97.......22¢| No. 110, Brighton..... ° 21 00 

~~ . SWIVELS. Bagging “ ee ae = ee We No. 22, Pioneer....... = 20 00 

Double Ring, Bush wanes per doz. %6 75 | Malleable Iron............. per b 5jc| 3-ply “B” in hanks...............19¢ | No.2, Superb......... “ 19 50 
Patent wert. rs M - ea... = ..per gro. $450) 4“ “B” “ ... 19 | me 730, —— phemunes . 26 00 
Rania ACKS. 3“ “a” “ ....20c| No. 500, Royal........ “ 30 00 

= —_— TINNERS'’. | American — sain wahadee Geis 90&54¢| 3 * Silver Finish, in n hanks. ....39¢ | No. 350, Universal.... “ 25 50 
ernisch’s........ waees'otus tude 40&5% | American ae 854254104 | Fodder or Lath. | No. 300, Novelty...... - 25 50 

National....... — - 40854 Bill Posters Cut............... 90&404 130-strand . Deere. jie + FY ee . 25 50 

8 8 | SR ere 25&5% | Blued 0 RO eer 9&154 EEL calwenes binvese dees bout 84e No. 100, Rival ......... S 21 @ 
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ADVERTISER’S INDEX. 
ALPHABETICAL LIST. 


American Bolt & Screw Case Co 


Illinois Roofing 


Keene, Geo, C. 
Kelly, T. P. & ¢ 
Kelsey Heating 
Keyless Lock M 
Kimbal! Bros. ( 
Kontny, John... 
Krause Mfg. Co 
La Crosse Steel 


Lalance & Gros) 
Landay Stee! Ra 


Lennox Furn. ( 


Lyons Spectaity 
Major, A........ 





seed 115 
American Furn. Co........... Peocntdet 31 
American Lock Nut Co................106 
CO ee 108 
Asphalt Ready Roofing Co............ 102 
AMttiaes Bi C.B COs o.ccce scccccees 128-132 
Atias Bolt & Screw Co................ 1 
BR sets de ccbcnsncccecesceses 132 
Auld @ Comger Co. :..........ccccccess 104 
ET GE OOD... 0 oon caccececsccus 115 
Badger Stee! Roofing Co.............. 105 
Baker McMillen Co....................118 
SE ts OP Ee ED nore enevdvcbousees 1 
i ik ons < 0606 0-ns ove one veer 104 
DR Do ndccce secbee sss cencedes 119 
Beckwith, Estate of P. D............. B oJ 
Benedict & Burnham Brass and Cop- 
DOP Bin de Tials de ciciic ccc caveccsccseccss 106 
ROR ISRO oni 0 0.oe cons ce ee scapes 194 
Cg en ee 105 
Bergstrom Stove Co ..............6... 28 
GNA, oo eobbccoval san cie seeders 102 
Black Silk Stove Polish Wks.......... 110 
Bianke & Hauk Supply Co............ 118 
Blick-Williams Co... ............s00065 113 
NE 0 inn ~<cendaetedaciecsetsal 112 
Ne 6c cn csccccsce cn sedces 1 
PS GOne ce ccc ccccvevncccggedeseces 29 
Born Steel Range Co........ ......... 13 
Boynton Farn. Co... 2... .6e ccc ccceeee 21 
Brammer, H. F. Mfg. Co.............. 116 





Brauer, A. G......... a 

Bridgeport Chain Co... .........+++++ 
Bridgeport Crucible Co 

Dusan, W. Pswicidnncveee corccccccves 106 
Canton Clothes Dryer & Mfg. Cu...... 1l4 
Canton Steel Roofing Co .............. 102 
Champion Steel Range Co............. 13 
Chapin-Stephens Co ........ 0 ........ 119 


Chappell Furnace Co.................. 2 
Charter Oak Stove & Range Co. 
Chicago Stove Wke 13 
CO Fe GAs cc ccc scccccceccsccce 1 


Clark, Quien & Morse..... ........... 108 
Claytoa,& Lambert Mfg. Co........... lu4 
Clitpper Lawn Mower Co..............- 122 
Columbiaf! Hdw. Co... ........-..4.06s 124 
Columbus Bolt Works...............-. 1 
Cunnors, Wm. Paint Mfg. Co ......... 1 
Cooney & Geiger .........-.----.s-eeee 132 
Cope, Geo. W. Pattern Works......... 111 
Cortright Metal Roofing Co........... 106 
Craig-Reynolds Fdy. Co. ............ 18 
CN Oc Hc 6 0 denenscg cccteseissis 116 
Culter & Proctor Stove Co............ “4 
CRF Swede ddesivecscccseved 120 
Dangler Stove Co........... 6.66.60 ce0s 10 
Demeritt & Palmer Packing Co....... 120 
Denning Wire & Fence Co............. 118 
Des Moines Stove Repair Co........... 109 
Detroit Vapor Stove Co................ 13 
Dieckmann, Ferd...................0+. 105 
Disston, Henry & Sons................. 123 
Dixon, Jon. Crucible Co... ........+0055 101 
IID, «60.0660 5ecmicscvabedtee 102 
EE, OD. wi nda uke ceedecistuneh - 2 
iS Tt Ci 0 dc caceine Guetetiseeth 111 
EE CUETO GIO. 60s sci cccsdacovccstes 10 
Ns Bie Mic nav eseketnendanedate 105 
Enterprise Mfg. Co...............-.008 132 
Enterprise Mfg. Co. of Pa............. 128 
Epworth Gas Light & Heating C }. pare 113 
Evans Stamping & Plating Co......... 107 
Excelsior Stee! Furn. Co.............. 30 
Farquhar Heat Regulator Co......... 26 
Farwell, Ozmun, Kirk & Co........... 31 
Fiebeger Heating Co.................. 8 
Follansbee Bros. Co...........-......+ 132 
hs Chek nnn ots contac decdencivebs 113 
EE Mitatennebnoes os<escvencundl 28 
Franklin Specialty Co................+. 119 
Friedley & Voshardt.................. 104 
Garry Iron & Steel Co.... .....-....4. 106 
Goth City BtoVe'Co............ ec encese 7 
GOS Ge ode ccccccccoccccceses 19 
Gerock Bros. Mfg. Co................ 107 
Globe Machine & Stamping Co........ 102 
Globe Stove & Range Co............... 6 
Globe Ventilator Co. ................. 132 
Great Western Stove Repair Co....... ill 
Grossfus, Jobn Furn Co............... 22 
Harkins, T. B. Fdy. Co................ 109 
Harrington & King Perforating Co ...107 
Hart @ CrOmee COino es i. cline ce cceee 26 





Haynes-Langenberg Mfg. Co.... . 2 
Henry & Schefble Co .................. 28 
i i Ci chiiwenenisinstacteide 112 
Divs: amesetuncettissnndetide 11 

i Tino ctaviebnspeesesoddatenie 101 
REI PO 109 
Home Pride Range Co................ 130 
IE Minas ches seande conectapetogas 101 
Hopkins Bros., Springer Cu........... 107 
REET 2 vo sos ondcccecccecd gas 127 
PO MEO OO iiss See icc ccccsecses 118 


M@fion Stove Co 
May & Fiebeger 
McClure Co 


Merchant & Co. 


Montross, R. W. 
Morris, J. L. Sto 


Nichols & Ranki 
Nickel Plate Sto 
Norris & Loring 


One Minute Cha 
Oneida Commun 
Osgood Scale Co 
Patric Furn. Co 


Pelouze Scale & 


Rohrbacher & A 


Sandusky Tool © 
Sayre Stamping 
Schick, J. K 
Schill Bros. Co 


Sigua) Mail Box 
Silver & Co. 
Silver Leaf Stov 


Smith, Ghas. Co. 


Tanner & Co 
Taplin Mfg. Co. 
Thatcher Furn. 
Titchener & Co 





Johnéon, E.J.& Co. . 
Jollet Stove Works....................5 


‘o 


Kramer Bros. Fdy. Co..... 


Lawson Mfg. Co 
Lee-Glass-Andreesen Hdw. Co........ 
‘o 
Logan Mfg. Co.............. 
Lufkin Rule Co........ 


Malieable Iron Range Co 
Manufacturers’ Stove Repair Co ..... 
March-Brownback Stove Co 


McVoy, John & Co 


Michigan Enameling Ww ke. 

Michigan Safety Furn. Pipe Co 
Miller, Wm. Range & Furn. Co.. ..... 
Monroe Fdy. & F 


Niagara Machine & Too! Works 


North Bros. Mfg. 
Obermayer, 8S. Co 
O'Halloran & Jacobs 
OD nittbnbébesetcehscescé ban 


Peck, C. A. Hdw. & Mfg. Co 


Philadelphia Lawn Mower Co 
Pittsburgh Stove & Range Co 
Plume & Atwood Mfg. Co........... 


Pullman Mfg. Co 
Quincy Pattern Co 
Richards Mfg. Co 
Richardson & Boynton Co 
Robinson Furn. Co 


Schwab & Sons Co 
Screen & Storm Window Fastener Co.117 
Shumway, C. W. 


Smith Bros. Mfg. Co 


U. 8. Washing Machine Co 
Utica Drop Forge & Tool Cu 
Utica Heater Co 
Van, John Range Co 


& Supply Co 


ID scces 


Co.. 
fg. Co 


Kruse & Dewenter................... 
Roofing Co ........... 
LaFayette Stove Fdy, Co 


ean Mfg. Co.... 
DE die ance sd Roes 


Gav coe vecsevis ce ¥evtbsc 


WIR: 00.0 cccccscvcves 


ve Repair Co.... 


Mueller, L. J. Furn. Co.............. > 
Nat’! Enameling & Stamping Co 
National Sheet Meta! Roofing Co 


Tins esckcevetheonte 
ve Polish Co 
Hdw. Cv 
Co 


rn Co 
ity 


ae 


Eile cnbodées coeeete< 


Safety Window Lock & Ventilator Co. 117 
St. Loufs Electrotype Fdy 
St. Paul Roofing, Cornice & Ornament 


Oo 
Co 


& Sons 
Co 


e Polish Co.......... 





Smith, J. D. Fdy. Supply Co.......... 

Specialty Mfg. Co ...........-.-...005 112 
Bperty. D. R. & Co..... .... ........+-118 
Stanley Rule & Level Uo.............. 119 
Star Shovel & Range Co............... 15 
Sterling Stove Polish Co.............. 1.0 
Stowell Mfg. Co,..............6-.. 106-109 
Stowell Mfg. & Fdy. Co............... 121 
ED eee errr rr 114 
Superior Mfg. Co.............ncesceee 13 
Sycamore Wagon Works .............. 122 


Rk BENET 


Vedder Pattern Works................ ll 
Vollrath, J. J. Mfg. Co................ 131 
ee SD. BEI 0 ccc cccccccacdoces 116 
Veoomem, F. GiB EB. B.........ccccece 114 
Walker Too! Co.. -102 
Walworth Run Fay. Ce 0. - » 
Warren, J. D. Mfg. Co... ........ 60000 114 
Waterloo Register Co............ .... 29 
ND oan tmeesns con cagede meat 1U2 
_.. g, 4 EA ill 
White Lily Washer Co................ 116 
White Mountain Freezer Co.......... 14 
Williams Stove L weneee <5 akc chee 
Wise Furn. Co. . Sseee 24 
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Ciark, Quien & Morse, 


CLASSIFIED LIST. 





Acetylene Machines 
Epworth Gas Light & Heating Co., 
Waterloo, Ia 
Ash Sifters 
Hill Dryer Co.,, Worcester, Mass 
Bolts 


Atlas Bolt & Screw Co., Cleveland, O 


18/ Columbus Bolt Wks., Columbus, O 
107 
192 Brass 
: Denpaies & Burnbam Brass and Copper 
. & Chicago, 11! 
104 ieee & Co., Philadelphia, Pa 
14| Plume & Atwood Mfg. Co., Chicago, 111 
_1g1| Tanner & Co., Indianapolis, Ind 
9 Brazing 
117| Hopkins Bros.,Springer Co. DesMoines,la 
127 Burrs—Copper 
26| Plume & Atwood Mfg. Co., Chicago, II! 
.1) Cans 
118} Blanke & Hauk Supply Co., St. Louis, Mo 
3) Stuber & Kuck, Peoria, Il 
—: Carpenters’ Tools 
12 Hurwood Mfg. Co., Bridgeport, Ct 
1 Ohio Too! Co., Columbus, O 
21 | Sandusky Too! Co., Sandusky, O 
15| Stanley Rule & Level Co., N. Britain, Ct 
16 Carpet Stretchers 
— Montross, R. W Galien, Mich 
106 Castings 
.117| Walworth Run Fay. Co. Cleveland, O 
30 Cellings—Metal 
12| Badger Stee! Roofing Co., La Crosse, Wis 
29/ Berger Mfg. Co., Canton, 0 
-115| Burton, W. J. Co., Detroit, Mich 
- 111] Canton Steel Roofing Co., Canton, O 
25 | Eller. J. H. & Co., Canton, O 
31| Friedley & Voshardt, Chicago, Ill 
106| Gerock Bros. Mfg. Co., St. Louis, Mo 
101} 1)}inois Roofing & Supply Co., Chicago, [1 
~~ Chains 
110 Bridgeport Chain Co., Bridgeport, Ct 
101 Oneida Community, Oneida, N.Y 
Charnas 
One Minute Churn Co., New York, N.Y 
104 Clippers 
— Hotchkiss, E. 8., Bridgeport, Ct 
- Clothes Dryers 
13g| Canton Clothes Dryer & Mfg. Co., 
23 Canton, O 
113 Hill Dryer Co., Worcester, Mase 


Clothes Pins 


Demeritt & Palmer eens von y 
aterbury, Vt 


Coal—Artificial 
Williams Stove Lining Co., Taunton,Mass 
Coffee Mills 
Arcade Mfg. Co., Freeport, Lil 
Enterprise Mfg. Co., of Pa., Philadelphia 
Conductor Hangers 
Berger Bros, Co,, Philecelphia, Pa 
Conductor Pipe 
Badger Stee! Roofing Co., La Crosse, Wis 
Berger Bros. Co., Philadelphia, Pa 
Berger Mfg. Co.. Canton, O 
Pevria, Ill 
Friedley & Voshardt, Chicago, lll 
Garry lron & Steel Co., Cleveland, O 
La Crosse Steel Roof. Co., La Crosse, Wis 
McVoy, John & Co., Uhica,o, Ll 


Copper 
Bepetinn & Burnham Brass and Copper 
Chicago, Lil 
sherctiant & Co., Philadelphia, Pa 
Tanner & Co., Indianapolis, Ind 


Corn Cribs 
Denning Wire & Fence Co., 
Cedar Rapids, Ia 
Cornices 

Berger Mfg. Co., Canton, O 
Eller. J. H. & Co., Canton, O 

=, ae Roofing, Cornice & Ornament 
St. Paul. Minn 

Cornice Brakes 

Bertsch & Co., Cambridge City, Ind 
Dreis & Krump, Chicago, Ill 
Keene, G. C. & Co., Cincinnati, O 


108 Niagara Machine & Too! Wks., 

119 Buffalo, N.Y 
- 15) Walker Tool Co., Lansing, Mich 
= Corrugated Iron 
o Garry Iron & Stee! Co., Cleveland. O 


MeVoy, Johan & Co., Chicago, Lil 
Cream Separators 
Bianke & Hauk Supply Co., St. Louis, Mo 
Smith Bros. Mfg. Co., Indianapolis, Ind 
Cut Offs—Rain Water 
Cooney & Geiger, Indianapolis, Ind 


La Crosse Stee! Roof. Co., La Crosse, Wis 
Catlery 

Block & Co., New York 

Cutler Hdw. Co., Waterloo, la 


Farwell, Ozmun, Kirk & Co., 
St. Paul, Minn 


Ohio Too! Co., Columbus, O 
Dairy Supplies 


Blanke & Hauk Supply Co., 8t. Louts, Mo, 



































































































































Dampers 
Arcade Mfg. Co., 
Dust, Wm. T. & Co., 
Kramer Bros. Fdy. Co., 
Sayre Stamping Co.. 


Freeport, I1! 
Detroit, Mich 
Dayton, O 
Sayre, O 


Door Hangers 
Stowell Mfg. & Fdy. Co 
th ‘Miwaukee, Wis 
Richards Mfg. Co., Aurora, Il) 
Door Latches 
Lyons Specialty Co., 
Door Pulls 
Columbian Hdw. Co., 
Drills 
North Bros. Mfg. Co.; Philadelphia, Pa 
Eaves Trough 
Badger Stee! Roofing Co., La Crosse, Wis 
Eller, J. H. & Co., Canton, O 
Garry lron & Steel Co., Cleveland, O 
La Crosse Stee) Roof. Co., La Crosse, Wis 
Egg Beaters 
Taplin Mfg. Co., New Britain. Ct 
Elbows—Conductor Pipe 
Dieckmann, F., Cincinnati, O 
Electrotypes 
St. Louls Electrotype Fdy., St. Louis, Mo 
Elevators 
Kimball! Bros. Co,, Council! Bluffs, Ia 
Enamel Ware 
Avery Stamping Co., Cleveland, O 
Block & Co.., New York 
La Lance & Grosjean Mfg. Co.,Chicago,1) 
Nat'l Ename!.& Stamp. Co., Milwaukee 
Vollrath Mfg. Co., Chicago, I! 
Enameling 
Hooper, C. N., 
Michigan Enameling Wkr., 
Kalamazoo. Mich 
Fence Gates 
Denning Wire & Fence Co.. 
Cedar Rapids, Ia 
Files 
Barnett,G.&H.Co., Philadelphia, Pa 
Disston Henry & Sons, Philadelphia, Pa 
Flue Stoppers 


Lyons, Ia 


Cleveland, O 


Dubuque, la 


Nichols & Rankin Co., Burlington, la 
Schick, J. K., Fairburry, Ll) 
Stuber & Kuck, Peoria, [11 


Forming Rotis’ 

Bertsch & Co., Cambridge Ctty, Ind 
Glebe Mch. & Stamp. Co., Cleveland, 0 
Keene G. C. & Co., Cinctnaati, O 
Niagara Mch. & Tool Wks., Buffalo; N.Y 
Walker Too! Co., Lansing, Mich 

Foundry Supplies 
Kelly, T. P. & Co., New York, N.Y 
Obermayer, 8. Co., Cincinnati, O 
Smith, J. D. Fdy. Supply Co., Cleveland,O 

Furnaces—Hot Air 
American Furn. Co., St. Louis, Mo 
Beckwith, Estate, P.D. Dowagiac, Mich 
Bergstrom Stove Co., Neenah, Wis 


Bonnot Co., Canton, O 
Buynton Furnace Co., Chicago, lil 
Chappell Furn. Co.. Morenci, Mich 
Craig-Reynolds Fay. Co., Dayton, O 


Excelsior Steel Furnace Co., Chicago, Ill 


Germer Stove Co., Erte, Pa 
Grossius Furn. Cv., Cincinnati, O 
Hart & Crouse Co., Utica, N.Y 
Haynes-Langenberg Mfg. Co., St. Louis 


Cleveland, O 
Syracuse, N.Y 
Chicago, lil 


Henry & Scheible Co., 
Kelsey Heating Co., 
Kontay, John, 

Kruse & Dewenter, Indianapolis, Ind 
Lennox Furnace Co., Marshalltown, Ia 
March-Brownback Stove Co., 


Pottstown, Pa 
May & Fiebeger kron, O 
Milier Range & Furn Co., Cincinnati,O 
Monroe Fdy. & Furn. Co., Monroe, Mich 
Mueller, L. J. Furn. Co., Milwaukee, Wis 
Patric Furn. Co., Springfield, O 


Pittsburgh Stove & Range Co. 
Pivsbergh. Pa 


Richardson & Boynton Co. New York 
Robinson Furn. Co., Chicago, Il 
Rohrbacher & Allen, Akron, O 


Crestline, O 
Milwaukee, Wis 
Batavia, lil 
Chicago, ll) 
New York, N.Y 


Schill Bros. Co., 
Schwab & Sons Co., 
Shumway & Sons, 
Smith, Chas, Co., 
Thatcher Furn. Co., 
Utica Heater Co., Utica, N.Y 
Wise Furnace Co., , Akron, O 
Farnace Attachments 
Farquhar Heat Kegulator Co., 
Wilmington, O 
Farnace Pipe and Fittings 
Excelsior Steel Furn.Co., Chicago, Ill 


Farwell, Ozmun, Kirk & Co., 
St. Paul, Minn 


Michigan Safety Furn. Pipe Co., Detroit 
Mueller, L. J. Furn. Co., Milwaukee, Wis 
Nat'l Enam. & Stamp. Co., Milwaukee 


Furnace Repairs 


Des Moines Stove Repair Co., 
Des Moines, Ia 


Dust, Wm. T. Co., Detroit, Mich 


Great Western Stove Repair Co., 
Minneapolis, Minn 





Morris Stove Repair Co., Chicago. lil 
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Furnace Rings 


Walworth Run Fdy. Co., 


Cleveland, O 


General Merchandise 


Lyon Bros., 
Stiver & Co., 


Chicago, LI} 


Brooklyn, N.Y 


Grass Carriers 


Krause Mfg. Co., 
Specialty Mfg. Co. 


Chicago | 
St. Anthony Park, Minn | Connors, Wm. Paint Mig. Co., 


Franklin Specialty Co., 
Nelson, A. T., 


Reading, Pa) 
Wilton Junction, Ia | st, Louis Electrotype Fay., 


Hardware Jobbers 


Block & Co., 
Clark. Quien & Morse, 
Cutler Hdw. Co.. 


New York | nixon, Jos. Crucible Co., Jersey City,.N.J| 
Peoria, I) | 


Waterloo, Ia| 


Farwell, Ozmun, Kirk & Co., 


Lee-Glass- Andreesen Hdw. Co., 
Norris & Loring Hdw.Co.,Cedar Rapids la 


St. Paul, Mina) 
Omaha | 


Hatchets 


Franklin Specialty Co., 


Reading, Pa | Ohio Tool Co., 


Hay Carriers 


Richards Mfg. Co., 


Stowell Mfg. & Fdy. Co. 


Aurora, Ill 
° Milwaukee 


Hay Tools 


Norris & Loring Hdw. © 


Boynton Furnace Co., 
Hart & Crouse Co., 


Monroe Fdy. & Furn. Co., Munroe, Mich 
Mueller, L. J. Furn. Co., Milwaukee, Wis 
Richardson & Boynton Co., 


Utica Heater Co., 


0. 
Cedar Rapids, Ia 


Heaters—Steam and Hot Water 
Chicago, 11 | 


Utica, N.Y 


Utica, N.Y 


Hinges-Spring 


Bommer Bros., 
Columbian Hdw. Co., 
Lawson Mfg. Co., 
Hoes 
Sandusky Tool Co., 


Brooklyn, N.Y 
Cleveland, O 
Chicago, Ill 


Sandusky, O 


Hollow Ware 


Avery Stamping Co., 
Sperry, D. R. & Co., 


Cleveland, O 
Batavia, I!) 


Hot Water Attachments 


Smith Co., Chas., 


Chicago, Ill 


Ice Cream Freezers 


North Bros. Mfg. Co., 


Philadeiphia, Pa 


White Mountain Freezer Co.. 


Nashua, N.H 


Iee Picks 


Franklin Specialty Co.., 
Hurwood Mfg. Co., 


Reading, Pa 
Bridgeport, Ct 


Kitchen Utensils 


Arcade Mfg. Co., 
Enterprise Mfg. Co., 
Silver & Co., 

Taplin Mfg. Co., 


Freeport, Ill 


Philadelphia, Pa 


Brooklyn, N.Y 


New Britain, Ct 


Lanterns 


Berger Mfg. Co., 
Hurwood Mfg. Co., 


Canton, O 
Bridgeport, Ct 


Lawn Mowers 


Clipper Lawn Mower Co,, 


Dixon, Il 


Philadelphia Lawn Mower Co., 


Philadelphia, Pa 


Levels 


Baker McMillen Co., 
Chapin-Stephens Co., 
Ohio Tool Co., 


Stanley Rule & Level Co. 


Akron, O 


Pine Meadow, Ct 


New York, N.Y 
, New Britain,Ct 


Lighting Systems 
Epworth Gas Light & Heating Co., 


Superior Mfg. Co., 
Locks 
Keyless Lock Mfg. Co., 


aterioo, Ia 


Ann Arbor, Mich | 


Chicago, Ill 


Mail Boxes 


Blick- Williams Co.. 
Folsom, C. G., 
Hessler, H. E. Co., 


Indianapolis, Ind 


South Bend, Ind 
Syracuse, N.Y 


Peck, C. A., Haw. & Mfg. Co. Berlin, Wis 


Signal Mail Box Co., 
Smith Bros. Mfg. Co., 


Joliet, I! 


Indianapolis, Ind 


Meat Choppers 
Enterprise Mfg. Co. of Pa., Philadelphia 


Metal Polish 


Hoffman, Geo, W., 


Indianapolis, Ind 


Metal Shingles 


Burton, W. J. Co., 


Detroit, Mich 


Cortright Metal Roofing'Co.,Philadelphia 
Nat’]Sheet Metal Roof.Co.,Jersey CityNJ 


Mica 
Brauer, A, G., 
Dust, Wm. T. Co., 


St. Louis, Mo 
Detroit, Mich 


Morris, J. L. Stove Repair Co., 





Chicago, Ill 


New York 





| Nats 

American Lock Nut Co., 
| Atlas Bolt & Screw Co., 
| Columbus Bolt Works, 


Screws Hand | 

Oregon, Ii} Chapin-Stephens Co., Pine Meadow, Ct 
Cleveland, 0) Ohio Tool Co., Columbus, O 
Columbus, O| Sandusky Too! Co., Sandusky, 0) 


Oil Cans Screw Drivers 
| Cooney & Geiger, Indianapolis, Ind| Hurwood Mfg. Co., Bridgeport, Ct 
North Bros. Mfg. Co., Philadelphia, Pa 
Paints 


: — Shears 

Troy, N.Y / : : 

ity NJ Bertach & Co., Cambridge City, Ind 
Keene. Geo. C. & Co., Cincinnati, O 

Niagara Mch. & Tool Wks., Buffalo, N.Y 

Weiss, H. & Co., New York, N.Y) 


Sheet Metal Ornaments 
Friediey & Voshardt, Chicago, Il 
Gerock Bros. Mfg. Co., St. Louis, Mo 
St. Paul Roofing, Cornice & Ornament 
| Co. St, Paul, Minn) 


| Dixon, Jos. Crucible Co., Jersey © 


Pattern Letters 
St. Louts 


Pencils 


Perforated Metal 


| Harrington & King Perforating Co., 
Chicago, Ill) Sheets—Black and Galvanized 
Berger Mfg. Co., Canton, 0} 
Badger Stee! Roofing & Corrugating Co., 
La Crosse, Wis. 
Chicago, Il 


Planes 
|Chapin-Stephens Co., Pine Meadow, Ct 
| Sandusky Too! Co., pm ry o} MeVey, Sete & Co., 
Stanley Rule & Level Co., New Britain,Ct Shelf-Brackets 
Plyers Atias Mfg. Co., New Haven Ct! 
Hurwood Mfg. Co., Bridgeport, Ct 


Utica Drop Forge & Too! Co., Utica, N.Y Shelving— Hardware 


American Bolt & Screw Case Co., 
Dayton, O 
Chicago, Il) 


Beckman Bros., 
Berger Mfg. Co.., 


Des Moines. Ia! Warren, J. D. Mfg. Co.., 


Canton, VU Shovels 


Avery Stamping Co,. Cleveland, 0 
Oregon, 111| Star Shovel & Range Co., Vincennes, Ind 


| Punches 


American Lock Nut Co., 
Bertsch & Co., Cambridge City, Ind! 


Globe Mch, & Stamp. Co., Cleveland, 0| Sifters 
Keene, Geo. C. & Co., Cincinnati, O| Stuber & Kuck, Peoria, Ill 
Niagara Mch. & Tool Wka., Buffalo, N.Y) Sink-Strainers 


Walker Tool Co., 


Lansing, Mich) yrooman, F. H. & E. B., 
Weiss. H. & Co.. 


Chicago, ll} 
New York, N.Y! | 


Skylight Gearing 


Radiators ‘ , 
Hart & Crouse Co., Utica. N.y| Velss, H. & Co., New York, N.Y 
Rasps Slate 


Philadelphia, Pal Auld & Conger Co., 
| Johnson, E. J. & Co.. 
| O'Halloran & Jacobs, 


Cleveland, O 
New York, N.Y) 
Pittsburgh, Pa| 


Barnett, G. & H. Co.. 
Disston, Henry & Sons., Philadeiphia, Pa 


Registers 

Foster, C. H., St. Louis, Mo Soldering Furnaces 
Henry & Scheible Co., Cleveland, o| Clayton & Lambert Mfg. Co., — Detroit | 
Mueller, L. J., Furn.Co., Milwaukee, Wis! 
| Schwab & Sons Co., Milwaukee, Wis| Soldering Irons 
Stowell Mfg. & Fdy.Co., Milwaukee, Wis| Bartholow, W. P., Minneapolis, Minn 
Walworth Run Fdy.Co.. Cleveland, O 

Waterloo Register Co., Waterloo, Ia| Sporting Goods 


| Enterprise Mfg. Co., Akron, 0| 
Roofing—Asphalt 


Asphalt Ready Roofing Co., New York! 
Stowell Mfg. Co., Jersey City, N.J 


Squares, Machinists’ 
| Disstun, Henry & Sons, Philadelphia, Pa 
Stanley Rule & Level Co.,New Britain, Ct 





Roofing—tIron and Steel 


Badger Steel Roofing Co., La Crosse, Wis| Stampings—Sheet Metal 
Berger Mfg. Co., Canton, O0| Globe Machine & Stamping Co., | 
Burton, W. J. Co., Detroit, Mich} Cleveland, O | 
Canton Steel Roofing Co.; Canton, 0} Hoerle, W. M., Allegheny, Pa 
Cortright Metal Roof. Co., Philadelphia’ | 
Follansbee Bros. Co., 
Friediey & Voshardt, Chicago, I1)) 
Garry Iron & Steel Co.. Cleveland, O} 
La Crosse Stee! Roof. Co., La Crosse, Wis) 
Nat'lSheet Metal Roof.Co.,JerseyCityNJ| 


St. Paul Roofing, Cornice & Ornament | —" . ~ 
Co. St. Paul, Minn| Bergstrom Stove Co., Neenah, Wis 


| Born Stee! Range Co., Cleveland, 0 | 
| 7 | Champion Steel Range Co., Cleveland, O| 
Sesteg Cement Charter Oak Stove & Range Co.,St.Louis | 
| Connors, Wm. Paint Mfg. Co., Troy, N.Y| Chicago Stove Works, Chicago, lil 
Garry Iron & Steel Co., Cleveland, O| Clark, Geo. M. & Co.. Chicago, 11 | 
| Culter & Proctor Stove Co., Peoria, I!) | 

Roof Paint 


| Eclipse Stove Co., Mansfield, 0 | 
Conners, Wm. Paint Mfg. Co. Troy, N.y| Farwell, Ozmun. Kirk & Co,, 
Dixon, Jos. Crucible Co., Jersey City,N.J St. Paul, Minn | 
Garry Iron & Stee! Co.. Cleveland, O 


Staples 


> > 
Pittsburgh. Paj Titchener & Co., Binghamton, N.Y 


Stoves and Steel Ranges 


Beckwith, P. D. Estate of, 
Dowagiac, Mich 








Fiebeger Heating Co., 
Gem City Stove Co,, 
Germer Stove Co., 
Globe Stove & Range Cv., 
Harkins, T. B. Fdy. Co., 
Home Pride Range Co.., 
Joliet Stove Works, 
Kontny, John, 
LaFayette Stove Fdy. Co., 
LaFayette, Ind | 
St. Louis | 
| 


Akron, O | 
Dayton, O 
Erie, Pa} 
Kokomo, Ind | 
Bristol, Pa) 

. Marion, Ind 
Jollet, Il 
Chicago, Lil} 


Rules 

|Chapin-Stephens Co., Pine Meadow, Ct 
Lufkin Rule Co., Saginaw. Mich 
Stanley Rule & Level Co.,New Britain,Ct 


Sad Irons 
Enterprise Mfg. Co. of Pa., 





Philadelphia, Pa| Landay Steel Range Co., 
Malleabie Iron Range Co., | 
Sash Balances Beaver Dam, Wis) 
Pullman Mfg. Co., Rochester, N.y| March-Brownback Stove Co., 
| Pottstown, Pa) 
| Marion Stove Co., Marion, Ind | 
| Miller Range & Furn. Co., Cincinnati. 0) 
Pittsburgh Stove & Range Co. 
Pitteburgh, Pa 
Schill Bros. Co.. Crestline, O | 
Star Shovel & Range Co., Vincennes. Ind | 
Van, John Range Co., Cincinnati, O | 


| 


Saw and Saw Sets 
Atkins. E. C. & Co., Indianapolis, Ind 
Disston, Henry & Sons, Philadelphia, Pa 


Scales 
Beckman Bros., Des Moines, la 
Osgood Scale Co., Binghamton, N.Y 
Pelouze Scale & Mfg. Co., Chicago. I)! 


Stoves —Gas 
Clark, Geo. M. & Co., Chicago. 111 | 
Pittsburgh Stove & Range Co., | 
Pittsburgh, Pa) 
Silver & Co.. Brooklyn, N.Y | 
Stoves—Gasoline 
Clark, Geo. M. & Co., Chicago, Ill 


Dangler Stove Co., Cleveland, O 
Detroit Vapor Stove Co., Detroit, Mich! 


Screen Hinges 
Kees, F. D., Beatrice, Neb 
Screen & Storn. Window Fastener Co., 
New Castle, Neb 


Screws 


Atlas Bolt & Screw Co., 
Columbus Bolt Works, 


Cleveland, O 
Columbus, O 








| Sterling Stove Polish Co., 


| Brauer, A. G,, 





Stoves Oil 
Dangler Stove Co., Cleveland, O 
Nat’! Enamel. & Stamp. Co., Milwaukee 
Silver & Co., Brooklyn, N.Y 
StovelCarriers 


Kramer Bros, Fdy. Co., Dayton, O 


Stove Casters 


Kramer Bros. Fdy. Co., Dayton. O 


Stove Cement 
Dixon, Jos. Crucible Co., Jersey City,N.J 


Stove Clay 
Bridgeport Crucible Co., Bridgeport, Ct 
Nickel Plate Stove Polish Co., Chicago 
Wililams Stove Lining Co., Taunton, Mass 
Stove Linings 
Williams Stove Lining Co., Taunton,Mass 


Stove Mats 


Stuber & Kuck, Peorta, Ili 


Stove Patterns 
Cope Pattern Wke., Detroit, Mich 
Quincy Pattern Co., Quincy, Lil 
Vedder Pattern Works, Troy, N.Y 
Weller Pattern Co., Quincy, Lil 


Stove Pipe 
Dunlap Mfg. Co., 
Excelsior Steel Furn. Co., 


Duniap, Ia 
Chicago, Ill 


Stove Pipe Thimbles 
Logan Mfg. Co., Ottumwa, la 
Stuber & Kuck, Peoria, Ill 


Stove Polish 
Black SIlk Stove Polish Co., Sterling, 11! 
Silver Leaf Stove Polish Co.. 
Indianapolis, Ind 
Nickel Plate Stove Polish Co., 
Chicago, Ill 
Sterling, Ili 


Stove Repairs 
St. Louis, Mo 
Des Moines Stove Repair Co., 
Des Moines, Ia 
Dust, Wm, T. Co.,, Detroit, Mich 
Great Western Stove Repair Co., 
Minneapolis, Minn. 
Kramer Bros. Fdy, Co., Dayton, O 
Manufacturers’ Stove Repair Co.,Chicago 
Morris, J. L. Svove Repair Co., 
Chicago, Ill 


Sugar Kettles 


Sperry & Co., Batavia, [11 


Tapes 
Lufkin Rule Co., Saginaw, Mich 
Thermometers—Oven 


Evans Stamping & Plating Co., 
Taunton, Mase 


Tinplate 
Berger Mfg. Co., Canton, O 
| Canton Steel Roofing Co., Canton, O 
Eller, J. H. & Co. Cantona, O 


Pittsburgh, Pa 
Cleveland, O 


Follansbee Bros. Co., 
Garry Lron & Steel Co., 


| IN inois Roofing & Supply Co., Chicago,111 


Lee-Glass-Andreesen Hdw. Co., Omaha 
McClure Co,, Philadelphia, Pa 
| MeVoy, John & Co.. Chicago 


Philadelphia, Pa 
Indianapolis, Ind 
Tinware 


Merchant & Co., 
Tanner & Co., 


Block & Co., New York 
La Lance & Grosjean Mfg. Co.,Chicago,l) 
Nat’! Enamel. & Stamp. Co., Milwaukee 
Stuber & Kuck, Peoria. Ill 
Tanner & Co., Indianapolis, Ind 
Vollrath Mfg. Co., Chicago, 11! 
Toilet Paper Holders 
Franklin Specialty Co., Reading, Pa 
Trowels 

Avery Stamping Co., 
Disston, H. & Sons, 


Ventilators 
Friedley & Voshardt. 


Cleveland, O 
Philadelphia, Pa 


Chicago, lil 


Globe Ventilator Co., Troy, N.Y 
Lyons Specialty Co., Lyons, la 
| Merchant & Co.. Philadelphia, Pa 
Powers Bros., Streator, Il! 


Wagons 
Sycamore Wagon Wks., 


Washing Machines 
Brammer, H. F. Mfg. Co., Davenport, la 
Clark, Quien & Morse, Peoria, Ill 
Crammond, J. H., Waukegan, Il) 
U. 8. Washing Machine Co., Racine, Wis 
Voss Bros. Mfg. Co., Davenport, la 
White Lily Washer Co., Davenport. la 

Water Coolers 
Major, A., New York, N.Y 
Window Fasteners 
Safety Window Lock & Ventilator Co., 
Chicago, Ll 
Yindow Fastener Co., 
New Castie,Neb 
Wire Goods 


Denning Wire & Fence Co., 
¥ Cedar Rapids, Ia 
Binghamton, N.Y 


Sycamore, I! 


Screen & Storm 


Titchener & Co., 
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Wants and Sales. 


For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
under this head advertisements of six 
lines WITHOUT CHARGE for em- 
ployers wishing to secure employes, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
messes for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 


BUSINESS CHANCES. 
PATEN T S 


MUBERT E. PECK, 623 F St., N. W., Washing- 
ton, D. C. Consulting Expert in Patent Causes 
U.S. and Foreign Patents, Send for leafiet on 
‘Rejected Patent Applications.” 




















Wanted—To buy a stock of hardware 
in a country town in Wisconsin, Minne- 
sota or Dakota; give amount same will 
invoice, sales, rents, size of town, list of 
all business places, churches and schools, 
and nationality of people. Address Lock 
Box 14, Kimball, Minn. 8 


For Sale—A nice clean stock of hard- 
ware, stoves, etc.; tinshop in connection, 
in town of 1,500 inhabitants; two rail- 
roads, electric lights, water works, can- 
ning factory, good farming country sur- 
rounding town; stock will invoice about 
$60,000; I will take less; good proposition 
for live hardware man. Address N. P. 
Eastman, Edgar, Neb. 


For Sale—Hardware business; stock 
$2,500; tools and fixtures $600; about 50 
miles from Chicago in a good farming 
community; big lake trade in the summer 
time; good reasons for selling; will take 
$3,000 cash if taken at once. Address 
“At Once,” care THE AMERICAN AR- 
TISAN, 69 Dearborn St., Chicago. 8 


To Exchange—A well located improved 
Iowa farm for a good stock of hardware 
or implements. Address ‘“Land,”’ care of 
THE AMERICAN ARTISAN, 69 Dear- 
born 8t., Chicago. 8 


Wanted—aA partner to take half interest 
in a stock of hardware, furniture and un- 
dertaking; invoice about $9,200, in a good 
town of 1,700 inhabitants in Central 
Iowa; only one other hardware store; or 
will sell entire business; a rare oppor- 
tunity. Address J. C. R., care of THE 
AMERICAN ARTISAN, 69 Dearborn 8t., 
Chicago. 8 


Wanted—A clean stock of hardware, 
$2,000 to $3,500, in trade for a good one- 
quarter section of land in Minnesota; 
ood Sane Write P. S. Narum, bse 
on, Ia. 


For Sale—Hardware store and tin shop; 
invoice about $6,500; best location in 
town; growing and thriving community; 
good reasons for selling. Address 
box 248, Lansford, N. Dak. 


For Sale—A nice clean stock of hard- 
ware with tin shop in connection in one 
of the best farming counties in Northern 
Illinois; only one other stock in town; 
located on Main st., in center of town; 
invoice about $1,500; good opportunity for 
second one. Address Box 308, care of 
THE AMERICAN ARTISAN, 69 Dearborn 
S8t., Chicago. 8 


For Sale—Job shop doing all kinds of 
sheet iron and metal work, plumbing 
and heating furnaces; big grade in pumps 
and windmills; good opent for a tinner 
or Pe nds best paying business in town; 
wiil sell or rent building; stock and tools 
— $1,600. L. E. Peterson, Mandon, a 





























For Sale—Hardware stock in good town 
in Southwestern Wisconsin; business es- 
tablished 41 years; stock consists of hard- 
ware, stoves, tinware, farm machinery, 
buggies, etc.; annual sales about $30,000: 
will invoice about $10,000; reasons for sell- 
ing, I wish to retire from business. Ad- 
dress X. Y., care of THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago. 8 


For Sale—Job shop in live Ohio city of 
20,000 people; opportunity of a lifetime for 
a couple of practical tinners; the business 
is thoroughly established; employs from 
10 to 12 mechanics and does over $20,000 
worth of business a year; only a few hun- 
dred dollars cash required; will give lib- 
eral time on balance. Don’t answer un- 
less you are in a position to come at once 
and investigate it. Address Shop, care 
THE AMERICAN ARTISAN, 69 Dearborn 
st., Chicago. 7 

For Sale—Cleanest stock of hardware, 
with stoves and tin shop, in western 
Iowa; city of 6,000; stock about $4,500; 
large territory; good trade; failing health; 
ee agents. G. B. Caldwell, —_er 
owa. 


For Sale—A clean stock of hardware 
with tinner’s tools and fixtures; invoice 
about $2,500; situated in best of farming 
country of central Wisconsin. Address 
W. C. M., care THE AMERICAN ARTI- 
SAN, 69 Dearborn st., Chicago. 7 


TINNERS’ TOOLS. 


For Sale—One four-foot Excelsior gut- 
ter beader; one large burring machine 
with patent standard Niagara make; new 
one set of stove pipe rolls 2 in. by 30. 
Address J. H. Bowers, Rawson, Ohio. 8 


For Sale—One 30-in. former, one 20-in. 
gutter tong, one hollow mandrel and one 




















3-ft. Lufkin’s tinner’s steel rule. will 
sell at a large discount. C. B. Payne, 
Lewiston, Mo. 7 





For Sale—A complete set of tools for 
less than half of the list price; tools are 
good as new. Box T. . care THE 
AMERICAN ARTISAN, 69 Dearborn st., 
Chicago. 7 


Seg 
HELP WANTED. 


MAN—Under 35, fir «. .cation, to pre- 
pare for Gov't Positicn. Pegin $800 3-1- 
ary. Future good. Box 1, Cedar Rapids, 
la. 


Wanted—At once, a good tinner who 
understands tin work. guttering, furnace 
work, pipe work and some plumbing; 
steady work to the right man; state 
wages and experience in first letter. 
dress, with references, to Reed Puchner, 
Wittenberg, Wis. 8 


Wanted—Salesman to handle side line 
specialties; easy sales to hardware de- 
partment and general trade; small sam- 
ples, staple articles. Address “Staple,” 
care of THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago. 8 


Wanted—aA good all around tinner and 
furnace man, with some experience at 
lumbing; steady job by the year. Grebe 
ee & Harness Mfg. Co., — 
ton, q 


Wanted—April ist, an all-around tinner, 
one that understands furnace work and 
has some knowledge of plumbing; steady 
job year around; none but strictly tem- 
perate need apply. Moweaqua Hardware 
& Furniture Co., Moweaqua, Il. 8 


Wanted—Good strictly temperate all- 
around plumber and tinner; one capable 
of taking charge of shop and figuring hot 
water, steam and hot air plans; steady 
work; reply at once. Manley Bros., Har- 
vard, Ill 8 


Wanted—aAt once, for Kansas and trib- 
utary territory, a first-class furnace and 
boiler salesman who has had road experi- 
ence; a man practical at air, steam and 
hot water heating preferred; state experi- 
ence. territory in which you traveled, for 
what firm or firms, age, habits and sal- 
ary expected. Address J. S., care THE 
AMERICAN ARTISAN, 69 Dearborn St., 
Chicago. 8 


Wanted—Tinner that can do pues: 
steady job the year round for the t 
man; no drinking man wanted; married 
man preferred. Address A. W., So. Mil- 
waukee, Wis. 8 


Wanted—Tinner who has worked on hot 
air furnaces and understands ordinary 
poumttas: young married man preferred. 

. L. Baughman, Albion, Ind. 8 


Wanted—Good sober furnace man and 
pattern maker; good wages and stead 
work; come on trial. Address Blaine 
Sayers, 92 and 96 Third ave’ West, Cedar 
Rapids, Iowa. 8 















































For Sale—Well established tinning and 
plumbing business; clean stock and 
tools; will sell cheap if taken soon. 

Box 25, Minerva, O 


For Sale or Trade—Two Warren cabin- 
ets worth $115, and nearly new. I would 
take a set of old fixtures near by. Hard- 
ware, Larrabee, lowa. 7 











Wanted— tinner that is used to work- 
ing in a country job shop, that is willing 
to do any kind of work I have to do, set 
up farm machinery, canvass the country, 
do all kinds of tin, sheet iron, furnace 
and pump work, clerk in the store; an 


all aroun man. Must furnish best 
reference. o saloon loafer need apply. 
Address W. D. Kable, Kirkland, Ill. 7 





Wanted — A first-class tinner and 
plumber; good wages and steady job to 
the right man; will not hire man that 
drinks. Address quick, W. H. Harvey, 
Manteno, Ill. 7 

Wanted—Two first-class pattern fitters 
and filers. Apply Wm. Resor & Co., Cin- 
cinnati, O. 7 


Wanted—Salesman to sell a standard 
line of warm air furnaces on commission 
basis. Address Basis, care THE AMER- 
ICAN ARTISAN, 69 Dearborn st., a 
cago. 


Wanted—A good steady tinner who un- 
derstands roofing, spouting, bench work 
and furnace work, and who would be 
williug to assist in erecting wind mills, 
lightning rods and also assist in setting 
up machinery, etc. Steady work at good 
weges for the right kind of a man. Ad- 
d-ess, with references, James H. Penfold, 
Markle, Ind. 7 


Wanted—To work as tinner in shop 
that is connected with hardware in small 
town; write at once, giving age, wages 
wanted and years of experience. O. N. 
Owen, Sidell, Ill. 7 


Wanted—First-class man to figure hot 
air, water and steam heating from plans. 
and must be able to elect such plans 
and make sales. Greele Hdw. Co., =. 


boygan, Wis 


SITUATIONS WANTED. 


Wanted—Situation by experienced fur- 
nace man; can estimate from plans and 
close contract for same; also classes of 
job work; am married and can give best 
< references. Address C. L. 8&., — 
































Wanted—Situation by energetic young 
man, 28 years of age, as manager of 
hardware store or department. Can fur- 
nish Al reference. Address X, care THE 
AMERICAN ARTISAN, 69 Dearborn 8t., 
Chicago. & 


Wanted—Position by young man as tin- 
ner’s helper; two years’ experience; best 





of references. Address ‘“‘Helper,’’ care of 
THE AMERICAN ARTISAN, 69 Dear- 
born S8t., Chicago. & 





Wanted—Situation by practical tinner, 
plumber, steam, hot water and hot air 
heating man; can speak German and 
English; will be open for position by 
March ist; Iowa preferred; state wages in 
first letter. Address “ ,” care of 
THE AMERICAN ARTISAN, 69 Dear- 
born St., Chicago. & 


Wanted—Position as tinner; have had 
one year’s experience in tinshop; would 
like a place where I can finish my trade; 
state wages and full particulars in first 
letter; am strictly honest and reliable. 
Address Honest, care MERICAN 
ARTISAN, 69 Dearborn st., Chicago. 7 


Situation Wanted—By a practical tin- 
eer and furnace man; can do ordinary 
plumbing job; can also do steam and hot 
water heating; am married man of good 
habits; can furnish the best of references; 
have had experience as clerk in store; 
Iowa preferred; job must be permanent. 
Box 948, care AN ARTI- 
SAN, 69 Dearborn st., Chicago. 7 


Position Wanted—By a first-class tin- 
smith with six years’ experience in coun- 
try tinshop and hardware store; good 
references, not married, and will go to 
work at once. Address 156 Hast Con- 
gress, Detroit, Mich. 7 


Wanted—By young man, the agen 
Buffalo and vicinity of an estab 
line. Address J. A., care THE - 
CAN ARTISAN, 69 Dearborn st., - 


cago. 


Wanted—Position as clerk in _ retail 
hardware store; have had twelve years’ 
experience; have letters from former em- 

loyers. Address Hardware, Box 99, 

ock Port, Mo. 7 


Situation Wanted—aAs tinner and clerk 














for 
hed 








in hardware; can give d references. 
Address 405 Wisconsin St.. St. Charles 
City, Ia. 6 








SPECIAL NOTICES. 


WANTED 


By a new Malleable Range Co., expert 
maker of Malleable Ranges—fine opening 
for right party. Address Ranges, care 
THE AMERICAN ARTISAN, 69Dearborn 
Street, Chicago. 6 
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SPECIAL NOTICES. _ 
‘WANTED 


Traveling salesmen to sell a line of Steel 
Ranges on commission. One of the best 
side lines on the market. State experience 
and reference—confidential. Some choice 
territory left. Address Market, care THE 
AMERICAN ARTISAN, 69 Dearborn St., 
Chicago. 3t6 


WANTED 


A salesman for Indianaand Mich- 
igan, to sell on commission well 
known trade mark line of stoves. 
Address B,care THE AMERICAN 
ARTISAN, 69 Dearborn St., Chi- 
cago. 5 














The Activ Patents 


Opportunities come, opportunities go. 
Seize while you may. Steel sheet workers, 
brass founders, braziers, required to make 
and push sale. Enterprising firms only 
treated with. Address, A. W. MELDRUM 
& CO., We'lflat Works, Kirkliston, Scotland. 


WANTED 


Experienced stove salesman for Indiana, 
Illinois and Missouri for a trade mark line 
of stoves, steel ranges and heaters for 1905. 
Address with reference and state territory 
a Jess, Lock Box 337, ae = 

t. 








SITUATION WANTED 


Credit man and office manager, twenty 
years business experience in Chicago. 
Thorough accoustant and correspondent. 
Good executive ability, energetic; desires 
executive position, Highest references. 
Address Manager, care THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago. 4 


WANTED 


A good tinner to act as foreman or super- 
intendent in shop established for 12 years 
in Colorado. Must be hustler, sober, and 
have $1,000 to invest in the business. Ad- 
dress Start, care THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago. 1t-8 





WANTED 


Tinners to write A. T. Nel- 
son, Wilton Junction, Iowa, 
for description and prices of 
The Nelson Hammer. 





MANUFACTURERS 


Do you want sample or stock space 
with or without representation in 
the most prominent building in 


the wholesale stove district in 
New York? J. M. LITCHFIELD, 
Cor. 


New York City. 


Water and Beekman Sts., 
25 


C. N. HOOPER, Dubuque, Iowa. 


VITREOUS ENAMELING 


TECHNOLOGIST 


Designs, ouilds and starts new plants. 
Improves quality and reduces the costs 
in those already established. 


WANTED 


A resident salesman for Min- 
neapolis, St. Paul and Southern 
Minnesota. Don’t apply unless 
you have had road experience and 
are acquainted in territory. Man 
practical at Air, Steam and Water 
Heating preferred. State experi- 
ence, age, salary expected. Address 
H. J. F., care THE AMERICAN 
ARTISAN, 69 Dearborn Street, 
Chicago. 3 








WANTED 


Heating expert familiar with furnace 
work, hot water and steam heating, with 
twenty years of active, practical exper- 
ience, is now at liberty; will be pleased to 
associate myself with some wide awake, 
active furnace manufacturer. Can furnish 
the best of references. 


Address “A. B. C.,’’ care THE 
AMERICAN ARTISAN, 69 Dearborn St., 
Chicago. 3t.2 


FOR SALE 


A splendid opportunity to buy 
outright or in part, an established 
sheet metal stamping and manu- 
facturing plant, in full operation. 
New machinery. R. R. switch at 
door. Located in a prosperous 
Mississippi river city. First class 
R. R. facilities for all parts of the 
U.S. Cheap fuel and labor. Good 
reasons for selling. Address 
‘*Tinware,"* care THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago. 4t.7 





WANTED 


Enameling Works, near Chicago, which 
is making a limited line of kitchen utensils 
would like to correspond with some Jobbing 
House which is able to take their whole 
output. We are making atwo-coated ware, 
gray with white mottled, about 200 dozen a 
day, but only the different sizes of preserv- 
ing kettles, pudding pans and wash basins. 
We would make any other color of ware if 
desired, and also could make a larger 
variety. Please address Enameled Ware, 
care THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago. 1t.8 





WANTED 


Experienced Furnace and Boiler 
Salesman for Eastern Ohio, South- 
western New York and Pennsyl- 
vania. Don’t apply unless you 
have had road experience and are 
acquainted in territory. Man 
practical at Air, Steam and Water 
Heating preferred. State experi- 
ence, age, salary expected. Address 
H. J. F., care THE AMERICAN 
ARTISAN, 69 Dearborn Street, 
Chicago. 3 





HOERLE 


Hardware Specialties, Novelties to 
order, Stamping to order, Refining 
and Hardening Solutions for Steel. 


W. M. HOERLE, 
Allegheny, Pa. 


SPECIALTIES 


A reputable concern, manufac- 
turing specialties, wishes to add 
one or two more specialties to be 





handled in conjunction with its old 


line. Address ‘‘ Specialties,” care 


THE AMERICAN ARTISAN, 
69 Dearborn Street, Chicago. 


2t.5 





Exclusively Wholesale 





Don’t you think it would pay you 
¢ to sell a really good make of 
UB \G Hoes, Forks and Rakes? The 
‘‘GENEVA-CRUCIBLE”’ Line are 
genuinely good. Write us. 


NORRIS & LORING HARDWARE CO. 


CEDAR RAPIDS, 


IOWA 








JOSEPH DIXON CRUCIBLE CO., 


eens SHOVE CEMENT. 


For repairing rapidly and effectively cracked, broken or worn fire-brick linings in stoves 
and ranges. A first-class repair. A first-class seller. Circular 18-L and sample upon request- 


JERSEY CITY, N. J. 
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“Canton” Metal Ceil- 
ings are labor savers 
and patron pleasers. 
Are best and cheapest 
‘*because the construc- 
tion is right.” Classi- 
Ever see our Art Pook 





fied designs. 
“G"? It shows the goods. 


The Canton Steel Roofing Co. 


‘The Metal Ceiling Makers.” 
CANTON, OHIO 


N. Y. Agency, No. 157 W. 23d Street 








rx Class € Punch 


We build a com- 
plete line of 
Punches, Shears 
and Bending 
Rolls, all sizes up 
to 75 tons in 
weight, for Boiler, 








Bridge St: uc- 
tural and 
Sheet Iron 
Shops. 


Bertsch & ears Cambridge City, Ind. 


WE BUILD 


Power Punches, 
Lever Punches, 
Lever Shears and 
Bolt Cutters. 


We equip shops and 
factories with Power, 
Gasoline or Steam En- 

ines. We make all 

inds of dies and spe- 
cial tools for the trade. 
Write for free booklet. 
Address, 


WALKER TOOL CO., 132 Stee! St. 
Lansing, Mich. 








You do not have to paint 
Arrow Brand Asphalt Ready Roofing 


When laid ao- 
cording to di- 
rections it will 
need no care 
for many 
years. 


Asphalt Ready Roofing Co., 136 Water St., N. Y. 








Ca a ae a a ale alk as ab 


‘The sun never sets on 
America’s possessions” 
—neither should it be 
necessary to light a can- 
dle to see your trade 
mark. 


“THE AMERICAN 
ARTISAN” 


is, as its name implies, 
cosmopolitan. It 
touches Maine. It 
reaches Alaska. Let it 
carry your name along 
with it. 


NOM MACNN M MMMM MM 


) 


{* 
* 


2 VENA ME NENA Ne We ve m3 


os 


Tools for Sheet Metals 


INCLUDING 


Tinners’ and Roofers’ Tools 
Shears, Punches, Presses and 
Dies, Can-Making Machinery 


MADE BY 


Double Cutting Shears. 


Niagara Machine & Tool Works, Buffalo, N. Y. 





Tp, H. WEISS & CO. Oz 
GaP sx yuan aearine’ 
AND CHAIN LIFTS 
PIPE re THREADING 1 TREADING MACHINES & 











CURVING ROLLS 


The rolls are made to any pitch corrugation, and 
are 6 inches in diam- 
eter. Made of cast 
iron, double geared. 
Will curve to any 
radius, and will cor- 
rugate ridge or 
combing cap. Are 
made to operate by 
——_ power or hand. 


GEO. C. KEENE @ CO., Cincinnati, Ohio. 

















DIES AND STAMPINGS 10 ORDER 


FOR STEEL RANGE AND FURNACE MAKERS 


Hardware Specialties, Etc., Manufactured to Order. 
WRITE FOR OUR 


Send Samples of Drawings for Estimates. Wii 


THE GLOBE MACHINE & STAMPING COMPANY 
971 Hamilton Street, CLEVELAND, OHIO 





WOVE VEE NE Ne Ne Ne Ne Ne Ne Ne 


The O. K. Steel Brake. Patented March 28, 1901. 





DREIS & KRUMP, Mfrs., 


BEATS THEM ALL 


W. J. Burton Co., Detroit, Mich. 

H. Weiss & Co., 20 Cliff St., New York, N. Y. 
Janney, Semple, Hill & Co., Minneapolis, Minn. 
C. Sidney Shepard & Co., St. Louis, Mo., etc. 
Illinois Roofing & Supply Co., Chicago, Ill. 

J. M. & L. A. Osborne Co., Cleveland, 0. 


Laskey Rogers Co., Toledo, 0. 
Holbrook, Merrill & Stetson, San Francisco and Los 


Angeles, Cal. 
Will not warp like wood. 
3214 S. Halsted St., Chicago 
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tock List Sheet Coppe 


Effective February 23rd for Spot Shipment 


Cold Rolled Patent 
Levelled Cornice 


Copper 


shts. 10 
shts. 12 
shts. 12 
70 shts. 14 
70 shts. 14 
shts. 14 


OZ. 


Oz. 


shts. 14 
shts. 14 oz. 
shts. 14 oz. 
shts. 16 oz. 
shts. 16 oz. 
shts. 16 oz. 
875 shts. 16 oz. 
shis. 16 oz. 
shts. 16 oz, 
shts. 18 oz. 
shts. 18 oz. 
shts. 20 oz. 
shts. 20 oz. 
shts. 22 oz. 
shts. 24 oz. 


oz. 


oz. 2 
0Z. 22 
oz. : 
shts. 14 oz. 2 
shts. 14 oz. 2 
oz. ¢ 


30x60 


30x60 
24x96 
26x96 
28x96 
30x96 
36x96 
30x60 
30x60 
30x96 
30x60 
30x96 
36x96 
36x96 


Cold Rolled Patent 


Levelled Sheet 


Copper 


Tinned' One Side, Not 


Polished 


shts. 12 oz. 
100 shts. 14 oz. 
150 shts. 16 oz. 
35 shts. 16 oz. 
200 shts. 18 oz. 
200 shts. 20 oz. 
100 shts. 24 oz. 


100 


30x60 
30x60 
30x60 
36x96 
30x60 
30x60 
30x60 


Soft Sheet Copper 
Plain 

100 shts. 8 oz. 30x60 
100 sbts. 10 oz. 30x60 
150 shts. 12 oz. 30x60 
250 shts. 12 oz. 30x95 
180 shts. 14 oz. 30x60 
70 shts. 14 oz. 20x96 
70 shts. 14 oz. 22x96 
420 shts. 14 oz. 24x96 
359 shts. 14 oz. 26x96 
350 shts. 14 oz. 28x96 
725 shts. 14 oz. 30x96 
285 shts. 14 oz. 36x96 
240 shts. 16 oz. 30x60 
350 shts. 16 oz, 24x96 
725 shts. 16 oz. 26x96 
725 shts. 16 oz. 28x96 
700 shts. 16 oz. 30x96 
725 shts. 16 oz. 36x96 
100 shts. 18 oz. 30x60 
100 shts. 20 oz. 30x60 
100 shts. 24 oz. 30x60 
100 shts. 32 oz. 30x60 
2 cases each 30x60 

6, 7, 6, 10, BB, 


12%, 14, 15, 
18, 20, 25, 30, 35, 40, 45, 5 
60, 65, 70, 75, 80 and 100-Ib. 

S shts. each 30x60 


3-16 and 4%” thick. 
15 shts. each 60x96” 


25, 30, 35, 40 and 45-Ib. 


10 shts. each 60x96” 


50, 60, 70, 80 and 90-Ib. 
each 60x96” 


3 shts. 


100-Ib. 3-16 and 4”. 


16, 


» oo, 


Cold Rolled Patent 
Levelled Polished 
Sheet Copper 
14"x30” Tinned One Side 


240 shts. 10 oz. 14x54 
240 shts. 10 oz. 14x59 
106 shts. 10 oz. 30x60 
120 shts. 12 oz. 14x48 
186 shts. 12 oz. 13%x52% 
180 shts. 12 oz. 13%x57% 
100 shts. 12 oz. 14x58 
100 shts. 12 oz. 14x60 
150 shts. 12 oz. 30x60 
129 shts. 14 oz. 14x48 
240 shts. 14 oz. 13%x53 
240 shts. 14 oz. 134%x57 
69 shts. 14 oz. 14x52 
60 shts. 14 oz. 14x56 
60 shts. 14 oz. 14x58 
60 shts. 14 oz. 14x60 
150 shts. 14 oz. 30x60 
240 shts. 16 oz. 13%x53 
240 shts. 16 oz. 134%x57 
100 shts. 16 oz. 14x60 
150 shts. 16 oz. 30x60 
100 shits. 18 oz. 14x60 
100 shts. 18 oz. 30x60 
100 shts. 20 oz. 30x60 
100 shts. 24 oz. 30x60 
100 shts. 22 oz. 30x60 





Soft Sheet Copper 
Tinned One Side 


60 shts. 14 oz. 14x48 
100 shts. 14 oz. 30x60 
60 shts. 16 oz. 14x48 
109 shts. 16 oz. 30x60 


Cold Rolled Patent Levelled 
Sheet Copper 


Polished One Side 
12 oz. 
14 oz. 
14 oz. 
14 oz. 
14 oz, 
14 oz. 
M4 oz. 
14 oz. 
16 oz. 
16 oz. 
16 oz. 
18 oz. 
20 oz. 


100 
350 
350 
350 
280 
350 

70 
200 
210 
210 
150 
100 
100 


800 
6000 
3200 
2400 
2400 
2400 
2400 
2400 
2400 
2400 
2400 
2400 
2400 
1200 
1209 

800 

800 


shts. 


shts. 


shts. 
shts. 
shts. 


shts. 
shts. 
shts. 
shts. 
shts. 
shts. 
shts. 
shts. 


Not Tinned 
30x60 
18x96 
20x96 
24x96 
26x96 
30x96 
36x96 
30x60 
24x96 
30x96 
30x60 
30x60 
30x60 





Copper Boiler Bottoms 
Oval Flats 


shts. 
shts. 
shts. 
shts. 
shts. 
shts. 
shts. 
shits. 
shts. 
shts. 
shts. 
shts. 
shts. 
shts. 
shts. 
shts. 
shts. 


10 oz. 


10 oz. 
10. oz. 


10 oz. 


10 oz. 


12 oz. 
2 os. 


12 oz. 


12 oz. 


14 oz. 
14 oz. 


14 oz. 
14 oz. 
14 oz. 
14 oz. 


16 oz. 
16 oz. 


9%x19=No. 7. 
10%x21=No. 8. 
11%x22%—No. 9. 
11x21% 
12x22% 

10% x21 

11% x22 
11x21% 
12x22% 

10% x21 
11%x22% 
11x21% 
12x22% 
12%x23 

13 7-16x24% 
12%x23 

13 7-16x24% 


Square Flats — Round Corners 


1200 
1200 


149 


shts. 
shts. 


shts. 


12 oz. 13%x21% 
12 oz. 14x23 

Round Flats 
12 oz. 


9%, 10% and 11% in. diam. 
149 shts. 14 oz, 


No. 


” 


7% . 


No. 


9%. 19% and 11% in. diam. 
Jo. 8=101%”, 


No. 9=11%”. 


NOTICE—To avoid delays specify whether Soft or Cold Rolled — weight per square foot 


Guaranteed Charcoal Iron Roofing Tin 
W. H. G. “DEFIANCE” — Stamped with Mills Guarantee 


10 Years on IX 


McVoy’s “Uncle Sam” 


Guaranteed Charcoal Iron 
40 Ib. Coated. Vsed by V. S. Government 


SEND FOR CATALOGUE, 


5 Years on IC 


McVoy’s “Old Method” 


Guaranteed 40 Ib. Coated Steel Plate 


Finest Steel Plate 


in Market 





JOHN McVOY @ CO., Chicago 


Main Office --21 to 25 Michigan St., corner Orleans 





Mention The American 


Artisan. 














Valves and Plungers 


Only the very best leather and rubber are used in 
these goods and all are carefully and evenly fité.d 
making them the best of their kind. 


Berger Bros. Co. 


Office and Stores: 237 Arch St. 
Warerooms : 100-02-04 Bread St. 
Factory : 3114-16-18-20 N.17th St. 


Philadelphia 
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O’HALLORAN & JACOBS, 


ROOFING SLATE 


SLATERS’ SUPPLIES. 
829-830 Park Building, PITTSBURC, PA. 





DON’T WORK Too HARD! It is a bother and nuisance to carry 


around tinner’s furnaces and besides it is 
useless, The Bartholow self-heating sol- 
dering iron is positively guaranteed to 
work in the windiest weather. A man can 
save three hours a day, and can do better 
work. It does not burn the tinning off. 
You have simply to take out three screws, 
remove the hollow copper point. and you 
have a first-class blowtorch. “IT ONLY 
WEIGHS FOUR POUNDS.” It is some- 
times hard to discard new but obsolete out- 
fits, still one ought ro remember that ‘the 
scrap pile is sometimes the foundation of a 
man’s fortune.”’ 


W. P. BAR THOLOW, 217 Oak Street, S. E.. MINNEAPOLIS, MINN, 








ROOFING 
SLATE 


We operate our own quarries, 
manufacture and sell all 


of Slate, Roofers’ "Seppe Toole 
Cement, Nails, Felt. Write for 
delivered prices. 


THE AULD & CONGER CO. 
CLEVELAND. O. 








‘The No. 10 


COIL FIRE POT 


While in appearance it 
is like Coil re Pots of 
other makes, you will 
find it stronger, better, 
and more durable; at the 
same time giving you 
better control of the fire 
The tanks are made of 
heavy vanized iron, 
and needle point valves 
which never leak are 
used. Our catalog tells 
of other advantages, any 
one of which will soon 
save you the entire 
cost. When buying 
insist upon having our 
make, and see that our 














name is on the top $3.00 Net. 
late. Jobbers sell at 
actory price. “Your money back if not 


pleased” is our guarantee. 


CLAYTON & LAMBERT MFG. CO. 
Detroit, Mich., U.S.A. . 





Galvanized Eaves Trough! Gonductor Pipe! 


NO TIME TO DELAY : 
Get in your Spring Orders. Further advances expected. 
THE ORIGINAL Drop a Postal for NEW CATALOG 


La Crosse Steel Roofing and Corrugating Go, 


LA CROSSE, WIS. 











ROOFING SLATE E- J- JOHNSON @ CO. 


38 PARK ROW, NEW YORK 


SLATE BLACKBOARD Sins ck ccseseed exrence. sponta: ad conti 


Price List on application. Wireinquiries given quick attention 











Steet ART METAL 
Architec- CEl LINGS 


tural Roofing, Corrugated Iron, 

Orna- Galvanized Iron, Corruga- 

ments, ted Conductor Pipe, Fini- 

Statuary, als, Weather Vanes, Crest- 
* Etc. ing, Etc., Sheet Copper. 




















Galvanized Steel Tanks for 
all Purposes. 





— 











FRIEDLEY @ VOSHARDT 01-202 iatier st, ciicado, 111. 
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FLAT CRIMP EXPANDING ELBOWS 





No. 1. No. 2 No. 3. 


PATENTED JUNE 4, 1895 


Shoe. 


WITH STYLE “A” INSURE PERFECT FIT 





Square “B” 
Made of One Piece 





NONE GENVINE 
WITHOUT SIGNATURE 


B., CINCINNATI 











WITH SQUARE PIPE 
Get 


Our New Cail 


Our catalog tells all about our line of Galvanized Cornices, 
Steel Ceilings, Steel Tanks, Skylights, Finials. Also Eaves 
Trough, Conductor Pipe, Trimmings, Roofing, 
Galvanized and Black Sheets. 


Badger Steel Roofing @ Corrugating Co. 


Manufacturers LA CROSSE, WIS. 


We Make 


In Our Own Designs 


Siding, 





Steel Ceilings, Sidings, Roof- 
ings, Eaves Trough, Conduc- 





Trade Mark 
tor Pipe, and Fittings, Cornices, Skylights 


and All Styles 
Metal Work. 


Catalogs and Prices furnished upon 
receipt of complete specifications. 


St. Paul Roof’g, Cornice @ Ornament Co. 
St. Paul, Minnesota, U.S. A. 


J Ih FILLE ita) 


$ 
ys = . , 
j ‘ rae 
{ ‘ 7 Pp ; 
fs igi PORE eee 
ae aad ‘ 
ae (, ENUINE 
Be, s /\ I 
zs Ml oe ¢ 
r\ " =e 
* 7NRe \ 
> - “ 
weg “ ~ 
" dpa y 
~~ 


Architectural Sheet 








. 
— —__ es 


HARCOM IRON 





FAVESTROUGH (NDUCTORPIPE R22FINGe SIDING | 
SOLDER ETC 


CANTON; OAHIC- 























SPRAY 
PUMP 
SEASON 









Don’t 
Wait, 
But Send 
Us Your 
Orders at 
Once and 
Avoid Delay 














a, 


us —T . x . - wee 
ee 6 a tS Ae eee ee ee 
rr 






They’li Make 
Money for You 


Our Pumps have valuable features 
and advantages not found in other 
pumps. Try a sample line this 
season. Write us NOW. 


Other Specialities 


Roofing, Siding, Black and Galvan- 
ized Sheets, Tin Plate, Solder, Eave 
Trough, Conductor Pipe, Berger 
Classik Metal Ceilings, Steel Office 
Furniture and Spray Pumps. 






























Send us your inquiries. 


Our prices will suit you. 


The Berger Mfg. Co. 
Canton, Ohio 


New York 
Boston 







Philadetphia 
St. Louis 
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Soldering Coppers. 
Send for Stock List of what we Carry in Our Store. 


Benedict & Burnham Brass and Copper Co. 


211-213 Lake Street, CHICAGO. 





| | CORNICE COPPER | 

“EAGLE” BRAND COPPER RIVETS AND BURRS 
STANDARD FOR QUALITY. (Lake Superior Copper.) MANUFACTURED BY 

THE PLUME & ATWOOD MFG. CO. 


and Wire in Copper and Brass. 
29 Murray St., NEW YORK 196 Lake St., CHICAGO 

























Merchant’s 


High Grade 
Roofing 


Plates Coated by the Palm Oil Process throughout. 
Send for booklet “How Roofing Tin (Good and Bad) Ie Made.” 


nawur MERCHANT & CO., Inc. ci, 
SOLE MANUFACTURERS 


Also Metal “Spanish” Tiles, “Gothic” Shingles—The Star Ventilator. 
HIGH GRADE BRIGHT TINPLATE. 


‘‘Merchant's Old Method’’ 
**‘Merchant’s Roofing’’ 

*‘‘Mlerchant’s American Old Styie’’ 

“4Camaret’’ **Alaska’’ 




















Our immense stock of Eave Trough, 

Conductor Pipe and Gutter, Structural 

' Iron, Corrugated and other roofing goods, 
enables us to ship rush orders quick. 


GARRY IRON & STEEL CO., 


OHIO 








CORT RIGHT 
= 


“New Profits for the Tinner” 


(booklet) explains the way to make money 
hendling Cortright Metal Roofing. 
Send for it. 


Cortright Metal Roofing Co., 


Sanat Philadelphia and Chicago. 










|) SERVICEBYUSINGOUR 
_ ASPHALT ROOFING 
SAVES REPAIRS 
= SAVES RECOATING 
=) _ SAVES RENEWING 
f _Send for Samples and Pamphlet 
"STOWELL MFG.CO. 


oe __ JERSEY CITY, N.J. 





‘CHICAGO OFFICE, 47 Market St. 





SHEET METAL 


METAL SEE 
WM & TILES @ 


FROM TIN, GALVANIZED 
TIN AND COPPER. BE 


"OD ONIAOOYU 


REQUIRE NO PAINTING 
OR AFTERCARE HEHE 


RUST STORM.“ FIRE PROOF 


LARGEST VARIETY o* STYLES 


‘THE NATIONAL 


a a) 345 GRAN 
—~E4a.e° @ oOo 2 ae 








BURTON’S 
Eastlake Shingles 


"7 Have been on 
, buildings for 17 
§ ears, in good con- 
ition yet. Better 







The W. J. Burton Co. 


DETROIT, MICH. 





PATENT LIGHTING PORTABLE PUNCH NO. 3; 
g hich enete Sal, oteetee to all forms of curved or 
flange work ; pays for itself every wee th 

Cap $16 iron. 











Lewis Liedel, Delta, Ohio, writes: 


“Please discontinue my want ad- 
vertisement in your valuable paper. 
Your paper is worth having as it 
did more than I could expect.” 
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THE 


HARRINGION & KING PERFORATING > The Dayton Swing 


Chimney p 


The easiest 












turning chimney 
top made. 


Guaranteed 
toworkwhere / Lotte 
others fail. 

All sizes 
from 4 to 
24 inches. 


CHICAGO.: U:-S:A: 


212 NORTH UNION ST. 114 LIBERTY ST. 





GEROCK BROS. MFG. CO. 
Sheet Metal Ornaments and Statuary 


Detail Work a Specialty. Ask for Catalogue. Menaieaterel ty 
1227 Manchester Ave., ST. LOUIS, MO. The Kramer Bros? Fdry. Co, 


_ BRAZING CAST IRON 


With Springer’s BRAZOL 


Guaranteed to braze cast iron, also MAN lJ FA C TU R - RS 
brazes steel, iron, etc.; 25 to 50% added to 


your re brazing cast iron Contemplating establishing plants 
wit in the West should take advantage 
of a location on 















all railroad shops, machine, | 
automobile and bicycle shops, ete. 


Dealers Wanted. 


Hopkins Bros., Springer Co., | 


Manufacturers, 
DES MOINES, IOWA. 
Chicago &North-Western Ry. 


which reaches the famous 


Water Powers, Coal Fields, 
fron Ore Ranges, 








’ Mard and Soft Lumber Districts 
J. P. Watson & Son, Marshall, Minn., wv 
of the West and Northwest, and af- 
Write b 4 fords the best means of transporta- 
«You will please take out the want advertisement for tion to the markets of the world. 
A For further particulars apply to 


Tinner you got us one and *‘FORTY”’ applicants:’ 
MARVIN HUGHITT, Jr. E. D. BRIGHAM 


Freight Traffic Mer. Gen'l Freight Agent 
CHICAGO 


C ME Thermometers OVEN 














THE BEST IN THE MARKET 


GIVE THEM A TRIAL STYLE “D”" 


MANUFACTURED 
BY THE 


vals 


Stamping & Plating 3 
Compa 


TAUNTON _ : MASS. 







C. H. MATTHEWS, Detroit, Mich. 











2%-INCH DIAL (Western Agent.) 2%-INCH DIAL 
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Tanner @ Company 


Wholesale 


Tin Plate, Sheet Iron 


Metals 
Tinners’ Supplies 
Manufacturers of 


Tinware 


216-218 So. Meridian St., Indianapolis 











































PLECKER’S CORRUGATED 


Made of Galvanized Iron in Ten-Foot Lengths without a Crogs Seam, Will not burst when full of ice. 


EXPANDING CONDUCTORS. 


CLARK, —— & MORSE, ee Hi. 











“GEM” 


No. 10. With 


Tinned finish. 





stamped steel head, 


With Patent Spring 






Adjustment. 


JEWEL CAKE TURNER 











ALL STEEL A DANDY 


Arcade Manufacturing (0. 


FREEPORT, ILLINOIS 
Headquarters for the largest variety of High Grade 


Family Coffee Mills 


of beat quality, latest designs and fine finish. Also a full 
line of patented household novelties, wood and iron 
toys, of superior quality and merit. 


Light Builders’ Hardware 


Stove Dampers, Lid Lifters, Stove Trucks, 
Pokers, Lemon Squeezers, Mop Holders, 
Cork Pullers, Ice Picks and Shaves. 


“CRYSTAL” 
A One-Pound Coffee Mill, with 





The 


Send for 1904 200-page Catalogue, with cuts and 


description of our full line. 
Get our Prices before purchasing elsewhere. 





glass hopper and cup. House- 


keeper's delight. 
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ls 
For making 

/ and repairing 
Linings in 
Stoves, 

ay Furnaces and 





if Ranges. 
. The Quality is Guaranteed. 


WE PAY THE FREIGHT 
Large Discount. 


Put up in attractive square paste 
board boxes in three convenient 


sizes. 
Manufactured by 


Williams Stove Lining Co. 
TAUNTON, MASS. 








“Esso” Gluetrin 
Core Binder 


is a substitute for Rosin, Flour, Core 
j Oils and other core mixtures. 

At less than one-quarter the cost of 

| other Core mixtures you can pro- 

duce better results,and ‘‘Esso’’ Glue- 

| trin Core Binder is a money saver. 


| ORDER A TRIAL BARREL — you take 
no chances—if not satisfactory the 
shipment won't cost one cent. 


Write for booklet ‘‘ D.' 


| THE S. OBERMAYER CO. 
CINCINNATI CHICAGO PITTSBURG 


“The House of el ~a service,” 
$. Manufac: 
‘Everything you need 7 deur Foundry.” 




















Portable Asphalt Roofing 


The World’s Best 
Rexoid, Felspar, Slag, Asbestos, Cork, 
Gravel, 1, 2, 3 ply Paints, Cement. 
Write for samples, prices and booklet. 
~— eine brings trade— 
satisfaction. 
Stowell M Mfg. Co., Jersey City, N.J. 





—— A 


Des Moines Stove Repair Co. 


Manufacturers and Jobbers of 


REPAIRS for all 
STOVES and 


FURNACES 
112 to 116 S. West 2nd St. | DES MOINES, IA 


PATTERNS FOR SALE 


PARTS OF THE LINE OF 


The Liebrandt @ McDowell Stove Company’s 


STOVE, RANGE AND HEATER PATTERNS, 
including the well known *“‘ VICTOR COOK” and 
‘‘FARMER GIRL” patterns, Hotel Range, Port- 
able Open Grates and Fire Place Heater patterns. 
For information address 


T. B. Harkins Foundry Co. 


BRISTOL, PA 


°World’s Best-= 


Stove Plate and 
Return Facing 








Prepared Charcoal 
Stove Putty 


Manufactured by 


< T. P. KELLY @ CO. 


A. Chicago and New York 


va Yaa‘ 


S 





SEND FOR SAMPLES 
Gripsit Stove Putty, 


‘119004 HEAVY STOVE PLATE AND 


FAVORITE RETURN FACING. 


The best to have when 
you have to have 


The J. D. Smith Foundry Supply Co. 





CLEVELAND, OHIO 
NO. 36 CATALOG 


Cleveland Facing Mill 
SEND 


FOR 
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mms Wonderful Stove Sales-man ite wri 


“ee 


and at @& fifi 


iS THE BLACK KID 


e quickly sold 
better price, 

If polished With BLACK KID. 
There is no polish made 


All stoves 


that equals it. 


Paste 
1-lb., 8-oz. cans 
also bulk in barrels. 
Igiquid 


10-oz, cans. 


5-lb., 





Order to-day a 6 or 12 can case 
from your jobber. 


> | Sa 





The Catalogue Question 





No 


“An* r 
Le 
Sr 1 
wl 


BLACK 





The Catalogue question solved by L. 
Manager of the Black Silk Stove Polish Works. 
for, nor sellto THEM. We pin our faith to the dealers. 
make ONE GRADE, ONE PRICE, ONE NAME, “‘Wynn’'s 
Black Silk.”’ 
HIGHEST PRICE, but LEAST EXPENSIVE to use. 


and paste, and in 5 


K. Wynn, President and 
We do not make 
We 


ALWAYS used for fine EXHIBITION work. 
Liquid 
-lb. cans. BLACK, SILKY and GLOSSY. 


DUST in using, Carried by all jobbers for their BEST 


Stove Polish ORDER FROM THEM. 


SILK STOVE POLISH WORKS 


At STERLING, ILLINOIS 





Locations for Industries 


Erie Railroad 
Chicago to New York 





The Erie Railroad Company's Industrial 
Department has all the territory traversed 
by the railroad districted in relation to re- 
sources, adaptability, markets and advan- 
tages for manufacturing, and can advise 
with manufacturers in relation to the most 
suitable locations. The information fur- 
nished a manufacturer is reliable and has 
practical bearing on the nature of his par- 
ticular industry. 

Vast deposits of anthracite and bitumin- 
ous coal, oil, natural gas—fuel is the para- 
mount factor in manufacturing—sewer pipe, 
fire and other clays, cement material, gyp- 
sum, building stone and numerous other 
resources exist on the line. 

It is important in this: age of modern 
facilities for manufacturers to locate where 
they can obtain side tracks so as to receive 
from and ship directly into cars at the fac- 
tory. Information can be promptly fur- 
nished in this connection about every point 
on the system between Chicago and Kew 
York. 

The undersigned will be pleased to fur- 
nish full information to manufacturers and 
local parties cOntemplating the establish- 
ment of new industries. 


Address, LUIS JACKSON, 


Industrial Commissioner 
Erie Railroad Company. 


21 Cortlandt Street, New York 





Greatest Offer Ever Made 


30,000 Cases of “Sterling” Stove Polish Free. 


We want every dealer in America to test our Polish, We know 
he will always use it after one test. Send for our wonderful offer of 
one case of, 6- 5 |b. pails, freight prepaid. It won't cost you one cent. 
Remember ‘‘Sterling” is gvaranteed to be the finest polish in the world. 
If it isn't, return at our expense and your money comes back, without a 
murmur, Write, right now. 


STERLING STOVE POLISH CO. 


STERLING, ILLINOIS. 





Brother Hardware Dealers 


We are the manufacturers of the SILVER LEAF STOVE POLISH and SILVER 
LEAF ALUMINUM BRONZE PAINT, two of the finest articles for the retail dealer 
to handle on the market, because they satisfy every one who comes in contact with them. 

We are the RETAILERS’ FRIENDS and allow them a handsome profit on these 


articles. 
While in our City we would appreciate a call from each and every dealer; our doors 


will be thrown open to you. 


SEND FOR SAMPLE BOTTLE AND WE WILL PROVE TO YOU 
THE SUPERIORITY OF OUR WHITE POLISH OVER OTHERS. 


SILVER LEAF STOVE POLISH CO., Inc. 


340 S. Penna Street, Indianapolis, Ind. 








THE KLONDIKE INCUBATOR.CO., Des Moines, lowa, 


Write: Please take our advertisement out of your paper for 7-foot Rob- 
inson Cornice Brake. We are getting too many answers. 
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We make Stove and 


That Trial Order! W* Sn" sorst 


Heater repairs,—carry an enormous stock,—and 
make prompt shipments. If you'll send us That Trial Order, we'll quickly 


prove our facilities for supplying your Repair wants. 


Wm. T. DUST CO., 30 and 32 Macomb St., DETROIT, MICH. 


STOVE MANUFACTURERS’ STOVE 


—_ REPAIR CO. 





517-539 Diversey Boul., CHICAGO 


PROMPT SHIPMENTS 
GIVE US A TRIAL 





dealers’sup- 
plies, cast- 
ings and repairs—promptest shipments, etc. Address, 


~ 316-318 North Third St. St. Louis, Mo. 
REP AIR furnaces; largest stock 
in the Northwest. 


GIVE US A TRIAL. 
Great Western Stove Repair Co., Minneapolis. 








For all stoves and 








Champion Stove Clay 








The only Stove Lining made of crucible 
materials. 


Packed in 2% lb., 6 lb. and 10 Ib. paste- 
board boxes. 


Order it from your jobber. 


The best and most refractory lining 
made. 


Bridgeport Crucible Co. "cs" 





REPAIRS 


—FOR— 
Stoves. Ranges, 
Furnaces. 





J. L. MORRIS 
STOVE REPAIR CO. 


CHICAGO, ILLINOIS. 


WELLER PATTERN ( 


DESIGNSand ESTIMATES FURNISHED 





FOR ALL KINDS OF STOVE PATTERNS 





QUINCY, ILL. 


PATTERNS 


For Stoves and Heaters. 
First-class in wood and iron. 


Vedder Pattern Works, Troy, N.Y. 
Established 1835. 


$ £0 Ve Keocbnie 
Pattern 
Works peor. 








GEO. 
. COPE 





WINGY Partern(o 


IRON&S WOOD 


S ne)i3 PAT TERNS 














HOMESEEKERS EXCURSIONS 


rne,esee's® WIRGINIA 
Via NORFOLK & WESTERN RAILWAY 


For all information as to Rates and Tickete and for 
LAND PAMPHLETS and descriptive matter, address 


ALLEN HULL, D. P. Agt.. Columbus, Ohio 





are common nowadays, but there was a 
time when they were unheard of and we 
offered the trade the original 


4 Uncle Sam 
2 Damper 


It succeeded beyond our expectations in 
fact and a host of imitations sprang up. 
The Uncle Sam is better to-day than ever 
before. It has corrugated plate, continuous 
loop, forged steel point stem, positive lock, 
enameled wood handles and there are no 
pins or rivets to loosen or drop out. 


SAYRE STAMPING CO., 





SAYRE STAMPING CO. SAYRE, PA. 
ESS eee 





Sheet Steel Dampers 





SAYRE, PA. 
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Tinware, Enameled Ware, 
Hardware, Cutlery, Etc. 


Large assortment of all kinds of Enameled Ware, grey, blue and 
white, white and white, ete. Silver Plated Ware, tea and table 
spoons, knives and forks. Cutlery, knives and forks, carving sets, 
ete. Buyers looking for special sale goods will do well to inspect 
our line before placing their orders. 


BLOCK @ CO., Jobbers 


294 Pearl Street, NEW YORK 


EASY 
EMPTYING 
GRASS 
CATCHERS 


are now made with 


GALVANIZED STEEL BOTTOMS 


having adjustable Front Flange, 
as well as with regular duck bot- 
toms. Made in two sizes, which 
fit any size or make of lawn 
mower, and are guaranteed to 
give entire satisfaction. 


Sold through Hardware Jobbers. 











FRONT FLANGE ON 
STEEL BOTTOMS 





: Manufactured by 
* The Specialty Mfg. Co. 


St. Anthony Park, Minn. 





Ww. Rowe, Laurium, Mich. 66 Please take out my ad. as tinner and plumber, as I 9 


have not got time to answer all the letters I am receiv- 


Writes :— ing. I could not do without THe AMERICAN ARTISAN. 














Send for circulars. 


KIMBALL BROS. CO. 
1031 Ninth St.. COUNCIL BLUFFS, IA. 


SEBBALL ELEVATOR CO., 139 Vincent St., CLEVELAND, 





A SUITABLE LOCATION 


for any physician, profes- 
sional or business man as 
well as any industry is 
easily found by consult- 
ing the Industrial Depart- 
ment of this Company. 
The proposition sub- 
mitted will be attractive, 
embodying full informa- 
Sen, such as will enable 
— ligent om In such 
an im matter as 
ee 





THE LAND OF MANATEE: 


is the most beautiful sec- 
tion of the world, recently 
discovered by the Sea- 
board. 


The climate is delight 
ful, winter and summer, 
the a ere salt-laden 
and pom the odor 
of thousands blossom- 
fraitand guava trees, and 
most beautiful and fra- 
grant of flowers. 

A land of perfect health 
and plenty, ideal living 
where crime, trouble } 


tively 


The most costly piece of literature 


ever issued by a railroad is the s 


jal 


southern edition of the Sea 
Magazine of Opportunities—yes, there 
is one for you. It is unique, contains. 


noe advertisements, and 


matter. 


ttle reading 


Embodies numerous full page 


photo-gravures, the most exquisite ex- 
amples of modern printers’ art. It 
would command fifty cents from book- 


sellers. 


Sent free upon receipt of ten cents 


for postage. 


J. W. WHITE 


General Industrial Agent, 
Portsmouth, Va. 


SEABOARD AIR LINE RAILWAY 











CASO Ce LZ 














Rural Mail Boxes 


THE HESSLER 


Best known, best made, most durable as well as the cheapest Government 
approved box on the market. The demand for rural mail boxes is increasing 
daily. This trade should be in the hands of the dealer. 


WRITE FOR PRICES AND FULL DESCRIPTION. 


H. E. HESSLER CO.., (Mfg. Dept.) Syracuse, N.Y. 











“BLUE BOOK” 
CREDITS 


-OF THE— 


where. 


You buy credit information. 
himself thoroughly on the merits of a book of ratings, gotten up especially 


This Agency issues as complete and reliable book of credit ratings fo 
this special branch of trade as has ever been published, containing about 
400,000 rated names of wholesalers, retailers and manufacturers, covering 
the trade thoroughly. The ratings are conservative and very reliable. The 
paying record is based upon ledger experience of credit men every- 


Isn't it the part of a good buyer to post 


for his trade by men with ample capital and who are thoroughly trained in 


Iron, Steel, 





this class of work and who make a specialty of it? 








Hardware, 
Stoves, Tinware, 
Plumbing, Etc., 
Trades. 


157 Federal Street, 


Terms of subscription can be had by addressing Executive Office 


Iron and Hardware Mercantile 
Agency, 


BOSTON, MASS. 
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You 
Box 


Made of Heavy Calvanized Steel. 
Painted with Aluminum, 
Positive Locking Flag Signal. 
Automatic Spring Latch. 

it is a big one-6%x8"2x19 Inches. 
it will Get the Business. 


Better Cet It. 
and Price Right-$5.88 per Dozen. 


Better Order Now. 
BLICK-WILLIAMS CO., Indianapolis, Ind 


EN I TEIN 











The IMPROVED FARMER’S FRIEND CREAM 
SEPARATOR 


Made of heavy tin 
plate and the bottom 
inclines to the outside 
preventing any dis- 
turbance to the cream, 
Separates milk and 
cream perfectly. 





THE BLANKE & 


HAUVUK SUPPLY 
202-204 Market St., St. Louis, 


fie: 


more MONEY 







Rural Routes are allaround 
you. You can get this business 
with the SIGNAL MAIL BOX 


It is the ori 
Routes with special endonemsvinas {E 
‘ostmaster 






SIGNAL MAIL BOX CO. 
106 Benton St., Joliet, Illinois 








Smith’s Automatic Cream Separators 


Superior in workmanship and material, giving 


complete satisfaction to dealer and cust 


Equipped 


Gauge, found 


leaks. 


Largest m 
facturers of 
separators 





and prices. 


OUR NEW GAUGE 


SMITH BROS. MEG. C 


Smith's Removable 


other make. Double 
seamed bottoms, no 


in 
country. Write us 
now for catalogue 


omer. 


wilh 


on no 


anu- 
cream 
the 





oO 246 E. Kinzie St., Chicago, Ill. 
* 257 S. Meridian St., Indianapolis, Ind. 
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Have You 
Written to 
Peck 


for a copy of “HOW TO DO IT” —the 
little folder that tells howto land the 
mail box business? 


PECK makes the GEM 
box—a strong, fine appearing, 
easy Selling, popular-price box 
that is making money for deal- 
ers everywhere. 








THE GEM 


With Decalcomania Name Plate and 
“U. S. Mail.” 


All jobbers handle them. 
GET THE FOLDER. 


C. A. PECK 
HARDWARE & MFG. CO. 


12 HURON ST., BERLIN, WIS. 


The Ideal 

Acetylene 

Generators 
GET THE BEST. 


Every one has 
given splendid 
satisfaction. 


Can you ask 
for more? 


There is none 
tter. 


Active agents 
wanted. 


Address 
Epworth Gas Light 
& Heating Co. 

Waterloo, Iowa, VU. S, A. 











Please mention “AMERICAN ARTISAN” when writing’ 





HE “‘ Ideal Rural Mail Box” is the carrier’s favorite, as it is the most convenient box on the market; 


he does not have to get off his wagon to deposit or withdraw the mail. 


Cannot get wet inside, even 


when opened during the severest weather to deposit the mail; can be used with one gloved hand, as the locks 
are riveted on, no two locks alike, master key furnished carrier free, which will unlock all of my boxes. 


18 inches long, 9 inches high and 


‘OPEN 


C. G. FOLSOM. 


6 inches wide. 









Approved by 
the Postmaster 
General. 














Well made of the best 


FOR PARTICULARS TO 


South Bend, Indiana 


No. 


20 galvanized steel. 


es Se ee (> He oe 
Also, 
een 
PAT AL y 0m 
APPROVED 
BYTHE 
PISTMASTE 
thu 












CLOSED 






















ee] A Long (K Night 
eek In HARDWARE 


a} @, For years the retail 
hardware men have been tl 
ping in the dark, 
ooking for some efficient x 
way to increase their ) 
business—some of them \. 


i 


have found it! (. 


Warren’s Patent Ul 


Sectional Glass fl 


Front Shelving x 


. 
is designed and manufac- (,! 
tured by a Hardware "| 
Man for Hardware Men. l. 
@, You can keep a line l. 
of samples of your entire "| 
stock on exhibition at l. 
all times, ~ *) 

&> @, It preserves each arti- . 
cle in the same attractive K 


newness that it comes 
from the factory, prevents 
dust, rust, finger-marks and dirt. *) 
G, It enables you to sell goods tof) 
a German, a Scandinavian or} 
any other foreigner who, even 2 
though he cannot speak English, 
can point to what he wants. 
f @, It improves the appearance of }§ 
| your store 700 per cent; enables \ 
r your salesmen to spend their ") 
time selling goods instead of 
() hunting for them, and will pay "| 
Sor itself in one year. "| 
@, Send dimensions of your store l. 
“| and let us supply you—FREE— Ul 
\. with a color plate made to scale, 
Ul showing how your store will look Ul 
| when equipped with The Best *) 
\. Shelving in the World, for your . 
ul purpose. 


@, Remember the shelving is made on the 
want to t 


l 
; 


A 
55 OO OOO ON 





CITITETMH 





and C.H.& D. Ry. 
Only 8 Hours 


from 


CHICAGO 
to 
CINCINNATI 


BY DAY, Parlor and Dining Cars 
BY NIGHT, Palace Sleeping and 
Compartment Cars. 


CHAS. H. ROCKWELL FRANK 3. REED 
. Traffic Manager. Gen, Pass. Agt 














THE “CANTON” CLOTHES DRYER 


DRIES CLOTHES, WOOLEN 
OR COTTON, IN 15 TO 
30 MINUTES, 


according to the style of 
heating system _ used. 


Handsome, Rigid, Durable 


QUICK IN ACTION. 
ECONOMICAL IN 
OPERATION. 


tonne) Catalogue shows it. Get one. 


THE CANTON CLOTHES DRYER & MFG. CO., Canton, 0. 


New York Office, 157 West 234 St. Baltimore Office, 5 Clay St. 














VROOMAN ‘Sanitary. 
SINK STRAINER 


KEEPS SINK CLEAN 


Means Cleanliness 
and Health 


Housekeepers’ Delight 


ORDER FROM YOUR JOBBER 







Vrooman ; 
Strainer [9 
and Stand| 


325 Dearborn St., CHICAGO, ILL. 


















STUBER & KUC 


Stay-In Flue Stoppers 


Brass finished. Nicely decorated. 
Cannot be jarred or blown from flue 
hole. Guaranteed to be soot proof. 


Perfection Gake Mixer 


Made of No. 16 steel. It’s one 
of the best articles on the mar- 
ket. Almost everybody thinks so. 


K, Peoria, Ill. 


Manufacturers of Pieced Tinware and all etyles of Fiour Sifters 














§ IR. Hosterman § Son, marspneid, wis., write $ 


“You may take our ad out of THE AMERICAN ARTISAN 
as we have bought a kit of tools. We received 8 or 
10 replies to the ad and think your paper all right.” 4 
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Twenty Years’ Reign of “NEVER-BREAK” Wares 





Garden Trowel. Blade and socket one piece, 16 ga. 
handle. Strong, simple, 


sheet steel. Hardwood parafined 
neat. Quick shipments. 


Owners “NEVER-BREAK’ trade mark. 


has made the trade very particular. The more imitations and attempted substita- 
tions the quicker you let go and come back to the old reliable line of ‘WEVER-BREAK” 
STEEL SPIDERS, GRIDDLES, KETTLES, MASLINS, SCOTCH 
BOWLS, etc., which will not warp, crack or break, and do not scorch food when 
you mean tocook it. Always Clean, Sweet and Hygienic. Catalog free. 


THE AVERY STAMPING CO., CLEVELAND, OHIO 


Mfrs. Shovels, Spades and Scoops and Pressed Steel Specialties. 








Bolt and Screw 
Cases 


Save Time and Money 


A necessity for 
Hardware ere, 
Machine Shops, Pat- 
tern Shops and in 
fact any one who 
handles small arti- 
cles; last indefinite- 
me Send for descrip- 
e booklet. 


BOLT AND SCREW 
CASE Co, 


Dayton, Ohio 
U.S.A. 








HILL'S 
_DRYERS 


for the lawn 


500,000 


in use. 
Made also for Balcony and Roof. 
Send for Catalogue AA. 


HILL DRYER COMPANY 
WORCESTER, MASS. 








MADE TO ORDER FORALL PURPOSES. 
IF YOU WANT THE BEST MADE, 


seNDUS YOUR ORDER, 
WE ARE PRO 
PRICES ARE EQUITABLE P AND JUST, 











It Will 
Pay You 


to illustrate your adver- 
tisements in your local 
papers. A sheet of comic 
advertising cuts sent on 
application. 


These cuts are furnished with 
eatchlines showing their appli- 
eation to the hardware, stove 
and tinners’ trades. 


ADDRESS 


DANIEL STERN 
69 Dearborn St., - CHICAGO 




















The Excelsior Carpet Stretcher 
and Tack Hammer Combined is 
sold exclusively to the legitimate hard- 
ware trade—not to catalogue houses. 

It sells on sight at a moderate price; stretches 
the carpet evenly, 16 inches each time set; holds 


firmly while the operator, using the Combina- 
tion Lever-Hammer, drives the tacks. 


Investigate now and be ready for early Spring 
trade. 


If you're a legitimate jobber or dealer, write for 
special prices. 


RICHARD W. MONTROSS, SA'S: 

















All in a Minute 


No separator necessary, Fresh, pure, wholesome butter at 
all seasons of the year in just sixty seconds — 
tested time. Sweet or sour cream can be used 
indiscriminately to produce the finest grade of 
granular butter. The churn is light, durable, 
simple. Every part can be replaced by a child. 
Oil and grease not necessary for lubrication; conse- 
quently po black streaks in the butter. All parts inter- 
changeable. Buyers as well as sellers of infringements 
will ye ayy prosecuted. Write for prices, Agents 
wanted, 





THE ONE MINUTE CHURN CO., Inc. 
MANUFACTURERS AND EXPORTERS. 
NO. 9A OLD SLIP NEW YORK 





SPERRY’S SUGAR KETTLES 


Light, smooth, full measure and 
guaranteed perfect. Made from orig- 
inal patterns, Metal, the right kind 
in the right place. Ask your jobber 
for them or write us. 


D.R. SPERRY @ CO. *°rotxvees*” Batavia, Ill. 


A SWAP FOR YOU, MR. HARDWARE MEN. 








THE PETERSEN EVERLASTING STEEL 
BARN DOOR LATCH AND HOLDER 


This latch is double-acting, will hold your barn door open 
orshut. Is the ‘ONLY barn door latch and holder on the 
market without a spring to it which generally Sistes bos out ~ 
4 a year ortwo. We also make a Steel Latch for 
j = doors on rollers. 


LYONS SPECIALTY CO., Sole Mfr's, Lyons, la. 





Pat. July 19, 1904. 


THE POPULAR LINE 


with three elegant trains each way between Chicago and 


LaFayette, Ind., Indianapolis, Ind., CINCINNATI, OHIO 
Louisville, Ky., and all points in the SOUTH AND SOUTHEAST Is the 


BIG FOUR ROUTE 


Buffet Parlor Cars, or Dining Cars on day trains and Pullman's finest Compartment and Standard 
Sleepers on night trains. All trains run solid, Chicago to Cincinnati. For reservations, etc., 
onoraddress .J, G@. TUCKER, Gen’! Northern Agt., 238 S. Clark St., CHICAGO, iLL. 
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The Principle of Washing o-Day 


Is to 





the quickest time with the least labor. 
None can compare on these points with our “Spring 
Balance Washer” for we have 


And with a skillful mechanical staff we have perfected 
the above combined principles which were drawn up and 
fully endorsed by the most successful and experienced 
washing machine expert and inventor in America. 

We are proud of this machine, for it is easy, rapid 
and thorough in its work, and we guarantee your cus- 
tomers will be pleased with it. 

Our methods are straight-forward and brief, we do 
not annoy with foolish offers but our prices and terms 
are right and of great interest to you. 

Further information on request. 


agitate clothes and water to the highest degree in 


Powerful Coil Springs, Correct Balance, 
Instantaneous Action and Terrific Concussion. 








7905 
Ocean Wave Washer 


With Covered Gear 





You want the exclusive agency? 
WRITE US. 


VOSS BROS. MFG. CO. 


Davenport, lowa 











=a 


You 
Tell the Tale. 

THE AMERICAN ARTISAN 
Will Spread It. 

























Steel is rapidly replacing wood, 

Only a few years and Wood Wash- 
ing Machines will be classed with 
Stage Coaches. 

If you take the Agency for the 
UNITED STATES Washing Ma- 
chine now, you'll benefit by these 
extra years—and there’s money in 

. every sale you make. 














Our little booklet tells all about the 
UNITED STATES Galvanized Washer— 


it will surely interest you. 
Write for the booklet and our special prices, 


United States Washing Machine Co- 


Built Right 
Water Tight 
Out o Sight 


“*White Lily Washers Wash Lily \ ‘ite.”’ 















"NUFF SAID 
Drop us a card. 


WHITE LILY WASHER CO. 
Toledo, Ohio DAVENPORT, IOWA 


The 0. K. Washing Machine 


has been on the market for more than 
six years and the constantly i increasing 
sale proves that it is giving satisfaction. 













Well made and fully guaranteed. 
Every one sold sells another. TRY IT. 


H. F. BRAMMER MFG. CO.. 
Davenport, Iowa. 
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BURGLAR 
PROOF 


Sash Lock and Ventilator 




















Permits the sash to be raised from 
the bottom or lowered from the top 
about six inches for desired ventila- 
tion without sacrificing security from 
entrance by burglars. 

It is impossible to reach over the 
partially opened window with the 
hand, a pronged stick or anything 
else to unlatch the bolt. 

The window cannot be raised or 
lowered with a crowbar in either 
opened or shut condition. 

No “jimmy,” knife-blade or any 
other device will open téss lock. 

It can only be operated from the 
INSIDE of the room. 

To attach it no cutting of sashes is 


necessary. 
It the onl abookutely 

eS Ee ventilator loo! 

inthe market, and is enthusiastically 


endorsed by Architects, Build¢qrs, 
Dealers and Consumers. 


RETAIL PRICE: 
25c, 35¢ and 50c, accord- 
ing to Style and Finish. 

Samples sent free to dealers on 


application. Write for wholesale 
prices and terms. 


SAFETY WINDOW 
LOCK @ 
VENTILATOR CO. 
17-21 QUINCY ST., CHICAGO, ILL. 
LIVE SALESMEN WANTED, 


Draws the Sashes tightly toget 
end techn @t-eny Goahed’ pete, 





THE BOSS 


Screen and Storm Window Fastener 
It’s Adjustable! 





Made of 
galvanized 
steel — fits 
any size win- 
dow — will 
never work 
loose — any- 
One can put 
them on—no 
loss of time or 
patience. 

They’re 
cheap;they’re 
neat; they’re 
a good selling 
specialty. 


Pat’d Oct. 20, 1908. 
Screen and Storm 
Window Fastener Co., 


NEW CASTLE, NEB. 











J. RF, LEWIS, Cisco, IIL, Writess 
“I cannot get along without The American Artisan” 








— 


Received Highest Award at World’s Fair, St. 
Louis, which confirms our repeated claims 
that our Family Scales are the best. 


DEALERS 


should insist on their jobbers supplying them with 
Pelouze Family Scales having the New Silver 
Finished Dials. 

The best and handsomest finished scales on the 







market. While superior in many ways to other a 
makes, prices are as low. $2 
Send for complete Catalogue G; 40 styles: Counter, -2 
Family, Market, Candy and Postal Scales, Ice o 
Scales, Spring Balances, etc. 7 
Order through your jobber. tn 

Insist on Pelouze Scales with Silver Finish Dial. Hy 
PELOUZE SCALE & MFG. CO. BE 
118-130 W. Jackson Boul., CHICAGO a” 





There's no advantage in selling an imitation when you 
can buy the original at the same price as the imitation. 


MATCHLESS Ball-Bearing Floor Spring Hinges— 
the original—will give a lot more satisfaction to you and the 
user, because they’re honestly made, are strong and durable, 
and are zo¢t experiments. 


Our Catalogue and Prices on request— Dept. A. 
LAWSON MFG. CO., 105 chamscr. “sow YORK 


Full length window screens keep out all 
the flies and protect the wiridows. Screens 
attached with 


GOSSETT’S 
Detachable Suspension 
HINGES 


are easily put up or removed—no tools or lad- 

der necessary. Write for free sample pair. 
Sold by Hardware Jobbers and Dealers. 
Manufactured by 


F. D. KEES. Beatrice. Neb. 














A HOT SELLER AT A QUARTER 


EVERYBODY WANTS ONE. 
The WEDGE KEYLESS LOCK 


is mechanically perfect, indestructible: 
portable, and absolutely burglar proof- 
Applied quickly on any door any 
where. 
No traveler can afford to be without 


; Weighs 3 ounces, 
Sample, 25 Cents. 


$1.25 Per Dozen, postpaid, in the United States and Canada. 
Special prices on large quantities. 


KEYLESS LOCK MFG. CO., 634 W. 79th St.. CHICAGO, ILL. 


WE SOLICIT YOUR ORDERS FOR 


GENUINE PORCELAIN ENAMELING 


of all kinds and in all colors on steel sheet and cast iron. 





- 9} 








JOB WORK IS OUR SPECIALTY 
therefore we can give you prompt service. We make Special 


Enamels to suit your requirements. It will pay you to write 
us when you have any work done in our line. 


MICHIGAN ENAMELING WORKS, Kalamazoo, Mich. 
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LONG NEEDLE NOSE SIDE CUTTING PLYER No. 655 


OUR TOOLS ARE 
GUARANTEED 















We make the most complete line of Nippers 
and Plyers in the werld: Every tool is stamped 
with our name and trade-mark. Accept no 
substitute. 


UTICA DROP FORGE & TOOL CO. Write for Catalog. 
296 Broadway, NEW YORK, U.S.A. Factory: UTICA, N. Y. 











THE-ONLY FREEZERS MADE HAVING 


Cedar Pails with Electric Welded Wire Hoops, Cans of 
Heavy Tin with Drawn Steel Bottoms, AUTO- 


MATIC Tin Scrapers. 
AMERICAN 


TWIN 
FREEZER 


Freezes Two 
. Flavors at 
One Time. 
Your Trade 
Wants It. 





“American Twin” 
HE BEST ICE CREAM FREEZERS in practical use, because convenient, 
compact in size, use’smallest amount of ice and salt, run easily, freeze quickly, pro- 


duce smoothly frozen creams or desserts with little bother and less work. 
SOLD BY LEADING JOBBERS. CATALOG SENT FREE. 


North Bros. Mfg. Co., Philadelphia. 








THONG AWL 


Entire length, 7 inches; blade, 3 inches. You can’t plit the handle, You | 


can’t broak it or twist it 


HURWOOD MFG. CO., - Bridgeport, Conn. 








The Fence That Suits 
a 







Your Customer 


is the one for you to handle. 


Woven Field Fencing 


Both Single and Double Strand. 


JUMBO POULTRY turns everything. 
Lighter Poultry for less money 
of Various Weights. 


Lawn and Cemetery Fence, 
Barb Wire, etc. 


SEND FOR CATALOGUE. 


THE DENNING WIRE 
& FENCE CO. 


CEDAR RAPIDS. : 1OWA 


INDUSTRIES ARE 
OFFERED LOCATIONS 


witH 


Satisfactory Inducements, 
Favorable Freight Rates, 
Good Labor Conditions, 
Healthful Communities, 


ON THE LINES OF 


THE ILLINOIS CENTRAL R. &. 


AND THE 


YAZOO & MISSISSIPPI VALLEY R. R. 








For full information and descriptive pam- 
phiet address 


J. C. CLAIR, tridustrial Commissioner, 
1 Park Row, CHICAGO, 




















Magic Pattern Rale | will Lay Out Patterns 


for any size and angle of elbows in three minutes’ time. Can also be used as Straight-edge Rule, 
Circumference Rule and Tramiel. Should be in every Tinshop. Will save its cost ina 
few weeks. Thousands are in use and every one giving excellent satisfaction. 


Price, complete in a nice wooden box with Chart, $4.00 net cash. 


LUFKIN RULE CO., Saginaw, Mich. (1. Earisany 





THE ECLIPSE AKRON SPIRIT LEVEL 





Manufactured by 





Sent to all dealers 
on approval. Write 
for our new illus- 
trated catalog and 
prices. 


THE BAKER McMILLEN COMPANY, AKRON, OHIO 
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Our planes are made of White 
Beech, which is air dried, and 
three years or more old before using. , 
Our Plane Irons are made of the very best steel, are all tested, 
are of uniform thickness and perfect in every respect. 


-We also make Cooper Tools, Chisel Handles, File Handles, 
Auger Handles and Mallets. “When in the market, write for prices. 


SANDUSKY TOOL CO., 


SANDUSKY - OHIO 




















—~ 4 Z 
This Label on all Taplin’s Pat. Improved 
Dover Egg Beaters stands for 
Quality and Durability. 


THE TAPLIN MFG. CO. , New Britain, Conn.,U,S.A. 
165 Chambers St., New York. 


“PULLMAN” satancs 


Are you selling them? 
IN USE EVERYWHERE 


Look for the 
Metal Tapes 
in all new 
Buildings. 


Folder No, 2 sent free, 


PULLMAN MFG. C0., ROCHESTER. 









































Plane Perfection 


Has been reached in the 


“Ohio Adjustable” 






Long years of experience in the manufacture of planes have enabled us to 
place upon the market a plane that is CORRECTLY CONSTRUCTED for CORRECT WORK. 


Let us send further information and our Catalogue. We have an extensive 
line of these planes and are constantly adding to it. 


Our other lines are Wood Planes, Chisels, Gouges, Drawing 
Knives, Auger Bits, Bench and Hand Serews, etc. 


NOTE:—We Do Not Sell Catalogue Houses. 
OHIO TOOL COMPANY 


New York Office, J. C. McCarty & Co., 10 Warren St. Factories, Columbus, Ohio, Auburn, N. Y. 














ALL KINDS OF BEECHWOOD 


W000 APPLEWOOD 


PLANES and BOXWOOD 


Rules, Plumbs and Levels, Gauges, Mandscrews, etc. 


THE CHAPIN-STEPHENS Co. 


LOCK DRAWER 13 UNION FACTORY 
PINE MEADOW, CONN. Vv. Ss. A. 





ON 5 TON 


Is what you can save 
We make all kinds of 
SCALES, 


WRITE FOR PRICES 
Also B. B. PUMPS and WIND [ILLS 


BEGKMAN BROS., Des Moines, la. 


$25 














THE ROYAL 
IRON STAND. 


Very handsomely designed; 
made of best iron; extra 
nickel plated; weight 9% 
ounces; will holdanyiron;a ~ 
rapid seller. Franklin 
Speciaity Co., Reding, 
Pa. 5, lv and isc, naraware 
articles our specialty. 

Chicago office, 103 Lake St. 


ADDITIONAL 
CAPITAL 
FURNISHED! 


Favorable consideration will be given 
| propositions from harness, saddlery 








| trunk and shoe manufacturers seeking 
additional capital, to locate at one of 
the most prominent factory points in 
the Southern States. Correspondence 
confidential. Address 


M. V. RICHARDS, 


Land and Industrial Agent, 
Southern Railway, Washington, D. C. 








STANLEY RULE AND LEVEL CO. 
[IMPROVED CARPENTERS’ TOOLS | 





Soid by All Hardware Dealers NEW BRITAIN, CONN. 
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The Best Spring Pin in the World! 


The pin is perfectly rigid and practically 
indestructible. 

It has a strong galvanized spring, warranted 
never to rust. 

SEND FOR SAMPLES AND PRICES, 








We are also large dealers in our unexcelled product—Absolutely Pure 
Vermont Maple Sugar and Syrup. Having Hardware dealers for 


customers, who buy for themselves and friends, gave us the idea for this part of 
our advertisement. WRITE US FOR PRICES. 


THE DEMERITT @ PALMER PACKING CO., Waterbury, Vt. 


LOGAN'S STOVE PIPE THIMBLES 


Prevents Fires and Protects Your Home 


Place orders early for THE LOGAN STOVE PIPE THIMBLES. The greatest selling and only Perfect 
Thimble on the market. Over 200,000 sold. One dozen nested in a crate. 





Impossible to push stove pipe too far in the flue. 
Prevents stove pipe from coming out of flue. 
Prevents smoking of paper around flue. 
Prevents soot from blowing over room. 
Prevents creosote from running down the wall. 
Makes an air tight joint where stove pipe enters 
the chimney and produces a perfect draft. 


For Sale by all Jobbers. 


LOGAN MEG. CO.,_ - OTTUMWA, IOWA 
“Cutler’ s Easy” Tools and Cutlery 


Include Axes, Hatchets, Hangers, Saws, 
Sweepers, Razors, Shears, Pocket . 
Cutlery, etc. None better to be had. 

We also sell a nice line of 

Bank and House Trimmings, Shelf 

Hardware, Tools, Iowa 

Forks, Alaska Refrigerators, 

Lawn Mowers, Gasoline Jr. 

Stoves, Safes and Bale Ties. 


Your Mail Orders Are Solicited. 
Cutler Hardware Co., Waterloo, lowa 


DOCTORS RECOMMEND IT 


A HYGIENIC WATER COOLER 


Ice and water in separate compartments and water is kept at an even 
temperature. 

The inside is made of malleable iron, and water compartment is lined 
with white porcelain. Metal parts are not exposed to the outside air, and 
consequently the amount of ice used is comparatively small. 

Economical, handsome, substantial—with nothing to get out of order. 

= . Will last a lifetime. It never sweats. Has an extra faucet to draw off 
melted ice. 


A GOOD SELLING SPECIALTY FOR HARDWARE DEALERS. 
MAJOR, 461 PEARL STREET, NEW YORK CITY. 
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Common Sense 
Flue Stops 


Absolutely soot 





and smoke proof. 


Stays where you 
put it; will not 
blow out or spring 
back like others. 





No need of ad- 


Patented 
justments nor bolts to rust fast. 


Can be retailed cheaper than 
any flue stop of its kind. 


A perfect flue stop. 


Ask your jobber for Common 
Sense Flue Stop. 


J. K. SCHICK, Fairbury, Ill. 


Sole Owner and Manufacturer. 





E. H. TITCHENER & CO. 


Pane ep 


(raced 


STAPLES AND WIRE SHAPES 


IM ALL VARIETIES. 
Binghamton, N. Y., and 42 No, Peoria St., Chicage. 


It Will 
Pay You 


to illustrate your adver- 
tisements in your local 
papers. A sheet of comic 
advertising cuts sent on 


application. 











These cuts are furnished 
with catchlines showing 
their application to the 
hardware, stove and tinners’ 
trades. 


Address 


DANIEL STERN 


69 Dearborn St., - CHICAGO 














The Richards Mfg. Co. 


Headquarters 
for the best 
of everything 


in the line of 






Sliding Door Hangers 
and Fixtures 


Our 88 page catalogue 

will tell the story. It’s 

yours for the asking. 
AURORA, 


Hay -There! 


Bird Proof, Jump Proof and Water Proof. 


No. 17 
Standard Trolley Barn Door Hanger. 


Bitten, Wo Be Ax 


GET OFF FROM 
THE FENCE! 


and join the progressive dealers that 
WITH are making money with 
STOWELL 













MAKE HAY 


“snncs fm AY No. 0 WILBERN 
ADJUSTABLE 
BARN-DOOR 
HANGERS 


‘* Boyd HayCarrier | 


/S THE ONLY ONE WITH with stay-on attachment that can 


be adjusted to three sizes common 
barn-door rail. 











yt | | £4 MEOW ATTACHMENT 
a4 ( eR ea ee 


FRANKLIN WOVEN WIRE STRETCHERS 


The best and lightest on the market. Will move a house. 


HAY CAR BRINGBACKS HANSON VISES 


Something new; a time and muscle saver. A workshop in itself. 
Make the horse do the work. 


STOWELL MFG. & FDRY C0., sori’ mitwadKer ws. 


THE STOP 

Several styles of covers. 
Body black or galvanized. It’s 
soot and fire proof—water 
tight and stays in the chim- 
aur Send for descriptive cir- 
cular 


and prices at once. Send 
orders direct or through your jobber. 


NICHOLS @ RANKIN 


COMPANY, BURLINGTON, IOWA 












Patented. 
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Ideal and Victor Adjustable Grass Carriers 


The “IDEAL ”’ is the only adjustable ‘‘full’’ metal bottom carrier made. 
Can be adjusted from 12 inch to 20 inch mowers. Is very durable and first 
class in every respect. 

The IDEAL is made in two regular sizes from 12 inches to 18 
inches, from 18 inches to 20 inches; larger sizes if desired. 
The ““VICTOR” is a canvass bottom carrier with a galvanized 


iron front to prevent wear, and forming 
a stopper to prevent the grass rolling out. 

















Sold by leading jobbers. 
Write for catalog. 


KRAVSE MFG. CO. 


7701 Goldsmith Ave., - CHICAGO 


The Only ALL STEEL Mower in the World 


WHY THE BEST ALL STEEL one-half lighter. 


ALL STEEL one-half light running. 
ALL STEEL much more durable. 


Write for Catalog of full line 
of HORSE and HAND mowers. 


GENUINE 
Philadelphia Lawn Mowers 


Made only by 


The Philadelphia Lawn Mower Go, 


3101 to 3107 Chestnut St., Philadelphia, Pa. 











Clipper Lawn Mower Co. 


DIXON, ILL 











That is just what 
3 van it means to you. 


<< sy, “J You can handle your goods 
9 > cheaper, easier and quicker 
or Z/ on our low down, short turn 
delivery wagons than on any 


other kind. See cut of gear. 
Body is low down, only 20 inches from ground, and is full width. Full height 


wheels in front, making light draft, yet on account of our Patent Short Turn 
Gear it will turn shorter than ahighcut under. Easy tolodd. One man with 
our wagon can do the work of two with a high wagon. Draft is light. One 
horse can haul big load. Short turn so can get around in alleys and crowded 
streets. A good ad and aa economical investment, 


Stop and Think What This All Means. 








HE MOWER that will Kill all the It rneans that no up-to-date, economical merchant can afford to buy or use any other 
f Weeds in Your Lawns, If you keep the We make the only successful short turn low down wagon on the non A 4 That A have pat = 
be my Tebeet treahion “the pomes pnte a to thousands. We make ther) to order as good, as durable and as satisfactory as the Dest of 
8S a e sma s teria perior workmanship produce, Buil ry where, 
roots, the grass will become thick and the weeds ee — sa si “_ a0 agar vbr sca or 
will disappear. The CLIPPER will do it. WE MAKE MANY STYLES suitable for all kinds of trade, Hardware, Furniture, 
NO MAN ON THE ROAD. Piano, Grocery, Milk, Laundry, Bakery, Meat. Complete cata 
SPOT CASH PRICES TO THE TRADE. eS te eee. Metlon this pa- 
p TE ES ae eee ¥ 
| Bao te ae eRe RR 53-58 | |] SYCAMORE WAGON WORKS, 109 Edwards St, Sycamore, IIL 
+o >see tthe ee eeereecees cone wees ences re, FORMERLY SHIPMAN, BRADT & CO., DE KALB, ILL. 
Please send Draft. P. 0. Money Order or Express 
Money Order or Registered Letter. 








In the expansion of business now bringing profit to so many manufacturers, 


Persistence in Advertising scrote nai: Senaiter teats yranloea fie ur 


of persistent publicity. 
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Ghe Diamond Point 
Vim Champion 
Cross Cut Saw 


Made of DISSTON’S Finest Crucible Steel. 


Tempered by an exclusively DISSTON PROCESS, 
which imparts the Superior “‘Edge and Set- 
holding qualities” for which the DISSTON 
Brand of Saws are RENOWNED. 


Ground an even gauge throughout the 
entire tooth edge, and five gauges 
thinner on the back than on cut- 
ting edge, which INSURES A ~ 
FREE RUNNING AND 
FAST CUTTING SAW. 
















WE GUARANTEE 
THIS SAW TO DO MORE 
WORK WITH A GIVEN AMOUNT OF 
FITTING AND EXERTION THAN ANY 
OTHER MAKE OF SAW ON THE MARKET 


HENRY DISSTON @ SONS, Inc. 


Keystone Saw, Tool, Steel & File Works 
PHILADELPHIA, PA. 


OOOOOODDOOOOD 
|. eee” | “sree. 


_ CHOPPERS 











| MILLS 
gamete | FOOD CHOPPERS 9 a 
ties | E pry Hand po eal 





| 


No. 2, $1.50 





NO. 3, $5.50 





Meat Juice Extractor 











No. 100 Chops 2 lbs. of Meat per Minute, $1.50 
No, 300 Chops 3 Ibs. of Meat per Minute, 2.25 


FOUR KNIVES WITH EACH MACHINE 


Gao @ 


Medium Coarse Nut-Butter Cutter | 














No, 21, $2. id 


Sausage Stuffers 
and Lard Presser 
8 Sizes and Styles 











| Order from your Jobber Iliustrated Catalogue Free 


The Enterprise Manufacturing Co. of Pa. 


Philadelphia, U. S. A. | orm 
N. Y. Branch, 10 Warren St. San Francisco Branch, 105 Front St. No. 25, $5.50 


999909000000 HHHOHOOO000O 





i] | 
4 ; | 
A ; } | 
1 a } 








No. 12, $2.75 





S cicnocdel titiieanaae 


¥ 
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“Columbian” Floor Spring Hinges 


TRADE MARK 





BALL-BEARING 
















-_ 


Occupies small Noiseless. 


space. 


Easily put in 


Tension easily ; 
place. 


adjusted 


without 
removing 


All flanges 
the door. reinforced. 


[t would please us to have an opportunity to quote 
on your next requirements for Floor and Sheet Metal 
Spring Hinges. 

















THE COLUMBIAN HARDWARE COMPANY 


" CLEVELAND, OHIO 


NEW YORK SAN FRANCISCO CHICAGO LONDON 



































= THE ONLY 


“ot No Experiment-—-Thoroughly Known----Many Years re. 


Endorsed and sold by the Leading Jobbers throughout the country. 
Catalogues Free upon application. 


The White Mountain Freezer Co., Nashua, N. H. 


(The White Mountain Country.) 




























. 
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lilt 
HOUSE: 
WARMING 
MANUAL 


Is beyond all doubtthe best 
book published on practical 
house heating. 

It contains the plans and 
essays on heating a house 
submitted in Tue AmERiIoam 
ARTISAN House Warming 
Competition for $300.00 
prizes, and is in fact 


An Encyclopedia of the Most 
Modern and Improved Practi- 
cal Methods of Heating a House 
by Steam, Hot Water and 


Warm Air. 


A Leading Western Newspaper 
says: 

“The volume is a well-bound 
and artistically printed and il- 
lustrated volume of nearly 300 
pages, and contains some master- 
ly essays on steam heating, hot 
water heating and warm air 
heating. Nearly every promi- 
nent authority in this field is 
quoted, and an application of 
principles and improvements 
suggested covers all technical 
details in a simplified and prac 
tical way. House plans and 
diagrams accompany the subject 
matter, which deals specifically 
with radiation, combustion, 
ventilation, prices, estimates, 
and the best and latest methods 
for placing, connecting and util- 
izing the apparatus adopted.” 


Price, Only $35.50 Per Copy. 


For sale by all booksellers or 
the Publisher 
Daniel Stern, 
69 Dearborn Street, 
CHICAGO. 


If you want the best light possible for your store, 
. for about one-tenth the cost of gas or electricity, 
‘... write for full particulars about the 


~ ANN ARBOR GASOLINE 
LIGHTING SYSTEM 
BRIGHT AS DAY, CLEAN, CONVENIENT, CHEAP 


OUR SPECIAL INTRODUCTORY OFFER 
will interest every merchant who believes in modern 


methods. Write 


it to-day. Our catalog shows a full 


line of Independent Arc Lights and Gasoline Lamps 
for the house. We can use a few more hustling 
agents. Write for full particulars to-day. 


SUPERIOR MANVFACTURING CO. 
249 Second Street, ANN ARBOR, MICH, 


—_— 


sult the greatest possible amount of oxygen is burned. (See 


sectional cut. ) 


With this globe one-half more light is produced at the same 
cost—150-candle power light at 4c per hour. 


be fitted to any under-generation lamp. 


any address upon receipt of $1.75. 








This burner can 
Mail us the nipple 
which connects the burner to the lamp, and we can send a 
burner that will fit exactly. The burner will be sent complete 
with the ‘‘Jena'’ air-hole globe, and mantle complete, etc , to 
If cash accompanies the 
order we will prepay express charges. We do not like to open 
accounts for small amounts because of the excessive amount of 
bookkeeping required. We therefore agree to prepay express 
when cash accompanies order for these burners. 


oH) AU“ G 


¢ New 


Equip Your 
Gasoline Lamps 
with the 
Ann Arbor 
Airlight Burner. 


The Ann Arbor Airlight Burner is 
the latest and most improved device for 
use on hydro-carbon lamps, This 
burner has been especially adapted for 
the use of the ‘“‘Jena’’ air-hole globes. 
The ‘‘Jena'’ globe has completely revo- 
lutionized the gas burner business in 
America, and is bound to have the same 
effect on the gasoline burner. 

By using the ‘‘Jena’’ the highest pos- 
sible efficiency is attained. The air sup- 
ply is taken in through the air holes at 
the bottom of 
the globe. 
The heating 
of the globe 
causes a draft 
and as a re- 








Mail coupon to-day. 





SUPERIOR MFG. CO., Ann Arbor, Mich. 


Name 
Shipping Address 




















(COUPON) 


Gentlemen :—Enclosed find %1.75, for which please send (express prepaid) one only Ann Arbor 
Airlight Burner, complete with “Jena’’ globe and mantle, This is with the distinct understanding 
that the burner may be returned at the end of 30 days if not satisfactory, and the undersigned will 
receive from the Superior Mfg. Co. $1.75, full price of burner. 


ae ae cae 





Address 














Write for complete catalog of Lamps and Systems. 


SUPERIOR MFG. CO. 


249 Second Street 


Ann Arbor, Mich. 
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BOOKS BY MAIL. 





t#" The publisher of THE AMERICAN ARTISAN will take pleasure in supplying Books, of whatever character, at catalogue 
prices, prepaid by mail, to any address, on receipt of price. The following are in lines especially re~zesented by this journal. 
No BOOKS EXCHANGE DP 





SHEET METAL WORKING. 
GRAY’S PERFECT ELBOW PATTERNS. 


On heavy blue printpaper. From one inch to twenty inches; price $1.00, 
repaid. From twenty inches to forty inches, price $1.00, prepaid. From 
one inch to forty inches, made in 2,3,4,5,6 7 and 8 pieces with 160 patterns 
and angle chart showing all angles and degrees of same gotten from 160 
patterns, price $2.00, prepaid. 


GRAY’S PERFECT SKYLIGHT PATTERNS. 


For single pitch, gable and hip skylights. Contains 6 to 8 and 10-inch 
ventilator patterns and skylight chart, giving the length to cut hip and 
rafter bars for any size skylight eX. 24 feet wide, for % pitch skylights. 
Full set of patterns and charts. ice, $3.50, prepaid. 


TIN, SHEET IRON AND COPPER PLATE WORK. 


This is a work of the greatest value to all who work in sheet metal. 
It describes the method of laying out foe! everything which the meta) 
worker will be called upon tomake. Joints,elbows,and all kinds of kitchen 
uténsils are fully described. The work is supplemented oy See for men- 
suration and hundreds of valuable receipts. J. Blinn. This book 
tains 296 pages with 169 illustrations, bound in cloth. Price, $2.50. 


con 
THE CORNICE WORK MANUAL 


Is a pippege book, illustrated with 184 engravings. It is thoroughly 
indexed attractively gotten up, with substantial red cloth covers, 
embossed in gold. Chapters treat of The Cutters’ Bench, Drawing Tools 
and Angles, Cutters’ Tools, The Entabulature, The Reading of Drawings, 
The Measuring of Cornices, Estimating, Right Angle Mitre Patterns, 
Bracket Patterns for Panel Sections, Right Angle Return Mitre Pat- 
terns, Patterns for a Pediment and Their Development, Patterns for a 
Segmental Section of a Pediment. Details and Patterns for a Finial, 
Bracings and Fastenings of Cornices to Buildings, Staging and Scaffolding 
for Cornice Work, Ornament Stamping Machine, The Management of 
Ropes and Hoisting Tackle, Plan Details of a Gable and Horizontal 
Cornice, Detail of Slating and Slaters’ Tools, Details for Horizontal ana 
Raking Mitre Patterns, and the development of Details and Patterns of 
the Turrets. ce, . 











’ 
THE TINSMITHS’ PATTERN MANUAL. 

A 250-page book, containing over 200 illustrations. By Joe K. Little. 
This book gives several methods for developing some of the most diff.cult 
and complicated patterns. It also devotes corsiderable attention to pat- 
terns of irregular shape and unequal taper. The laying off of patterns by 
triangulation is shown at length. This book is eminently practical and is 
recognized as the paramount practical authority in its chosen field. 
Price, $3.50 per copy. 


TINNERS’ HELPER AND PATTERN BOOK, 


By H. K. Vosburgh. Rules, diagrams, tables, 123 pp, 53 figures, 
Price, $1.00. 


SHEET METAL WORKERS’ GUIDE. 

A collection of rules and diagrams, for describing the most useful 
tterns ordinarily required, preceded by chapters on Sheet Metal Work, 
Idering, Geometry as applied to Sheet Metal Working. By W. J. E. 

Crane. Price, postpaid, 60 cents. 


100 TINNERS’ PATTERNS. 
THE AMERICAN ARTISAN Full Size Patterns printed on manilla 
paper, from which they are readily transferred to heavy sheets and cut 
out ready for use. Price, sent postpaid, for the full set of 100 patterns, 81, 


PATTERN-MAKERS’ HANDYBOOK. 


A valuable work for the er. It is thoroughly practical and has 
a deservedly large sale. By P. N. Hasluck. Price 50c; 50c edition is paper. 


THE WORKSHOP 
MANUAL OF RECEIPTS 


By Sidney P. Johnston. Contains 241 pages, giving 1,718 receipts for sol- 

deri: mgm Een mn hardening, writing on, nickeling, whitening, 

ungilding, , turning, testing. cleaning, , marbling, lac- 

quering, ; ting, coating, decorating, graining, annealing 

ay 2 the various metals. It occupies a fleld of its own. 
ee, 


HINTS FOR PAINTERS, DECORATORS AND 
PAPER HANGERS. 


How to Miz Paints. Price, 25c. 


HEATING AND VENTILATION 
THE HOUSE WARMING MANUAL. 


This handsome book contains the $300.00 essays in THE AMERICAN 
ARTISAN House Warming Competition forcash prizes. It. contains the 
latest and most practical up-to-date methods of heating a housc by hot 
air, steam or hot water. An invaluable feature is found in the compara- 
tive cost of the three systems, and the estimates concerning labor oleae 
mech Rover Reve any Wale GEGEe onoreeely en etee ne inte book 

y about incorrec es at. @ furpace or 
heating job. 270 pages. Price, $3.50. “7 


HOT WATER MANUAL, 

With Information and Suggestions on the best methods of Heating 
Public,.Private and Horticultural Buildings. Treatise on the High and 
Low Pressure Systems, Bath Apparatus, Hot Water Supply for Publio 
Institutions. Duplicate Boilers, Radiators, Laundry Drying Stoves, 
































Sui i Turkish Baths. Causes of and Hints to prevent Fail- 


this book which also helps in many other ways around your store. The 

price is $3.50. 

PUBLISHER AND & DEARBORN CHIGAGO 
BOOKSELLER, STREET, . 


ure. . By Walter Jones. Price, $3.50, 


DANIEL STERN, 





’ 
STEAM AND HOT WATER FITTERS’TEXT BOOK 
Prepared for the Steam and Hot Water Heating Course at the New 
York Trade School, with Supplementary Chapters om House Heating, 
Specifications and Surface Estimating. By Thos. E. McNeil. 140 pages, 
numerous illustrations and diagrams. 5x7in,, cloth. Price, $1.00. 


FURNACE HEATING. 
A practical and comprehensive treatise on warming buildings with 
yh an an appeadix on furnace fittings. By Wm.G. Snow; cloth. 
ce 


HOT-WATER HEATING, STEAM AND GAS 
FITTING; ACETYLENE GAS—HOW 
GENERATED AND HOW USED. 


For Plumbers, Steam Fitters, Architects, Builders, Apprentices and 
Householders. Containing Practical Information of all the Principles 
Involved in the Construction of Steam, Hot Water, Acetylene Gas Plants 
and how to p rly do Gas Fitting. By Jas. J. Lawler. Revised by Geo. 
C. Hanchett. 12mo., cloth, elegaatly illustrated. Price, $2.00. 


ADVERTISING 
TOWNLEY’S ADS NO. |. 


Comprising 100 Steel Range Advertisements which have been success- 
fully used by one of the leading retail firms in the West. Catch the eye of 
the reader; drive home the thought and reach the pocketbook. Price, 50c. 


TOWNLEY’S ADS NO. 2. 
60 brightpulling hardware ads prepared by a practical hardware 
dealer for_use in local papers. They have brought trade. ce, 50c. 


TOWNLEY’S ADS NO. 3. 


Sf you advertise or intend to advertise bicycles you will be interested 
in the reproduction of the best advertisements of a leading retail firm as 
they appeared in the papers. Selections from a great number of ads used 
in a practical way in our retail business are given. 50 ads for 50c. 


’ 
TOWNLEY’S ADS NO. 4. 

50 Warm Air Furnace ads 50c. These ads have “CATCHY HEAD- 
LINES,” attractive wording and fresh appearance. They increased our 
sales and will yours. ted on one side. Copy ready for printer. Save 
time and worry, and are worth ten times what they cost. 


TOWNLEY’S ADS NO. 5. 


Townley's 50 Farm Implement and Vehicle Ads. Bright and breezy. 
Have been used in local papers.and have won trade. Price, 50c. 


PLUMBINC AND DRAINAGE 
WATER CLOSETS. 


A ‘Historical, Mechanical and Sanitary Treaties, by Glenn Brown, 
Architect, Associate American Institute of Architects. This book von- 
tains over 250 engra The drawings are so clear that the distinctive 
features of every device are easily seen at a glance, and the descriptio: 
are full and thorough. The paramont importance of this department 
the construction of houses renders all comment upon the value of such @ 
work unnecessary. Neatly bound in cloth, gilt title. Price, $1.00. 


PLUMBING, DRAINAGE AND WATER SUPPLY 


and Hot Water Fitting. This work treats of drainage, city wells, exter- 
nal plumbing, internal plumbing and fittings, tapping mains under 

sure, Ornamental lead work, heating, hot water work, etc. By John 
Smeaton, C. E. 8vo, 236 pages, 217 illustrations, cloth bound. Price, $8.00. 























PRACTICAL HINTS ON JOINT WIPING. 
For beginners in plumbing. Price, 25c. 





LAWLER’S AMERICAN SANITARY PLUMBING. 


For Plumbers, Steam Fitters, Architects, Builders, Apprentices and 
Householders. Jas. J. Lawler. Containing practical information on 
all the Brsoipies volved in the Mechanics Sciences of Plumbing. 
E ing explained in the most simple language, so that it will be im- 

le to misunderstand anything. The best illustrated work of the 

ind ever eee showing many new appliances and devices not. 

Ar pea yf any other work: Containing 320 pages, large 12mo, cloth. 
ce, 


MODERN PLUMBING, STEAM AND HOT 
WATER HEATING. 


Containing the most modern methods of Plumbing as constructed at 
the present date. Over 300illustrations and diagrams, showing the various 
systems of construction in the heating and ventilating by Steam and Hot 

atersystems. Six folding inserts, showing waste pipe system in plumb- 
ing, one pipe system of both Steam Hot Water Heating. Overhead 
system. system of heating and ventilation, and Steam and Hot Water 
circuits. By Jas. J. Lawler. 400 pages, large octavo. Cloth. Price, $5.00. 


COMMERCIAL 
THE MANUAL OF BUSINESS. 


By S. P. Johnston. Contains 263 pages,andis wellindexed. By perusing 
its pages one can tell at a glance correct business forms for business an 

legal instruments of all character, and secure authoritative advice on 
discounts, property laws, contracts, penmanship, postal regulations, 
debts and collections, bookkeeping, transportation, parliamentary laws, 
etc. If you strike an unknown busirzess term this book will define it 
for you. If oy want the meaning of a business abreviation refer to 
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HOTCHKISS 
CLIPPERS 


Hotchkiss 
No. 100 Ball-Bearing 
Fetlock Clippers 


SIMPLE IN DESIGN 
ELEGANT IN FINISH 




























COMPLETE LINE 


Barbers’, Toilet 
Horse and Fetlock 
Clippers 












Several New Patterns 
now ready 








STANDARD QUALITY and WORKMANSHIP GUARANTEED 


Hotchkiss Clippers with proper care will keep a keen cutting edge for years. 
Hotchkiss Clippers are simple and perfect in construction and are goods that will stand the test of time. 
You can make no mistake in specifying for these goods. 


PROMPT SHIPMENT. RIGHT PRICES. 


Special attention to orders for export. 
Send for descriptive Catalogue, Prices, etc. 


EDWARD S. HOTCHKISS 


Harbor Street . Bridgeport, Conn. 
Successor to Hotchkiss Sons. Established 1850. 
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Don’t You Know 


That the most popular saws 
with the mechanic, farmer, 
and lumberman are the 


ATKINS 


EXTRA HIGH CRADE 


SILVER STEEL 
“Factory Brand” Saws? 


Why not handle the Atkins Line Exclusively? 
Most complete on the market. 








Write for Catalog, Prices and Particulars Now. 

















Atkins Saws are the most widely 
advertised and best and most 
favorably known. They are a profit- 
able line to handle, because 
they turn into money quickly. 
Atkins Saws never become shelf- 
} worn. Too much demand for them. 


E. C. ATKINS & CO., inc. 


Factories and Home Office, INDIANAPOLIS, IND. 


BRANCH HOUSES: 
Atlanta. Chicago. Memphis. Minneapolis. New York City. Portland, Ore. San Francisco. Seattle. Toronto, Can” 
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No. 2000 Universal Plyer 
Used by Machinists and 


No. 60 
Bull Dog End 
Cutting 


Farmers 


No. 654 Long 
Reach Chain 
Nose Side 

Cutting Plyer 


Nipper 


THIS 
TRADE MARK 
DENOTES QUALITY 


ONLY THE GENUINE 
BEARS THis 
MARK 


No. 700 Combi- | tig No. 777 Long 
nation Plyer ; Needie Nose 
Piyer 


No. 350 
Side Cut- »~ 
ting and > * No. 1000 
Splicing : Giant 
Plyer Button’s 


No. 65 Fine Jeweler’s 
End Nipper 


Every Tool Bearing Our Trade Mark !s Guaranteed 


It Pays to Hande the Best 
WRITE FOR CATALOG gug® 
rave neserconcece Utica Drop Forge & Tool Co. 


Factory, Utica, N. Y. 296 Broadway, New York, N. Y., U. S.A. 
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Omaha, Des Moines, Peoria, Indianapolis 
and Duluth meetings, the 

















Enameled. 


Warehouses: 








Home Pride ‘sis: Highest Award 




















Call at Home Pride Headquarters at Dayton Convention 
We will attempt to show why our dealers 


are getting highest prices. 


Made in Wellsville Blue Steel and in Black 
18, 20 and 23-inch ovens. Right 
and left hand flush reservoirs. 


Home Pride Range Co. 


Marion, Indiana 


Lincoln, Des Moines, Minneapolis 


/MALLEABLE STEEL RANGES | 


In the opinion of the dealers at Milwaukee, 
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SEAMLESS—SPUN FROM ONE PIECE OF STEEL 


High-Art “The Wear of Quality” | “Enameled Ware” 

















Coffee Pot Tea Pot Tea Kettle 

The above items are something entirely new. and positively the finest thing ever manufactured in enameled steel ware. We call special 
attention to their construction. The bodies are spun out of one piece of steel, doing away with all unsanitary seams, and making them easy to keep 
clean. The covers are also spun out of one , no knobs to come off, and no rims to rust. The handles are made from one piece of hollow steel 
and always cool. They are enameled with three coats of our celebrated Special Turquoise Blue Enamel, mottled (like cut) with uniform white specks. 
Snow white enameled inside. They are easy to sell and big profit makers, being entirely different from anything ever put on the market. Guaranteéd 
absolutely pure and not to leak. h item packed separately in stiff cardboarded cartons, which keep them in perfect condition. Send us a trial 
order ‘and vinced. 


7 The Jacob J. Vollrath MfS. Co. 


Works and Executive Offices, SHEBOYGAN, WIS. 


Chicago Office and Sales Rooms, 
173 East Lake Street Chicago, Ill. 


New. York San Francisco Minneapolis 


] 
‘ 
' 
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ry Good Roofing Tin AC 


That is really good sold-at prices that enable you to 
save something—sometimes considerable—on your 
orders. It will pay you to write for sample and prices. 


2 Co. (a 








The McClure 


Pittsburch 


NOTICE! 


We have exceptional facilities for handling American 
products: Hardware, Sanitary, Heating and Ventilating 
Goods. Branches in England and Continent. References 
furnished. Address 


EXHIBIT & TRADING CO., Main Office, 72 Henry St., Liverpool, England 

















Did you ever expect to get a really perfect 
“Polished Sheet Steel?” 


Well, you can now. 
We make it and guarantee uniform 


color, finish and working quality. 
Write us. 








Follansbee Brethers Co., Pittsburgh, Pa. 
We make highest grade Roofing and Bright Tin, too. 














The “CENTENNIAL” 
RAIN-WATER CUT. OFF 
Tesouse = siieness . 

pd T-OFF on the mar- 











Coat & Hat Hooks 


The : 
has a stiff brace in the angle anda 

















without extra p 


s) 
ment making | elbows. Forsale by all 








read and 
prs Sheaatiorspeone, | Patent applied d Standard will Oprieg endiees autece wal” 
sateneanetn. | Matiarere SCALES. ATLAS MFG. CO., 
Made only by COONEY ASK YOUR JOBBER ABOUT THEM. New Haven, Conn, U.S.A. 
POWERS BROS. | & GEIGER, 
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The “GLOBE” Ventilator 


in BRASS, COPPER, GALVANIZED TRON, 
and with Glass Tops for Skylight purposes. 





Prices are going much higher for Eave Trough and Con- 
ductor Pipe. 

We urge you to place your orders now for future delivery. 
You'll have the shipments when you need them—with no 
annoying delays—and you'll also save in price. 

Our Special Price List:if you wish. 


ILLINOIS ROOFING & SUPPLY CO., 
23 Lake Street, CHICAGO 


ATKINS 


GOOD FOR THE DEALER 


SMOKY CHIMNEYS CURED. 


“GLOBE” Ventilated 
Send for Pamphlet. ae. 


Manufactured by 
GLOBE VENTILATOR CO., Troy, N.Y. 
HIGH GRADE 


SILVER STEEL HAND SAWS 


GOOD FOR THE MECHANIC TRADE WINNERS 


~ 



























If It’ 
Silver Ae ATKINS 
It’s an ALW AYS 


ATKINS AHEAD 






Branches: 
MEMPHIS, TENN. 
ATLANTA, GA, 
NEW YORK CITY 
TORONTO, CANADA 





Get Our Catalog—lIt’s a Necessity—Free 


C. ATKINS & CO. 
Indianapolis, Ind. 





Branches: 
358 S. Canal St. CHICAGO, ILL. 
MINNEAPOLIS, MINN. 
PORTLAND, OREGON 
SEATTLE, WASH, 
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